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Strikes Hobble GM, 
Cut Output to 62,000 


By Martin L. Whitmyer 
Staff Writer 





Ss 


to an estimated 62,169 cars. 


That compared with 83,515 cars turned out a week 
earlier; and 86,024 units turned out during the week 


ended Sept. 17 a year ago. 


And, unless the plants get back into operation im- 
mediately, it’s doubtful whether the industry will reach 
its goai of 500,000 assemblies for September or whether 
GM will run its model output to its original goal of 
351,500 assemblies by the end of the month. As of last 
Saturday, the corporation had produced 144,390 of the 


1962 models. 


Among the other producers, as of last Saturday, Ford 
Chrysler Corp., 
36,373; American Motors Corp., 13,727, and Studebaker- 
Packard, 10,192. Total 1962-model production through 


had produced 104,056 new models; 


Sept. 16 was 308,738 cars. 


Top producer last week was Ford Motor with an 
estimated 37,178 cars, followed by Chrysler Corp. with 


13,950; AMC, 6,200; S-P, 2,030, and Checker, 100. 


* * * 


TRIKES also played havoc with other manufactur- 
ers last week as they tried to get assembly machin- 
ery into full operation in an effort to get enough cars 
into the field for public introductions beginning Wed- 


nesday (Sept. 20). 

Studebaker was hit on Tuesday by a labor dispute 
at South Bend; Ford Motor’s plant at Mahwah, N. J., 
was idled temporarily by a disagreement there, and 
the Chrysler Corp. assembly operations in Detroit 
were nearly shut off by a strike at the corporation’s 
press plant in Warren, Mich. A return to work order 
on Wednesday, however, averted the proposed layoff 
of some 6,000 Chrysler workers, which was to have 
gone into effect on Thursday. 


But the hardest hit was GM, where all assembly op- 
erations were halted after Monday. The result was that 
the corporation built only 2,711 cais last week, with 
Chevrolet leading the list with 1,307 assemblies. Among 


(Continued on Page 69, Col. 1) 
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CATTERED sstrike activity throughout General 
Motors halted car and truck production at all GM 
assembly plants last week and held industry output 
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As Curtain Goes Up 


By Maynard M. Gordon 
News Editor 


oo curtain goes up on the ’62- 
model season this week with ap- 
proximately 650,000 new domestic 
cars in dealer stockpiles, nearly 
200,000 units beneath the level ex- 
actly a year ago. 

Included in the national in- 
ventory, according to Automotive 
News surveys, are an estimated 
400,000 ’62 models and between 
200,000- and- 300,000 ’61s. The sup- 
ply at introduction time last year 
was divided about equally be- 
tween phased-out and phased-in 
cars. s 

The current stockpile is almost 
identical to that on Sept. 1, but the 
ratio of ’62s to ’6ls has changed 
sharply. Only 110,000 ’62s were 
counted among the 655,274 new do- 
mestic cars on hand at dealerships 
or in transit from the factories at 
the first of the month. 

* x cS 

ENCE, the cleanout of ’61 mod- 

els has proceeded steadily at 
the gradual pace which commenced 
in July. Selective selling by deal- 
ers, together with a desire to enter 
the ’62 season with a 15-day or 
20-day supply of ’61s, has prevailed. 

Early buildouts by the producers 
were another decided factor in 
making possible the lowest Sept. 1 
inventory in three years. The stock- 
pile was 26 percent below the Aug. 
1 level and 25 percent beneath the 
Sept. 1 mark last year, though near- 
ly 200,000 units higher than the 
comparable total in 1958. 

The combined inventory of ’62 
and ’61 cars posed a 43-day sup- 
ply at the Labor Day weekend. A 
55-day supply at the beginning of 
August had raised fears about 
cleanout prospects, but the flow 
of new cars from Detroit was so 
scanty last month that even the 
slower retail rate was enough to 
whittle down stocks. 


Compact cars, again matching 
their growth as a proportion of 
sales, rose to a record 40 percent of 
the combined model inventory Sept. 
1. The compact total stood at an 








estimated 260,000 units, equivalent 
of a 44-day supply. About 70,000 of 
the inventoried compacts were ’62s. 
* * od 
= there will be enough 
compacts to finish out the ’61 
season and open a maximum sales 
(Continued on Page 4, Col. 3) 
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Compacts’ Inroad 


Deepens on 61s 


Only Luxury Makes 
Escape Losses 


By Robert M. Lienert 
Associate Editor 
Cssst-PRICHED cars were 

the only ones immune to the 
compact-car challenge this year, it 
appears as the ’61 model season 
moves smoothly to a close. 

The luxury autos were the only 
ones aside from compacts that 
boosted their share of the market 
over last year as the smaller cars 
made their strongest bid in his- 
tory for customer preference, 

Both standards and mediums 





(Continued on Page 4, Col, 5) 


Dealer Fights Factory Rep 
In Okla. License Test 


KLAHOMA CITY. — A Ford 
dealer of more than 30 years’ 


tenure has petitioned the State to 


suspend or revoke the license of 
Ford Division’s 


district sales 
manager, 

The case is the 
first of its type 


to be brought 
under the Okla- 
homa Motor Ve- 
hicle Act and 
may set a prece- 
dent for all states 
which license 
dealers and fac- 


A. F. Love 
tory representatives. 


Complainant is William C. 
Doenges, who operates Ford 
dealerships in Tulsa and Bartles- 
ville, Okla., as well as in Col- 
orado and Kansas. Target of his 
petition is A. F. Love, 40, Okla- 


Oklahoma City 


homa City district sales manager 
for Ford since August, 1959. 

The Oklahoma Motor Vehicle 
Commission, composed of seven 
new-car dealers, decided to accept 
the Doenges petition at a meeting 
here last Tuesday. Love was given 
notice to appear before the Com- 
mission at a special hearing Sept. 
- * K * 

OENGES’ complaint charges 
Love with “coercive and intim- 
idating actions’ during the 1961 
model year. Love’s conduct, accord- 
(Continued on Page 4, Col. 1) 





TOP CARS 
No August new-car registra- 
tions were available from R. L. 
Polk & Co. last week. Top Cars 





will resume next week. 
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U. S. Pressing for Settlement... 





Resumption of Output 


Expected Soon at GM 


By Francis J. Gawronski 
Labor Writer 

wy odds favor early resumption 

of production of General Motors 
new models in spite of the fact 
that disputes over working condi- 
tions proved to be more knotty than 
expected. 

Steady progress is being made in 
ironing them out and the Federal 
Government is pushing both sides 
for speedy settlement. 

Meantime, both Ford and Chrys- 
ler, which will be asked to meet 
the major economic terms agreed 
to earlier at GM, have agreed to 
an indefinite extension of their 
contracts with the UAW. 

ok * * 
Egret agua expects no such 
trouble as GM is experiencing 
on local issues, while Ford refuses 
to speculate in this area. 

President Kennedy called upon 
both the UAW and GM to settle 
their differences quickly so that 
GM could get back into produc- 
tion. 

His appeal was made Thursday 
(Sept. 14) through Secretary of 
Labor Arthur J. Goldberg, who said 
both sides have an “overriding obli- 
gation to make expeditious settle- 
ments.” 

Goldberg called the national eco- 
nomic settlement reached by GM 
and the union “good” and said it 
should not necessitate an increase 
in car prices. 

Another government prod was 
contained in a formal statement by 
William E. Simkin, director of the 
Federal Mediation and Conciliation 
Service, as he appeared last week 
at the scene of the negotiations in 
the General Motors Building in De- 
troit. 

He said he was not actively in- 
tervening in the dispute at this 
time but was issuing a formal 
message to GM and United Auto 
Workers officials in an effort “to 
create a greater sense of urgency 
on both sides.” 

Some bargainers interpreted 
Simkin’s “appeal” as a warning 
that the Government will enter the 
negotiations unless a_ settlement 
was reached soon. 

* * * 
ISPUTES over local working 
conditions touched off walk- 
outs at all but 32 of GM’s 129 plants 
on Monday (Sept. 11). As of press 
time Thursday (Sept. 14), negoti- 
ators settled disputes at 58 plants 


Cadillac Reports 
Stocks at Low 


Expects ’62 Sales 
To Reach 150,000 


By John K. Teahen Jr. 
Associate Editor 
ITH ’62-model1 _ introduction 
scheduled for Friday (Sept. 22), 
Cadillac dealers are in the best in- 
ventory position in history, Gen- 
eral Manager Harold G. Warner 
said last week at the national press 
preview of the division’s new offer- 
ings. 

The inventory situation applies 
to both the upcoming and the cur- 
rent-year models, he added. 

Addressing newsmen at the Gen- 
eral Motors Technical Center, War- 
ren, Mich., Warner said 7,000 ’62 
Cadillacs had been built before 
workers walked off the job. The 
’61 models, he said, are “at a premi- 
um,” with dealer stocks at an all- 
time low. 

Later, General Sales Manager 
Fredric H. Murray outlined the 
’61-model setup for AUTOMOTIVE 
NEws. 





6 * * 

A® OF Sept. 14, Murray said, ‘61 

models in dealer inventories 
totalled 6,651 units, including dem- 
onstrators. He expects that figure to 
drop to 3,300 by introduction day. 
By comparison, Murray said, deal- 
ers carried about 9,100 ’60 Cadillacs 
into the ’61 model year. 

That means an average of less 
(Continued on Page 67, Col. 2) 


and smaller locations, leaving 71 
still to be settled, 

Although a key issue, the local 
unions’ demand for sufficient relief 
time has been solved, many other 
items remain to be cleared up and 
have slowed up negotiations at the 
national level. 

The national agreement cover- 
ing noneconomic issues is not 
complete, because both the inter- 
national union and GM bargain- 
ing teams have been working for 
days on local matters. 

However, local plants are ex- 
pected to be back in operation in 
a matter of days once a national 
agreement is finalized. 

The vital Fisher Body plant in 
Pittsburgh was cited by GM. as an 
example of the difficulties en- 
countered by negotiators on the 
local level. 

Louis G. Seaton, GM personnel 
vice-president, said “a state of an- 
archy” exists there. Inability to 
reach an agreement there, he said, 
is a “revolt against not only the 
corporation but also the interna- 
tional union.” 

Seaton said leaders of the wild- 
cat strike and illegal picketing 
were offered what he called “im- 
munity,” but “they wouldn’t sit 
down and bargain.” . 

Seaton said a strike at the Pitts- 
burgh plant, which makes stamp- 
ings of all kinds, could shut down 
the entire corporation in a week. 

Walter P. Reuther, UAW presi- 
dent, gave the GM local unions 
permission to strike at 10 a.m. 
last Monday if a contract had not 
been signed. 

Union members started walking 
off their jobs even before the Mon- 
day strike deadline was reached. 
When that deadline occurred and 
no settlement had been reached, 
other workers left the plants. 

The issues which triggered the 
strike are many and varied. How- 
ever, the principal reason for the 
walkout was the inability of the 
corporation and union to agree on 
noneconomic matters on a national 
level and, particularly, on matters 
under negotiation between the local 
unions and local plant manage- 
ments. 

* * OK 

AIN issues still to be solved on 

the national level include: 

1. Production standards: The 
UAW wants a stronger voice in de- 
termining how much work its mem- 
bers do in an hour. The union con- 
tends GM’s output standards are 
too stringent. 

2. Overtime: UAW wants to end 
what it calls “compulsory over- 


time.” The union argues that GM 
workers worked enough overtime 
in 1960 to provide full-time jobs for 
27,000 men and women. It contends 
(Continued on Page 67, Col. 1) 


This Week in Summary... 






Car Designers of the Future— 

Fifteen-year-old “John W. Barlow, second from right, Philadelphia, receives hand- 
shake and first prize for his winning entry in the Car of the Future contest from Matt 
Slap, president, Matt Slap Chevrolet, sponsor of the competition. Runnersup receiving 
awards are Robert C. Lemay jr., left, Flourtown, Pa., and Larry Barkus, Jenkintown, Pa. 
Two other runnersup not shown were Gary Warren, Warminster, Pa., and Michael 
Dougherty, Philadelphia. 


Used-Car Stocks Plummet 
To 4th Straight Low 


TOCKS of unsold used cars held 

by franchised dealers plunged 
to a three-year low as of Sept. 1, 
according to AuToMoTivE News’ esti- 
mates. 

The average inventory on that 
date was good for 21.8 days of 
selling. Not since Oct. 1, 1958, 
when a 21.7-day inventory was 
average, had used-car stocks 
fallen so low. 


such a large proportion of deal- 
ers been below the 15-day level. 

Another 61.5 percent of dealers 
reporting rated their inventories as 
good for 16 to 30 days of selling. 
This percentage was unchanged 
from the previous month. 

The combined total of 92.3 per- 
cent under the 30-day limit, how- 
ever, was the largest recorded 
Since October, 1958. A month ear- 


It was also the fourth monthly 
census in a row in which inven- 
tories were below the theoretical 
30-day limit, and it represented the 
second consecutive decline — from 
26.7 days on July 1 and 24.7 days 
on Aug. 1. 

* ok ak 


RINCIPAL reason for the 

steady shrinkage in used-car in- 
ventories has been the continuing 
contra-seasonal strength of the re- 
tail used-car market and a dimin- 
ishing supply of decent pieces in 
the wholesale channels. 

Dealers polled by Automotive 
News. were virtually unanimous 
in terming the used-car market 
surprisingly brisk. Only from 
certain cities in the Southwest 
and widely scattered sections of 
the East came reports of dimin- 
ishing demand, 

Said one dealer, “We could sell 
anything we get our hands on. We 
have customers waiting for cars.” 

Another said he couldn’t keep a 
clean car “more than a day or 
two.” 
* * * 


A Boxe dealers reporting on 
Sept. 1 stocks, 30.8 percent said 
they could sell out in 15 days or 
less. This compared with 24.0 per- 
cent in that category a month ear- 
lier. 

Not since December, 1958, had 






Automotive News Review 


New-Car Stocks— 







As the 1962 models began their public bows, new-car stocks were 
at 650,000, with nearly two-thirds of them ’62 models, Last year total 
stocks were some 200,000 higher at this time. Page 1. 

Meantime, used-car stocks were at a three-year low. Page 2. 


Labor— 
Early resumption of new-model 









production was expected as the 


Federal Government pressed for a quick settlement and GM and the 
UAW were making progress in ironing out local issues. Ford and 
Chrysler negotiations are continuing under contract extensions. 


Page 2. 
Auto Production— 





Car output was down 21,000 to 62,000 last week as strikes closed 


down GM assembly plants. Page 1. 


Service Index— 


Automotive News Service Index indicates a minor decline in dealer 
service and parts business in August, Page 2. 


Factory Relations— 

Doenges Ford in Tulsa and Bartlesville, Okla., is challenging the 
Oklahoma City district manager under the state licensing law. Page 1. 
Chrysler has agreed to pay floorplan costs on ’62s sent dealers up to 


announcement day, Sept. 28. Page 
Legislation— 


3. 


First session of the 87th Congress closing with the automotive 


industry faring well. Page 3. 








lier, 85.5 percent were in the 30- 


days-or-less classification. 
* * * 


oO 7.7 percent of reportin¥ 
dealers had inventories in ex- 
cess of a 30-day supply on Sept. 1, 
compared with 145 percent a 


month earlier. 

Range of stocks reported was 
zero to 60 days. This was the first 
time since Aug. 1, 1956—more 
than five years ago—that any 
dealer had reported a complete 
sellout on his used-car lot. 

A year ago on Sept. 1, the aver- 


age inventory involved a 29.3-day 


supply. There were 23.5 percent at 
15 days or less, 35.3 percent at 16 
to 30 days and 41.2 percent over 30 
days. Range of stocks was eight 
to 60 days. 


Ford to Introduce 


Followup Program 


For 62 Owners 


DEARBORN. — Ford Division 
plans a number of changes in its 
after-sale program on ’62 models 
for the benefit of new-car buyers 
and dealers. The Ford car warranty 
will remain at 12 months or 12,000 
miles. 

A key feature of the new program 
is a Registered Owners Plan. Under 
the plan, a followup card on each 
new-car buyer is prepared for the 
dealer’s service department and a 
similar card goes to the dealer’s 
sales department for followup. A 
third copy of the card goes to the 
buyer. 

All papers on each car are com- 
bined in one book with warranty 
material “written so that the lay- 
man can understand it.” The book 
contains reminders of the 1,000- 
mile inspection and subsequent 
service checkups. 

The number that the owner re- 
ceives under the registration pro- 
gram appears on coupons which he 
signs when he receives the 1,000- 
mile inspection and any warranty 
work, 

The book also contains a tag 
which the owner can turn in at any 
outlet of the manufacturer which 
produced his tires and receive a 
warranty on his tires. Ford Divi- 
sion said this is the first formal 
program to get new-car-tire war- 
ranties into the hands of owners 
at the proper time. 

The book also contains the usual 
information on proper driving and 
available accessories, plus an out- 
line of the maintenance needed by 
the car at specific intervals. 





‘|Dealer Shop Work 
|Dips in August 


Drop Is 2 Percent 
From Earlier Months 


By Kenneth C. Kelley Jr. 
Staff Writer 


_—— typical dealer’s service and 
parts business fell off a bit in 

August, the monthly: AuTomoriyg 

News Service Index shows. 

The index showed that the 
typical dealer’s total parts and 
service business in August was 
2.1 percent below the July show- 
ing and down 2.6 percent from 
August, 1960. 

The index measures service and 
parts operations of a large crogs- 
section of dealers. It is intended 
as a yardstick with which individ. 
ual dealers can measure their own 
operations against the national re. 
sults. 

Sales of parts for vehicles being 
repaired in dealers’ shops increased 
fractionally in August but the 
other measures of Service and parts 
business fell, pulling the overall 
figures down. All figures are ad- 
justed for the number of business 
days in each month. 

* * * 
. pg parts sales in August were 

0.8 percent above the July fig- 
ure and 0.9 percent ahead of the 
August, 1960, total. However, total 
sales of parts and accessories in 
August were 3.1 percent under July 
and 2.5 percent below August, 1960. 

Customer labor sales in August 
dropped 0.5 percent below the July 
showing and were 2.8 percent 
under August of last year. 

The number of repair orders 
written in the typical dealership 
in August was 2.0 percent under 
the July total and 2.7 percent 
below the figure for August, 1960. 

The drop from July to August is 
probably mostly seasonal. August 
is the vacation month when most 
of the prevacation service has been 
taken care of and it is too early 
for most of the usual fall and win- 
ter jobs. 
* * * 

=a during the evening and 

night hours is a big-city busi- 
ness—although it does not always 
work out, even there. 

That is the key conclusion to be 
drawn from the monthly Avutomo- 
TiveE News survey of dealer opinion 
on service topics which is con- 
ducted along with the Service 
Index survey. 

Of the dealers polled, just about 
one in eight offers night service. 
All of those who.do offer this type 
of service are located in cities of 
fairly good size. 

Not all of the dealers who offer 
night service have the shop going 
full blast until midnight or 1 a.m, 
In many cases, the service is limit- 


ed, 
* * od 


| > SOME dealerships, the night 
service is confined to emergency 
repairs for. established customers. 
In other shops, it is just a matter 
of keeping the shop open each eve- 
ning until all the day’s work is 
done. F 

A number of the dealerships 
which have night service offer it 
only for a limited period of time— 
some stay open until 9 p.m, on 
weekdays and others are open one 
or two nights a week. 

Despite the fact that those deal- 
erships which offer night service 
are concentrated in the large cit- 

(Continued on Page 69, Col. 3) 
* * * 


Service Index 


97.4 


Aug., ’61 Aug., 61 


in the July, ’61 

Repair Orders 

Written ........ — 2.7% — 2.0% 
Customer 

Labor Sales.. — 2.8% — 0.5% 
Shop 

Parts Sales .. + 0.9% + 0.8% 
Sales of All 

Parts and 

Accessories .. — 2.5% — 3.1% 


* Survey by Automotive News slows 
that new-car dealers’ service and parts 
business in August, 1961, was 97.4 per- 
cent of business in August, 1960. Au- 
gust, 1961, was 97.9 percent of July, 


1961. 
Copyright, 1961 
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Dealer Forum 


by Robert M. Finlay 


HE masters of auto selling of 

the past didn’t get that way in 

an ivory tower, according to Jack 

Mann, of Hamilton Motors (Chrys- 
ler) in Detroit. 

Mann recalls that R. H. Grant 


SSK, Ww 
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used to live in the old Book-Cadillac 
Hotel near the GM retail branch. 
Grant would spend his evenings 
after work sitting behind the potted 
palms in the showroom to watch 
the retail salesmen at work. 

“After a contact,” says Mann, 
“Grant would come out of the 
palms to check on every detail 
of the conversation—what I said 
to the prospect, what the pros- 
pect said to me. 

“They don’t make them like that 


Ford Due to Make 
Heat Standard 


Chrysler Floorplans 
Pre-Debut ’62s 


DETROIT.—Ford Motor Co. re- 
portedly has decided to make heat- 
ers and defrosters standard equip- 
ment on ’62 cars. At press time 
Thursday, Ford also was nearing 
decisions on providing for its deal- 
ers financial benefits similar to 
those being introduced by General 
Motors. 

Chrysler Corp. has agreed to pay 
floorplan costs on ’62s sent dealers 
up to announcement day Sept. 28, 
but no decision has been reached 
either at Chrysler or American 
Motors on the GM package. Chrys- 
ler has continued to charge dealers 
for heater installations on ’62s and 
has indicated it may not go along 
on standardizing this accessory. 

In Detroit for a press preview 
last week, Volkswagen of America 
Officials said VW had decided 
against granting 15-day deferred 
billing or a 2 percent holdback. 

The GM concessions to dealers 
included, besides doubling of the 
holdback from one percent and 15- 
day deferred billing, an increase 
Oct. 1 of the warranty parts allow- 
ance to net plus 20 percent from 
net plus 10 percent. GM also is 
making heaters a standard item 
on ’62s. 

VW has never used a holdback 
plan. Chrysler and Ford have been 
withholding one percent on dealer 
discounts. 
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any more. In fact, it’s hard to find 
a district man who knows how to 
write up an order.” 

As in the development of any art, 
the first requirement is work. This 
is one of the most difficult things 
to learn: That to excell in one field, 
you must close the doors to others. 
Only children can be the daring 
adventurer one moment, the great 
detective the next, the great sci- 
entist, the great crook—and then, 
only in day dreams. When it comes 
to reality, you must choose your 
target and keep plugging away at it. 


* * * 


Questions and Answers 


fete emagd an ad the other day 
telling why it is necessary to 
prepare the material that goes into 
the computer if you want the right 
answer. 

And, while sitting in on a local 
traffic-control meeting, it occurred 
to me that the same thing goes for 
humans—you must properly prepare 
the facts that go into them if you 
want right answers to come out of 
them. 

The city manager had suggested 


offer some suggestions on handling 


proposed parking lot for a profes- 
sicnal building having an exit on 


of the main street on which it faced. 
How far back would the exit 
be? asked a committee member. 
Well, it wasn’t quite clear yet. 
Would there be enough frontage 
on the main street to accommodate 
both the entrance and the exit? 
The bearer of the request for sug- 
gestions didn’t know the frontage 
of the lot. 
When you can’t state the question 
clearly, you can’t get the answers. 
* + * 


Sharper Focus 


N LOOKING over the material 
for our recent import issue, it 
was apparent that the problems of 
the importers were the problems of 
the auto industry brought into 
sharp focus. 

Most obvious fact is that a car 
needs support where it meets the 
public. 

If cars were novelties or brooms, 
they could be sold from tents by 
pitchmen. But they are complicated 
and necessary machines which need 
expert maintenance and fast re- 
pairs when something goes wrong. 

Importers often err in their 
view toward dealers. They think 
the main job is to get dealers to 
sell their product, The real job is 
to get, keep and develop dealers 
who will stand back of their prod- 
ucts over the years. 

The first time around, inspired 
consumer advertising plus the avail- 
able dealers can sell a car. The next 
time around, the important thing 
will be the support that a dealer in 
any given area has provided for the 
car—the skill with which he sup- 
ports the car with service, the way 
in which he supports the car in the 
used-car market. 

This is something consumer ad- 
vertising cannot do. 

And this is why in some areas 
a make dominates a community 
on a local basis while on a na- 
tional basis it is far down the line. 

In each such case you will find 
a dealer of such integrity and dedi- 
cation to a product that people want 
to buy it. They know that the deal- 
er will make it what he says it is. 

Such dealers are the priceless in- 
gredient of the auto business. 

* * BS 


Hands Across Indusiry 


ONE of the most pleasant press 
previews of the season was 
staged by Dodge for newsmen and 
their wives. It was unusual, too, to 
see a Ford and a Chevrolet man 
trying out the upcoming Dodge 
products. 

Asked Frank Wylie, Dodge pub- 
lic-relations director, how come. 

“It’s about time we grew up,” 
he said. 

He had invited a representative 
of each company to the preview. 





that the traffic control committee |* 


objections of nearby residents to a|g 


Congress Nears Windup... 





Industry Is Unscathed 


By Helen Kahn 
Washington Staff Writer 

ASHINGTON.—As the first ses- 

sion of the 87th Congress draws 
to a close, an assessment shows 
that, on the whole, the automotive 
industry weathered its storms rath- 
er well. 

No bills really damaging to the 
trade went through, but many are 
waiting on the threshold for the 
next session. (Tax iegislation, 
some of which is still pending, is 
not included here.) 

A minimum-wage law — bitterly 
fought and compromised—did pass 
but its effect on the industry is 
small. In the conference between 
the Senate and House versions of 


the residential side street, instead | => 


| 


the measure, 400,000 employes of | (the crossing of state lines), Al- 


car, truck and farm implement 
dealers were exempted from wage- 
hour coverage. 

Both the National Automobile 
Dealers Assn. and the National In- 
dependent Automobile Dealers Assn. 
(and Senator A. S. Mike Monroney, 
Oklahoma Democrat) fought hard 
to have the law rest on a strict con- 
stitutional definition of interstate 
commerce. They argued that, once 
any dollar-volume test was allowed, 
this could be changed to the detri- 
ment of business and an exemption 
—which could always be changed 
by a later Congress—was not so 
good as elimination by definition 





Dealers Support Civil Defense— 


The Tennessee Automotive Assn. has pledged the assistance of its members in 
Tennessee's civil defense program. Charles Reed, Memphis, association president, 
named three specific areas in which association members will operate. These include: 
Emergency evacuation of personnel, mobilization of motor transportation, and main- 
tenance of motor vehicles. Tennessee Gov. Buford Ellington praised the dealers for 
their action, calling the offer a “patriotic and imaginative effort of a group of public 
spirited Tennessee businessmen." From left, Maj. Stanley Alpaugh, civil defense liaison 
officer; Houston King, Nashville, member of the association's nuclear transportation 
committee; Col. Robert Fox, state civil defense director, and Roy G. Byrn, Murfrees- 
bero, association committee, inspect the excavation for a new state office building. 
The building will house a large fallout shelter. 


Industry Leaders Honor 
Klugh on Retirement 


HARRISBURG, Pa.—More than 
200 friends and business associates 
feted Claude S. Klugh upon his re- 
tirement after 36 years as general 
manager of the Pennsylvania Auto- 
motive Assn., and welcomed his 
successor, Edwin W. Parkinson, 





Claude S. Klugh E. W. Parkinson 


who has been assistant general 
manager since 1947. 

Guests included a nationwide 
representation of auto manufac- 
turers, parts suppliers, finance 
companies, dealers and state and 
national officials of automotive 
trade associations. 

Presiding over the program which 
followed dinner was PAA President 
B. Wayne Beglin, Rochester (Pa.) 
‘Ford dealer. 





The program included remarks 
by James C. Moore, National Auto- 
mobile Dealers Assn. executive 
vice-president, who recalled many 
of Klugh’s contributions as a leader 
among managers in shaping the 


2 Chevy Dealers Honored 


DETROIT. — Two Chevrolet 
dealers in the New Orleans zone 
have been awarded plaques com- 
memorating 25 years’ connection 
with Chevrolet. They are Clarence 
C. Cutler, Delhi, La., and Mims W. 
Berry, New Hebron, Miss. 


course of dealer activities in the 
days before World War II in their 
relations with the factories and 
dealer programs on the national 
scene. 


“It was the pioneering efforts of 
men like Klugh that made possible 
the high esteem in which dealer 
associations on the state and na- 
tional level are held today,” said 
Moore. 


Frank J. Fellows, a 22-year PAA 
employe, recalled Klugh’s work in 
assisting in reorganizing Pennsyl- 

(Continued on Page 67, Col. 4) 





Wemhoff 
have just been signed up 


group: V. I. Whitney, finance; 


Andresen, industrial safety; Whitney, highway safety . . 
Bradford, manager of Colorado association, has been named direc- 
tor of American Society of Assn. Executives . . 


Al Dingeman, veteran Ford dealer in Oxnard, Calif., has been 
appointed national director at large of Navy League of U. S.... 
Joe Roberts, Brentwood (Calif.) Chevrolet dealer and president of 
local chamber of commerce, has been named to Brentwood City 
Council to fill out term of L. K. Ditmars, resigned. 





On the House... 


75 percent of dealer problems today are faulty 
washouts, declares Herb Estes, president of Mich- 
igan dealer association. “And the ironic thing is 
the guilty dealers usually are ignorant of what 
they’re doing wrong,” Estes says. “Many dealers 
hold for washouts totalling only $300 or $250, not- 
withstanding the number of tradeins or tradedowns. 
Of course, the correct procedure is to hold for a 
new-car gross and take the used car in at whole- 
sale. Then sell the used car at retail and take the 
next trade at wholesale”... 

Minnesota association, which recently added 90 
new members, now reports an additional 10 more 
... President Kauffman has appointed 
following dealers to head standing committees of Washington State 


though the associations grumbled, 
outsiders called it a victory for car 
dealers. 
* * ok 

ae consumer legislation 

was prominent during this ses- 
sion, but none of it got out of the 
talking stage. A proposed Depart- 
ment of Consumers, getting to be a 
perrenial with Senator Estes Ke- 
fauver, Tennessee Democrat, picked 
up support in number of cosponsors 
but seems to be resting quietly. 

So is a joint resolution put in by 
Senator Maurine Neuberger, Ore- 
gon Democrat, to provide for a joint 
Congressional study of consumer 
problems, Although a Senate Anti- 
trust Subcommittee chaired by Sen- 
ator Philip A. Hart, Michigan Dem- 
ocrat, received some attention for 
its investigation of packaging, au- 
tomobiles were not mentioned at 
all. 

A bill introduced by Senator 
Kenneth Keating, New York Re- 
publican, to establish an Office of 
Consumer Counsel in the White 
House got nowhere. 

The “Truth-in-Lending” Dill, 
sponsored by Senator Paul A. 
Douglas, Illinois Democrat—also a 
consumer bill—is stuck in subcom- 
mittee. This controversial measure 
—called an “antibusiness” bill by 
Senator Wallace Bennett, Utah Re- 
publican and its chief opponent — 
has been stymied by the virtually 
unanimous opposition of the busi- 
ness community and by the hard 
fight put up by Bennett. 

* * aE 
i ADDITION, Senate Banking 

Committee Chairman Senator A. 

Willis Robertson, Virginia Demo- - 
crat, is known to take a dim view 
of the measure. Nevertheless, it has 
substantial sup port—and propo- 
nents as well as opponents have 
been growing in strength. 

The Douglas bill has more sup- 
porters and cosponsors in the Sen- 
ate this year than it did in the last 
congressional session, and it has 
also received the endorsement of 
the White House. Douglas says he 
will continue to fight for his bill and 
will not emasculate it by removing 
the requirement that the simple an- 
nual interest rate charged for cred- 
it be stated to the consumer. 

Allied to consumer interest is 
the reorganization of the Federal 
Trade Commission requested by 
the Administration. Despite pro- 
tests from Senator Everett Dirk- 
sen, Illinois Republican, and Sen- 
ator Roman Hruska, Nebraska 
Republican, Congress approved 
streamlining the ageacy. 

In effect, this gives additional 
powers to the new chairman, Paul 
Rand Dixon, who was for many 
years Senator Kefauver’s right- 
hand man of the Senate Antitrust 
Subcommittee and who was one of 
the leaders in the investigation of 
“administered prices” in the auto- 


mobile industry. 
* * * 


gpeuaerao appropriations for 
FTC were generous by congres- 
(Continued on Page 8, Col. 1) 





Herb Metke, legislative; Arvid 
. Clive 


—Perte WemMuHorr, Editor, 
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State Board Gets Complaint .. . 





Okla. License Test 
Pits Dealer vs. Rep 


(Continued from Page 1) 


ing to Doenges, “caused great dam- 
age to Doenges Motors, Inc.” 

The complaint, filed with the 
Commission Sept. 5, does not go 
into specifics against Love. He is 
accused on general grounds of 
having violated sections of the Act 
forbidding factories or their agents 
from doing two things: 

1. Inducing dealers to accept 
unordered vehicles, parts, acces- 
sories or advertising materials. 


2. Coercing dealers by threaten- 
ing to cancel their franchises. 

Doenges said the coercive acts he 
alleges to Love “are a direct viola- 
tion of the law, as well as present 
business ethics.” 

* * * 

“¥ DO not think Ford Motor Co. 

in Dearborn knows what is 
being done to coerce some Okla- 
homa dealers,” he said. “I am glad 
for the opportunity to present the 
Ford dealers’ side before the Com- 
mission.” 

A Ford Division spokesman in 
Dearborn said no official com- 
ment would be released until Love 
and the company had received 
notice of the Sept. 26 hearing. 
However, Love was described by 
the division as one of its “best” 
district managers. 

“You might check into Doenges’ 
sales record in Tulsa against Chev- 
rolet competition,” a Ford spokes- 
man suggested. 

Love’s office said Thursday no of- 
ficial notice of the complaint had 
been received. His territory em- 
braces Oklahoma and the Texas 
Panhandle. 

cg * ag 

a said that at least five 

old-line Ford dealers had given 
up their franchises in outlying Ok- 
lahoma towns since Love became 
district sales chief. He mentioned 
Ponca City, Edmond, Davis, Tahle- 
quah and Durant as Ford points 
which had “given up the ghost” 
rather than continue under Love. 

Oklahoma dealer sources men- 
tioned pressure to keep two sets 
of books, “unreasonable beat- 
Chevrolet” demands and high- 
inventory pressure as several of 
the specific grievances against 
Love. 

Love, whose Oklahoma Motor 
Vehicle License is R5147, served as 
assistant district sales manager for 
Ford in Oklahoma City from 1955 
until he was promoted in 1959. He 
previously had been regional fleet 
manager in the Southwest regional 
sales office for five years, having 
joined Ford as a file clerk in the 
Charlotte (N. C.) district sales of- 
fice in 1945. 

Described by Southwest dealers 
as a “tough table-pounder,” Love 
is a graduate of Charlotte Central 
High School. He served in the Air 


Simea Launches 
7 Dealer Previews 


Of New Model 


DETROIT, — Simca dealers and 
salesmen throughout the United 
States this week will take their first 
look at the new Simca ‘5’ economy 
sedan which goes on sale Sept. 27. 

The new Simca will be shown 
Simca dealers and salesmen for the 
first time in the following meetings: 

Sept. 18—Atlanta, Chrysler Train- 
ing Center; Sept. 19—Columbus, O., 
Olentangy Inn; Sept. 19—Rye, N. Y., 
Chrysler Training Center; Sept. 21 
—Detroit, Chrysler Training Cen- 
ter, Center Line; Sept. 21—Wash- 
ington-Baltimore, Indian Springs 
Country Club, Silver Springs, Md.; 
Sept. 21—Los Angeles, Chrysler 
Training Center, Anaheim, and 
Sept. 25—Boston, Route 128 Motel, 
Route 128 and US-1, Dedham, Mass. 


Representing Simca of France at 
a Detroit meeting of the Simca’s 
U. S. organization last week were 
J. C. Bailly, assistant general serv- 
ice manager; Xavier de Caumon, 
sales; Henri Guillermain, finance, 
and A. M. Dolza, president, Simca, 
Inc. 


Force as a pilot.for three years 


during World War II. 
* * 


7 
HE Oklahoma Motor Vehicle 


Commission was established in 
1953 to enforce the factory-dealer 
licensing law. A dozen other states 
have similar laws, some admin- 
istered by state commissioners and 
others by all-dealer boards similar 
to that in Oklahoma, 

Tennessee’s law, almost identical 
to Oklahoma’s, was the subject of 
a court test last year which was 
carried to the United States Su- 
preme Court by Ford. Ford lost 
when the U. S. Supreme Court re- 
fused to review a Tennessee Su- 
preme Court opinion upholding 
constitutionality of the law. 

General Motors and Chrysler 
submitted “amicus curiae” briefs 
on Ford’s side before the Ten- 
nessee Supreme Court. The issue 
involved Ford’s attempt to termi- 
nate a Johnson City dealer. The 
Tennessee Motor Vehicle Com- 
mission voided the termination. A 
district court judge overruled the 
Commission, but the state’s high- 
est tribunal unanimously upheld 
the Commission and saved it 
from extinction. 

In Arkansas, a Ford dealer has 
figured in two successful court at- 
tempts to invalidate that state’s 
Motor Vehicle Act and Commis- 
sion. Arkansas now hag re-created 
the Commission for the third time. 

A three-judge Federal Court sev- 
eral years ago ruled a similar 
law unconstitutional in Colorado 
on grounds of vagueness. No at- 
tempt has been made to revive the 
Colorado law with changes accept- 
able to the Federal court. 

ok * ok 

HAIRMAN of the Oklahoma 

Motor Vehicle Commission is 
R. T. Scott (Chevrolet), Oklahoma 
City. Other members are: 

Harvey Cobb (Pontiac-Cadillac), 
Ponca City; Roy Hughes (Chevro- 
let), Bartlesville; Paul T. Million 
jr. (Ford), McAlester; W. Ray Gay- 
ley (Buick), Cushing; Jack Clark 


(Dodge), Oklahoma City, and 
Frank Kitchens (Buick-Cadillac), 
Lawton. 


Executive secretary of the Com- 
mission is H. L. Sparks, a former 
Chrysler Corp. dealer in Stillwater. 

If the Commission suspends or 
revokes Love’s license, he may 

appeal to the Oklahoma County 
District Court within a 30-day 
grace period. 

Under a 1959 amendment of the 
Oklahoma Motor Vehicle Law, 
license fees are $25 for factory rep- 
resentatives, $15 for dealers and $5 
for salesmen. Licenses are required 
to operate in this state’s auto in- 
dustry. 

Lincoln-Mercury dealers in Okla- 
homa have voiced no grievances 
with their factory representatives. 





Attracting Customers— 


As an attention-getter, Hamilton Motor 
Sales (Plymouth-Valiant), Highland Park, 
Mich., has its entire supply of 1961 mod- 
els on havlaways parked in front of the 
dealership. The trailers were leased from 
a transit firm for the promotion and Allan 
H. Mann, dealership general manager, 
who conceived the plan, purchased army 
surplus vari-colored markers on which to 
paint sales pitches. Mann, left, says, in 
addition to bringing in customers, hav- 
ing the cars mounted on the haulaways 
enables salesmen to point out mechanical 
features on the bottomside of the cars. 


Imperial's Merchandising Specialists— 








Chrysler-Plymouth has designated 18 regional Imperial merchandising specialists in 
each of the division's 18 regions. Shown at a meeting in Detroit following their ap- 
pointments are, from left, back row: D. J. Cundy, New York; D. F. Moore, Syracuse; 
L. K. Hancock, San Francisco; R. C. Brown, Cincinnati; J. P. Grange, Boston; S. S. Ward, 
Dallas; W. M. Seward, Atlanta; E. J. Fleming, Philadelphia; D. D. Schiffour, Pittsburgh; 
H. C. Halstead, Detroit; R. A. Kolb, Minneapolis. Sitting: T. W. O'Neal, Charlotte (N. C.); 
J. A. Lawson, Chrysier-Imperial sales promotion director; D. Lueders, Chicago; O. S. 
Cooper, Memphis; R. A. Griffiths, Kansas City; J. A, Fearer, Los Angeles. Not shown 
are H. A. Hanson, Portland, Ore., and T. R. Noble, St. Louis. 


62 Inventory 


Tops *61s 


By Nearly Twofold 


(Continued from Page 1) 


drive for ’62 was highly uncertain 
last week. Shortages of compacts 
have harassed cleanup efforts 
across the country. 

As a result, pre-introduction sell- 
ing of ’62 compacts is expected to 
get under way this week with the 
official market debut of the new 
Tempest on Thursday. Chevrolet 
dealers have been taking “pre-in- 
tro” orders for Corvair Monzas Aug. 
15, while Ford Division has all but 
given its dealers the green light to 
proceed with ’62 Falcon sales. 

Other shortages have been re- 
ported for automatic transmis- 
sion Valiant sedans, Comets, Spe- 
cials, Chrysler Newports and 
compact and standard-size sta- 
tion wagons. 

Dealers provide almost as Many 
defenders of the pre-selling prac- 
tice as opponents. An Oklahoma 
Chevrolet dealer called it a neces- 
sary phenomenon because of the 
“added touch of prestige and good 
profit.” 

On the other hand, a Texas 
Plymouth retailer declared that 
“the whole barn needs cleaning 
and the Big Three needs a good 


lesson in moderation.” 
* * 


oe 
‘T SHOULD not be done,” said a 
New Jersey Mercury dealer, 
“but the only control can be by the 
manufacturer. This year they don’t 
seem to care.” 

“N. G.,” exclaimed a Massachu- 
setts Chrysler dealer. “Suspense 
should be built up. I’m for utmost 
secrecy.” 

A Michigan Rambler dealer 
called for penalties for pre-sell- 
ing. An advocate of the practice, 
who handles Buick in Oregon, 
had this comment: : 

“Factories don’t seem to object, 
why should I? New ones should be 
sold at retail, not bootlegged.” 

A Dodge dealer in Ohio said pre- 
delivery “defeats the purpose of a 
new-car showing. This should not 
be done. There should be a stiff 
penalty involved in this matter.” 

* 


* 
CALIFORNIA Pontiac dealer 
said he will pre-sell because of 
a sellout of ’61s, while an Ohio 
Oldsmobile dealer said he would sell 
but not deliver. 
Sufficient stocks of the new model 


1] would justify pre-selling for a Mis- 


Met and Simca Report 


August Sales Boosts 


DETROIT. — American Motors 
reported that August sales of the 
Metropolitan totalled 925, up 25.5 
percent over July. The last 10 days 
of August were the best 10-day 
period in two months. 

Simca said 782 units were sold 
in the United States in August, 
higher than any month in 1961 
except June. Sales in the last third 
of August (416 units) were the 
highest for any 10-day period this 
year. 

General Motors of Canada said 
sales of cars and trucks in the last 
10 days of August were 28 percent 
above the total for the like period 
of last year. August sales totalled 
16,275 units, an increase of 6 per- 
cent over the August, 1960, show- 
ing. 





souri Studebaker dealer. But a 
Connecticut Buick dealer warned 
that such violation of official an- 
nouncement days “creates a very 
mixed-up situation.” 

“Pre-delivery should be penal- 
ized as this is just as bad as 
bootlegging and hurts all deal- 
ers,” declared a Wisconsin Dodge 
dealer. 

The unfairness of pre-selling in 
terms of old-model cleanups was 
emphasized by a Michigan Ford 


merchant. 
* * * 


New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Cars Cars in 
in Transit Total 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan, 1, ’51.... 305,888 89,900 404,788 
July 1, ’51.... 357,606 90,700 448,306 
Jan, 1, ’52.... 224,968 31,000 255,968 
duly 1, ’52.... 193,462 84,500 277,962 
Jan, 1, ’53.... 291,671 83,300 374,971 
duly 1, ’53.... 479,698 82,800 »498 
Jan. 1, ’54.... 428,125 36,600 464,725 
July 1, ’54.... 445,665 62,500 508,165 
Oct, 1, °54.... 267,469 29,000 296,469 
Jan, 1, °55.... 293,881 68,500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
duly 1, ’55.... 736,591 77,000 813,591 
Oct. 1, ’55.... 489,475 48,900 538,375 
Jan, 1, ’56.... 755,177 53,300 808,477 
April 1, ’56.... 827,977 68,100 898,669 
dune 1, ’56.... 746,012 52,890 198,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug. 1, ’56.... 551,081 53,026 588,172 
Sept, 1, ’56.... 456,013 48,382 504,395 
Oct. 1, °56.... 288,103 25,900 314,003 
Nov. 1, °56.... 212,967 65,008 277,975 
Dec, 1, ’56.... 318,587 719,656 398,243 
Jan, 1, ’57.... 461,850 50,168 512,018 
Feb. 1, °57.... 561,934 68,100 630,034 
Mar. 1, ’57.... 664,608 68,400 133,008 
April 1, °57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 137,205 
dune 1, °57.... 724,329 63,420 787,749 
duly 1, °57.... 682,121 63,000 745,211 
Aug, 1, ’57.... 645,445 59,300 704,745 
Sept, 1, 57.... 684,484 45,052 729,536 
Oct, 1, ’57.... 547,549 25,085 572,634 
Nov. 1, ’57.... 380,740 68,300 449,040 
Dee, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 865,566 
April 1, °58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept, 1, ’58.... 455,984 7,700 463,684 
Oct. 1, °58.... 291,397 21,500 312,897 
Nov. 1, °58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 713,200 460,331 
Jan, 1, ’59.... 477,009 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 706,839 
April 1, ’59.... 710,382 66,620 177,002 
May 1, ’59.... 766,185 68,000 834,185 
June 1, ’59.... 845,920 63,300 900,220 
July 1, ’59.... 844,152 64,000 908,152 
Aug. 1, ’59.... 928,390 48,000 976,390 
Sept, 1, ’59.... 688,035 15,000 103,035 
Oct, 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
Jan, 1, ’60.... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 772,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 72,000 1,006,427 
May 1, ’60.... 942,894 66,800 1,009,694 
June 1, ’60.... 953,090 71,000 1,024,090 
July 1, °60.... 994,967 44,000 1,038,967 
Aug, 1, ’60.... 980,134 38,200 1,018,334 
Sept, 1, ’60.... 852,981 28,500 881,481 
Oct, 1, ’60.... 784,677 71,000 855,677 
Nov, 1, ’60.... 840,450 73,300 913,750 
Dee. 1, ’60.... 892,627 67,500 960,127 
Jan, 1, ’61.... 953,603 41,525 995,128 
Feb, 1, ’61.... 973,845 50,000 1,023,845 
Mar, 1, ’61.... 974,420 44,000 1,018,420 
April 1, ’61.... 881,583 53,600 935,183 
May 1, ’61.... 854,241 61,000 915,241 
June 1, ’61.... 841,714 63,500 905,214 
duly 1, ’61.... 854,547 61,500 916,047 
Aug. 1, ’61....*832,319 55,000 *887,319 
Sept. 1, ’61.... 610,274 45,000 655,274 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators, 
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Compacts’ Inroad 


Deepens on ’61s 


Only Luxury Makes 
Escape Losses 
(Continued from Page 1) 


were off rather sharply as com- 
pacts narrowed the margin main. 
tained by standards as the most 
popular type of domestic car, 

* * ok 


yo on field reports, here jg 

how sales of domestic cars 
have been shared by new-car 
classes, as compared with lagt 
year: 





a Class ~ a 
43.78 SOU ss Scteicdcésdiiisesd 49.02 
35.19 Compacts. ................0... 25.06 
15.85 Mediums ....................... 21.36 
5.02 Highest-Priced .......... 4.38 
16 Domestic Misc. ........ 18 


An even sharper adjustment has 
taken place over a two-year period. 
Corresponding figures for 1959: 
Standards, 59.21 percent; mediums, 
27.12; compacts, 8.82; highest- 
priced, 4.81, and miscellaneous do- 
mestic, 0.04. 

In these classifications, standards 
include Chevrolet, Dodge Dart, 
Ford, Mercury Meteor and Plym- 
outh, Compacts include Comet, 
Corvair, Falcon, F-85, Lancer, 
Rambler, Special, Studebaker, 
Tempest and Valiant. In the me- 
dium class are Buick, Chrysler, 
Dodge, Mercury, Oldsmobile and 
Pontiac. Highest-priced cars in- 
clude Cadillac, Imperial, Lincoln 
and Thunderbird. 

* * * 


6 terre compact class, in steadily 
jacking up its share of the 
market over the last two years, has 
shown an even greater increase in 
the number of nameplates. In 1959, 
Rambler and Studebaker were 
alone in the import field. Four 
others joined in 1960, and another 
four in 1961. 

Thus, if compact shares are 
pro-rated without regard to ac- 
tual volume, each compact had a 
theoretical 4.41 percent in 1959, 
4.17 percent in 1960 and 3.52 per- 
cent in 1961, 

The compact field, as several 
makes learned to their dismay this 
year, has become fiercely competi- 
tive. 

In the readjustment of the 1961 
market, of course, there were other 
factors aside from the compact 
thrust. Disappointing performances 
in the standard field were turned 
in by Dart and Plymouth—possibly 
as a result of corporate strife dur- 
ing much of the model year. 

Dart, particularly, had a trying 
sophomore year after an eminently 
successful launching in 1960. 

* ok * 


N THE other hand, the medi- 
ums might have compared less 
favorably this year had it not been 
for Chrysler’s achievement as the 
only medium that has been selling 
in greater volume this year than 
last. 

Chrysler—and it has made 
much of the fact in its 1961 mer- 
chandising—was: the only me- 
dium without compact car to 
share its nameplate this year. 
In the highest-priced field, stiff 
volume increases by Lincoln and 
Thunderbird were largely respon- 
sible for. the sparkling market 
showing of that type of car. 


* * * 


ROJECTING 1962 on the basis 
of market movements in the 
past two years indicates a neck- 
and-neck race between standards 
and compacts for honors as the 
most popular retail classification. 

However, introduction of new 
compact models— convertibles 
and luxury jobs—may help com- 
pacts move to the head of the 
parade. 

The original apostle of the com- 
pact car, George Romney, presi- 
dent of American Motors, has al- 
ready gone on record with a pre- 
diction that compacts will take 55 
to 60 percent of next year’s marl- 
ket. 

















| 
| 


Aare: 


Beat FLEES OO 


“The old-fashioned, conventional J 
standard big car is well on its way — 


out,” Romney says. 
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“*,..a better plan from the dealer’s standpoint” 


says J. E. PEAGLER, 
Dodge dealer, Phoenix, Ariz. 




















“While previously managing two other car agencies, I 
decided to switch to the Commercial Credit Plan. So, 
when I opened my own business, naturally I never 
considered any other plan. It’s a better plan from the 
dealer’s standpoint. Commercial Credit’s methods of 
clearing credit minimize the dealers’ potential loss in 
repossessions. And in our highly competitive market, this 

* is especially important. Commercial Credit’s nationwide 

offices are important to the service of our customers, 

since many of them are wintering here from other states. 

To really cash in on financing’s profit potential, we have 


one man, who specializes in closing time sales.” 


Commercial Credit 
serves successful dealers 





For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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Meanwhile, Newberg Appears at Dealer Rally .. . 


Chrysler Polishing Up Image 


By Maynard M, Gordon 
News Editor 


N IMAGE-REBUILDING cam- 

paign gained momentum at 
Chrysler Corp. last week on the eve 
of the ’62-model season. 

At the same time, however, an 
attempt to organ- 
izea “Chrysler 
dealers protective 
and action organ- 
ization” was kick- 
ed off at a Chica- 
go protest meet- 
ing attended by 
W. C. Newberg, 
former Chrysler 
president. 

Newberg did 
= not endorse for- 
ee Ue eweees mation of the 
Chrysler dealer association in his 
remarks at the meeting. But his 
presence, made possible by a one- 
day business trip to Chicago, spark- 
ed several dealers to voice protests 
against management policies. 

The image campaign, whose 
first ad is headlined “What's 
Ahead for Chrysler?” obviously is 
timed to give the ’62 lines maxi- 
mum impetus. 

Corporation President Lynn A. 
Townsend and executives of Chrys- 
ler-Plymouth and Dodge Divisions 
were carrying the new-look theme 
throughout the country last week 
at dealer-preview meetings. 

oS * ok 
ee Chrysler-Plymouth deal- 
ers in the Syracuse region re- 
joiced over the ’62 offerings in wires 








to Townsend. They were Jim Clark, 
Albany; A. Sverdlow, Syracuse, and 
Hamilton Lamont, Buffalo, a mem- 
ber of the Chrysler-Plymouth Na- 
tional Dealer Council. 

These expressions, too, were part 
of what corporation officials insisted 
was a “let’s get to work and sell the 
62s” approach, 

In this spirit of moving for- 
ward, the first Chrysler image ad 
daringly adopts the theme, “Fix 
what’s wrong, keep what’s right 
and move ahead.” The ad is sign- 
ed “by the people at Chrysler 
Corp.” 

Some 40 persons showed up at 
the Morrison Hotel protest meeting 
in Chicago, Organizer of the meet- 
ing was W. L. Renzas, president of 
Mayrose Motors, Inc., Melrose Park, 
Ill., a Chrysler-Plymouth dealer 
until 1959. Mayrose Motors now has 
a Studebaker franchise. 

Renzas said he invited the cor- 





Calif. Dealers Adopt 


Warranty Stickers 

SAN FRANCISCO.—The North- 
ern California Motor Car Deal- 
ers Assn., Inc., is offering to mem- 
bers a windshield sticker ad- 
monishing purchasers to read 
the warranty provided by the 
dealer. 

The stickers, available at $3 for 
a pad of 100, are intended to 
acquaint new-car buyers with the 
12-12 new-car warranty, Amos T. 
Crowl, NCMCDA manager, said. 








For Business Management .. . 


What NADA 


By Kenneth C. Kelley Jr. 
Staff Writer 

Eprror’s Note: This is the last 
in a series of two business man- 
agement features on the manage- 
ment program being offered by 
the National Automobile Dealers 
Assn. 

* * = 

tiie business management 

to work on a day-to-day basis 
is the theme of six of the manuals 
being offered as a part of the Na- 
tional] Automobile 
Dealers Assn.’s 
new program of 
management aid 
for dealers. 

The other man- 
ual in the series 
is a primer in ac- 
counting which prepares the way 
for making management work. It 
was discussed in the preceding ar- 
ticle in this series. 

The series of six manuals can be 
discussed as one book. One manual 
contains just about the full pro- 
gram and is designed to be used 
alone in the small dealership which 
does not break down operations by 
department, 

The other five are for use in 
the large dealership with depart- 
mentalized operations. One of the 
five contains the full program 
and is designed for use by the 
dealer. The other four go to the 
managers of the new-car, used- 
car, service and parts depart- 
ments, enabling them to keep a 
daily check on the matters that 
pertain to their individual depart- 
ments. 

All of the manuals are the work 
of Harold D. Draper, who heads 
the new NADA business manage- 
ment drive. He is a former success- 
ful Chevrolet dealer in outstate 
Michigan who is now retired ex- 
cept for his NADA duties. 

The manual on daily operations 
opens with some comments by 
Draper on several management 
problems which he considers very 


important. 
Epearan is particularly stern 
about managing the credit ex- 
tended by the dealership. Under 
accounts receivable, he says, “Col- 
lect them promptly, no matter who 
owes you the money. You are not 
a banker. Don’t be afraid of your 

customers, 
“Give credit only to people who 


Managing 
the 


Business 





EZ * 


Primer Does 


deserve it and will pay promptly. 
Bad debts are very costly because 
you lose three ways: 1. The cost 
of earning it in the first place. 
2. Time and effort trying to col- 
apie 3. The loss when you charge 
t off.” 


The manual contains 14 sets of 
forms which are to be used in the 
day-to-day management of the deal- 
ership. Draper opens with some 
comments on how to use the forms 
and some practical advice on how 
to control the items which appear 
on each form. 

The rest of the manual contains 
the forms to be used with dividers 
to keep each’ group in the proper 
place. This is where the various 
manuals differ. For instance, the 
service manager gets the forms 
which apply to his department but 
does not get those which go to the 
new-car manager. In the manual 
for the small dealership, the dealer 
gets forms designed for his use 
and nothing more. 


* * * 


OW for a word on each class 
of forms and Draper’s com- 
ments on each: 

1. The first form is for forecast- 
ing dealership operations for the 
month ahead. The form calls for 
forecasting sales, expenses and 
profits and Draper includes a step- 
by-step method for preparing the 
forecast. He advises dealers to get 
started with the management pro- 
gram because “the bankruptcy 

(Continued on Page 65, Col. 1) 


Accent 
On Truck Equipment 


poration’s 65 Chicagoland dealers to 
the affair. Just how many actual 
dealerships were represented by 
those who did attend was not es- 
tablished. : 
* * k 
yey aeee* appearance, his first 
at a meeting of this sort since 
he was ousted from the presidency 
in June of last year, was a surprise. 
Curiously, the meeting was held the 
night Chrysler finished its new- 
model press preview in Cleveland. 

Renzas issued a call for organiza- 
tion of a protective dealer group in 
a prepared address delivered after 
Newberg spoke informally. Renzas 
invited Chrysler make dealers in all 
50 states to contact him if they 
wished to take part. 

Newberg said he was appearing 
before “my true friends with a 
clear conscience.” 

“I sleep well at night,” he told 
the Chicagoans, “I am not sure that 
all other parties concerned with this 
case sleep as well. 

“It is my fervent hope for you, 
and everyone connected with 
Chrysler, that you fellows, the real 
strength of the company, can turn 
this picture around and bring back 
to Chrysler the reputation, prestige 
and success which any product car- 
rying that name deserves.” 

* * * 

EWBERG expressed regret that 

Chrysler Corp, dealers were not 
consulted when he was ousted as 
president June 30, 1960. He said that 
he had learned since that day that 
“true friends are the Most import- 
ant asset a man can have and you 
never know who your friends are 
until the going gets tough.” 

Newberg served as president of 
Chrysler two months. Chairman 
L, L. Colbert re-assumed the presi- 
dency when Newberg left in a has- 
sle over conflicts of interest. New- 
berg has suits pending against 
Chrysler and Colbert over the affair, 

Colbert resigned as chairman 
and president of Chrysler July 27, 
1961, at which time Townsend 
was made president and an Ex- 
ecutive Committee of five direc- 
tors was created under George 
H. Love as chairman. 

In his Chicago dealer remarks, 
Newberg maintained silence about 
the Townsend-Love-Colbert shuffle. 
Townsend was almost equally un- 
communicative as to the executive 
authority over Chrysler in a ques- 
tion session with newsmen the 
same day in Cleveland. 

* cs aE 

OWNSEND said Love had offer- 

ed his services as a consultant 

in Chrysler affairs and had visited 
Detroit “three or four times.” But 
the new president broke off in- 
sistent queries about how many 
times the Executive Committee had 
met and who made the executive 
decisions. 

“The present management is in 
operating control of Chrysler,” 
Townsend declared. “We are re- 
sponsible for the day-to-day con- 
duct of the business.” 

On dealer matters, Townsend 
also turned aside questioners. He 
said Chrysler’s policy on dealer 
benefits or programs would first 
be revealed to dealers. 

He declined to predict whether 
Chrysler would show a profit for 
1961, but expressed the hope that 
the deterrent sales effects of the 

(Continued on Page 68, Col. 2) 


Truck bodies and equipment, which can play a vital 
part in a profitable truck dealership, will be featured in 
the Oct. 2 issue of Automotive News. 


Among the highspots of this issue: 
@ A directory of truck body and equipment makers. 


Ideas from successful truck dealers. 


@ Visits with equipment distributors. 





Late Report... 


Used-Car Market 


For the first time in six weeks, the overall average price of used 
cars sold at wholesale auctions has scored a gain. The Automotive 
News index raised the level $22 last week from the year’s low of 
$989. The index stood at $927 a year ago. 

All makes joined in the recovery as the overall average price 


sailed to $1,011. The ’6ls added $54; 


60s, $30; ’59s, $21; ’58s, $26; 


"57s, $20; ’56s, $17; 55s, $7, and ’54s, $4. 
At a group of representative auctions last week, the sales ratio 
was 67.1 percent, compared with 69.5 percent a week earlier. 


Auction reports begin on Page 53. 


VW’s 1500 Headed for U.S.; 
Ghia Prices Cut $135-$200 





By Robert M. Lienert 
Associate Editor 

UTICA, Mich.—The new Volks- 
wagen 1500 “will definitely come to 
the United States one day,” Carl 
Horst Hahn, general manager of 
Volkswagen of America, said 
here last week. 

Its debut may 

be several years 
away, however, 
since the market 
in Europe is ex- 
pected to soak up 
the limited num- 
bers produced 
over the next sev- 
eral years, Hahn 
said. 

A more im- 
mediate goal 
for VW in this country, he said, 
is stepping up sales of the “ne- 
glected” Karmann-Ghia by 50 per- 
cent next year. 

With 4,600 K-Gs sold in the first 
half of this year, this would be a 
target of 13,000 to 14,000 Ghias next 
year out of the 235,000 vehicles 
that VW hopes to sell in the U.S. 
in 1962. 

To make the sleek Ghia even 
more attractive, Hahn announced 
new “modernized” prices for the 
two-seater. The convertible has 
been cut by $200 to $2,495 and the 
hardtop by $135 to $2,295. He be- 
lieves this will boost sales 25 per- 
cent in the second half of this 
year. 

“We realized the Karmann- 
Ghia has been a little high- 
priced,” Hahn told newsmen as- 

sembled at the old Packard Prov- 
ing Grounds here for the new- 
model preview. 

The 1500 is being built in rela- 
tively small volume and will not 
reduce the volume of current-model 
Volkswagen vehicles, which are 
being shelled out at the rate of one 
million a year, he said. The 1500 
will make its international debut 
this week at the Frankfurt Auto 
Show. 

Hahn predicted that VW produc- 
tion would climb by about 10 per- 
cent—or 100,000 units—in 1962. 
Whether this projected gain is a 
clue to total 1500 production as now 
planned, he did not say. 

Hahn took a position rarely held 


ARA Will Sell 
Air Conditioners 


In Australia 


GRAND PRAIRIE, Tex. — ARA 
Mfg. Co. of Grand Prairie will soon 
begin selling its auto air condition- 
ers in Australia under an agree- 
ment with ARA, Ltd., founded in 
Sydney, Australia, by F. G. 
Broughton. 

Broughton said the Australian 
market for air conditioners is vir- 
tually untouched. He said only 
about 100 of the 4% million cars 
in the country have coolers. 

“We expect to sell a minimum of 
5,000 units mext season,” he said. 
The Australian firm plans to set up 
its own plant and begin importing 
components for assembly “in a 
year or two.” 

Being south of the equator, Aus- 
tralian seasons are the reverse of 
those in the United States, This 
situation is expected to help the 
Texas firm—during the winter lull 
in American business, it can pro- 
duce for Australia. 





Carl H. Hahn 








by auto executives in announcing qa 
new model. He emphasized that it 
is NOT an ALL-NEW car. 

“The cars are virtually the same 
in appearance as they were last 
year and the year before and the 
year before that,” he said. 

“We have not had to chop off 
any tailfins because we never 
had any. 

“We have not had to introduce 
bucket seats, because we have al- 
ways had them—although we have 

a different name for them—we 
simply call them seats. 

“We have not had to develop a 
four-speed gearbox because we have 
always had one of the world’s best, 
and it has all four gears syn- 
chronized. 

“And we will continue to do it 
with two headlights—not four.” 

There are, however, mechanical 
changes in the ’62 VWs. A system 
of forced crankcase ventilation 
which returns fumes to the mani- 
fold has been made standard 
equipment. 

Cracked one VW official, “Volks- 
wagen is doing its utmost to keep 
smog from wiping out Los Ange- 
les.” 

Also standard equipment for 
1962 are seat-belt mountings front 


and rear, a provision for rear-seat © 


heating, a pressure-operated wind- 
shield washer and “the most revo- 
lutionary idea of all—for Volks- 
wagen, at least,” a gasoline gauge. 

The number of lubrication 
points has been reduced from 15 
to seven, with greaseless points 

now permanently sealed nylon 
bearings, 

The only outward change for 
1962 is a newly designed taillight 
which is slightly larger. 

Hahn noted that the increased 


availability of Volkswagen through _ 


authorized dealer channels has 
“just about washed out” the once 
flourishing trade in Volkswagen 
bootlegging. The gray market, 


which once handled about 25,000 7 
VWs a year in the U. S., is now | 
down to the “cleanup,” Hahn said. = 

In discussing the fate of VW’'s | 
imported-car competition over the © 


last year, Hahn said that other 


makes suffered largely through loss | 
of dealers rather than loss of cus- A 


tomers. 


“Too many dealers got into the @ 
import business and took their © 


customers for ‘a very short ride 
for a very fast .buck,” Hahn said. 

Asked whether he felt there 
would be any market for a do- 
mestically produced car the size 
of a Volkswagen, Hahn chirped, 
“Why not?” 





mex 
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Hahn said that after two “major ~ 


American companies” brought out 
“their versions of our truck con- 


cept” last year, VW lost ground | 
initially, but has come back strong. | 
J. Stuart Perkins, sales vice-presi- | 
dent of VOA, called the compact | 


truck advent a “real awakening” 
for VW dealers. 

“The continued sales promotion 
by these two major American com- 


panies will help all of us expand | 
the growing market for this Volks- | 


wagen-type truck in the U. S.,” he 
said. 

Demonstrated for newsmen were 
a variety of standard VW commer- 


cial units, plus specially built jobs | 


including a fire truck, a “cherry 
picker” with a hydraulically oper- 
ated bucket and boom, a camper 


GES. 


SEES, 


nish ales 


por 


and two trucks with refrigerated | 


bodies. 





THE OWNER PROTECTION PLAN 


BRINGS CUSTOMERS BACK FOR 
GUARDIAN MAINTENANCE SERVICE 


Guardian Maintenance national service advertising is designed to help increase your 
owner loyalty . . . by bringing customers back! This hard-hitting service advertising 
campaign reminds GM car owners of the advantages of their Owner Protection Plan. 
Reminds your customers to stay your customers to keep their cars running right!'The ad 
at the left is just one of many impressing your customers with the quality, skill and 
modern facilities only you offer. The word’s being passed along on radio and in newspapers 
... to bring your customers back home .. . for profitable Guardian Maintenance service! 


adding strength to each a - 
CHEVROLET - PONTIAC - OLDSMOBILE - BUICK Guardian 


CADILLAC and GMC TRUCK franchise Maintenance 
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Congress Nears Windup ... 


Auto Industry, Unscathed 


(Continued from Page 3) 


sional standards and the agency 
has enough money to carry out the 
chore assigned by the Department 
of Justice—an investigation to see 
whether 56 antitrust consent de- 
crees dating from 1940 are being 
obeyed. 

Of paramount importance to the 


Phileo to Become 


Ford Subsidiary 


Merger Puts Auto Firm 
Into Home Appliances 


DEARBORN.—Ford Motor Co. 
plans to purchase the assets of 
Philco Corp., Philadelphia, under 
the terms of a long-rumored agree- 
ment signed last Wednesday, it was 
announced by Henry Ford II, Ford 
Motor chairman, and James M. 
Skinner, Philco president. 

On the basis of a proposed ex- 
change of Ford stock for Philco 
assets, the purchase will cost the 
auto company about $100 million, it 
was estimated. 

Philco’s government and indus- 
trial operations include research 
and development work, and the de- 
velopment and manufacture of 
radar equipment, high frequency 
and microwave radio and televis- 
ion communications equipment, 
electronic computers, transistors, 
high frequency diodes, other solid- 
state devices, and subsystems for 
guided missiles. 

Its products also include lines 
of television receivers, radios, 
phonographs, room air condition- 
ers, refrigerators, freezers, home 
laundry equipment and ranges. 

The present Philco organization, 
including its personnel and facili- 
ties, will become a wholly owned 
subsidiary of Ford Motor Co., which 
plans to continue the business of 
Phileo without interruption. 

The board of each company met 
last Wednesday and agreed in prin- 
ciple to the merger plan, which is 
subject, among other conditions, to 
approval by holders of Philco pre- 
ferred and common stock, to the 
receipt of satisfactory tax rulings 
to the effect, among other things, 
that no Federal income tex gain or 
loss will be recognized to Philco or 
its preferred and common stock- 
holders from their receipt of Ford 
shares, and to the fulfillment of the 
conditions in the agreement. 

Under the agreement, holders of 
Philco common stock will receive 
One share of Ford common stock 
for each 4% shares of Philco com- 
mon stock. 

American Motors and General 
Motors already build basement and 
kitchen appliances through their 
Kelvinator and Frigidaire Divi- 
sions, respectively, while Chrysler 
Airtemp is in air-conditioning. No 
auto company produces television 
sets or radios. 








Moore to Report 
At N. J. Meeting 


NEWARK, N. J. — James C. 
Moore, National Automobile Deal- 
ers Assn. executive vice-president, 
will report on NADA’s Task Force 
at the 43rd annual meeting of the 
New Jersey Automotive Trade 
Assn, Oct, 22-24 in Atlantic City. 

After the annual meeting at the 
morning session Oct. 23, Alan G. 
Rude, Universal CIT Credit Corp., | 





will open the afternoon program 
with a talk on “Let’s Make Money | 
in 1962.” William C. Fletcher, Iowa|} 
dealer, then will discuss “Profits | 
Through a Guaranteed Warranty 
Plan.” | 
The Oct. 24 morning session will 
be devoted to a “Seminar for 
Profit,” and will feature a panel 
of dealers. Moore’s report will 
highlight the afternoon program. 





AUTO-TURNTABLE 
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auto industry is the apparent will- 
ingness of Congress to go along 
with the Administration’s renewed 
emphasis on antitrust. This has not, 
this year, resulted in enactment of 
any new antitrust laws. But more 
of them have been exposed in a 
favorable climate than in recent 
years, and the Administration has 
indicated that it plans to back them 
forcefully. 

To be sure, some of the anti- 
trust::measures — the so-calied 
Civil Demand bill, for example— 
were endorsed by the Eisenhower 
Administration as well as by the 
Kennedy Administration. There 
are signs, however, that a -pre- 
election whirlwind of legislation 
is planned by the. Administration 
for the second session. of this 
Congress—and new antitrust laws 
have long had popular appeal. 

The Justice Department backing 
given to the antitrust measure of 
most importance to the auto indus- 
try—a bill to divest auto manufac- 


turers of their financing and insur- 





ing subsidiaries sponsored by Rep. 
Emanuel Celler, New York Demo- 
crat, and Senator Kefauver—adds a 
new element to the bill’s possibili- 
ties. 
* * of 

LTHOUGH much of the testi- 

mony given to the House Anti- 
trust Subcommittee was similar to 
that given to the Kefauver Subcom- 
mittee two years ago, the bill has 
gotten further than ever before. 

The unusual] treatment given: to 
this — favorable reporting by the 
subcommittee pending reconsidera- 
tion—meansithat the bill has a han- 
dle so that Celler who is chairman 
of both. the subcommittee ‘and the 
full committee can control the bill 
for further amending. It can get out 
of this state of suspended anima- 
tion, if the independent finance 
companies can increase their 
strength. 

Safety legislation — primarily 
that of Rep. Kenneth A. Roberts, 
Alabama Democrat—had no ac- 
tion this year altheugh it seems 
to have widespread support in 





Cleveland Buses Give 
Car Dealers Free Plug 


CLEVELAND.—The auto, prin- 
cipal foe of public transit, receiv- 
ed a free ride at the expense of 
the Cleveland Transit System. 
Posters on the outside of CTS ve- 
hicles advise that it’s “Time to 
Trade for a New Car.” 

A spokesman for the transit 
line said the free plugs were de- 
signed to bring the outside ad- 
vertising space to the attention 
of dealers to get them to adver- 
tise more in the future. 





Congress. The lead taken by the 

auto industry in making seat belt 

attachments available on all ’62 

models was considered a great 
step forward. 

So was the Federal government’s 
action in requiring attachments as 
well as blowby devices on govern- 
ment cars. But the industry has 
been warned by Senator Maurine 
Neuberger and by the Department 
of Health, Education and Welfare 
that, unless it moves forward quick- 
ly on exhaust control devices, it will 
have legislation to face next Jan- 
uary. 

Hearings are already planned for 





——<s 


later this year by the Roberts’ sub. 7 

committee on the effects of air po]. 7 

lution on lung cancer. 
of * ca 


een in the transportg. 
tion of cars from factories to 
dealers and possible impact on 
prices were thoroughly ventilateg 
in the Senate Commerce Committee, 
Truck interests fought rails bitterly 
over the use of bi and tri-level cars 
and the impact on auto haulers, but 
the committee is thought likely to 
hold over until next year a contro« 
versial bill to clarify the rate mak. 
ing section of the Transportation 
Act. At press time, the committee 
was reconsidering its earlier 12-to.3 
vote not to report the bill. 

The question of. “phantom 
freight” was raised but not set- 
tled and operations of the Inter. 
state Commerce Commission 
came in for some criticism, 

House Interstate Commerce Com- 
mittee reported S 1440 (Magnuson) 
Thursday. It lists in Commerce De- 
partment those whose licenses have 
been either suspended or revoked 
by states if for reason of drunken 
driving or manslaughter. It will 
probably go through the House and 
Senate fast and be made law this 
year, 





HOW ALEMITE TURNED A SPACE 
PROBLEM INTO A PROFIT PAYOFF! 


ts 
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CROSS SHOT 
WHEEL 
ALIGNMENT 


Emite 
y 


ROLLING TOWARD $3,102 OF EXTRA 
PROFIT! That’s a year’s profit doing only one 


aligning job a day. Fast... accurate. . 
to operate —the Alemite Cross-Sight Wheel 
Aligner needs no space-robbing, costly pit or 
ramp installation. Works wherever the car is— 
inside or out—whether on a level surface or not. 


EXTRA LUBE BUSINESS WITH EACH 


REPAIR JOB! Oil change, lube job, new oil 
filter, inflate and check tires are just a few of Bm ta 
the “extras” the mechanics in this service de- 
partment can handle without moving the car. 
Handy Alemite Strato-Line Lubrication Reels 
permit complete “personalized lubrication serv- 


icing” of every car in every stall. 





profitably. 


. easy 











to build better work flow. . 


. bigger profits . . 




































Lack of space was putting a crimp in this dealer’s operations. And it was putting 
acrimp in his profits. His service men were wasting too much time jockeying cars 
around because of the compactness of the building. Service was delayed. And 
expansion of the building was out of the question. Then he consulted Alemite. The 
solution: “Make use of your ceiling area.” A bank of Alemite lubrication reels was 
installed overhead for each stall. Now, mechanics handle all necessary lubrication 
right on the spot —after all other work has been completed. There’s no more jock- 
eying around of cars. Service is fast and prompt. Time and space are being used 


This is typical of the way Alemite helps dealers design their service depart- 
ments to fit their space and traffic requirements. If you’re looking for a better way 
. into your service department, 
Alemite “Ideas in Action” can be a big help. Ask your Alemite representative for 
a personal showing . . . or mail the coupon! 








—_—. 


sub- 
pol- 


orta- 
s to 
t on 
ated 
ttee, 
erly 
cars 
but 
y to 
itro« 


ah Fe 


tion 
ttee 


to-3 | 


om 
et- 
er- 
on 
om- 
30n) 
De- 
lave 
ked 
ken 
will 
and 
this 


= 
a 
= 
2 
5 
* 






















a 








By Leo T, Parker 
Attorney at Law 


ENERALLY speaking, if a per- 
G son improves or installs new 
equipment on a stolen automobile, 
he cannot recover payment for the 

improvements or 


parts. 
The same law is 
applicable where 


a seller sells or 
installs equip- 
ment on a mort- 
gaged automobile, 
without consent 
or knowledge of 
the holder of the 
chattel mortgage. 
For illustration, 
Eco T. Parker in Burroughs v. 
Royal Tire Service, 352 Pac. (2d) 
644, the testimony showed that an 
automobile dealer, named Bur- 
roughs, sold a motor vehicle to one 
George Hunt. To secure a note for 
part of the purchase price Hunt 
executed a chattel mortgage on the 
vehicle in favor of Burroughs. 
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awsuits Affecting Dealers .. . 


Court Decisions 


Later Royal Tire Service in- 
stalled tires on the vehicle with- 
out permission of Burroughs, 

In subsequent litigation, the high- 
er court held that, in a foreclosure 
suit by Burroughs, Royal Tire Serv- 
ice could recover no payment for 
the tires, saying: 

. The tires, tubes and wheels 
were placed on the equipment with- 
out Burrough’s knowledge or con- 
sent. Whether or not it was true, we 
are convinced that the rights of 
Wallen and Royal Tire were no 
greater than their rights would 
have been had they been dealing 
with one who had stolen the tractor 
and trailer.” 

ok ok cg 


Employer Owns Patent 


A FEW weeks ago a higher court 
held that an employer may be 
the sole and legal owner of a patent 
obtained by his employe, if the 
testimony shows that the employe 
intended to assign the patent to his 
employer. 

For illustration, in A & C Engi- 





neering Co. v. Atherholt, 95 N. W. 
(2d) 871, the testimony showed 
facts, as follows: In 1952 a man 
named Atherholt was employed by 
a company in the design and man- 
agerial capacity, In this year he 
saw a mechanical arbor in opera- 
tion and thereupon conceived the 
basic idea for a hydraulically oper- 
ated arbor. 


To protect his idea he wrote a 
letter to himself outlining the idea 
for the arbor and enclosed it, to- 
gether with a sketch and a draw- 
ing illustrating the arbor, in an 
envelope which he sent by regis- 
tered mail to himself, That letter 
was kept in Atherholt’s file un- 
opened and was ultimately opened 
in court during a later trial] in- 
volving ownership of the patent. 

In subsequent litigation, the high- 
er court held that the company was 
legal owner of the patent, although 
no written contract was signed by 
Atherholt assigning his patent 
rights to the company. 

This was so because the testi- 
mony was convincing that during 
Atherholt’s employment with the 
company he intended that the com- 
pany would be the owner of patents 
he obtained. In this respect the 
higher court held: 

“The failure specifically to allege 
an agreement between the parties 
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“Could you use a loaner while 
your car is in repair! You mean 
to say you only have ONE car?” 





that the corporation was to be the 
owner of the invention does not in 
itself necessarily make the suit in- 
sufficient. It is sufficient that such 
an agreement or understanding can 
fairly be inferred from the facts 
pleaded.” +’ 
+ 


Law of Replevin Suits 


HIGHER court has held that 
only the holder of a conditional 
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contract may, under a replevin suit, 
recover possession of an automobile 
for which the purchaser has failed 
to pay. 

For example, in Ritchie Pontiac 
Co. v. Helmer, 103 N. W. (2d) 858, 
the testimony showed that Ritchie 
Pontiac Co., under a conditional 
sales contract, sold and delivered to 
one Helmer a new automobile, 

Under the terms of this contract, 
Ritchie retained title to the auto- 
mobile until the full purchase price 
had been paid under a monthly pay- 
ment plan. This contract also pro- 
vided that if Helmer defaulted in 
making agreed payments, the com- 
pany could repossess the automo- 

ile, 

The company sold and trans- 
ferred this contract to a bank 
and received full payment there- 
on. Helmer was notified of the 
assignment and thereafter made 
some payments to the bank, Later 
Helmer was in arrears and the 
bank demanded possession of the 
automobile, which was refused. 

Ritchie then filed a replevin suit 
to get possession of the automobile. 
In view of the fact that Ritchie had 
assigned the contract to the bank, 
the higher court held that only the 
bank could file a replevin suit. This 
court said: 

“The record shows quite clearly 
that the bank is still the owner and 
holder of this contract. By such an 
assignment all right, title and inter- 
est which plaintiff (Ritchie Pon- 
tiac Co.) had therein was transfer- 
red to and became the absolute 
property of the bank.” 


Dealers Speed 
Credit Processing 
With Facsimile 


ST. PETERSBURG, Fla.—Grant 
Motor Co. (Ford) and Alan Peter- 
son Motors (Plymouth-Valiant) are 
successfully using a new electronic 
facsimile machine to speed up the 
processing of credit applications. 

The machine, called IntraFax, has 
been leased by Western Union and 
is installed in offices of the above 
new-car dealers and a local bank, 
giving each dealer almost instant 
communication with the bank. 

William Grant jr., first vice-pres- 
ident of Grant, said the new sys- 
tem not only saves time, but frees 
employes for other work. He said 
the new machine transmits 300 
words a minute, eliminates errors, 
and can be used 24 hours a day. 


Chevy Grads Form 
Mideast Chapter 


CINCINNATI. — Officers of the 
newly organized Mideast chapter of 
alumni of Chevrolet’s School of 
Modern Merchandising and Man- 
agement were elected at a recent 
meeting here attended by approxi- 
mately 70 graduates. 

The school at Detroit, inaugurat- 
ed in 1938, instructs new and pro- 
spective dealers in efficient dealer- 
ship operation. Officers are: 

John W. Cheap, Felminsburg, 
Ky., president; James R. Willis, 
Logan, W. Va., vice-president; Carl 
Page, Russellville, Ky., secretary, 
and Van E. Gates, South Bend, Ind., 
treasurer. 


Illinois Firm Sets Up 


National Skip Exchange 


TAYLORVILLE, tl.—Commer- 
cial Collection Agency, PO Box 
374, Taylorville, Ill, has set up a 
National Skip Exchange. The 
company said it would try to lo- 
cate any “skip” on a contingent 
basis—if the customer (dealer or 
financing institution) finds him 
first, there is no charge. 

Two plans are offered. Under 
Plan A, the customer pays a flat 
$25 fee when a bonafide address 
is furnished. Under Plan B, the 
tracing agency locates the skip, 
notifies the client and collects 50 
percent of what it can recover. 
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DUPONT IS YOUR BEST SOURCE 


Because DuPont has the world’s finest paint laboratories... because 
major car maker is using Du Pont finishes in 1962... because yy 
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iN THE Du Pont scientists conduct a constant search for 
new and more beautiful finishes. This 
LABORATORY basic product and pigment research 
has been continuous for over thirty- 
eight years—since 1923, when Du Pont first made production- 
line painting possible with the development of DUCO® Lac- 
quer. Another highlight was the introduction of DULUX® 
Enamel. The latest development, LUCITE® Acrylic Lacquer, 
was pioneered by Du Pont research, too. In fact, every major 
product advance in enamels, lacquers and acrylics has been 
the result of Du Pont research. 
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AT COLOR For almost four decades, Du Pont color sp@ 
cialists have worked hand in han 
HEADQUARTERS turers’ styling groups to devel 
FOR DETROIT the colors for the new model i 
Together, they chart consumer pré 
erences and changing tastes from year to year. And afte 
many months of work—during which hundreds of color sane 
ples are modified, rejected and accepted—come up with {enc 


exciting range of colors that the public sees in automobie’® 
showrooms each new model year. 


with the automobile manufail 


DUPPLY FOR REFINISH MATERIALS 


su Pont has worked closely with Detroit since 1923... because every 
gwant the identical colors and quality used on the production lines! 


soN THE General Motors, The Ford Motor Company, 
an Chrysler Corporation, American Motors, 


a SSEMBLY Studebaker-Packard—all the major auto- 


, mobile manufacturers—use Du Pont 
del INE finishes for production-line painting. It is here that 
pres these finishes earned a reputation for dependable 
aftee'formance, deep richness, high gloss and rugged dura- 
samility that enhance the beauty of a car’s styling. And this is 

"qualified assurance of the same high standards when you 
obi#Se Du Pont finishes in repaint service shops. 


IN THE When you buy refinish materials from the manu- 


facturer that developed the new car colors 

REFINISH for Detroit, you’re getting the identical 

colors and proven quality used right on the 

SHOP assembly lines. These unsurpassed finishes are 

available to you now in a wide range of rich me- 

tallics and other glamorous shades developed for the 1962 

cars. Your Du Pont jobber has a stock right now. Take ad- 

vantage of his well-informed, authoritative service and or- 
der your 1962 colors by calling him today! 


Du Pont Refinishing Materials 


REG. U.S. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING 
. . . THROUGH CHEMISTRY 
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Need for Improvement 


Gives Disk Brake a Lift 


By Joseph M. Callahan 


Engineering Editor 
Lge brakes on American cars are doing a good job now, 
but there is a growing need for improvement and the 
disk brake is an excellent candidate to provide it. 


This is the thinking at 





Budd Co.’s Automotive Divi-|for development of disk and other 
sion, which has had a long experi-| types of brakes has been started. 


ence in developing and producing 
both drum brakes 
for cars and disk 
brakes for trains. 

Like many au- 
tomotive sup- 
pliers, Budd has 
had disk-brake 
development 
on the “back 


burner” for many 
years, but in re- 
cent months a 
much more ag- 
gressive program 





J. M. Callahan 






As a consequence, Paul G. Hykes, 
former head of wheel engineering, 
now will concentrate entirely on 
brakes, with the title “executive en- 
gineer, brakes.” 

In addition, Rene H. Vansteen- 
kiste, former disk-brake specialist 
in the Advanced Product Study Of- 
fice of Ford Motor Co., joined Budd 
several months ago as executive 
engineer of research and develop- 
ment. Roy Norton, former head of 
Budd’s customer service, was 





named executive engineer, wheels. 
* * * 

ALK about the disk brake is be- 

coming more relevant al] the 
time because of the growing num- 
ber of European cars which have 

this brake. 

At least 12 foreign makes have 
disks on the front wheels only. 
They are the Austin-Healey 3000, 
Facel Vega Facellia, Maserati, 
MG 1600, Morgan, Peerless, Sun- 
beam Alpine and Rapier, Tri- 
umph TR-3, Humber Super Snipe, 
Rover 100, and the English Ford 
Consul, Zephyr and Zodiac. 

Eleven European autos have disk 
brakes on all four wheels. These 
are the Citroen DS-19 and ID-19, 
Aston Martin, D-B, Facel Vega 
HK-500, Jaguar, Lotus, A.C. Ace, 
Daimler SP-250, Austin A-99, Berk- 
eley Bandit and the Rover Three 
Liter. Chrysler offered disk brakes 
briefly a few years ago. 

In a conversation with Hykes and 
Vansteenkiste, both saw disadvant- 
ages and advantages for both the 
drum and disk brakes, but they 
also noted trends that may one day 
make the drum brake obsolete on 
American cars, paving the way for 
the disks. 

Among these trends are the in- 
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Disk-Brake Talk at Budd— 


Rene H. Vansteenkiste, ieft, executive 
engineer of research and development of 
Budd Co.'s Automotive Division, engages 
in some disk brake conversation with Paul 
G. Hykes, executive engineer, brakes, at 
the division's engineering test room in 
Detroit. 

a. Se 
creasing amount of expressway 
driving that the typical United 
States driver does, the increasing 
demand for a “light pedal,” the in- 
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Compare a smooth-operating ‘“'six’’ with a 
‘four’ and you'll see the advantages of 
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means all air entering an 
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crease in streamlining and smaller © 


wheels which makes it more ang 
more difficult to cool drums, anq 
the increasing width of drum 
brakes which is driving up the cogt 
of these brakes near the cost of 
disk brakes. 

* * * 


Some Trends Paradoxical 


Go of these trends are slightly 

paradoxical in their effects, Foy 
example, disk brakes could only 
satisfy the demand for the light 
pedal if they were powered. This ig 
primarily true for heavy cars. But, 


OND, I a 


ieery. 


powered drum brakes also require § 


very little brake pressure. 

On the other hand, if a car had 
power brakes, the disk brake 
would be more feasible from the 
cost standpoint because the price 
differential wouldn’t be so great, 
As we said—paradoxical. 


Touching on the American pref. 


erence for a light pedal, Hykes saiq i 
that “because of this demand, the _ 


auto makers went from the Lock. 
heed hydraulic brake to the Duo. 
Servo hydraulic brake. The big rea- 
son for the need for low brake. 
pedal pressure is that so many 
women drive in this country.” 
Asked to list the principal ad. 
vantages of a disk brake, Hykes 
and Vansteenkiste mentioned 
greater stability, less fade, less 


water effect, less noise and less of 


a replacement problem. 

Taking these one at a time, they 
said that a car with drum brakes 
can lose its braking stability and 
pull to the right or the left as a re- 
sult of small changes in friction of 
the lining, the degree to which the 
lining or drum is cooled, the shape 


of the drum and numerous other _ 


factors. 
* * * 


HIS instability is multiplied by | 
the “self-energizing” features of © 


the current Duo-Servo brakes. In 


brief, only the front or primary © 
shoe of these brakes is directly en- © 


ergized by the hydraulic system. 
Then, this front shoe picks up 
power from the spinning drum and 
applies this torque to the rear shoe 
to which it is connected. Thus, the 
torque is multiplied considerably— 
and this is one of the outstanding 
features of this brake. 

But this self-energizing feature 
also multiplies any slight differ- 
ential in braking efficiency be- 
tween the right and left brakes, 
and this increased differential is 
what causes spins, erratic action 
and sometimes accidents, This in- 
stability can be much more seri- 
ous on a mountain road or ex- 
pressway. 

In regard to fading, Vansteen- 
kiste said “drum brakes are very 
susceptible to fade. When, through 
repeated application, a lot of heat 
builds up, the lining gets hot and 
loses its friction. Then you push 
harder, and you load the drum with 
heat and you’ve got drum or mech- 
ical fade. Power brakes have the 


effect of causing the brakes to be | 
without the | 


used more severely, 
driver being aware of it.” 


The biggest factor in regard to | 
fade (and the one that is largely | 
responsible for getting the disk | 
brake as much consideration as it | 


gets) is that in high-temperature 
situations the disks expands toward 


the linings, thus permitting better | 


braking with less pedal travel. 

In contrast, the drum expands 
away from the shoe and lining, re- 
ducing braking efficiency and re- 
quiring more pedal travel when the 
brakes. get hot from high-speed op- 
eration or excessive usage. For this 
reason, the disk brake functions 
better with lining materials capable 
of withstanding higher tempera- 
tures, Basically, the disk brake 
cools more quickly because it’s more 
exposed to the air. 

* * * 


Affected Less by Water 


ANOTHER advantage of the disk 
brake is that it’s much less sus- 
ceptible to water. When a disk 








NSCS 


brake becomes immersed in water, | 
it may lose 10 percent of its brak- | 
ing efficiency, compared with} 


around a 75 percent loss by a drum 
brake in a similar situation. 

Said Vansteenkiste: “When you 
go through a puddle and get 
water in the drums, it’s like put- 
ting grease between the lining 
and the drum—the brakes {ose 
their grabbing power.” 

Turning to the noise problem, 
they said the disk brake was \ikely 
to be a little more quiet. However, 

(Continued on Page 62, Col. 2) 
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Capsule Comment 


General Motors has put into effect for its dealers a 15-day 
delayed billing procedure, has boosted discount holdback to 
2 percent and has increased warranty parts allowance to 
dealer net, plus 20 percent. 

A big step toward dealer stability. 
* * * 

Compact cars turned in another record-breaking perform- 
ance last month, taking 38 percent of all domestic-built 
new-car sales. 

With advent of new °62 compacts, it’s going to be a 
scramble to tell who’s which. 
* * * 

U. S. Justice Department has set up a special “General 
Motors unit” to centralize all management over cases and 
investigations involving GM. 

Looks like the Justice boys are trying to make it a 


lifetime career. 
* * * 


The NLRB has ruled that the Houston Auto Dealers Assn. 
is not an “employer” and does not have to deal with a union 
for all employes of its members. 


Far-reaching decision. 
& cs * 


Car importers are looking to growth in 1962 and are 
adapting their policies to market needs in the U. S.,.AUTO- 
MOTIVE NEwsS survey shows. 

Nobody’s running scared. 
* * * 

More than 2 million cars are already equipped with seat 
belts, 3.3 percent of the nation’s total cars, it’s estimated by 
the Auto Industries Highway Safety Committee. 

And 71 percent of motorists polled said they used the 
belts in varying degrees. 


Coming 
Events 


% Eniror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, . 


Dealer Conventions 


Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Sept. 19-20 — Federation of Automobile 
Dealer Assns. of Canada, Queen Eliz- 
abeth Hotel, Montreal. 


Cct, 2-4—l4th Annual Convention and Ex-* 


hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte addon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 27—Arkansas Automobile Dealers 
Assn., Arlington Hotel. Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

er 6-8—Idaho Automobile Dealers Assn., 
otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 
es! cae 


* 
Auto Shows 


Sept. 21-Oct. | — Frankfurt International 
Auto Show, Frankfurt, West Germany. 
Oct. 5-15—Paris Auto Show, Paris, France. 
Oct. 7-22—Dallas Auto Show, Fairgrounds, 

Texas State Fair, Dallas. 

Oct. 10-14—West Essex Lions Club Auto 
Show, West Orange Armory, West 
Orange Armory, West Orange, N. J. 

Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 

Halls, Milwaukee, 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 18-28—London Auto Show, London, 
England. 

Oct. 19-2I—Long Beach Auto Show, Pine 
Avenue, Long Beach, Calif. 

%& Oct. 19-2I—Pasadena Auto Show, mid- 
die level parking area of the J. W. 
Robinson Pasadena store. 

Oct. 26-Nov. 5—Los Angeles Automobile 
oe Pan Pacific Auditorium, Los An- 

geles. 

Oct, 28-Nov. 5—Southern Automobile Ex- 
pourier Merchandise Mart, Charlotte, 


«es 

we. 28-Nov.8—Turin Auto Show, Turin, 
taly. 

Nov. 9-12—Autoworld Auto Show, Public 
Hall, Cleveland. 

Nov. 11-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. I1-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 21-26 — 4th Annual -Imported Car 
Show, Brooks Hall, San Francisco. 

%*% Nov. 24-Dec. 3— St. Louis Auto Show, 
St. Louis Arena, St. Louis. 


1962 
Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 
%& Feb. 2-7—Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago. 

March 22-25— Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 11-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

(Continued on Page 23, Col. 1) 


car.” 



































































AUTOMOTIVE NEWS, SEPTEMBER 18, 1961 








_| DRUGS 
= 7 


a \ . 
—— | CAVE 


7 ie 
i= 


— -V- 


— 





"He means business this time. He's waxed it 
to get a higher tradein." 


Letterbox 


‘Sick and Tired ......’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Shoppers ‘Know It All’ 

I was very pleased with your 
articles appearing Aug. 21 entitled 
“Spotting a Live One,” and this 
week’s issue in Letterbox: “I Can 


Sell 


Cars.” 





I am sick of hearing every Tom, 
Dick, and Harry try to tell auto- 
mobile salesmen how. to sell auto- 
mobiles and how to act toward the 


pampered customer, 


It-All.” 
We salesmen who are on com- 
mission have very little time to 


spend with the 


“Mr. 


Know- 


“shoppers and 


lookers” who wish to while away 
our time while the wife is out 


shopping; 


we who have been in 


this business as long as I have (17 
years) are able to classify Price 
Buyer. 

They don’t seem to realize that 
while they are dickering about a 
$100 more allowance for their heap, 
that most of us know of another 
prospect that we have who will be 
much easier to deal with and at 
just as good a figure. 

Summing it up, I have advice for 
complainers who say we don’t kiss 
their foot enough: Let Prospect 
be business-like:in his shopping for 
automobiles, let him take that de- 
fensive chip off his shoulder and 
cooperate with the salesman, most 
of us will gladly help him as much 
as possible because we make our 
bread that way. 


It 


is true, 


The Big Stories 


36 Years Ago—1925 


The Federal government estimated the cost per mile to operate a 
car at 7 cents. The computation took into consideration not only gaso- 
line and tires but also repairs and depreciation , . 
Board of Finance estimated the cost at 6.1 cents per mile, taking into 
account “every possible element that enters into the operation of a 


20 Years Ago—1941 


Except for rubber, most 1942 cars were 99 percent free of imported 
. . World production of motor vehicles totalled 


materials and alloys . 
5,554,312 units in 1940. 


10 Years Ago—1951 


In important executive changes at Chrysler Corp., W. C. Newberg 
became president of Dodge Division, Edward C. Quinn was named 
vice-president and general manager of Chrysler Division, L. J. Purdy 
became vice-president and general manager of Dodge trucks, and 
Ernest C. Dock was appointed Dodge general sales manager, succeed- 


ing Quinn. 


unfortunately, 
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there are a lot of car dealers with- 
out scruples, but this is also true 
in their business also. 

In closing, let me say that I am 
willing to meet any customer more _ 
than half way, but the moment he 
starts this “price buying” or “T'll 
pay cash but you can’t make much | 
profit off me,” then I don’t want 
his business, I'll gladly give him 
to the “wheel-and-deal” boys and 
let him get what’s coming to him. 

One more word to the outsiders 
who are always trying to tell us 
how to sell automobiles: There's 
plenty of room, boys, jump in and 
get your feet wet.—Georaia Reape. 

* * * 


For Discount Cut 


& 
e 
F 
é 
& 


PRM 


I had no idea that my last letter 
might be of interest to many deal- 
ers. I am still receiving correspond- d 
ence that indicates the overwhelm: | 
ing majority of dealers are in favor | 
of factory-dealer discount reduc: | 
tions. There will always be a seg: | 
ment of dealers who will oppose |~ 
this idea, in some cases because | 
they haven’t fully thought out the |~ 
subject and in many cases because i 
they may choose to be unrealistic. 

It was gratifying to hear from ' 
so many retail salesmen who are 
in accord with the change suggest- — 
ed. Why don’t more dealers poll — 
their salesmen on the subject of © 
reduced discounts after a full dis- — 
cussion and thought concerning 

; 
{ 





lower list prices? Why make the 
salesman the goat in demanding 
him to ask full list price. If he gets ~ 
it, he lives‘in fear that the buyer 
will soon find that he has been © 
“taken.” How many dealers quote © 
full list as the asking price? Why 
don’t they? 

Some dealers say that a change 
in price doesn’t. mean anything | 
since they sell from cost, Don't | 
they sell from cost because they 
realize that getting full list is 
unrealistic due to a packed price? 

I want to again repeat, how Fa 
many dealers know their rea] cost? ~ 
Isn’t pricing from invoice a dan-| 
gerous practice when actual] vehicle es 
cost is so much higher than in-) 
voice? In another case a dealer) 
feels that we should maintain 4) 
loaded price in the event of a short- 
age or strike or possibly a catas 
trophe. 

I can only say that I believe ~ 
most dealers organize their bush | 
ness practices based on normal 

(Continued from Page 23, Col. 1) 
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‘here’s why: ——= 


Checker dealers have territories large enough to 


HECKER DEALERS 
300% 450" 





operate without unprofitable discounting. 


There’s a virtually untapped market for this unique 
car. It fills a definite need for comfort, convenience, 
economy and freedom from obsolescence. 


Checker dealers have no huge, expensive inven- 
tories to force them into quick, unprofitable deals. 


Today, Checker dealers have found 
that the Checker franchise gives 
them a gross profit almost unbeliev- 
able in today’s market . . . $350.00, 
$450.00... even more per new car! 

Checker has been building auto- 
mobiles since 1922. Today, Checker 
passenger cars give the consumer all 
the comfort, economy, convenience 


CORPORATION |! 


2142 NORTH FPITCHER STREET 


KALAMAZOO, MIGHIGAN 
Flreside 3-6121 





MOTORS 
= 






and superb riding qualities of an 
expensive limousine, plus all the 
long life and safety features of the 
famed Checker Cab. 

If you want to learn more about 
the Checker franchise, return the cou- 
pon or contact us directly by phone or 
wire. We'll be happy to discuss our 
complete merchandising program. 
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Here's what CHECKER dealers 
say about the Checker Deal 


e“... Gross profits of about $375 to $475 on the Checker; 
also showing good profit on the used cars...” 
Buffalo, New York 


e@“... More profits than we thought possible in view of 
today’s automobile trend...” 
Evergreen Park, IIl. 
e“...Am handling two of the “big four” and Checker has 
consistently showed two to three times the gross profit 
per unit... and the service on these units is nil...” 
Philadelphia, Pa. 


@“... Based on Per-New-Unit-Retailed, the gross is sub- 
stantially better than for the “big three” line... have 
shown steady sales increase on Checker...” 

Baltimore, Md. 


@“...Checker has brought me more clean deals... and 
more commercial sales... than I ever had before.” 
Chicago, Illinois 


me Se ee ee ee he ee ee ee 
R. G. Hudson, Vice President, Sales 
CHECKER MOTORS CORPORATION 

é 2142 North Pitcher Street, Kalamazoo, Michigan 


We are interested in the sales and profit opportunity in the 
— franchise. Please send us full information. 


Bc. State. 





Bf -terhone Number. 


Makes of cars currently handled 
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New Models Are Longer .. . 





Bucket-Seat Larks in 62 Lineup 


What's New: 


Daytona hardtop and convert- 
ible with bucket seats .. . re- 
styled grille ... new hood line 
- . » new taillights, redesigned 
deck . . . wheelbase and overall 
length increased . . . aluminized- 
steel muffler .. . lower compres- 
sion ratios ... dual headlights 
on all models ... four-speed gear- 
box optional on Daytona V-8. 

* * + 

ne jh engaged dealers swing into 

the new-model season next Fri- 
day (Sept. 22) when they put their 
’62 Larks on display. The cars are 
longer than last year’s, and bucket- 
seat units are offered for the first 
time. 

Bucket seats caught the fancy 
of compact-car buyers last year, 
and Lark is entering this market 
with a Daytona two-door hardtop 
and a Daytona convertible. Buck- 
ets are optional on other models. 
The Daytonas have a console be- 

tween the front seats, and a four- 
speed transmission with floor- 
mounted shift lever is available on 
V-8s. Daytona hardtop buyers also 
may choose a sliding roof panel. 

There are 10 Lark models this 
year. The Deluxe series lists two- 
door and four-door sedans and a 
four-door wagon, and the Regal line 
has a four-door sedan, two-door 
hardtop, convertible and four-door 
wagon. The Daytonas and the 
Cruiser, a four-door sedan, com- 
plete the ensemble. 

* * * 
A= are available with six-cylin- 
der or V-8 engines except the 
Cruiser, which has a V-8 as stand- 
ard equipment. The two-door sta- 
tion wagon has been discontinued 
for ’62. 

The ’62 Larks are longer than last 
year’s. All four-door sedans and the 
Cruiser are 188 inches from bump- 
er to bumper, an increase of 13 
inches for the Deluxe and Regal 
and nine inches for the Cruiser. 

The two-door sedan, two-door 
hardtop and convertible have 
grown nine inches to 184, and 
station wagons are 187 inches, 
up 2%. 


Wheelbases also have been 
* * ea 





New Rear Styling— 


The restyled rear end of the ‘62 Lark 
has circular taillights, and the trunk lid 
has been lengthened and lowered. The 
trunk is larger and the spare wheel has 
been repositioned, providing nearly 17 
cubic feet of luggage space. 






lengthened. Four-door sedan wheel- 
base is up 4% inches to 113, the 
same as the Cruiser and the wag- 
ons, Other models have a 109-inch 
wheelbase, compared with 108.5 for 
61. 

To accommodate the longer bod- 
ies, a new frame assembly has been 
adopted. Three inches have been 


Study Tells How 
Small Business 


Can Plan Ahead 


WASHINGTON.—Small business 
firms which properly utilize readily 
available economic and market 
data can develop profitable long- 
range plans for forecasts as guides 
to future operations in meeting pre- 
determined goals, according to a 
Management Research Summary 
released by the Small Business Ad- 
ministration. 

The summary is based on a study 
made by the University of Minne- 
sota covering 106 small manufac- 
turers in that state. Titled “Fore- 
casting in Small Business Plan- 
ning,” the study was made under 
a 1959 management research grant 
from the Small Business Adminis- 
tration. 

Long-range planning and fore- 
casting by American businesses is 
fast becoming an indispensible key 
to successful operation of small 
firms under present changing eco- 
nomic patterns, the summary says. 

Basic steps in long-range plan- 
ning should include a clear-cut pic- 
ture of what the firm wants to ac- 
complish in the long run; what 
business, economic and social con- 
ditions are apt to prevail during 
the planning period, and what pro- 
grams, policies and actions the firm 
can best take to accomplish its 
goals, the summary says. Forecast- 
ing enters into the planning in all 
three phases, according to the 
study’s findings. 

The four-page summary is avail- 
able on request at all SBA offices. 
Copies of the full report may be 
purchased for $1.50 from the School 
of Business Administration, Uni- 
versity of Minnesota, Minneapolis 
14, Minn. 


Truck, Bus Boom 
Forecast for West 









added to all frames except station 


wagons. 
* * * 


7 basic styling of the Lark 
has not been changed, but the 


appearance of the grille, hood and’ 


rear has been altered. Metal bars 
divide the grille into 12 sections, 
and the hood line seems softer. 

Dual headlights are standard 
equipment on all ’62 models. They 
were extra-cost options in the 
Deluxe series last year. Padded 
instrument panel also is standard 
throughout the line. 

The restyled rear end has circu- 
lar taillights, and the trunk lid has 
been lengthened and lowered. The 
trunk is larger, and the spare wheel 
mounting has been changed to pro- 
vide almost 17 cubic feet of lug- 
gage space. 

The ’62s have new mufflers and 
muffler outlet pipes. The mufflers 
and pipes are constructed of alu- 
minized steel for longer life. 

oo * * 


OMPRESSION ratios have been 
reduced. The six-cylinder en- 
gine now has a ratio of 8.25 to 1 
and the V-8 has a ratio of 8.5 to 1. 
Last year’s ratings were 8.5 for the 
six and 88 for the V-8. Regular- 
grade gasoline can be used in both 
engines. 
The standard engine in all 
Larks except the Cruiser is the 
Skybolt Six, which was_ intro- 
duced a year ago. It is an over- 
head valve unit that develops 112 
horespower at 4,500 revolutions 
per minute. The torque rating is 
154 pounds-feet at 2,000 RPM, and 
displacement is 170 cubic inches. 
The Lark V-8, an extra-cost op- 
tion, is a 259-cubic-inch, 180-horse- 
power engine. A power package 
(dual exhausts and four-barrel car- 
buretor) boosts horsepower to 195. 

Also available is a 289-cubic-inch 
V-8 which develops 210 horsepower. 


WASHINGTON, — Government 
business loans to small firms dur- 
ing the month of June reached 
their highest level in the history of 
the Small Business Administration, 
according to SBA head John E. 
Horne. 

During June, SBA approved 921 
business loans for $48,255,000, up 





PHOENIX, — Truck and bus 
transportation in the West is ex- 
pected to soar out of proportion to 
both population growth and the in- 
crease in private transportation 
during the next 15 years, according 
to Emral Ruth, managing director 
of the Arizona Motor Transport 
Assn. 

Ruth cited data prepared by the 
Western Highway Institute of San 
Francisco, predicting that truck 
and bus registrations will increase 
by 147 percent between 1956 and 
1976. 

During the same 20-year period, 
the registration increase for auto- 
mobiles is expected to be 105 per- 
cent, and the population growth in 
the 11 Western States is expected 
to be 87 percent. 





Lark 4-Door Station Wagon— 


For ‘62, Lark offers four-door station wagons in the Deluxe and Regal series. 
Wheelbase is 113 inches; overall length is 187 inches, and the wagon has 72 cubic 
feet of cargo space. Optional equipment includes a third seat and a roof luggage 


carrier. 


70 percent in number and up 91 
percent in dollar amount from 
June a year ago. The June ap- 
provals also far exceeded the two 
previous high months—June, 1959, 
when 601 loans were approved for 
$31,588,000 and May, 1958, when 
606 loans were approved for $28,- 
658,000. 
Loans were approved in June for 
31 auto dealers. They included: 
Hunter Motor Co., Pueblo, Colo., 
$250,000. 
Streater Buick, Inc., Lakeland, 
| Fla., $35,000. 
Patterson Motors, Blue Ridge, 
Ga., $12,000. 
Barron Buick Co., Inc., Marietta, 
|O., $25,000. 
McCubbin Ford, Inc., 
Ind., $25,000. 
H & M Buick-Pontiac Co., Inc., 
Atchison, Kans., $20,000. 
Broaddus Chevrolet-Buick, Inc., 
Hugoton, Kans., $20,000. 
Poynter Motors, Inc., Parsons, 
Kans., $45,000. 
Park Pontiac, Inc., Lexington 
Park, Md., $35,000. 
Kuefler Auto Sales, Little Falls, 
Minn., $34,000. 
Torrey Pontiac Co. Madison, 
Minn., $5,500, 
Heintz Pontiac-Cadillac, Inc., 
Mankato, Minn., $25,000. 
Moses Ford Co., Lexington, 
Miss., $25,000. 
McBride Chevrolet, Leba- 
non, Mo., $70,000. 
Easson Sales and Service, Marce- 
line, Mo., $30,000. 
Capitol Dodge, Inc., Concord, 
N. H., $5,000. 
Point Motors, Inc., Glassboro, 
N. J., $10,000. 
Cutting Motors, Inc., Ithaca, 
N. Y., $10,000. 
Thalmann Motors, Inc., Oswego, 
N. Y., $25,000. 
Tom Bailey Motors, Inc., Rocky 


Madison, 


Inc., 











Daytona Interior— 

Bucket seats with a console and a wood-tone instrument panel are features of the 
Lark Daytona hardtop and convertible. A new series for ‘62, the Daytona models 
are available with six-cylinder or V-8 engines. V-8 buyers may choose a four-speed 
transmission with a floor-mounted gearshift lever. 





Growing Dealerships . . . 





Don Essen Chevrolet 


Starts $170,000 Building 


ST. LOUIS, — Construction has 
begun on the new $170,000 sales and 
service building for Don Essen 
Chevrolet Co. on Manchester Rd. in 
suburban Ballwin, Mo. 

The property will have 115,000 
square feet of space under roof, in- 


Lafayette Slate Retained 


LAFAYETTE, Ind.— All officers 
of the Lafayette New Car Dealers 
Assn. were reelected, as follows: 
Robert L, Gray, president; P. K. 
Pickering, vice-president; William 
Andrews, secretary, and Lee Owens, 
treasurer. 


31 Dealers Get SBA Loans 
During Record Month 


Mount, N. C., $100,000. _ 
Ford Motor Co., Grand Forks, 
N. D., $15,000. 
Baum Chevrolet, Sellersville, Pa., 
$132,000. 
Warwick Auto Sales, Inc., War- 
wick, R. L., $50,000, 
Frank Davis Buick, Inc., Madi- 
son, Tenn., $50,000. 
Barnett Motor Co., Inc., Waynes- 
boro, Tenn., $25,000. 
Jet Chevrolet, Inc., 
Utah, $20,000. 
Ted Britt Ford Sales, Inc., Fair- 
fax, Va., $170,000. 
Bratten Pontiac Corp., Norfolk, 
Va., $75,000. 
Esquire Motors, Inc., Wenatchee, 
Wash., $20,000. 
Curry Chevrolet Co. Inc., Buck- 
hannon, W. Va., $40,000. 
Pioneer Oldsmobile-Cadillac, Inc., 
Lancaster, Wis., $34,000. 


Roosevelt, 


Lewis Sells to Partner 


CORPUS CHRISTI, Tex. — Ray 
Lewis, a partner in Pagan-Lewis 
Motors since 1958, has sold his in- 
terest in the Lincoln-Mercury deal- 
ership to Jack Pagan. 


[a 
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Auto Dealer Expansions 





cluding glass-walled, three-car dis- 
play room, offices, parts depart- 
ment, six-car body shop, and 10-car 
service shop designed with a work- 


flow pattern. 
* * a” 


Ford Dealer Expansions Top 


$500,000 in St. Louis Area 


ST. LOUIS.—Ford dealers in the 
St. Louis sales area have spent 
more than $500,000 so far in 1961 to 
expand and improve customer sery- 
ice and sales facilities, it was an- 
nounced by Guy Hamilton jr., dis- 
trict manager. 

The district supervises activities 
in eastern Missouri and western Il- 
linois. 

* ~ * 


Howard Motors Is Building 

HARTFORD, Conn. — Howard 
Motors, Inc., which handles Hill- 
man, Sunbeam Alpine, Volvo, Cit- 
roen, BMW cars and Commer 
trucks, is putting up a building at 
3200 Main St. Howard Gitlen, presi- 
dent, said the building also will 
house the Howard Leasing and Fi- 
nance Divisions. 

* * a 


Edgewood Expands Facilities 


MICHIGAN CITY, Ind.—E d ge- 
wood Motors (Ford) is building a 
new showroom that will provide 
space for six cars. Improvements 
are being made in the service fa- 
cilities department, and the dealer- 
ship also has obtained a used-car 
lot. 


* * * 
Alderman Ford Moves 


INDIANAPOLIS. — Jerry Alder- 
man Ford Sales, Inc., has moved 


into a new and larger headquarters | 


at 55th St. and Keystone Ave. The 
new home was constructed on & 
10-acre site. The firm formerly was 
located at 720 N. Meridian St. 





Wolff Ford Opens 


BROOKLYN, N. Y.—Wolff Mo- 
tors Co., Ing., is the new Ford deal- 


er here at 2505 Coney Island Ave. | 
The firm also has a branch dealer- | 


ship at 1504 Coney Island Ave. 





New Home for Gardner Motor— 


This is the new home of Linn Motors, Inc., T/A Gardner Motor Co., a Volkswagen 
dealership in Bernardsville, N. J. The modern facility, comprising 12,000 square feet, 


is located on a four-acre site. Everett L. Gardner is president. 
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To get the full story on 
Hardware Mutuals 
“best deal for the dealer” 
call the office nearest you: 


Appleton, Wis. 
REgent 4-2668 
Atlanta, Ga. 
TRinity 5-4711 
Boston, Mass. 
HUbbard 2-1360 
Brockton, Mass. 
JUniper 6-0102 
Buffalo, N. Y. 
TL 2-7229 
Chicago, Ill. 
FRanklin 2-7230 
Cincinnati, Ohio 
GArfield 1-4722 
Cleveland, Ohio 
TOwer 1-2161 
Dallas, Texas 
MElrose 1-1600 
Detroit, Mich 
BRoadway 3-8450 
Fitchburg, Mass. 
Diamond 5-5016 
Grand Rapids, Mich. 
Glendale 6-9633 
Houston, Texas 
JAckson 8-0541 
Indianapolis, Ind. 
MElrose 5-7538 
Kansas City, Mo. 

_ SKyline 1-1300 
Los Angeles, Calif. 
MAdison 5-5771 
Madison, Wis. 
Alpine 6-9026 
Malden, Mass. 
DAvenport 4-9101 
Milwaukee, Wis. 
Division 2-9090 
Minneapolis, Minn. 
FEderal 2-8231 
Newark, N. J. 
Mitchell 2-8383 
New Orleans, La. 
UNiversity 6-3653 
New York, N. Y. 
PEnnsylvania 6-6343 
Oklahoma City, Okla. 
CEntral 5-5345 
Omaha, Nebr. 
34 1-3136 
Philadelphia, Pa. 
WaAlnut 5-0130 
Pittsburgh, Pa. 
GRant 1-5441 
Portland, Ore. 
CApital 6-6291 
Providence, R. I. 
UNion 1-2929 
Richmond, Va. 
ATlantic 8-2878 
Rochester, N. Y. 
LOcust 2-3590 
St. Lovis, Mo. 
PArkview 6-2750 
St. Paul, Minn. 
CApitol 4-3818 
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Hardware Mutuals leased fleet specialists. Mr. Poole bought his first Hardware Mutuals 
policy when he opened his Ford agency in 1940. ‘‘I like Hardware Mutuals way of doing 
business so well they now get all my business and personal insurance,"’ says Mr. Poole. 


be “Realistic rating, simplified operation and customer acceptance helped sell me on 
r Hardware Mutuals leased fleet insurance program,’ George Poole (right), president, 
at Geo. C. Poole, Inc., Arlington Heights, Ill. Ford dealer, tells Lloyd Schaffhausen, one of 


.. Hardware Mutuals Dealer Plan 
: boosts leased fleet profits 
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ar 4 San Diego, Calif. 
i i i te BEimont 4-3366 
Now you can lease autos with maximum cost-profit © Our selective underwriting helps you choose good San Francisco, Calif. 
control, and minimum risk. Hardware Mutuals new risks, gain maximum resale values. si ea 
nd leased auto insurance program helps you eliminate ; > : : gs WOodland 5-5271 
e : ; @ We give leased car drivers fast, fair claims service in Sentiiiec awh 
rs guesswork from fleet operations. Meet any competi- — 
he it, abil; edniidence te your veatte every county of every state. Our teletype network MAin 3-8800 
a y . speeds out-of-state claims handling. Lakeside 8-2543 
Competitive Rates, Fast Service @ You deal directly with nearest Hardware Mutuals- “Fepoulic 3.7853 
i i Stevens Point, Wis. 
> Many auto dealers have changed their leased fleet Sentry Life a ROGERS TS ' Nearest branch office makes ton 42345 
a ; a underwriting, claims decisions. You get monthly state- s N.Y 
al insurance from other companies. They say, ‘“‘Hardware een, Sars 
me : ments, pay monthly. HArrison 2-2201 
v } Mutuals have the best deal for the dealer.”’ Here’s why: Tampa, Fla. 
' at a e@ You get rate books, issue certificates and travel kits. “ee 
— © Our rates are very favorable. Your premium is based ; ; Washington, D. C. 
4 : Any typist can handle simple forms. EXecutive 3-2812 
j on your own experience. ° Worcester, Mass. 
je Where permitted, we make blanket filings with state Your customers, benks and finance compenics know one eee 
f P as : oe and approve Hardware Mutuals policies. Get cost- - in other areas, look for 
} and local authorities covering your liability insurance : ; . Santana indiodl 
iveiiantes malinn “aint dan aalivele eae profit control in your own leased fleet operation. Phone : hi Ghia Stee ani 
r f y ‘—" the Hardware Mutuals-Sentry Life representative in . 
® We rate each driver by residence and occupation; our nearest branch, today. Planning insurance to help $6 (EE 0 ssaNeen eee 
e pass savings on to you. guarantee your business survival is his full-time job. Looks out 
for you 
Hard Mutuals « Sentry Lif 
INSURANCE: AUTO * HOME « BUSINESS « HEALTH « LIFE 
j 
STEVENS POINT, WISCONSIN ® OFFICES COAST TO COAST 
jen 
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HARDWARE MUTUAL CASUALTY COMPANY »* HARDWARE DEALERS MUTUAL FIRE INSURANCE COMPANY « SENTRY LIFE INSURANCE COMPANY 
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Dodge Goes ‘Total Local’ .. . 


AUTOMOTIVE NEWS, SEPTEMBER 18, 1961 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Dealers will have the most com- 
plete advertising kit in Dodge his- 
tory to help them sell 1962 cars 
and trucks, according to W. D. 
Moore, Dodge director of adver- 
tising. 

Moore said the kit offers dealers 
a “total local” year-long program 
that complements Dodge’s strong 
nationa] advertising to provide 
maximum selling assistance on the 
new models. 

“The 1962 ad kit is the biggest 
and the best we have ever given 
our dealers,” Moore explained. 
“We are supplying them with 
more of everything—more news- 
paper layouts, more radio spots, 
more TV commercials, more 
mats. Even more important than 
quantity is the quality of our new 
advertising materials. It’s the 
finest we have ever provided.” 

Moore emphasized that advertis- 

ing materials in the ’62 kit are not 
solely for the introductory period, 
but are designed to assist dealers 
throughout the entire model year. 
He said the kit contains 10 news- 
paper ads—twice as many as a year 
ago. The ads cover new and used 
cars, new trucks, prices and serv- 
ice. 

“Because of the growing prefer- 
ence among dealers for smaller- 
line newspaper ads, we are sup- 
plying them with a greater variety 
of line sizes,’’ Moore said. “The ads 
range from 140 to 480 lines, and 
seven of the 10 are under 200 
lines.” 

Moore said 19 suggested radio 
commercials are in the kit, com- 
pared with 12 a year ago. Included 
are 11 60-second, three 30-second 
and five 10-second spots. 

Copy for 15 suggested TV spots 






are supplied, compared with 12 last 
year. There are five 60-second, five 
20-second and five 10-second com- 
mercials. 

Dealers are also receiving new, 
ready-to-use mats, as well ag an 
electro sheet containing the com- 
plete line of cars, trucks and 
logos from which local news- 
papers can reproduce in the fast- 
est possible time. 

Order forms are inserted for ad- 
ditional advertising materials deal- 
ers may wish to order, including 
a 24-sheet outdoor poster on the 
Dart, six full-color movie trailer 
films, six recorded national radio 
spots and six Dodge TV film com- 


mercials, 
* ~ 


S-P Appoints Baron 


Studebaker-Packard Corp. has 
retained Sydney S. Baron Public 
Relations Corp., New York. The ac- 
count supervisor is Murray Snyder, 
vice-chairman of the Baron organ- 
ization. 

* * * 


Martin-Senour Campaign 


An advertising and promotional 
campaign by Martin-Senour Paint 
Co.’s Automotive Division will in- 
clude new packaging, varied direct 
mailing literature, point-of-pur- 
chase displays, expanded trade ad- 
vertising and jobber sales aids. 

The campaign, to be initiated this 
fall, will lead off with a repacking 
of the company’s automotive paints 
into attractive colored labels, coded 
to represent major categories; lac- 
quer, enamel, acrylic and general. 

Introduction of the new pack- 
age will be supported by a heavy 
schedule of trade advertising, paint 
shop posters and a direct mailing 





to automotive refinishing shops in 


the United States. 
* * * 


Union Carbide Promotion 


A new promotional push in be- 
half of stainless steel 
launched this fall in a series of 
full-page color advertisements to 
be run by Union Carbide Corp. as 
part of its regular program of in- 
stitutional advertising. 

The first advertisement of thé 
series will appear in Time, News- 
week, U. 8. News and World Re- 
port, Reader’s Digest, National 
Geographic, Fortune, Business 


Week, Nation’s Business, Wall 


Street Journal and other publica- 
tions, 

Publication of an advertisement 
dealing with automotive uses of 
stainless steel will be timed to tie 
in with the introduction of the 1962 
model cars. 

* * 
A Big Promotion 

The world’s largest spark plug 
—a 10-story sign containing 12 
miles of wire—was ignited Sept. 
5 by AC Spark Plug Division of 
General Motors in Ferndale, 
Mich. 

The sign, ringed with neon 
“flames” 24 feet high, is designed 
to attract the attention of an 
estimated 20,000,000 motorists a 
year. 

AC’s general manager, Joseph 
A. Anderson, said the sign sparks 
the beginning of AC’s fall sales 
effort in the Detroit area, 

* of * 


Marketing Firm Formed 

Robert W. Bledsoe and Eugene 
L. Reilly have established Market- 
ing Strategy, Inc. a market and 
consumer research organization 
with offices in Detroit, New York 
and Los Angeles. 

The basic function of M. S. I. is 
to provide studies of consumer 
characteristics—attitudes, buying 
and use habits, and all forms of 
communication influencing them, 


is being 


Post Sets Record 


New Guarantee for Look 













white page in Look, on a one. 
time basis, will be $32,020, crda 
four-color page will cost $).:,170, 
Perkins said. 

* 


for advertisers and advertising 
agencies. 

Bledsoe, formerly assistant direc- 
tor of marketing and research at 
D. P. Brother & Co. will direct 
the Detroit office and Eugene 
Reilly, formerly a vice-president of 
Trendix, Inc., will direct the New 
York office. 


* * 


Alfa Romeo Picks Agency 

Alfa Romeo, Inc., has announced 
the appointment of Black-Rissell. 
Morris, Newark, N. J., to handle 
its advertising and public relations 
program. 


* * * 


Bonney Picks Agency 

Bonney Forge & Tool Works, Al- 
liance (O.) maker of precision and 
special tools for automotive use, 
has selected Fuller & Smith & 
Ross, Inc., to handle its national 


advertising and pubic relations. 
as *x * 


* * 


* 
New Client for Kelly-Smith 

The Santa Ana Register, division 
of Freedom Newspapers, Inc., hag 
announced the appointment of 
Kelly-Smith Co. as national adver. 
tising sales representatives, effec- 
tive July 1. 

The Register, a morning, evening 
and Sunday newspaper serving 
Orange County, Calif., has had 
split representation with the John 
W. Cullen Co. in the East and 
West-Holliday Co., Inc., in the 
West for the past 20 years. 

* * 


The first issue of the newly re- 
designed Saturday Evening Post, 
established a record for the year 
in size and dollar volume, accord- 
ing to Peter E. Schruth, advertis- 
ing director. 

The record issue had 148 pages 
plus covers, and produced $3,356,- 
372 in advertising revenue, highest 
in volume since the Oct. 22, 1960, 
issue, Schruth said. 

a Se 
Way to Pick Best Consumer 


A new computer system put 
into operation by R. L. Polk & 
Co. can select, by name and ad- 
dress, those consumers most like- 
ly to react to advertising. 

The computers, now processing 
what is believed to be the largest 
selective circulation list in exist- 
ence, can pick out prospective 
buyers in any quantity — from 
one indivdual up to millions, ac- 
cording to Ralph L. Polk, presi- 
dent, 


Personnel Changes 


Dan Guarini from Raytheon Co, 
to advertising and publicity man- 
ager for Automatic Radio, Boston 
manufacturer of auto radios, air 
conditioners and antennas.., 
Jack E. Rice jr., from advertising 
and sales promotion manager for 
the foreign products branch of 
Ford International Division to 
senior vice-president of Cunning- 
ham & Walsh, Inc., advertising 
agency. 

Kent J. Fredericks from local 
sales staff to national sales man- 
ager for WXYZ-TV Detroit, replac- 
ing Thomas J. O’Day, who has 
joined ABC-TV Network Sales Divi- 
sion in New York . . John P, 
Kelley from assistant director to 
director of advertising for Good- 
year Tire & Rubber Co., succeed- 
ing K. C. Zonsius, who will remain 
with the company as a consultant 
until he retires next August ... 
Robert S. Johanson from public 
relations director for AC Spark 
Plug to public relations director 
at Marquette University. 


* * * 


Effective with the issue of 
March 13, Look will guarantee an 
average net paid circulation of 
7 million, according to Don Per- 
kins, advertising director. Look’s 
present guarantee is 6,500,000. 

Also, effective with the March 
13 issue, the rate for a black and 





Recognize these problems caused by looseness? (1) Tire is worn smooth by loose ball-joints 


onto highway, but play in steering causes momentary lag in steering response. When loose- 
ness is taken up, car lurches into path of oncoming car. (3) High speed shimmy. 


which fail to hold wheel in proper alignment. (2) Driver tries to return car from shoulder back 





* 





Prolong tire life with MOOG 


Ordinary ball-joints may seem to fit 
snug under the weight of the car. 
But when car is in motion this weight 
is often removed, and even new ball- 
joints are often wobbly. What to 
do? Replace ’em with Moog Adjust- 


For safer steering: MOOG Ball-Bearing Idler Arm Kits 


“Steering Stabilizer’...“The Poor 
Man’s Power Steering”... by any 
name here’s the answer to thread- 
on-thread or rubber-loaded steering 
connections which may work loose 
or. bind. Moog Ball-Bearing Idler 





@ Ball-Joints 


able Ball-Joints! Looseness is elim- 
inated with the twist of an Allen 
wrench. Tires last longer because 
wheels stay in better alignment at all 
times... even when car hits bump! 
Pay for themselves in longer tire life. 


Arm Kit converts steering to smooth, 
reliable ball-bearing action for safe, 
positive steering control at all speeds 
... with or without Power Steering. 
Looseness is eliminated! Immediate 
improvement in the feel of the wheel. 





WHY SETTLE FOR A “CRUTCH” when a 
permanent ‘‘cure”’ is available? Moog parts cost 
no more than many gadgets which offer only 
temporary solutions to alignment and 

steering problems. And Moog's full coverage 
means that most Moog parts, including those 
shown here, are available for nearly all cars. 
So there’s no reason to settle for a ‘‘crutch.” 
Insist on the “‘cure’’... genuine Moog parts, 
choice of the alignment specialist! 


For almost 
every 
popular car 
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MOOG INDUSTRIES, INC., ST. LOUIS 33, MoO. 
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ep AUTO MAKERS TO pur * fs 
et| SEAT BELT ANCHORS cil 
ON 1962 MODELS = ™° 


Detroit, Feb.24—American | ™4% 
automobile makers will add |9%% 
ict-| seat belt attachments as 
standard equipment on 1962 1 
models,it was announced to- 
day. 
_| This will enable buyers to 
attach the safety belts easily 
and economically. Previously, 
_| drilling and other labor costs 
ran the price of seat belts up |S 
to $20 each. Now, the only | sig 
cost will be the price of the | ca} 
belts themselves. Vo 
Action bytheindustrycame | alun 
after a group of New York | wer 
State officials, most of whom | erni 
-| aremembers of theStateLeg-| T 
islature, conferred with auto |nora 
executives in Detroit. of 
New York State Sen. Ed-! o9m 
ward J. Speno, leader of the! , 
New York delegation, lauded Ma 
the manufacturers’ move. He 
said it would provide car own- 
ers with a cheaper and easier 
| way for installing the belts. 


tic 
Cg 


4 
-1891 on Dec. 31. This is an| 
increase of 71,397,247, or 
= per cent, from the total 
ing at the beginnj 


| The seat belt market is booming! And, as the news story above attests, the time to 
| Stock is now. Take full advantage of this new profit opportunity by selling the seat belt 

| that gives you more to sell—easy-to-install seat belts of durable, lightweight Caprolan® 
nylon. The largest selection of styles by famous-name manufacturers. An eye-catching 
array of deep-dyed colors to complement all car interiors. And for added salability —the 
Caprolan label—nationally advertised from coast to coast as the symbol of top-quality 


nylon. Be ready! Write for sources... today! 


wae 


caprolan |& 


NYLON FOR THE 60’s 


FIBER MARKETING DEPARTMENT, 261 MADISON AVENUE, NEW YORK 16, N.Y. 
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Convertible Added for ’62... 
New Tempest Grille 
Provides Wider Look 


What's New: 
Convertible joins lineup... 
new grille ... “LeMans option” 
for sport coupe and convertible 
. . » heater standard equipment 
four-speed transmission offered 
-..+ improved suspension , .. fast- 


er warmup. 
Bd a * 


H a four-cylinder engine, 
transaxle and flexible drive- 
shaft, Tempest entered the ’61 model 
year as an engineering marvel. It 


More Stations 
Turn to Service, 


Oil Retailers Told 


DENVER. — The service station 
has replaced the gasoline station in 
the United States. That was the 
opinion expressed at the annual 
convention of the National Con- 
gress of Petroleum Retailers held 
at the Cosmopolitan Hotel here. 

Delegates considered this the 
major change in the oil business in 
the past 10 years. Delegates felt 
that because of intense competition 
and smal] profit margins stations 
could not exist by selling gasoline 


only. 
Tom Finch, station operator from 
Fayetteville, N. C., said that 10 


years ago practically all mechanical 
work was handled by garages. 

“Today,” he said, “about 90 per- 
cent of the service stations in our 
area employ mechanics for tuneups 
and light repair work, Major over- 
hauls are still done by the garages.” 

The service station operator must 
stock a larger inventory, Finch 
said, because of many domestic 
and foreign model cars on the road. 

In California, about 50 percent 
of the stations have mechanics, 
Michael Horrick, Fresno, said. Hor- 
rick said price wars have cut prof- 
it so much that the filling station 
must resort to repair work to stay 
in business. 

Orlando Vargas, San Juan, Puer- 
to Rico, said the business there has 
suffered because of the Cuban situ- 
ation. 

“In the past two years,” he de- 
clared, “four oil companies ejected 
by Castro have moved into Puerto 
Rico. This has flooded the country 
with more service stations than it 
can use.” 


Senior Citizens 
At 45th Birthday 


Hopkins Fetes 12 Vets 


WHEELING, W. Va.—The boss 
and 11 employes with a total of 404 
years of service were honored when 
Hopkins Motor Co. celebrated its 
45th year as a Dodge dealer at a 
Picnic outing. 

Board Chairman Elliott B. Hop- 
kins founded the dealership in 1916 
after having worked on the first 25 
Dodge cars in Detroit in 1914. 
Eleven other employes with 25 
years of service or More include 
Albert Voight, parts manager, 39 
years; George I. Moore, sales man- 
ager, 35 years; Ed Burkle, service 
manager, 33 years, and C. D. Mur- 
phy, used-car manager, 32 years. 

President Stewart Hopkins pre- 
sided over the awards and enter- 


tainment at the all-day family out- | / 


ing. The dealership has handled 
Dodge continuously since 1916, 
adding Renault in 1955. 


Cleveland Firm 
Attacks Smog 


CLEVELAND.—A smo g-control 
device for automobiles, developed 
by Standard Products Co. here, has 
passed preliminary tests by Cali- 
fornia smog-contro] authorities, the 
company said. 

F. R. Valpey, Standard Products 
president, said the device controls 
harmful exhaust emissions at the 
source. 

“Standard Products believes its 
device is unique and effective in 
smog control and also offers a sav- 
ings in fuel as compared to other 
proposed devices,” Valpey said. 


finished the season as sales cham- 
pion among the year’s new crop of 
compacts. 

Seeking to retain or improve its 
ranking in the compact field, 
Tempest offers five models for 
62. A convertible has been added. 
Holdovers are a four-door sedan, 
two-door sedan, four-door station 
wagon and sport coupe. The cars 
g0 on sale Thursday (Sept. 21). 

Styling revisions have been con- 
fined to a new grille and a slightly 
different rear-end treatment. The 
full-width grille replaces last year’s 
two-section job and makes the car 
appear wider. 

Tempest lists only five models, 
but there is a “LeMans option” for 
the sport coupe and convertible 
which would be considered separate 
models by most manufacturers. 

+ * * 

E LeMans interior consists of 
bucket front seats, door-to-door 
carpeting and a carpet-padded scuff 
panel along the lower door edge. 
There are LeMans nameplates on 
the instrument panel and on the 
exterior of the car. Carpets also are 

available in other models. 

Convertibles equipped with the 
LeMans package have a power top. 
Standard convertibles have a man- 
ually operated top. 

A heater will be standard equip- 
ment on all models. New options 
include a four-speed manual 
transmission, redesigned wheel 
covers and a restyled custom 
steering wheel in new colors. 

Pontiac says the Tempest ride 
has been softened by changes in 
the suspension system and by re- 
vising the valving of front and rear 
shock absorbers. 

The flexible driveshaft has been 
refined. New rubber-mounted pro- 
peller-shaft damper bearings are 
said to provide quieter, smoother 
operation. 

* * * 

'W intake manifolds feature a 

larger exhaust-heated area and 
have special flow diverters to in- 
crease the heating efficiency of the 
exhaust gas. Pontiac says this will 
make the Tempest engine warm up 
faster and will improve operating 
economy during the warmup pe- 
riod. 

Tempest’s four-cylinder engine is 
the right bank of the Pontiac V-8. 
It is a 194.5-cubic-inch unit with a 
compression ratio of 8.6 to 1. 

Horsepower is 110 with stand- 
ard transmission and 115 with au- 
tomatic. Various engine options 
boost horsepower as high as 166. 

A 185-horsepower, 215-cubic-inch 
aluminum V-8 also is available, but 
only 2 percent of Tempest buyers 
ordered it last year. It cost $216 
extra in ’61. 

Tempest models are built on a 
112-inch wheelbase and are 189.3 
inches long, 72.2 inches wide and 
53.2 to 54.8 inches high. Standard 
tire size is 6.50-15 on the station 


wagon and 6.00-15 on other models. 
* * * 










Tempest Wagon— 

A bright metal ornament accents the 
taillight of the Tempest station wagon. 
The car has a new grille, and a convertible 
has been added for '62. Powering the 
Tempest is a four-cylinder engine that dis- 
places 194.5 cubic inches and develops 
110 horsepower with manual transmission, 
115 with automatic, 


Four-Post Lift Bridge— 





Electrical-hydraulic lift bridges with load capacities of 10 and 14 tons, designed 
for service and repair work on trucks and buses, have been developed by a Nether- 
lands. firm, according to the Netherlands Trade Commission, New York. The four-post 
lift bridges are constructed above floor level but are attached to the floor. The bridge 
can be locked securely to the four supporting posts. The electric. motor is cut out 
automatically when the lift bridge has reached its highest position, which is five feet 
three inches. Other controls are said to prevent the steel cables and the hydraulic 
system from breaking down when the bridge is in operation. Overloading the motor 
also is said to be impossible as is collision with an object left under the bridge after 


completion of work. 


2 New Devices Will Cut 
Parts Costs, Inventor Says 


NEW YORK.—A New York in- 
ventor has come up with two de- 
vices which he feels promise large 
savings to manufacturers in the 
automotive field. 

The first is an actuator which 
produces efficient linear motion 
for full windshield wiping, and 
which also can be applied to au- 
tomatic windows and seat con- 
trols. 

Manufacturers’ cost of the wind- 
shield wiper has been estimated by 
Jerome Murray, Jerome Murray 
Corp., at $1.50 It would cost about 
90 cents to apply the device to 
automatic windows and $1.50 to 
automatic seats, Murray said. 

Present cost of these items is 
considerably higher, and Murray 
feels that the savings could be 
passed along to the consumer or 
held by the manufacturer for appli- 
cation against other more expen- 
sive items. 

A feature of the automatic win- 
dows is that they also automatical- 
ly lock into whatever open position 
is selected, thus preventing theft 
problems by permitting a slight 
opening of windows on hot days 
with no danger, Murray explained. 
He added: 


The device actually is the lever 
effect caused by inflating a flat 
hose against the bottom of a 
roller, This produces efficient 
linear motion with few compon- 
ents and great flexibility. In the 
case of the automatic window, all 
electric motors and gear boxes 
are eliminated, which accounts 
for the great cost saving. The 
added strain on the electrical 
system also is considerably re- 
duced. 

Length of travel is adjusted easi- 
ly, and any tangential motion or 
degree of turn around corners is 
incorporated without any additional 
parts or assembly changes, The 
low-cost apparatus can be fabri- 
cated essentially of sheet-metal 
stampings or die castings. 

The roller is attached to a car- 
riage and rides over the hose. The 
latter is supported in a wing chan- 
nel which also guides the roller 
support wheels. Air or hydraulic 
pressure applied to the hose opens 
it to a round shape, which creates 
a prying force against the bottom 





Purolator Opens German Unit 


RAHWAY, N. J.—Purolator 
Products, Inc., through its wholly 
owned European subsidiary, has 
established a sales organization in 
Germany to distribute filters and 
filtration products. Dr. Rudolf Hoss 
has been appointed general man- 
ager of the new subsidiary in Stutt- 
gart. 


of the roller, inducing a linear mo- 
tion, 

Curving the track sends the rol- 
ler around corners, or the instru- 
ment can be adjusted to any re- 
quired combination of straight and 
curvilinear motion. 

The design, Murray said, has ad- 
ditional advantages: The self-seal- 
ing characteristic resulting from 
the cocking action caused by the 
application of the load at the guide 
rollers and the prying effect of the 
pressure against the bottom of the 
hose roller. 

The design uses hose inflation 
for integration of an automatic 
locking device for the carriage. 
Symmetrical spring-loaded leaves, 
individually pivoted on the roller 
axle, provide positive locking in 
either direction by the engage- 
ment of tabs when the hose is not 
pressurized. The expanding hose 
raises the tab on the pressure 
side to unlock the carriage. 

Using the phenomenon, which 
physicists call piezoelectricity, Mur- 
ray said he has devised an electric 
speedometer which can be pro- 
duced for about $2.50. The speed- 
ometer does not draw upon the bat- 
tery for its power. 

Instead, he added, the piezoelec- 
tricity principle works like this: 
When certain crystals or recently 
developed ceramic compounds (so- 
called because they are baked and 
fired during fabrication like pot- 
tery) are squeezed or bent in any 
way, they give off a sudden jolt of 
electrical energy. 

As Murray explains it, piezoelec- 
tricity is what makes many phono- 
graph pickups work and is at the 
heart of military submarine-detec- 
tion equipment, as well as the 
ultrasonic cleaners that have been 
appearing on the market in the last 
few years. 

Murray said the material is inex- 
pensive, has an extremely long life, 
is highly heat resistant and can 
generate up to 20,000 volts. 

In the speedometer, all the 
parts that make up present mod- 
els are eliminated, such as gear 
trains, flexible shafts, magnetic 
governors and springs. 

Murray’s speedometer works like 
this: He hooks up a cam and one 
of the little ceramic crystals to the 
car’s gearbox, so that the cam 
turns at the same speed as the 
driveshaft. As it turns, the cam 
Squeezes the crystal, and voltage 
and current are generated. The 
amount of current is proportional 
to the speed of rotation. A wire 
connects the crystal to the dash, 
where the current can be read as 
miles per hour. 

Murray said the two devices are 
being tested by several Detroit 
firms. 
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Personal Income 


In °60 Set Marks 


In All 50 States 


WASHINGTON. — Persona] in- 


| come scored record highs in every 
|| state in 1960, according to the of. 


fice of Business Economics, Depart. 
ment of Commerce. 

For the country as a whole, the 
agency said, consumer incomes jp 
1960 totalled $400 billion, up 5 per. 
cent or $19 billion, over 1959. After | 
allowance for a 1% percent increase 
in consumer prices, and the growth 
in population, real per capita in. 
come was little changed from 1959, 
it added. 

A feature of last year’s income 
flow, the office continued, was the 
high proportion of states showing 
fairly uniform gains. More than 
half of the states (28) came within 
one percentage point of the nation. 
al increase. Personal income gains 
from 1959 to 1960 were largest in 
relative terms in South Dakota (23 
percent), North Dakota and Alaska 
(13 percent each), Hawaii (12 per- 
cent), and Arizona (11 percent). 


For the nation as a whole, the 
agency reported, per capita person- 
al income (total income divided by 
total population) amounted to $2,223 
in 1960, up $63 from 1959. Average 
incomes were highest in Delaware © 
($3,013), the District of Columbia © 
($3,008), Connecticut ($2,863), Ne- © 
vada ($2,884), New York ($2,789), 
Alaska ($2,735), California ($2,741), — 
New Jersey ($2,665), Illinois — 
($2,613), and Massachusetts ($2,519), — 


a 


Buffalo Drivers 
Given Advice 
On License Law 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. has alerted 
its members to provisions of the 
state law regarding loaning cars 
with dealer plates. In a bulletin to 
the membership, the association 
noted: 

“If at any time you loana 
dealer-owned car carrying dealer 
plates (which you may do for five 
days only), you are required to 
issue a Form MV-49 (notice of | 
loan). You should give the original 
copy to the driver of the car to 
carry with him in case he is stop- 
ped by an officer of the law. The 
duplicate should be sent to the 
Department of Motor Vehicles, and 
the triplicate kept in your Office. 

“The only time you are not re 
quired to issue an MV-49 when 
you let out a car with dealer plates 
on is when a car is, in good faith, 
on demonstration. Your Dealer 
Regulations say: 

“The use of a vehicle and plate 
by a prospective purchaser for | 
demonstration purposes for a pe 
riod not to exceed 24 hours Shall 
not be regarded as a loan of @ 
dealer’s vehicle and plate for the 
purpose of the regulation. 

“However, if you should let 4a 
prospective purchaser try a car out 
on this basis, then to avoid any 
inconvenience or penalty at the 
hands of the law, you should give 
the prospect your registration cer- 
tificate which goes with the plates 
on the car.” 








New Wiper at Work— 


A new type of windshield wiper is | 
shown at work. Ifs inventor, Jerome Mur 3 
ray, says air or hydraulic pressure applied 7 
to either end of the hose causes the /ineaf © 
action. Simple bending causes the wipe! | 
to move around a curve, thus making full | 
cleaning of even wraparound windshields | 
finally feasible, Murray claims. 
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WHO NEEDS LIMITED SLIP DIFFERENTIAL?... 


nearl 





RURAL ~—@ 
MAIL CARRIER 


DOCTOR 


ee: everybody’s a prospect for limited slip differential—everybody, that is, who can’t afford to get stuck. And once 
your prospects see it perform, it’s easy to sell limited slip differential—the “‘magic’”’ mechanism which moves a car out of 
mud, sand, snow or ice as long as one rear wheel has traction. ...So, be sure your 1962 demonstrators are factory-equipped 
with limited slip differential—then sell it! 


_ DANA CORPORATION «TOLEDO 1, OHIO 
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BORROUGHS 


“'Dartslocator’’ 
HARDWARE BIN 


~ Bin 





does “double” duty! 





Hanging Boxes 


The popular “Handee Andee” bin 
boxes, in 2 sizes. They have large 
label holders, curved bottoms for 
speedy removal of parts, and can 
easily be removed or replaced. 





up 


out 





Hide-Away Shelf 


A sturdy, waist-high resting place 
for boxes while parts are being 
removed or replaced. Shelf swings 
on 2 pivoted channel arms, and 
swings snugly into bin after use. 


e Parts eas 
space and half the time — holds 
to 1053 par’_numbers in- 
cluding 20% 


used . 
only 6 square feet of floor space! 
Phone, write, wire or visit your nearest 
Borroughs distributor for more data! 


to find in half the 





«vrplus hardware 


locations 

Here’s the custom-designed bin that 
gives parts storage and _ selection 
more accuracy — more simplicity — 
more speed. Borroughs “Partslocator” 
comprises 2 Borroughs “Flexi” Bins 


fastened side by side — hinged-lid 
compartment storage boxes—2 sizes of 
hanging bin boxes—2 surplus shelves 
for bulky parts—a waist-high, swing- 


shelf to hold boxes while being 
. . and the entire system takes 





Locator Boxes 
Well built, heavy gage, hinged-lid 


locator boxes with plastic insert 
moulded into compartments. Each 
compartment identified by illustra- 
tion, size, part number and pack. 





These Borroughs warehouse distributors are at your service.... 


Universal Equipment Co. 
2420 Oakville St. 


ALEXANDRIA, VA.: 


ATLANTA: Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
BROOMALL, PA: East Coast Distributing Co. 
2010 Boxwood Dr. 
BUFFALO: Automotive Bin Service Co., Inc. 
51 Isabelle 
CHICAGO: Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 
CINCINNATI: Automotive Bin Service Co., Inc. 
1220 Richmond St. 
CLEVELAND: Automotive Bin Service Co., Inc. 
8905 Lake Ave. 
DALLAS: W. W. Cannon Co. 
9739 Denton Dr. 
DAVENPORT: Felix F. Loeb, Inc. 
612 Kahl Bldg. 
DENVER: Barker Co. 
421 Santa Fe Dr. 
DETROIT: Automotive Bin Service Co., Inc. 
10040 Freeland Ave. 
FARGO: Adams, Inc. 
6 North 13th St. 
FORT WORTH: W. W. Cannon Co. 
P. O. Box 464 
FRESNO: Heoley & Co. 
2302 Tulare St. 
HONOLULU,Hawaii: Hunters’ Office & Industrial 


Equipment Co. 
538 Reed Lane 


HOUSTON: W. W. Cannon Co. 
1901 Winter St. 


Automotive Bin Service Co., Inc. 
4508 Alisonville Road 


INDIANAPOLIS: 


JACKSONVILLE: Bins & Equipment Co., Inc. 


2610 Ligustrum Rd. 


KANSAS CITY, MO.: Siggins Co. 
706 Broadway 
LOS ANGELES: Green-Penny Co. 


4180 E. Nookes St. 


LOUISVILLE: Automotive Bin Service Co., Inc. 
204 Builders Bidg. 
MEMPHIS: Metal Products Co. 
1620 Channel Ave. 
MILWAUKEE: Felix F. Loeb, Inc 


864 E. Birch Ave. 


Edco Metals, Inc. 
3030 Josephine St 


NEW ORLEANS: 


NEW YORK: Borroughs Mfg. Corp. 
121 Varick St. 
CAKLAND: William A. Gore Co. 
1834 Adeline St. 
OKLAHOMA CITY: W. W. Cannon Co. 
P. O. Box 7317 
OMAHA: Siggins Co. 
1236 S. 13th St. 


WATERTOWN, Mass.: 


East Coast Distributing Co. 
780 S. 52nd St. 


Automotive Bin Service Co., Inc. 
1302 Highland Bldg. 


PHILADELPHIA: 


PITTSBURGH: 


PORTLAND, Or.: The Brower Co. 
1633 N. W 2st Ave. 
SACRAMENTO: Paul W. Roeder Co. 
1721—13th St., P.O. Box 1552 
SALTLAKE CITY: Business Equipment Co. 
949 E. 21st, South 
ST. LOUIS: Siggins Equipment Co. 


1410 Pierce Ave. 


Borroughs Mfg. Co. 
Factory Branch and Warehouse 
809 Hubbard Ave. 


ST. PAUL: 


SEATTLE: The Brower Co. 
114 Virginia St. 
SEATTLE: William A. Gore Co 
214 3rd Ave., S. 
TACOMA: Tacoma Asbestos Co. 
25th and Holgate 
TOLEDO: Automotive Bin Service Co., Inc. 


518 Jefferson Ave. 


Alexander Steel Products, Inc. 
264 N. Beacon St. 


PUERTO RICO: Automotive Specialties, Inc. 
1100 Corchado St., Santurce 
CANADA: Wickware-Stackbin, Ltd. 


P.O. Box 740, Perth, Ontario 
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lineup for '62. The car will be registered 


Dealers will place the '62 model on display 
=) a 


Custom Series Added ... 


What's New: 


Mercury nameplate for 62... 
new grille and side trim... 
lower fins . . . circular taillights 
new Custom series ... two-ply 
tires . . . 6,000-mile oil-change in- 
terval ... two-year coolant... 
quieter operation. 

ok * ok 
SS gets a new name for ’62. 
Merchandised as a_ separate 
make since it was introduced 18 
months ago, it will become the 
Mercury Comet when the new mod- 
els go on display Sept. 29. 

While retaining its general styl- 
ing theme, Comet has added a few 
touches to distinguish the ’62 from 
its predecessors. There is a new alu- 
minum grille, and the “dogleg”’ side 
trim has been replaced by a full- 
length molding that sweeps down- 
ward at the rear. 

The fins are lower, and the tail- 
lights are set in a metal band be- 
tween deck lid and bumper. Last 
year, the taillights were in the 
fins. 

The model lineup has been ex- 
panded from five to hine by setting 
up a Custom series. Standard equip- 
ment on the Comet Custom models 
will include a number of appear- 
ance and convenience items that 


Emphasis on Big 
Australian Service Center 


Has 179 Work Bays 


SYDNEY, Australia.—A $1 mil- 
lion sales and service center has 
been opened in Alexandria by 
Broadway Motors (Ford), the first 
stage of a three-phase project that 
will cover three acres and cost 
more than $1.5 million. 

The first stage, which occupies 
1% acres, including five service 
workshops for cars and trucks, 
with a total of 179 work bays; a 
lubritorium using production-line 
methods; a “no-wait” wheel-bal- 
ance and alignment shop; safety 
centers for brake, steering and 
other emergency services; body 
workshop, spray room, trimming 
shop, parts department with 
$300,000 worth of parts and ac- 
cessories, new-car showroom and 
storage areas for 100 new vehicles 
and administrative offices. 

Victor Jacobs, managing director 
of the firm, said the new center is 


store a total of 350 vehicles at any 
one time. 


“A staff of 150 and the operation 
of a production-line type of service 
system have eliminated the need 
for motorists to book their vehicles 
in well ahead,” said Jacobs. 


The layout for the service area 
and its work system were planned 
by Broadway Motors after exhaus- 
tive studies of servicing methods 
in the United States, Great Britain, 
Europe and Australia, he added. 

Work bays are arranged so that 
any one of the hundreds of vehicles 


designed to service, display and} 





being serviced can be moved at any 
time without having to move an- 
other, Jacobs said. 





Comet 4-Door Station Wagon— 


Sedans, station wagons and the bucket-seat S-22 sport model comprise the Comet 


as a Mercury next season. Styling changes 


include a new aluminum grille, redesigned side trim and a new rear-end treatment, 


Sept. 29. 
es a 


62 Comet Will Wear 
Mercury Nameplate 


were offered as a trim package for 


$86.90 in ’61. 


* * * 


—— them are bright window 

deluxe interior trim, 
carpets, contour front seats, deluxe 
courtesy lights, 
cigaret lighter and rear-seat arm 


frames, 
steering wheel, 


rests and ash trays. 

There will be two-door and four- 
door sedans and two-door and four- 
door station wagons in both the 


Standard and Custom lines. Com- 


pleting the line is the bucket-seat 
S-22 sport sedan. 

All ’62 Comets will have the 
sound-deadening package that 
was introduced on the S-22 last 
April. Some 45 pounds of insula- 
tion have been added to provide 
quieter operation. 

Two-ply tires will be standard 
equipment and narrow-band white- 
walls will be optional. 

Other new features include a rec- 
ommended oil-change interval of 
6,000 miles, compared with 4,000 


last year, and a 30,000-mile fuel fil- © 


ter. Lincoln-Mercury Division said 
this is 2% times the life of the pre- 
vious filter. 
* * * 
s cars have a factory-installed 
coolant that is said to protect 
the radiator to 35 degrees below 
zero. The coolant is good for two 
years if the car’s cooling system 
remains in good repair. 

Comet buyers again will have 
two engine choices. 'The standard 
power plant is a 144-cubic-inch 
unit that develops 85 horsepower. 
Optional at extra cost is a 101- 
horsepower, 170-cubic-inch engine, 
Compression ratio is 8.7 to 1 in 
each case. 

The Comet does not grow from 
year to year. Dimensions are the 
same as when the car was intro- 
duced as a ’60 model. 

Sedan wheelbase 


is 114 inches, 


and overall length is 194.8 inches. 

Station wagon wheelbase is 109.5 

inches, and wagons measure 1918 

inches from bumper to bumper. 
* * * 








It's a Comet— 


The Comet fins are smaller for '62, and 
the twin taillights are set in a metal band 
above the bumper. The Mercury name ap- 
pears on the deck lid. Quieter operation, 


6,000-mile oil-change interval and two- 
year radiator coolant are other features 
of the new model. 
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In the Letterbox 


(Continued from Page 14) 





times and conditions rather than on 
a “once-in-a-lifetime” shortage of 
considerable duration. 

Apparently, NADA has suggested 
an increased discount for the com- 
pact ¢ : ; : 
reason for this request, is to sim- 
plify the mathematics in figuring 
prices. In other words, one discount 
for all cars. This is certainly no 
indication that NADA is in favor 
of the present discount structure. 

I believe it means that, unfortu- 
nately, too few dealers have ex- 
pressed themselves on the subject 
of lower list prices. This is indeed 
a sad commentary since so few 
dealers take a definite stand on 
anything that affects their business 
on an industrywide basis, 

It is a fact that only a small 
segment of dealers in the nation 
participate actively and unselfish- 
ly enough to “carry the ball” for 
the majority of dealers. This 
small group cannot resolve the 
problems that dealers must live 





Coming Events 


(Continued from Page 14) 
Oct. 19-28 — 1962 National Auto Show, 


Cobo Hall, Detroit. 
. re 


General 

Oct. 1-5—National Truck Leasing System, 
Edgewater Beach Hotel, Chicago. 

Oct, 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, 0. C. , 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 810— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 
1962 
Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 


with, as quickly and intelligently 
as they desire. The work load is 
too heavy for too few. 

I hope no one will misconstrue 
my frankness and expression of 


ars. I feel sure that the only| thought, as a sermon, rather than 


one man’s opinion. I cannot, nor do 
I have any desire to, impose my 
thinking upon any person. 

Dealers who are both physically 
and mentally close to their business 
operations usually are aware of 
problems that must be resolved, 
on a daily basis. In most cases 
these dealers, as busy as they are, 
seem to find time to make an im- 
portant contribution on an indus- 
trywide basis in the field of con- 
structive suggestion that results in 
improvement for all of us, as auto- 
mobile dealers. 

Unfortunately, the majority of 
dealers do not make their feelings 
and opinions known constructively 
and emphatically. Apparently, they 
believe their problems will be re- 
solved either by others who so will- 
ingly give of themselves or by the 
manufacturers or by the passing of 
time itself. 

It is imperative that more dealers 
participate actively in the affairs 
of the day in all matters concern- 
ing the business of selling and 
trading vehicles, the parts and 
service departments, the stabiliza- 
tion of sales personnel and better 
customer relations, 

The manufacturer cannot possi- 
bly find a remedy for each problem 
that arises in this business of re- 
tailing, as fast as it rears its ugly 
head. They need more assistance 
from dealers who give the time to 
business that is required, in the 
way of suggestions on a construc- 
tive basis. 

We should not and cannot wait 
for the annual session of Dealer 
Council meetings. I am sure our 
respective suppliers welcome our 
help, even on a daily basis. We are 
all on the same team and certainly 


have interests of mutual 


tance. 


Dealers should impart to manu- ta 


facturers, NADA and other dealers, 
helpful information, criticism, 
knowledge and opinion. This takes 
time and thought. This should be 
considered an important part of 
our daily responsibilities. 

The majority of dealers should 
not sit idly by and expect the 
minority to perform miracles that 
will create a profitable Utopia 
with little or no effort on the 
part of the majority. 


The above expression is primarily 
a result of the “don’t give a damn” 
attitude concerning not only pric- 
ing, but many other subjects of 
vital importance to our industry. 
This state of lethargy can only 
bring about a deterioration for 
which there is no remedy. 

I hope that Automotive News will 
have to add more pages to its pub- 
lication as a result of increased 
comment concerning dealer dis- 
counts, together with a greater re- 
sponse on other subjects of impor- 
tance that so directly affect an 
industry that has always been con- 
sidered so vitally important to our 
economy, 

Why not take a few minutes now 
to advise your supplier and NADA 
as to your wishes concerning a re- 
duction in dealer discount and a 
lower list price?—S. L. MaArsHALL, 
Marshall-Field Motor Co. (Ford), 
Cleveland Heights, O. 

oJ 2 * 


Error in Interest 


Mr. Kelley is quite correct in 
your issue of July 31 when he says 
in his article, “A Look at Interest 
Charges,” that a 6 percent add-on 
loan, repayable in 12 equal monthly 
installments, yields slightly over 11 
percent in simple interest. on an 
annual basis. But, he errs in two 
important respects, in further ex- 
position. 

First, add-on interest earns 12/78s 
in its first month and only 1/78 in 
its 12th month simply because the 
cash employed and outstanding is 
12 times as much in the first month 
as in the 12th month—and not, as 
Mr. Kelley states, “because the big 
costs of making loans—credit in- 


impor- | 


18, 1961 


Refrigerated Van— 


This is the ‘Zero-Loading™ facility at 
Carnation Co.'s pie plant at Torrance, 
Calif. Photograph taken from inside truck 
shows refrigerated van backed up to 
foam-rubber seal, forming one continu- 
ous chamber with plant's minus zero-tem- 
perature room, New device is said to be 
effective even in hot weather. 





vestigations, bookkeeping and over- 
head—come at the beginning of the 
life of the loan.” 

Second, the 12/78’s-method of ac- 
cruing the interest earned (and of 
determining the rebate for pre- 
Payment) is the only possible 
means of maintaining a level yield 
of slightly over 11 percent through- 
vut the life of the loan. Refunding 
ou any other basis is inaccurate 
and foolhardy—and it does not, as 
Mr. Kelley avers, raise the simple 
annual interest rate to “something 
like 16 percent,” if the loan is paid 
off at the end of six months at a 
total interest charge of 57/78 of 
the original add-on amount. Set 
up on the 12/78’s method, the yield 
projected is 11 percent, plus. Re- 
funded for prepayment on the same 
basis, the yield remains 11 percent 
plus, It’s as simple as that—Tim J. 
GALLIVAN, vice-president, First Na- 
tional Bank of Cincinnati, Cincin- 
nati, O. 

Eprror’s Note: The business 
management features in AurTo- 
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motive News are designed to aid 
auto dealers with everyday prob- 
lems in managing the dealership 
and not as detailed discussions of 
the fine points of economics. Mr. 
Gallivan’s first point is largely a 
question of how the individual 
views the matter. However, on 
his second point, Mr. Gallivan is 
substantially correct. The com- 
ment about the 16 percent rate 


was in error. 
* + * 


Houck Article Praised 

Thanks and congratulations for 
Houck’s “Spotting a Live One” in 
the Aug. 21 issue. If there is any- 
thing we need, it’s a writeup like 
that one. 

We have one of those enviable lit- 
tle Ford deals just 10 miles from 
our metropolitan area, Jackson, 
with a population of 175,000. I can 
safely say that about 75-80 percent 
of our new and used-car and truck 
business comes from the telephone 
... but... from the satisfied cus- 
tomers and their friends who have 
heard the Baker story . . . service 
and complete satisfaction with our 
product of which we are very proud. 
The so-called “smart boys” will 
hate me for this . . . but the ‘cold 
spear’ school here is the world’s 
best way to starve to death, and I 
again refer. to Houck and his com- 
plimentary story. 

I don’t think Walter F. Kohn 
(“Have Auto Salesmen Vanished,” 
July 31 issue) even deserves the: 
courtesy of an answer and, as soon 
as he reads Houck’s article. he will 
probably have pangs of conscience. 
I do feel for the customers in his 
area who don’t have any salesmen 
busy enough or with a good follow- 
ing to weed out people like him, 
whom I do not consider a prospect. 
I would like for Kohn to have to 
waste his precious time with “shop- - 
pers” who have no intention of 
buying a car. 

We enjoy Automotive News more 
and more ... keep up the good 
work.—_J. C. JoHnston, Johnny 
Baker Ford Co., Brandon, Miss. 








biss air compressor can help cut 
down both noise and power costs 


in your shop. The DeVilbiss Com- 


ations, investigate how a DeVil- 


pany, Toledo 1, Ohio. 


lKewer starts 
and stops 


Does your air compressor start and stop so frequently that you’d swear 
it’s running constantly? This continuous cycling eats up more electric 
current than you ought to be paying for. Here’s where DeVilbiss air 
compressors can come to your rescue. DeVilbiss compressors give you 
more air for your power dollar because they make fewer starts and stops, 
consume less current. Thanks to their greater finned cooling areas— 
intercooler, cylinder walls and heads, aftercooler, even manifold are all 
deeply finned—they deliver cooler, less expanded air to your tank. 
There’s less air shrinkage, less pressure drop, less frequent cutting in and 
out to meet your air demands. (And when they do start up, DeVilbiss 
air compressors run quietly.) Available in sizes from 14 through 25 hp. 


If you need a clean, constant supply of air for all your pneumatic oper- 


FOR TOTAL SERVICE, CALL 


DeEVILBISS 
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STRENGTH + 


17,000 

pounds of 

N-A-XTRA 

steel are used in 

this Model PSC-375 

Portable Scrap Compressor, 
manufactured by Harris Foundry 
& Machine Co., Cordele, Georgia 








STRENGTH + LIGHT WEIGHT OF 


| NAXTRA 


HIGH-STRENGTH STEEL SOLVES 
PORTABLE SCRAP COMPRESSOR PROBLEM 


This unique portable scrap compressor can squeeze an entire auto body into a 21” x 36” x 24” 

bale of 20% dense steel scrap, using a ram pressure of 375 tons. Designed to be hauled from 

job to job by a conventional truck-tractor, it goes to work in outlying wrecking yards, 
compressing bulky scrap into marketable bales that can be shipped economically. 




















Because it must be moved over the highway and meet established load limits, a press- 
ing problem in designing the PSC-375 was weight. Mild carbon steel with the re- 
quired strength would weigh too much. N-A-XTRA high-strength steel solved the 
problem. It fully met all strength and fabrication requirements, yet kept total 
unit weight within acceptable limits for portability. ' 


Portability may not be the controlling factor in your product—but the same 
steel that solved this problem is the one to remember when only the strongest 
steel will do. Pound for pound, N-A-XTRA steels are nearly three times 
stronger than mild carbon steel. Rugged conditions, heavy loads and weight- 
saving construction—in such applications, for example, as heavy machinery 
and pressure vessels—are challenges that N-A-X TRA is designed to meet. 


With excellent weldability, formability, and toughness even at subnormal 

temperatures, N-A-X'TTRA low carbon, extra strength alloy steels give 

superior results with conventional fabricating methods, including cold 

forming, gas cutting, shearing and machining. N-A-X TRA high-strength 

steels are available in four levels of minimum yield strength, from 80,000 
to 110,000 psi, and in sizes ranging from 1%” to 1” thick, up to 72” wide 
and up to 35’ long. For further information, write Product Development, 
Dept. AN-12, Great Lakes Steel Corp., Detroit 29, Michigan. 


DESIGN NOTE: Model PSC-375, Portable Scrap Compressor, uses N-A-XTRA 100 

(minimum yield strength, 100,000 psi) in engine and tank mounts, bed and side ribbing, 

arm housings and end housing. Sizes—\4", 34", 44", 4" and 1” thick. Fabrication followed 
standard gas cutting and welding procedures. 


NAXTRA 





a product of 


GREAT LAKES STEEL 


Detroit 29, Michigan 
N-A-XTRA STEELS ARE AVAILABLE AT THESE STEEL SERVICE CENTERS 


Benedict-Miller, Inc. Joseph Demsey Co. Ducommun Metals & Supply Co. 
Lyndhurst, New Jersey Cleveland, Ohio Los Angeles, California 
Interstate Steel Co. Lockhart Iron & Steel Co. Marsh Steel & Aluminum Co. 
Des Plaines, Illinois Pittsburgh, Pennsylvania Kansas City, Missouri 

O’Neal Steel, Inc. Salt Lake Hardware Co. A. C. Leslie & Company, Ltd. 

i Birmingham, Alabama _ Salt Lake City, Utah Montreal, Canada 


Great Lakes Steel is a Division of NATIONAL STEEL CORPORATION 





26 





AUTOMOTIVE NEWS, SEPTEMBER 18, 1961 


Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 

Denver dealers sold 1,802 new cars 
in July, compared with 1,656 a 
month earlier and 1,884 a year ear- 
lier. 

In the first seven months, new- 
car sales totalled 10,976, compared 
with 12,431 in the corresponding 
1960 period. 


By makes, they were: Chevrolet, 
83; Ford, 70; International, 35; 
Dodge, 32; Willys, 15; White, 14; 
GMC, 14; Volkswagen, 11; Divco, 8; 
Reo, 4; Autocar, 2; Kenworth, 2, 
and Toyota, 1. 
—IrA ALEXANDER 
* * * 


Youngstown, O. 


New-car registrations totalled 818 
in Mahoning County (Youngstown), 
O., during August, compared with 
892 in July and 985 in August a 
year ago. 

By makes, registrations were: 
Ford, 181; Chevrolet, 151; Falcon, 
71; Pontiac, 58; Corvair, 50; 
Buick, 47; Dodge, 46; Rambler, 45; 
Oldsmobile, 30; Plymouth, 29; 
Valiant, 23; Comet, 18; Volkswag- 
en, 17; Chrysler, 15; Mercury, 15; 
Cadillac, 7; Studebaker, 5, and 


By makes, duly sales were: 
Chevrolet, 383; Ford, 330; Corvair, 
174; Falcon, 146; Rambler, 116; 
Pontiac, 95; Oldsmobile, 94; 
Buick, 87; Plymouth, 62; Comet, 
56; Dodge, 49; Volkswagen, 48; 
Cadillac, 42; Mercury, 28; Chrys- 
ler, 25; Austin-Healey, 9; Lincoln, 
8; Imperial, 7; Studebaker, 7; 
Volvo, 5; Fiat, 3; Hillman, 3; 
Mercedes-Benz, 3; Metropolitan, 
3; Renault, 3; Vespa, 3; Checker, 
2; Morris, 2; Sunbeam, 2; Tri- 
umph, 2, and miscellaneous, 5. miscellaneous, 10. 

New-truck sales totalled 291 in| Used-car sales amounted to 1,607 
July, compared with 221 in June,!in August, compared with 1,619 a 


month earlier and 1,951 a year ear- 
lier. 


New-truck sales numbered 88,. 


compared with 59 the previous 
month. By makes, they were: Chev- 
rolet, 26; Ford, 24; International, 
19; GMC, 10; Dodge, 6; Divco, 1; 
White, 1; Willys, 1, and Volkswag- 


en, 1. . 
* * * 


Providence 

New-car registrations in Provi- 
dence totalled 1,328 in July, com- 
pared with 1,537 a month earlier. 

By makes, they were: Chevro- 
let, 342; Ford, 337; Rambler, 115; 
Plymouth, 98; Oldsmobile, 63; 
Buick, 62; Volkswagen, 45; 
Comet, 43; Pontiac, 39; Dodge, 34; 
Cadillac, 28; Renault, 16; Stude- 
baker, 14; Chrysler, 13; Mercury, 
13; Volvo, 11; Hillman, 6; Saab, 4; 
Imperial, 1; Lincoln, 1, and mis- 
cellaneous, 41, 





GALES 





lpn 


“Allright, so yowre a terrific 
salesman; just stop selling cars 
to our other salesmen to prove 
it.” 





ed 122, compared with 120 the pre- 
vious month. By makes: Ford, 65; 
Chevrolet, 23; International, 15; 


New-truck registrations number-! GMC, 7; Dodge, 4; Volkswagen, 2; 





Here’s more profit 


for you! Push 


seat belts made with 


Du Pont Nylon! 


Belt business is big now—and growing fast. Na- 
tional publicity is under way on built-in seat-belt 
anchors for 62 U. S. cars. So feature belts that 
afford customer safety and give ge. 

youa generous profit—beltsmade 
with Du Pont Nylon! They give 
you the sales power of the Du Pont 
name, an assurance of dependa- 
ble performance. 

Illustrated is the Auto-crat 
Model 100 belt made with a 100% 
Du Pont nylon shell and a 100% 
‘‘Super Cordura’’* rayon filling. 
It passes federal, state and SAE 
specifications, and it’s a standard accessory for 
one of the “Big Three”! Stock up now for the big 
rush! E. I. du Pont de Nemours 
& Co. (Inc.), Textile Fibers Dept., GU POND 
Wilmington 98, Delaware. Se 


*Du Pont’s registered trademark for its high-tenacity rayon yarn. 


Patented Auto-crat attach- 
ment hardware is designed 
to swivel with the direction 
of pull—virtually eliminates 
chance of web tearing! 


Better Things for Better living 
- +. through Chemistry 











— 


White, 2; Autocar, 1; Reo, 1, ang 
miscellaneous, 2. 
—TuHomas L. Forses 
od + * 


Nashville 


New-car sales by Davidson Coun. 
ty (Nashville) dealers are running 
almost neck and neck with a year 
ago—839 cars registered in July, 
compared with 870 in July, 1960, 

Following is the breakdown: 
Chevrolet, 206; Ford, 139; Falcon, 
108; Pontiac, 50; Corvair, 39; 
Comet, 37; Oldsmobile, 37; Plym- 
outh, 34; Buick, 33; Rambler, 28; 
Volkswagen, 25; Dodge, 18; Cadi]. 





‘ 
‘ 


lac, 12; Mercury, 12; Studebaker, 12; ; 


Chrysler 6; Borgward, 5; Volvo, 5; 
Valiant, 5; Austin, 3; Hillman, 2; 
Lincoln, 2; Mercedes-Benz, 2; Im- 
perial, 1, and miscellaneous, 8. 
—DENNIE Hau 
o* od K 


Dayton 

July new-car registrations in 
Dayton totalled 1,647, compared 
with 2,040 in June. 

By makes, they were: Chevro- 
let, 409; Corvair, 195; Ford, 195; 
Falcon, 158; Rambler, 99; Buick, 
83; Pontiac, 63; Oldsmobile, 58; 
Dodge, 48; Comet, 33; Renault, 
32; F-85, 28; Plymouth, 26; Volks- 
wagen, 26; Mercury, 24; Cadillac, 
21; Chrysler, 20; Fiat, 19; Valiant, 
15; Buick Special, 11; Studebaker, 
11; Lancer, 9; Lincoln, 5; Tri- 
umph, 5; MG, 3; Austin, 2; Mer- 
cedes-Benz, 2; Metropolitan, 2; 
Volvo, 2; Imperial, 1, and miscel- 
laneous, 9. 

New-truck registrations number- 
ed 118, compared with 131 a month 
earlier. By makes, they were: 
Chevrolet, 46; Ford, 39; Interna- 
tional, 12; GMC, 10; Dodge, 6; 
Volkswagen, 1, and miscellane- 
ous, 4, 

* * * 


Norfolk, Va. 


New-car registrations in the Nor- 
folk-Portsmouth area in July to- 
talled 1,548, compared with 1,510 a 
month earlier and 1,209 a year ear- 
lier. 

By makes, registrations were: 
Chevrolet, 264; Ford, 162; Falcon, 
141; Renault, 135; Corvair, 130; 
Pontiac, 122; Rambler, 86; Buick, 
63; Plymouth, 62; Dodge, 60; Comet, 
58; Oldsmobile, 48, and Valiant, 32. 

Volkswagen, 26; Mercury, 21; 
Studebaker, 21; Cadillac, 18; Peu- 
geot, 18; Chrysler, 17; Simca, 13; 
English Ford, 7; Triumph, 7; 
Mercedes-Benz, 6; Willys, 5; Fiat, 
4; Hillman-Rover-Sunbeam, 3; 
Imperial, 2; Lincoln, 2; Metropoli- 
tan, 2; Opel, 2; Volvo, 2, and mis- 
cellaneous, 9. 

New-truck registrations amount- 
ed to 160 in July, compared with 
130 in June and 84 in July a year 
ago. 

By makes, they were: Chevrolet, 
60; Ford, 55; International, 17; 
GMC, 9; Falcon, 5; Dodge, 3; Reo, 
2; Studebaker, 2; White, 2, and 


miscellaneous, 5. 
* * * 


St. Petersburg, Fla. 

New American cars registered in 
St. Petersburg, Fla., during the pe- 
riod July 3 through 28 totalled 536. 
New imports registered during the 
Same period were 89, and new 
trucks, 44, 

By makes, new cars were: 
Chevrolet, 77; Rambler, 74; Fal- 
con, 59; Ford, 58; Comet, 29; 
Buick, 28; Plymouth, 28; Oldsmo- 
bile, 27;; Pontiac, 26; Corvair, 21; 
Cadillac, 20; Tempest, 19; Valiant, 
17; Dodge, 17; Mercury, 1; 
Chrysler, 7; Lincoln, 6; Studebak- 
er, 6; Imperial, 1, and miscellane- 
ous, 2. 

Imports were divided as follows: 
English Ford, 32; Volkswagen, 31; 
Hillman, 5; Simca, 4; Mercedes- 
Benz, 3; Metropolitan, 3; Saab, 2; 


) 


i 
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Porsche, 2; Renault, 2, and miscel- | 


laneous, 5. 

Ford trucks outsold all others 
with 22, Chevrolet followed with 9. 
Others were: Dodge, 5; Volkswagen, 
8; International, 3, and miscellane- 


ous, 2, 
E. C. BasH 


Send thal Shuts Door 


WILMINGTON, Vt. — A stock 
of cars and trucks, shop and of- 
fice equipment was sold at auc- 
tion by Wilmington Garage, Inc. 
(Ford), which reportedly will 
convert its property into a shop- 
ping center. 


— 


There’s news in .the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
‘for a clue to what is going on. 
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UNION 


CARBIDE 





Fyn Life Coolant 


Tey 
CARBIDE 


Nationwide outdoor 
billboards feature ‘““PRESTONE” 
Long Life Coolant! 


This year your customers will see “PRESTONE”’ Long Life Coolant ad- 
vertised on giant billboards like the one above. 

Be sure to take advantage of this nationwide advertising by using 
the free point-of-sale merchandising kit included with every six-gallon 
carton of “PRESTONE” Long Life Coolant. It includes a colorful window 
display banner, a protection and capacity chart, six embossed foil in- 
stallation stickers, six Consumer Guarantee* and Installation Directions 
folders and a copy of the Dealer Inspection Instructions. 

For customers who ask for extended-use anti-freeze be sure and sell 
them the best. ““PRESTONE”’ Long Life Coolant is the quality leader of 
the extended-use anti-freeze products. 


* The famous 25-year-old “‘Prestone”’ Anti-Freeze full- Pe R | Cc — $ 3 9 5 P E & G A L L oO N 


winter guarantee against freezing and corrosion. 





Fair Trade Price applicable in all states 
having effective Fair Trade Laws. 


“Prestone” and “Union Carbide” are registered trade-marks for products of 


UNION CARBIDE CONSUMER PRODUCTS COMPANY : pDivision of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. 
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Capsule Reports» . . 


Auto News in Brief 


ST. PAUL.—Ford Motor Co, will 
build an 82,400-square-foot addition 
to the warehouse at:its Twin Cities 
assembly plant here, according to 
F, O. Fason, plant manager. 

Construction will start immedi- 
ately on the building of precast 
concrete slab and structural steel. 
The expansion is the third in less 
than a year for the plant, said 
Fason. Upon completion of the 
three projects, total floor space of 
the main assembly structure will 
be increased from 862,000. to 982,400 
square feet. ‘ 

+ * 


Dollin Corp. Acquired 


By Fulton Industries 


ATLANTA, Ga. — Fulton Indus- 
tries, Inc., has announced the ac- 
quisition of Dollin Corp., Irvington 
(N. J.) producer of aluminum and 
zinc die castings. 

The firm will operate as a divi- 
sion of Precision Castings Co., one 
of Fulton’s six operating divisions, 





and the nation’s third largest pro- 
ducer of nonferrous metal die cast- 
ings. The purchase price was not 
disclosed. 

a * & 


Winnipeg Council Studies 


Special $10 Vehicle Levy 


WINNIPEG, Manitoba. — The 
Greater Winnipeg Metropolitan 
Council is considering a specia] $10 
levy on motor-vehicle owners to 
help finance a huge public works 
program, according to Councillor 
Bernie Wolfe. 

There are 128,882 motor vehicles 
in the metropolitan area, and the 
$10 annual fee would raise $1,288,- 
820, Wolfe said. 

os & * 


Le Roi Moving Operations 


In Cleveland to Sidney, O. 


SIDNEY, O.— Westinghouse Air 
Brake Co. has announced that its 
Le Roi Division operations in Cleve- 
land will move to Sidney, where 


they will be consolidated into the 
division’s Sidney plant. The move, 
which will be accomplished in sev- 
eral gradual steps, will be com- 
pleted by next spring, the firm said, 

In 1960 Le Roi moved its manu- 
facturing, sales, administration and 
engineering functions from West 
Allis, Wis., and Greenwich, O., to 
Sidney. Simultaneously, machining 
operations for all its plants were 
transferred to Cleveland. 

s + + 


Mass. Inspections Set 


BOSTON. — Clement A. Riley, 
state registrar of motor vehicles, 
has announced that the second pe- 
riodic motor vehicle inspection for 
1961 will take place Sept. 1-Oct. 15. 
The law requires every motor ve- 
hicle registered and operated in the 
commonwealth to display the offici- 
al windshield sticker on Oct. 16. 

+ * * 


Electric Autolite Unit 


Buys Canadian Firm 


MONTREAL. — Electric Autolite, 
Ltd., Sarnia, Ont., has purchased a 
controlling interest in Aetna Fac- 
tors Corp., Ltd., with headquarters 
in Montreal and a branch in Tor- 
onto. 

Merrold Suhl continues as presi- 
dent and a director of Aetna Fac- 





“By the time yow’re finished 
looking at it it’s gonna be a 
used car.” 





tors, and Herbert Croll, formerly 
secretary-treasurer, has been elect- 
ed vice-president, secretary and a 
director of the company. 

* * * 


Dodge Honors Accountant 


For Florida Dealership 


ATLANTA.—Dodge’s Atlanta re- 
gion has recognized as Top Ac- 
countant of the Year C. M. Baird, 
chief accountant and office man- 
ager for Lowery Motors, Melbourne, 





“tet HOLMES HELP YOU 


-Bring in MORE JOBS 
-Earn GREATER PROFITS!” 


HARRY M. GILBERT 


HOLMES Factory Represent- 
ative in charge of Sales 


and Service for Eastern Ken- 
tucky, Tennessee, Mississippi, 
Alabama, Western Florida. 








> = 
Fa eee a 


HOLMES 525 MODEL 


If you are NOT providing modern “Road Service,” then 
you should take a good look. at what CAN be DONE 
with a New HOLMES WRECKER. The operation of 
such a wrecker could be your most valued business 
asset. It would enable you to provide the Fastest, Most 
Efficient Road Service in your Community. The ren- 
dering of such service, for those with wrecked or 
disabled vehicles, would open up a new source of 
earnings for you. Being equipped to handle any of to- 
day’s emergency “Road Calls” would permit you to 
serve MORE customers, pick up EXTRA work and 
EXTRA profits through TOWING FEES, PARTS 
SALES, BODY WORK, etc. If you are using an old 
wrecker NOW is the time to find out what a new 
HOLMES WRECKER can do for YOU! Write today 
for model specifications, prices, etc. 











New Operating Efficiency Assures FASTER, EASIER 
Handling of ROAD CALLS» 








The engineering progress made by the Ernest Holmes Com- 
pany during its 46 years of experience in Wrecker devel- 
opment assures you of the highest degree of operating effi- 
ciency. All HOLMES Double Swinging Boom WRECKERS 
provide 360° working area with power for lifting or pulling 
with either or both service lines. Booms may be positioned 
for anchoring on one side while pulling from the other — 


without blocking road passage. 


EASY, LONG TERMS which 


ERNEST HOLMES COMPANY 
Chattanooga 7, 





YOU-EARN. Send TODAY for full details. 


Tennessee 


HOLMES offers a wide choice of Wrecker Models on 


enable you to PAY-AS- 














ae 


Fla. More than 105 accountant, 
from Georgia, Florida and Alabama | 
were in the competition. 

Baird was presented a cuff-link 
and tie-bar set designed in the 
Dodge “Forward Look” motif, set 
with rubies and diamonds. In addj- 
tion, he received his fourth ae. 
counting award pin and certificate 
as a member of the Institute of 
Proficient Automotive Accountants, 

* s 2 


Mercedes Brings $41,666 


At Auction in Japan 
TOKYO, Japan. — A Mercedes. | 
Benz 300-D brought $41,666—three 
times its local list: price—at an auc. 
tion here. It was the first time 
since World War II that a Japan- 
ese could buy a new imported car 
without special permission. 

About 460 cars from Europe and 
America were sold at the auction, 
which netted the Japanese Govern- 
ment $1,451,761. The Government 
collected the difference between list 
and bid price. Profits will be used 
for a floating fair to publicize Jap- 
anese autos and other exports 
abroad. 

2 2 2 
Florida Contracting Firm 


Is Purchased by Houdaille 


BUFFALO. — Houdaille Indus- 
tries, Inc., has announced the pur- 
chase of Duval Engineering & Con- 
tracting Co., Jacksonville, Fla. The 
price was not announced, but it 
reportedly was about $4 million in 
cash, 

Ralph Peo, Houdaille chairman, 
said the firm will be operated as | 
Duval-Wright Engineering Co., a 
wholly owned subsidiary of another | 
Houdaille unit, R. H. Wright, Inc., 
Fort Lauderdale, Fla. B. E. Ellis 
will continue as head of the Jack- 
sonville firm. 

* * + 
Columbus Coated Fabrics 


Acquired by Borden’s 


NEW YORK.—Borden Co. has 
acquired the business of Colum- 
bus Coated Fabrics Corp., Colum- 
bus, O. 

The firm will continue with its 
present management, name and 
organization and operate as a di- 
vision of Borden Chemical Co. 
Columbus Coated Fabrics manu- 
factures fabrics coated: with oil, 
nitrocellulose, polyvinyl chloride 
and acrylics, 

* * * 
Tremco Acquires Assets 


Of Jamestown Finishes 


CLEVELAND. — The acquisition 
of the assets of Jamestown Fin- 
ishes, Inc., Jamestown, N. Y., has 
been announced by William C. 
Treuhaft, president, Tremco Mfg. 
Co. 

The firm, formerly a subsidiary 
of Rubbermaid, Inc., Wooster, O., 
produces baking enamel finishes. 
Tremco is a manufacturer of coat- 
ings and specialty products for in- 
dustrial and institutional building 
maintenance and construction and 
of sealants used in the fabrication 
of original equipment. 

x » * 


Electric Autolite Opens 


Rooftop Copter Port 


TOLEDO.—Toledo’s first heliport 
has been opened on the roof of 
Electric Autolite Co.’s Champlain | 
St. plant. 

It is available to other Toledo- | 
area commercial users of helicop- 
ters. Opening of the heliport | 
brought Mayor J. Damas and City 
Aviation Commissioner Lyle R. 
Kopke to the rooftop for a ride in a 
new Hiller E-4 helicopter produced 
by Electric Autolite’s West Coast 
subsidiary, Hiller Aircraft Corp. 
The craft is owned by another re- | 
cent acquisition of the Toledo firm 
— Helicopter Airways Service — an 
air taxi and charter service based 
at Detroit’s Metropolitan Airport. 

J x 


Auto Masterpieces Displayed 


In Brooks Stevens Museum {| 

MILWAUKEE.—Masterpieces of | 
days gone by are on display in the | 
Brooks Stevens Automotive Mu- | 
seum, which was built by Brooks | 
Stevens, Milwaukee industrial de- 
signer. 

About 50 cars are exhibited in 
the museum, which is built on @ 
4%-acre site. Several of the cars 
were owned by European royalty, 
and one was the property of singer 
Al Jolson. There are numerous 
other luxury models, sports and 
racing cars, 
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Dealership Puts Customer First .. . 
Te edetnetamanmmneneae meena oa 


The Secret of a 48- Year Success 


By L. H. Houck 
Travelling Correspondent 

PRATT, Kans.—A business estab- 
lished 48 years ago, with the aim 
of making it a place where people 
like to do business, is still under 
the same family banner here and 
pleasing more people each year. 

Swinson Motor Co., Inc, (Chev- 
rolet-Oldsmobile-Cadillac), purveys 
a unique brand of welcome little 
changed over the years. Vernon N. 
Swinson, president, told AUTOMOTIVE 
NEws: 

“People have a tendency to buy 
where they like to do business 
and we try to keep this a pleas- 
ant place for every customer. 

“His relations with us must be 
kept on a high plane of service and 
every member of the organization 
must keep the welfare of the cus- 
tomer in mind, Our service depart- 
ment is one of our most important 
departments and we put out high 
quality, friendly service, fully guar- 
anteed. We are always ready and 
anxious to accommodate our cus- 
tomers and do whatever favors are 
required or possible.” 

Swinson sells 250 to 300 new units 
and 500:used cars a year. At the 
end of the first half this year, the 
firm found new-car volume just 
about even with last year with an 
expected increase in the last half, 
commercial sales up more than half 
and used-car sales substantially 
over last year’s sales for the same 
period. In comparison with the 
general condition of the retail auto- 
mobile business all over the coun- 
try, this would seem to prove the 
worthiness of Swinson’s business 
creed. 

The Swinsons started their auto 
business in 1913 with Studebaker 
and launched the local air field and 
a flying service shortly after with 
the purchase of their first airplane, 
a Canadian Canuck, a World War I 
surplus plane. 

In 1928 they added Chevrolet to 
the auto business and bought their 
third airplane, a Travelair 1000 
with an OX-5 Curtiss engine. 

Fred Swinson, the father, hired 
pilots to fly passengers during the 
early years of the aerial business 
but Earl Swinson, present sales 
manager, soloed in 1927 and flew 
for his father. 

Vernon, president of the com- 
pany, soloed in 1929 and both Earl 
and Fred were instructors during 
World War II and Fred flew the 
“Hump” for a year. Fred, the 
father, soloed in 1930 and his 
daughter, Mrs. Pearl Brown, soloed 
in 1941 and flew daily for 10 years. 

The Swinsons sold their flying 
service in 1950 and now use their 
present plane in the operation of 
the dealership. It is furnished 
with pilot and gas for almost any 
emergency for a customer or any 
resident of the city. 

For example, the son of a cus-| 
tomer was in a Boy Scout camp| 
in Colorado when he became seri- 
ously ill. He was flown home in an| 
hour and a half in the Swinson| 
plane. 

The plane is also used in direct | 
Selling several times during each 
year. For example, a prospect 
wants a car not in stock, and pos- 
sibly not in the zone warehouse. 
They phone some other dealers, lo- 
cate the car wanted and tell the 
customer they can fly him down to 
pick it up if he wishes. Fred said 
usually the customer replies that he 
wanted a little plane ride anyway. 

The plane is particularly valu- 
able because the Chevrolet zone is 
in Wichita, the Oldsmobile zone in 
Kansas City and the Cadillac dis- | 
tributor in Oklahoma City. With 
the plane the Swinsons can fly to 
Meetings in any of the three cities 
and come back the next day. 

“We run the business and we 
need to be here so it doesn’t try 
to run itself,” Fred Swinson said, 
“so when we can make all these 
meetings and keep in close touch 
with conditions and the factory, | 

and still be here most of the time 


Pontiac Signs Sweeney 
CINCINNATI. — Jake Sweeney, | 
who has been in the auto business | 
here for 25 years, has taken over | 
the former Andy Schain, Inc. (Pon- | 
tiac), at 318 E, Eighth St. He said 





&@ new showroom will be built at 
Galbraith Rd. and Vine St. 


to take care of our customers, it 
turns into good business.” 

The plane flies 250 to 300 hours a 
year for both business and pleasure. 
With so many pilots in the family, 
a pilot is always available for a 
local emergency or to help out cus- 
tomers and friends. 

Swinson Motor Co., Inc., is the 





Goodyear Adds Color 
To Whitewall Tires 


AKRON. — Market research by 
Goodyear Tire & Rubber Co, dis- 
closed that motorists are more in- 
clined to go for bright, light colors 
if they buy cars in the spring or 
summer. 

In line with this finding, Good- 
year has introduced multicolor tires 
which have bands of either red or 
blue built into their white sidewalls. 
The tires sell at a slight premium 
over their more conservative coun- 
terparts in the Custom Super Cush- 
ic.: line. 





only dealer in Pratt who was in 
business before World War I, or 
World War IIl—evidence enough 
that a topnotch service department 
and a genuine desire to serve cus- 
tomers works. 

What about the price shoppers? 

“We don’t know the difference 
between a regular prospect and a 
price shopper,” Vernon said, “or at 
least we only consider everyone 
who enters the door a customer or 
a prospective customer. 

“If he talks more about price 
than anything else, we give him 
our best deal and that’s all we can 
do. We have had close price buyers 
buy elsewhere and come here for 
service which is rendered cheerful- 
ly and then buy their next cars 
from us. We don’t expect to sell 
everybody but we try to please 
everybody by making this a place 
where most people like to do busi- 
ness. 


kind of a place more than once.” 





Regular $6.45 value 


Features ridges on crown to hold 


small parts and tools. Oil-resist- 


ant neoprene top surface. Non- 


slip sponge rubber back. 


... with six pairs of the fastest-selling 


Gabriel Hydroshox 
Shock Absorbers 


PAY ONLY..........§ 63.60 
SELL THEM FOR....... 109.80 


YOUR PROFIT... . 46.20% 


*Plus profit on labor 


FREE 


DISPLAY 


Puts shock absorbers right out front 


where your 


customers can see them. 


Message on front helps sell them on 


Gabriel. 


FREE 


SALES KIT 


Includes window display, check tags, 


wall chart, 


and service manual that 


shows you how to make installations 


easy. 





Get the complete story on this Dealers’ 
Dozen Deal from your jobber now! 
Start cashing in on the booming shock 
absorber business. 


THE GABRIEL COMPANY 
Cleveland 15, Ohio 
Gabriel of Canada, Ltd., Toronto 14, Ontario 





It's a Family Matter— 

Business conference at Swinson Motor Co., Inc., Pratt, Kans., involves, from left, 
Vernon N. Swinson, president; his brother, Earl Swinson, vice-president and sales 
“People do not buy in any other manager; his sister, Mrs. Pearl Brown, secretary-treasurer, and his 81-year-old father, 


Fred Swinson, vice-president. All are qualified pilots. 











ABSORBERS 
ABSORBERS 
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Fully Unitized for ’62 





Dart Size Reduced, 
But Car Is Roomier 


What's New: 

New body . . . wheelbase cut 
two inches; overall length re- 
duced 7.4 inches , .. more head- 
room and legroom ... new series 
names . , . 32,000-mile lubrication 
interval . . . self-adjusting brakes 
... fully unitized construction... 
redesigned interiors ...lower 
transmission tunnel... new 
heating system .. . “aircraft-type” 
starter. 


* * * 


—. yet roomier, the ’62 
Dart features a new body and 
many mechanical improvements. 
Dodge dealers will place the car 


on display Sept. 28. 


Wheelbase has been reduced two 
inches to 116, and overal] length 


has been trimmed 7.4 inches to 202. 
But interior space has not been 


sacrificed —there’s more room in- 
side the ’62 Dart than in the larger 


’*61 models. 

Dart has fully unitized con- 
struction this year, instead of 
unitized body and stub frame 
that was used in ’60 and ’61. 

Up front is an aluminum grille 
with widely spaced dual headlights. 
The low-beam lamps are in the 
fenders, while the high-beam units 
are set into the grille. 

The rear quarter panels have a 


'7 Deadly Sins’ 


How Not to Reprimand 


Worker Is Detailed 


ANN ARBOR, Mich. — Chewing 
out subordinates has become a gen- 
tle art in America, contends George 
S. Odiorne, director of the Univer- 
sity of Michigan Bureau of Indus- 
trial Relations. 

Writing in his new book, How 
Managers Make Things Happen, 
Odiorne lists seven “deadly sins” 
of reprimanding: 

1. Failing to get facts: Be sure 
you have all the facts before leap- 
ing. Don’t accept hearsay evi- 
dence or go on general impres- 
sions. 

2. Acting while angry: Be calm 
in your own mind, and as objective 
as possible in making a decision to 
reprimand. Ask yourself, “Is it pos- 
sibly my fault that the error or 
violation occurred ?” 

3. Letting the person be unclear 
of his offense: Let the person know 
the general charge, and the specific 
details of the offense. Don’t allude 
to general complaints or refuse to 
give details. 

4. Not getting the other person’s 
side of the story: Always let the 
persons have their full say about 
what happened and their reason 
why they did what they did. There 
may be mitigating circumstances, 
conflicting orders or even orders 
you gave unclearly which were at 
fault. 

5. Backing down when you are 
right: Compromise and under- 
standing are virtues, but once 
you’ve decided and announced 
your decision it is a mistake to 
relent. It merely indicates you 
were wrong in your first decision, 
and you'll lose the effect of your 
reprimand. 

6. Failing to keep records: Dis- 
ciplinary reprimands should always 
be recorded in the personnel folder 
of the person. This becomes part of 
the work history of the person and 
provides evidence in the event of 
further disciplinary requirements. 

7. Harboring a grudge: Once the 
reprimand has been administered 
and any sanctions or punishments 
administered, don’t carry a hostile 
attitude forever after. The person 
required discipline and received it. 
Assume now that they are starting 
with a clean slate and let them 
know that you consider it a thing 
of the past. 

On the positive side, Odiorne 
notes, reprimands will be accepted 
much more readily if they fit a 
subordinate’s image of himself. 
The serious-minded office lieuten- 
ant will want a straightforward ex- 
planation of what he did wrong, for 












































Lancer-Valiant look, and the tail- 
lights are circular, as on the ’57, 


’568 and ’59 Dodges. 
oe + 
seo ES designations are new. 

The Dart, the Dart 330 and the 4 
Dart 440 replace last year’s Seneca, te 
Pioneer and Phoenix, eh 

A new instrument panel provides 
more knee room, and thinner doors 
with flush sides permit maximum 
use of the car’s width. The engine 
has been moved forward to in- 
crease passenger space, and re- 
designing the transmission and 
other components has reduced the 

size of the tunnel. 

The automatic transmission for 
V-8 models is smaller and 59 
pounds lighter. Dodge claims in- 
creases in economy and accelera- 
tion for both its automatic and 
manual transmissions. 

Dodge says its new heating and 
ventilating system provides fresh 
air to the passengers even when 
the car is stopped or moving 
slowly. It uses an axial blower 
which, according to Dodge, is the 
first in the auto industry. 

The system makes continuous 
use of the blower, if desired, to 
direct cool air in the summer and 
hot air in the winter to every sec- 
tion of the passenger compartment. 

* * * 
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$7,100,281, 
Oliver J. Carmichael jr., chairman. 
For the like period in 1960, net in- 
come amounted to $7,529,274. 

The total volume of Associates’ 
finance business decreased from 
$963,679,257 in the first half of 1960 
to $768,997,301 for the first six 
months of 1961. 

“Practically all of this decline,” 
said Carmichael, “developed in auto- 
mobile wholesale and retail busi- 
ness, reflecting the lower level of 
sales in this industry.” 

Total finance receivables out- 
standing on June 30 amounted to 
$1,059,679,326, down $32,854,170 or 
3 percent from Dec. 31, 1960. 

ae * * 














HE ’62 Dart has a new “aircraft- 

type” starter that is smaller 
and five pounds lighter than the 
previous unit. Dodge says it pro- 
vides quicker turnover in cold 
weather and uses less electrical 
current. 

Other electrical improvements 
contribute to easier maintenance. 
Among them is a household-type 
fuse box in which each fuse 
socket igs marked with the am- 
perage rating and the appliance 
which it serves. 

The ’62 Dart has factory-sealed 
chassis lubrication. Dodge says it 
needs to be checked only every 

32,000 miles. Brakes are self-adjust- 
ing. The adjusters are built into 
each wheel and operate automatic- 
ally during reverse stops. A new 
power-braking system eliminates 
the separate vacuum tank. 

The engine selection is the same 
as last year. The standard units are 
a 145-horsepower, 225-cubic-inch in- 
clined six and a 230-horsepower, 
318-cubic-inch V-8. A power pack- 
age boosts the V-8 to 260 horse- 
power, and a 305-horsepower, 361- 
cubic-inch engine also is available. 

* * az 

OR ’62, Dodge offers 14 Dart 

models, Nine of them are avail- 

able with a six-cylinder or V-8 en- 
gine, while a V-8 is standard on 
the other five. Here’s the lineup: 

Dart Series—Six and V-8: 
Four-door sedan, two-door sedan 
and four-door two-seat station 
wagon, 

Dart 330—Six and V-8: Four-door 
sedan, two-door sedan, two-door 
hardtop and four-door two-seat sta- 
tion wagon. V-8 only: Four-door 
three-seat station wagon. 

Dart 440—Six and V-8: Four-door 
sedan and two-door hardtop. V-8 
only: Four-door hardtop, convert- 
ible, four-door two-seat station 
wagon and four-door three-seat 
station wagon. 

* 





























General Finance 


Notes Profit Drop 


General Finance Corp. reported a 
profit of $1,776,524 for the first six 
months of this year, down from the 
$1,901,006 earned in the like period 
of last year. 

The volume of all types of finance 
business acquired in the first half 
was $181,689,000, a decline from vol- 
ume of $204,567,000 in the first half 
of last year. GFC said a decline in 
wholesale automotive financing ac- 
counted for the major portion of 
the decrease in volume. 

The company noted that losses 
on the sale of repossessions and in- 
creased collection expenses cut into 
the company’s earnings early this 
year. These conditions have been 
“improving noticeably and we are 
now experiencing better collection 


results,” GFC said. 
aK tJ = 


Earnings Decline 
At Pacific Finance 


Pacific Finance Corp. reported 
that its first-half profit amounted 
to $2,035,922, compared with $2,848,- 
922 in the like period of last year. 
The volume of retail automobile 


















INCREASED 
KNEE CLEARANCE INCREASED 
REAR SEAT 


HEAD ROOM 





INCREASED 
ENTRANCE ROOM 







TOEBOARD 
MOVED 
FORWARD 


LOWER TRANSMISSION 
HUMP 





ACCELERATOR PEDAL 
MOVED FORWARD 


More Room Inside '62 Dart— 


senger Wagon— 


Financial 


Consolidated net income of As- 
sociates Investment Co. for the first 
six months of 1961 amounted to 
it was announced by 












Dart has reduced its wheelbase and overall length for '62, but interior dimensions 
are greater than last year's. The car has a new body with widely spaced dual head- 
lights, and fully unitized construction is used. Other new features include self-adjusting 
brakes and a 32,000-mile lubrication interval. 









Front 


paper acquired in the first half was 
$81,556,663, down from the $100,691,- 
898 acquired in the first half of 1960. 
The company said that the “un- 
usually high credit losses” of late 
1960 and early 1961 “were reduced 
materially in the second quarter of 
this year.” Current collection ex- 
perience “indicates further im- 
provement in credit losses for the 
balance of the year.” 
* * ok 


Twin Coach 


Twin Coach Co., Buffalo, first- 
half report, 1961 vs. 1960: Profit, 
$384,276 and $582,463; sales, $15,220,- 
058 and $16,558,035. 

J * * 
Napco 

Napco Industries, Minneapolis, 
first-half report, 1961 vs. 1960: Prof- 
it, $791,142 and $528,000; sales, 
$5,470,699 and $8,939,141. 

* ok a 


Mansfield Tire 


Mansfield Tire & Rubber Co., 
Mansfield, O., first-half report, 1961 
vs. 1960: Profit, $503,116 and $196,- 
043; sales, $26,610,715 and $32,549,- 
868 


ASIA’s Attack 
On Premium Use 


Gains Support 


CHICAGO. — The Automotive 
Service Industry Assn. has reported 
growing support of its opposition 
to the “extensive use” of premiums 
by manufacturers in the merchan- 
dising of automotive products. 

J. A. Bryant, ASIA president, said 
the National Congress of Petroleum 
Retailers, representing over 40,000 
service stations, passed a resolution 
at a recent convention “commend- 
ing the stand taken by ASIA in 
opposing the use of premiums.” 

He said the NCPR resolution 
urged a return to basic product 
training and selling, and called on 
manufacturers to use the “tremend- 
ous expenditures for premiums” for 
this purpose. 

“Although premium-type mer- 
chandising is a deeply entrenched 
practice in the industry, there is 
evidence that manufacturers are 
becoming as disillusioned and un- 
happy about it as are the whole- 
saler customers and the retail 
trade,” Bryant said. 

“We hope that this stand by the 
service-station operators — coupled 
with the tremendous dissatisfaction 
evidenced by wholesalers—will war- 
rant a discontinuance of this prac- 
tice by manufacturers in their 1962 
promotion programs,” Bryant ad- 
ded. 


School-Bus Builders Get 
Warning on First-Aid Kits 


SACRAMENTO, Calif.—The Cali- 
fornia Highway Patrol has warned 
manufacturers of school bus bodies 
and chassis that in some instances 
they have delivered units not in 
compliance with state and Red 
Cross standards for first aid kits. 

Copies of the section of the Cali- 
fornia Administrative Code detail- 













































'|Rules Proposed 
|For Employment of 


Full-Time Student 


WASHINGTON. — Clarence T, 
Lundquist, administrator of the 
Labor Department’s Wage and 


‘|Hour and Public Contracts Divi- 


sions, has announced his proposed 
regulation governing the employ. 
ment of full-time students in retai] 
and service establishments at wage 
rates below the minimum wages re. 
quired under the 1961 amendments 
to the Fair Labor Standards Act. 

Those amendments require a sta- 
tutory minimum wage of $1 for em- 
ployes newly covered by the mini- 
mum wage provisions of the law, 
effective Sept. 3, 1961. 

Pending the issuance and effec- 
tive date of the final regulation, 
Lundquist said that if the retail] or 
service establishment observes the 
terms of the proposed standards 
and submits a report not later than 
15 days after initial employment of 
the first full-time student at special 
minimum wages, the employer will 
incur no liability under the act by 
reason of his employment of full- 
time students below the statutory 
minimum without having a certifi- 
cate. 

Among the proposed standards 
are: 

1. Students 14 through 18 must 
be paid not less than 85 percent of 
the applicable minimum. 

2. The number of such students 
must be no more than those em- 
ployed in the same month in 1960, 
or 10 percent of the present em- 
ployment, whichever is smaller. 

3. Students must be employed 
only in jobs of the same general 
class as were those during the year 
prior to September, 1961. 

4. Student employment must be 
in compliance with state and Fed- 
eral child-labor standards. 





Senate Considers 
Protection for 


Original Designs 


WASHINGTON.—Automobile de- 
sign came in for some limited dis- 
cussion in hearings on a bill to pro- 
vide patent protection for industrial 
designs. The bill, sponsored by Sen- 
ator Philip A. Hart, Michigan Dem- 
ocrat, would give five-year patent 
protection for original ornamental 
designs for useful articles and pro- 
vide for an additional five-year pro- 
tection, if applied for. 

John Pile, in testifying for the 
bill, showed slides of automobiles 
to make his point that variety has 
drained away. He said there was 
a time “when automobiles were ex- 
tremely varied in design, when each 
One had enormous individuality, 
and when the examination and dis- 
cussion of automobiles was of cen- 
tral interest to every American.” 

Pile went on to say: “Isn’t it cur- 
ious that along with the draining 
out of this kind of competitive va- 
riety in automobile design. we see 
the rather surprising appearance of 
interest in foreign automobiles, au- 
tomobiles which in many cases are 
impractical, by no means as con- 
venient and serviceable as the 
American products, but designs 
which are highly imaginative, 
which are varied and which excite 
people’s curiosity and interest in 4 
way that the endlessly imitative de- 
signs of our production do not.” 
Pile hopes the Hart bill will help 
the industry return to the situation 
it knew some years ago. 

Although the Hart bill is thought 
to be of some interest to the indus- 
try, it can not offer great hope of 
design protection. Arthur L. Kam- 
instein, Register of Copyrights, in @ 
discussion of auto fins said there is 
“no way that I know of, either 
under the Patent Law, the Copy- 
right Law, or under _ proposed 
S. 1884, by which you can protect 
an idea for either fins or for a short 
skirt.” 

He added that it was possible to 
“be protected in the execution of 
the idea but you cannot cover the 
basic idea.” 

Although there is no opposition 
to the Hart bill — a compromise 








ing these standards have been for- 
warded to the manufacturers, ac- 
cording to Bradford M. Crittenden, 
CHP commissioner. 


This drawing compares the interior dimensions of a '62 and ‘61 Dart four-door 
hardtop and shows that the new model is roomier. (The '61 is represented by dotted 
lines.) For '62, the transmission tunnel is lower, the engine has been moved forward, 
and a new roof design provides easier entry and exit. 


example, where his bright-talking, 
light-hearted colleague will respond 
better if criticism is couched in 
good humor. 





carefully worked out by experts, 
no action will be taken even in 
committee until next year. 
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How They're Pushing Sales... 
———— 


Dealer Ad Ideas 


sold for one cent over cost, with 

or without a tradein. We believe 

no other dealer ever dared make 
this offer.” 

The ad continued: “We have can- 
celled our leases on two big lots 
full of 1961 cars. These cars must 
go. We know it’s hot. Come in 
shorts. We don’t care. But, boy, will 
you save money!” 

* * * 


‘Christmas in July’ 
HE seventh annual “Christmas- 
in-July” new and used-car sale 
at Ben Medow’s (Renault-Dodge- 
Lanc er-Dart-Chrysler-Imperial), 












‘Science, Not Sideline’ 
ARISON -GULLEY CHEVRO- 
H LET, Augusta, Ga. promoted 
truck business with a newspaper 
ad that declared: “Your Satisfac- 
tion Is Our Business.” Captioned, 
“Chevrolet Trucks are a Science, 
Not a Sideline,” the ad said: 
“Owner engineering is the best 
way to describe our truck business. 
We'll want to know some important 
facts before we recommend the 
Chevrolet Truck for your needs. 
“Ig yours mostly a city, highway 
or off-the-road operation? What 
average cargo weights and sizes 


given “a night-on-the-town” — a 
kosher-style dinner for two, two 
theater tickets and two giant after- 
the-show sodas. 

+ * 


Prospects Strike Silver 


[_pa its Frontier Days, Fron- 
tier Pontiac-Rambler, Fort 
Worth, decorated its showroom 
with Old West trappings and of- 
fered a Silver-Dollar Ride. 

A silver dollar was given with 
each demonstration to the adult 
member of the family. Limit was 
one Comonatration ride per family. 

© & 


Ad Borrows Space Theme 


|= rocket age was emphasized 
when Al-Roland Ford, Man- 
chester, N. H., described as the 
largest Ford dealer in New Hamp- 
shire, published a large advertise- 
ment in the Manchester Union- 
Leader with the caption: “Al-Ro- 
land Blasts Off with Operation 


zero deadline—introduction date of 
’62 models,” 

* * 
Postcards ‘Work’ on Sunday 


N SUNDAYS used cars in the 
front row of the Taylor Pon- 
tiac-Rambler lot in Dallas have 
postcards under the windshield wip- 
er explaining that the place is 
closed that day and inviting calls or 
visits to the showroom during the 
week, ” 
If the prospect wishes to have a 
salesman contact him, he can sign 
his name, address and phone num- 
ber, list the car he’s interested in 
and drop the card in a mailbox. 
One week, the firm said, it re- 
ceived six postcards and a phone 
call seeking more information. 
Three of the seven bought cars, it 
said. 





‘Crusaders’ Spur Sales 


Christmas Sale— 


Philip H. Clifford, right, used-car man- 













do you carry? Do you require a 
multipurpose unit? Need Special- 
ized equipment? Rest assured we'll 
help outline a personalized package 
that’s the most economical and best 
suited for your particular uses. 

“It’s all part of our concern that 
Chevrolet Truck buyers remain 
satisfied with their investment 
throughout their ownership. So 
come in where Chevrolet Trucks 
and owners are a specialty.” 

a 


Dealers Unite for Cleanup 
ee in the Syracuse area 

spurred the 1961 model cleanup 
operation by cooperating in staging 
a “Car-Nival” in the last week of 
August. 

Dealers took special ads in a sup- 
plement to Syracuse newspapers 
which was devoted entirely to the 
event. This was the sales pitch 
used: 

“Syracuse auto dealers in cooper- 
ation with the Syracuse newspa- 
pers are offering during the Car- 
Nival of Cars the most sensational 
money-saving values on record. Buy 
now at your favorite car dealer who 
is offering lowest prices on new and 
pre-owned cars. Highest tradein al- 
lowances and the most liberal time- 
payment plans. Don’t wait any 
longer to own and drive that new 


car—do it now.” 
* * S 


Ford Deal ‘Plays’ the Ponies 
MINIATURE Wells-Fargo 
stagecoach pulled by a team of 

six Shetland ponies was a feature 

of the grand opening of Doenges- 

Long, Inc. (Ford), Aurora, Colo. 

A merry-go-round, mechanical 
horses and refreshments -were other 
attractions aimed at keeping chil- 
dren happy while their parents 
looked over the cars. 

ok * * 


One-Cent Sale 
EORGE B. DOYLE, Rochester 
(N. Y.) Chrysler-Plymouth deal- 
er, focused attention on its shift 
to a new location with a newspaper 
ad designed to help move remaining 
stocks of 1961 models. 

The ad was captioned: “George 
B. Doyle is moving, and we’re not 
taking anything with us.” 

Said ad copy: “For 48 hours 
Friday and Saturday Valiants, 
Plymouths and Chryslers will be 


Clock Watching 
Is a Virtue 


In Texas Deal 


“WE WATCH the clock, you save 

the money,” Texas Motors, 
Fort Worth, announced in an ad 
telling about its new “Countdown 
Service,” the fast-service operation 
instituted by the factory for Ford 
dealers, 

The firm described it as “the 
newest car-service idea in a dec- 
ade” and emphasized that it “gets 
you in and out in just minutes.” 
Three fast-service jobs were men- 
tioned specifically—“instant” brakes 
as low as $19.95, “instant” shocks 

as low as $8.98 and “instant” muff- 
lers as low as $11.95. All prices in- 
cluded parts and labor. 

The ad also carried a picture of 
Elton Parks, the firm’s new parts 
and service supervisor. 







SING a “Sales Crusade” theme, 


ager, Orange Rambler, Orlando, Fla., de- 


was sparked by 5,006 free offers | Countdown.” 
from “Santa’s All-Star Bag-of- 
Gifts,” including new cars, color 
TV sets, air conditioners, home 
movies and cameras. 

Ownership of a ’57, 58 or ’59 car 
qualified the individual to register 
fer the free drawing. Each pur- 
chaser of a new or old car was 


With a picture of a rocket point- 
ed up through the center of the 
layout, the dealership announced 
that 178 ’61 Fords, Falcons and 
Thunderbirds were “going at blast- 
off prices,” and that “Operation 
Countdown will continue until Op- 
eration Countdown has reached 


Valley Chevrolet Co. Inc., jivers a car to a customer during the firm's 
Derby, Conn., got the point acrosS Christmas in August and September Sale. 
to customers by stationing armor- The firm featured an eight-foot Santa 
ed knights in the dealership show- Cigys on the roof of the building and a 
room. public address system playing Christmas 

Joseph Santore, general manager, carols. A $20 Christmas gift certificate, 
said the promotion increased show- good at local merchants, was given away 
room traffic and resulted in sale with each car sold. Clifford said the pro- 
of 15 units on one day. motion is showing “excellent results.” 





Here’s what you can buy 
for cancer research — 


for $5 or $50 or $500,000! 


You can give a cancer research laboratory five dozen 


glass culture tubes for $5, one instrument sterilizer 


for $50, one hundred medical fellowships for $500,000! 


HERE ARE no bargains in cancer research. 

Hunting the cause of cancer—and ways of pre- 
venting cancer—is an exacting job. A demanding 
job. An expensive job. It costs money. 

To give you an example, below are actual prices 
of equipment purchased with American Cancer 
Society funds. Little things, like glass slides. Mas- 
sive things, like room-size total body radiation 
instruments. All vital to the fight against cancer. 

So is your donation. 

See what you can afford to buy. Then write that 
figure down on the coupon at the bottom of this 
page, and mail it with your contribution to 
CANCER, c/o your local Post Office. All gifts are 
tax deductible. 


5 dozen tissue culture tubes .......0e0000++-$9 
6 months’ supply of rubber gloves ..........$15 
Food and care of 1500 mice for 1 day........$15 
1 dozen glass flasks for chemical studies ......$15 
1 micrometer ........ bases ues ccdes Mead $19 
1 mouth rebreathing apparatus and nebulizer. . $20 
1 day’s supply of radium needles ..... ooee+ $39 
1 instrument sterilizer .............. ...-- $50 


1 blood cell calculator, used in leukemia 


StUGICS . «cs 0< iy i eek a aE es ote ceeae 


4 days’ maintenance of a cancer research bed. . $100 
1 water phantom for radiation dosage studies. . $100 
1 kymograph manometer .......... cece e HLS4 


100 AK mice for preparation of Coombs 


1 egg incubator .....ccccccccccccccccs -SL00 
1 constant temperature bath ...........---$200 
1 isotope scanner ........eeeeccecceees - S200 
RMPAy CMDS 0. cccccciccccccccncececse see 
2,000 millicuries of radioactive iodine ......$750 
1 heart-lung machine for drug perfusion . . . .$2600 
¥% gram of cobalt 60 for radiation research. . $6000 


1 grant for the study of the role of hormones 
in growth, including the cause, 
prevention and treatment of cancer... .$70,000 


1 high-voltage, total body radiation 
instrument ..... Ferree 


100 training fellowships for 1 year .. . ..$500,000 


Grants to 5 scientists, each heading a 


cooperative 5-year research program $1,000,000 


Guard your family. Fight cancer with a 
checkup and a check. 


ee ae ee ee ee ee ee ey 


Mail this coupon to: 
Cancer 
c/o your local post office. 


Attached is my gift of 
$ 


to fight cancer. 








My name 





TIN cilicinipuinitiapiilata ant atiadaiah aea 





City and State 





AMERICAN CANCER SOCIETY 


Se em n nnn nnn nnn nnn nnn nn nnn 


Lue aa ar ara OER een enema aad 
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Service Management 











T’S becoming increasingly evident 
as we tour the new-mode] circuit 
that top management is awakening 
to the basic Sloan philosophy that 
as the dealer body goes so goes the 
factory and the product. 
Automotive history from the 
days of Willys-Overland, which 
incidentally, could be called the 
Ford of its day in public accept- 
ance, has written into the record 
that when a factory does things 
to injure either dealer morale or 


Oil Firms Assail 
Extended Drains 


Engine Damage Seen 
In Infrequent Changes 


Ou companies have intensified 
their battle against extended 
oil-drain periods, citing scientific 
reports they say show that “failure 
to change oil regularly develops 
conditions that harm the engine, re- 
tard efficient operation and increase 
car-operating costs.” 

The motor-oil study panel of 
the American Petroleum Institute 
said lab and road tests show that 
when oil drains are extended, pis- 
ton-ring wear more than doubles, 
engine deposits increase, more 
varnish and sludge are formed 
and crankcase-oil contamination 
increases. 

The panel said these findings pro- 
vide additional evidence of the 
value of the API oil-change recom- 
mendations: Every 30 days in win- 
ter, every 60 days in summer, but 
never exceeding 2,000 miles. 

Here are the most significant con- 
clusions of the tests: 

Failure to change oil at proper 
intervals can substantially increase 
the motorist’s costs of operating his 
car. In extended road tests with 
cars, there was More than three 
times as much oil-ring clogging 
using a 2,500-mile ~il-change in- 
terval versus a _ 1,000-mile oil 
change. The report added that “this 
adversely affects oil consumption 
and therefore car operating econ- 
omy.” 

* a * 
.pare laboratory radioactive 
tracer-wear tests, the research- 
ers found that piston-ring wear 
more than doubles when oil change 
intervals are extended from 1,000 to 
2,500 miles. 

Another series of tests, made 
with six-cylinder taxicabs and 
confirmed by passenger-car stud- 
ies, showed that the less frequent- 
ly oil is changed, the dirtier the 
engine becomes. More than twice 
as much varnish forms with 
2,500-mile oil change intervals 
than with 1,000-mile intervals, 
the report shows. 

In much the same way, sludge 
and contaminants build up rapidly 
as the oil change interval increases, 
the laboratory work indicates. After 
using oil for 1,000 miles, tests show- 
ed only moderate piston deposits 
but after 2,500 miles, piston walls 
were covered with contaminants. 
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Backshop 


.. by Jack Weed 


Pe amie me MC A ee ee 


its ability to operate profitably, it 
is in for serious trouble. 

So, when we hear top factory 
men, especially the engineers in the 
top command posts, admit they 
have more than a weather eye out 
for their dealer welfare, and have 
instituted programs to make their 
dealers stronger, it takes old-timers 
like your columnist back to the 
days of the Dodge Brothers and 
Joe Fields, Dick Grant and Bill 
Holler. 

It’s axiomatic in this big industry 
of ours that no sales manager, re- 
gardless of how dedicated he is, 


can inject complete integrity into 
his dealings with his retail front 
line unless he has the complete 


backing of his management. 
ea aa os 

T ALSO is a well known fact that 

no department head under the 

rank of sales manager can make a 
policy that is good for the dealer 
and the customer work without the 
complete cooperation of his sales 
manager who has the power to be 
heard by regional, zone and district 
managers. 

Unless the “field brass” are sold 
on these policies by their superi- 
ors and given instructions to 
work on them with the dealers 
under their jurisdiction, no policy 
or program, regardless of how 
good it is, can get off the ground. 

So, when we hear “brass” like 
“Bunky” Knudsen of Pontiac and 
Ed Cole of Chevrolet begin to brag 
that their dealers are in a strong 
position, and that it has been more 
than product that put them in this 
position, we feel certain they are 
aware of the basic factors that have 
made it possible for every factory, 
since the beginning of the industry, 
to forge to a commanding position 
in its price class. 

We used to cringe, not too long 
ago, when we would hear some fac- 
tory “brass” speak depreciatingly 
of their “hog rich” dealers who were 
“skimming the cream off the top of 
the pan.” Some of this “brass” isn’t 
around any more. 

* a * 


Industry Will Awaken 


 NODsEN says, “Our interest in 
the business health of our deal- 
(Continued on Page 34, Col, 1) 
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Accent on Cleanliness— 








Deal Finds Answer in Prefabs ... 











Space Problem Solved 


ANY dealers would like to add 

body and paint work to their 
service departments but are sty- 
mied by lack of space in their cur- 
rent facilities and do not have the 
room to expand. 

Other dealers would like to de- 
velop a quick-service department 
to capture some of the smaller 
jobs which they now miss because 
they are not equipped to give the 
customer this type of service. 

There are others who feel they 
could increase their service depart- 
ment profits by employing more 
men but do not have the stall space. 

One way to solve these problems 
is to do what Ben Robinson Buick, 
Wichita, did, add one or more of 
the compact fabricated buildings 
now available for these operations. 
The units can be built on a low- 
cost site near the present sales and 
service building. 

On a side street, around the cor- 
ner and not detracting from Robin- 
son’s impressive showroom and 
service entrance, are two prefabri- 
cated steel buildings that house this 
aggressive dealer’s body and paint 
departments. 

These buildings are credited with 
being one of the important reasons 
why this phase of Robinson’s serv- 
ice business is profitable. 

of +* ok 


Low-Cost Construction 


HE cost of the steel construction 

is low compared to other type 
buildings. The units are easy to set 
up, easy to maintain and the ar- 
rangement of tools and equipment 
can be made very flexible, similar 
to the Robinson operation. 

This type of body and paint 
shop arrangement can be design- 
ed to bring in “plus” business. 

It has boosted Robinson’s total 
service volume by at least 35 per- 
cent. These facilities also are cred- 
ited with playing an important role 
in boosting Robinson’s repair orders 
written by 12 percent in the first 
six months of 1960, compared with 
the same period in 1959. 

Current service department re- 
pair orders are averaging $27.72 
labor and parts to help make the 
service and parts department prof- 
it-making operations. 

Since 90 percent of Robinson’s 
body business is insurance work, 
special attention is given to in- 


surance adjusters. These buildings 
OK * Ed 





provide sufficient room so that a 
private office for their particular 
use adjoins the office of the shop 
foreman, J. D. Knight. 

Because of Knight’s reputation 
for fair bids and extra services and 
courtesies extended, insurance ad- 
justers like to do business with the 
dealership. 

* + 
_— other 10 percent of the body 
and paint business is credited 
to newspaper advertisements, direct 


Greaseproof Wall Charts— 


mail, Knight’s visits to local tow- 
ing agencies to spot potential work, 
listening to police calls for news 
and locations of wrecks, and Rob- 
inson’s reputation for quality serv- 
ice and competitive bids. 
Surprisingly, there are only six 
service men in Robinson’s body 
department. Because of their effi- 
ciency and Knight's ability to 
keep the work moving as well 
as maintaining their high stand- 
(Continued on Page 39, Col. 1) 





Dan Cornila jr., center, of the Lincoln-Mercury service training and publications de- 
partment, and instructors Lou Ziegler, right, and Bill Brigham compare components of 
a ‘61 Mercury electrical wiring system with a layout illustration of the circuit. Four 
diagrams of the wiring circuits covering Lincoln Continental, Mercury and Comet cars 
are used in the electrical course of L-M's Registered Mechanics Training Program and 
are invaluable to mechanics after they complete the course. Planned especially with 
garage conditions in mind, the charts are printed on plastic paper, called Texoprint, 
which can be wiped clean of grease and dirt with a damp cloth. 





* * * 


Greaseproof 


By William V. Humphrey 
Staff Correspondent 

HICAGO.—Auto and parts man- 
ufacturers have learned it may 
not always be wise to use a con- 
ventional paper when producing 
wall charts, signs, or banners for 
use in automotive service garages. 
Since mechanics find it almost 
impossible to avoid greasy hands, 
ordinary paper charts and man- 
uals soon become soiled and il- 
legible and practically useless. 
This may require several replace- 
ments of the same chart or man- 

ual, often a costly procedure. 

That was the problem that re- 
cently faced Lincoln-Mercury when 
it planned a set of four electrical 
wiring diagrams tracing the com- 
plex wiring systems of Mercury, 
Comet and Lincoln Continental 
cars. 

The four-color electrical circuit 
diagrams, hanging in the garages 
of more than 2,500 L-M dealers, af- 
ford the mechanics an excellent 
reference tool for diagnosing and 
trouble-shooting electrical problems. 

The charts also serve as valuable 
training aids in L-M’s Registered 
Mechanics Training Program, a 
training course which passes on the 
latest servicing procedures to up to 
15,000 mechanics and 2,000 dealer 
service Managers a year. 


For Use in L-M Shops... 





Wall Charts 


training courses for dealer mechan- 
ics in 21 L-M districts throughout 
the nation. The colored electrical 
circuit diagrams provide the in- 
structor with a training aid that is 
easier for the students to under- 
stand. 
* 


cs * 
™ HAS provided mechanics and 
instructors with the wiring dia- 
grams in the past, but they were 
(Continued on Page 39, Col. 1) 


GM Spotlights 
Four Services 


For Early Fall 


proen prewinter services are fea- 
tured in the fall Guardian 


Maintenance Business Builder that if 


goes to all General Motors dealers. 
They are lubrication with exhaust- 
system inspection, cooling system 
changeover with a ready-for-winter 
check, appearance protection serv- 
ices and a headlight aim and lamp 
inspection. 

All are services that owners 
know their cars should receive, 
all are services that hit the aver- 
age owner in the most vulnerable 
spots of safety and pride and all 
are services that most owners will 


Cleanliness is ritual in Robinson Buick’s paint and body shop. The Wichita firm 
claims that it aids in selling customers and insurance men on the quality of work 
done by the shop and also acts to bolster employe morale. 


readily buy if they are presented 
in an attractive and compelling 
(Continued on Page 35, Col. 1) 


Thirty instructors, after complet- 
ing indoctrination courses at divi- 
sion headquarters, conduct the 
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e Modern, distinctive—all the radiant new colors that enhance the 
beauty of 1962 motorcars are now at DITZLER jobbers everywhere. 


: =— . e Dirzier’s high repute is without equal as a supplier of finest 
y ; 4 a te ae sore original equipment paints since 1902. This long record for dependable 
Ke 1 Z 5 a aes performance is the best reason why you can confidently expect these 
eS She a colors to match new car finishes in richness, luster and durability. 


~ Reman 


DAL 42929 e With these new colors your DITZLER jobber offers uniformly 


MAVEN wens. seoren ensen—?e" 
best — 


Sass 7 Bans balanced materials that will help you do refinishing work more effi- 
ciently, economically and with greater satisfaction to your customers. 


“AYER mous, seoven ensns—ret! 
we — 
tne 


a 5 e DuracryYL® Acrylics and DrrzLErR® Super-Enamels . . . used as 
tz original finishes on today’s leading cars. . . are supplied by PPG’s 
D1ITzLER, ForRBEs and Pittsburgh Paints divisions. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY, DETROIT 4, MICH... . TORRANCE, CALIF. 


DITZLER 


PAINTS « GLASS « CHEMICALS ¢ BRUSHES « PLASTICS « FIBER GLASS 
GLASS COMPANY 


“IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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ers has been mutually profitable. 
Each succeeding successful new 
model, coupled with our policies 
aimed at creating stronger dealer 
relations, has improved the profit 
position of our dealers and greatly 
enhanced the value of the Pontiac 
franchise. 

‘To build a good car and to get 
the public to recognize it are the 
requirements of success in our 
business. Of the two, recognition 
is the most difficult to attain, and 
it depends on many factors,” 
Knudsen said. And for my money 
“Bunky” Knudsen does not talk 
idly. 

My guess is that within a year 
this industry is going to wake up 
and fear the added vigor that is 
being built up in the Chevrolet or- 
ganization by the most compre- 
hensive dealer aid and development 
program that it has ever been my 
privilege to witness being put to- 
gether. 

“Customer relations” is no idle 
advertising slogan in Chevrolet. It 
is a dedication and a principle that 
has had nearly three years of build- 
ing from the ground up, and ex- 
tends to the lowest ranking travel- 
ler in the field. eg 


S I said at the beginning of this 
: blast, it’s been a long, long 
time—and long overdue. 

It’s also refreshing to have a 
dynamic engineer like Ed Cole 
admit candidly “We haven’t lick- 
ed this problem.” 

He was asked about self ad- 
justing brakes and said, “We 
have been working on this fea- 
ture for some time but we haven’t 

yet solved the problem of being 

able te prevent the brake adjust- 

ing mechanism from working if 
a driver happens to back his car 
up at the end of a long downhill 
run when his drums are hot and 
expanded. Under such high heat 
conditions the brakes will adjust 
to the expanded drum and when 
the drums cool off the driver is in 
trouble.” 

Your columnist also chided him 
for a statement made to a small 
group of us at a similar new model 
preview two years ago when he said 
they were working on eliminating 
the grease nipples from the chassis 
and was confident that the 1961 
models would not have a fitting. 

We brought up the problem of 
keeping abrasive dirt out of the 
bearing surfaces at that time and 
Ed was confident they would lick 
the sealing problem. At this last 
preview he candidly admitted they 
hadn’t been able to develop a seal 
that was foolproof enough to satis- 
fy him but that they were using 
the same new formula grease that 
was being used by other makes who 
advertised long periods between 
lubrication. He said the 1962 Chev- 
rolet could safely run, under ideal 
conditions, for 30,000 miles or even 
more without a lubrication with 






















Club Cites Dangers 
Of Lurking Defects 


HARRISBURG, Pa.—Defects not 
readily apparent make many Cars 
dangerous to drive, according to 
the Keystone Automobile Club. 

It noted that a nationwide inspec- 
tion program involving 1,719,254 
cars turned up the following de- 
fects: Rear lights, 160,407; front 
lights, 98,440; brakes, 91,413; ex- 
haust systems, 45,304; tires, 39,517, 
and steering, 29,961. 


Ex-Dealer Heads BBB 


CLEVELAND.—James J. Berry, 
a former auto dealer and member 
of the Cleveland Auto Dealers 
Assn., has been elected chairman 
of the Cleveland Better Business 
Bureau. 
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this new lubricant but that they 
wanted to be factual and not penal- 
ize the driver who normally drove 
through muddy roads and seas of 


abrasive slop. 
* * s 


Chevrolet Thinks of Owner 
C= said Chevrolet was leaving 
the grease nipples on to protect 
those drivers who operate their ve- 
hicles under unusual abrasive off- 
pavement conditions. He wants 
them still to be able to wash the 
abrasives out of the bearing areas 
by the application of new grease, 
regardless of the claims made for 
it by its originators. 
To me these two items again 
point up the depth of penetration 
of the “owner relations” principle I 


spoke about earlier. He and his 


gang are willing to forego some ad- 
vertising to protect the customer 


and the dealer. 


E. W. Lan, chairman of the 
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subcommittee on automotive 
parts and service of the Ameri- 
can Petroleum Institute recently 
sent out a list of things service 
stations should watch as they 
service the average car. Among 
them are a number of items that 
franchised dealers might well re- 
view in the interest of giving 
their customers the type of serv- 
ice they expect and pay for. These 
items are: 

1. Use a wire brush for cleaning 
road dirt from the area around axle 
and transmission plugs before the 
plug is removed for oil level inspec- 
tion. 

2. Take care in reinstalling auto-. 
matic transmission dip-sticks which 
have bayonet-type locks. They 
should be fully engaged so that 
they cannot be blown or pulled out 
of the locked position. 

3. Be sure to lubricate all lubri- 
cation points at the time of a chas- 
sis grease job. Do not use multi- 
purpose gear lubricants at locations 
where they are unsuitable and un- 
specified, particularly on transmis- 
sion or steering gears. Do not use 
chassis lubricants in steering gears. 

s . * 


OUR. Become familiar with 
American Petroleum Institute’s 


YOUR 
bigger, better 


than ever 


Y \ 





Jury Urges Inspections 


For Shop Equipment 

HAMILTON, Ont.—Periodic 
inspection of devices such as 
grease guns was recommended 
by a coroner’s jury investigating 
the death of a Hamilton man 
electrocuted while using a faulty 
electric grease gun in his own 
garage, 

Donald Morrison, 48, died while 
using a gun which, witnesses 
said, had been known to cause 
shocks, Joseph Smith, an inspec- 
tor, said he found a short circuit 
in the base of the gun which “be- 
came active when the cord was 
pulled taut.” 





system of motor oil designations 
using the symbols ML, MM, and 
MS. This system for designating the 
suitability of motor oils for vari- 
ous types of engine operating con- 
ditions is described in API Publica- 
tion 1509A, “Classification of Inter- 
nal Combustion Engine Service to 
Guide the Choice of Crankcase 
Oils.” This is available at the in- 
stitute’s offices at 1271 Avenue of 


the Americas, New York 20, N, y, 
at 25 cents per copy. 

5. When cleaning engines ang 
chassis, make certain that direct 
blasts with hot steam jets do not 
hit air conditioning systems. Use 
cold or warm water or an air hoge 
to clean radiators and condensers— 
not steam. 

6. Never overfill radiator tanks 
and do not add any water or solu- 
tion if the tubes or core elements 
are covered. Radiators serve ag 
expansion chambers to take care 
of temperature changes in the 
engine cooling systems. 

7. Make certain that disposible 
air filters are replaced with ones 
that are recommended by automo- 
bile manufacturers. 

8. Be sure to fill tires at recom- 
mended pressures and do not over- 
inflate. 

9. Use an antifreeze-type of solu- 
tion in automatic windshield wash- 
ers to keep them operable in cold 
weather. 

10. Use only approved brake fluid, 
If the level is low, first find out why 
and then correct the situation be- 
fore adding more fluid. 

11. Check head and rear lights 
regularly because road damage to 
them is very common. 
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IT’S BIG PRIZEWISE 


over 600 top-brand gifts 





Wait till you feast your eyes on the vast 
selection of top-brand prizes that can 
be yours, without cost, just for selling 
AC Oil Filters. They're all in AC’s new, 
double-size Parade of Prizes Catalog. 
You'll find items for outdoors, indoors, 
items for you, your wife and the chil- 
dren—all de luxe, top quality. You've 
never seen a catalog like this—and it’s 
all yours to pick prizes from in the new, 


ae 


bigger AC Parade of Prizes. 


340 PRIZE POINTS 


Redeem them immedi- 
ately for all sorts of valu- 
able prizes from the 
Parade of Prizes Catalog 
—or save 'em for some- 
thing bigger. The Parade 
of Prizes continues 
through the year. 


“YOU GET ACTION WITH| 
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Handicapped Seen 
As Good Source 
Of Mechanics 


ST. LOUIS.—The ranks of the 
handicapped may be one of the 
most fruitful sources of new me- 
chanics for the retail auto industry. 
The quality and quantity is almost 
always equal to that of able-bodied 
workers, according to a large em- 
ployer of handicapped—the Civil 
Service Commission. 

Even here the service shops will 
find high competition for the serv- 
ices of handicapped. The construc- 
tion industry is using increasing 
numbers of handicapped, particu- 
larly in welding and other mechan- 
ical skills. 

John W. Macy jr., chairman of 
the Civil Service Commission, said 
that the potential work force in 
handicapped ranks should not be 
overlooked by employers because 
the Department of Labor has pre- 
dicted a serious labor shortage of 
skilled personnel throughout the 
60s. 
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Service Manager Cifed— 


Pontiac field “Service Manager of the 
Year,” R. W. Cole, left, of the division's 
Boston zone, was honored during Pontiac's 
1962 National Service Meeting in De- 
troit. Presenting Cole with a wrist watch 
award was H. J. Hales, Pontiac general 
service manager. The award annually rec- 
ognizes the zone parts and service man- 
ager who has demonstrated top perform- 
ance in the administration of Pontiac's 
national service programs and activities 
over the past year. 


For Early Fall... 








GM Spotlights 4 Services 


(Continued from Page 32) 


manner and are priced reason- 
ably. 

More and more dealers are grow- 
ing conscious of the fact that, to 
successfully sell such highly sea- 
sonal services, they must be ready 
to meet the customers’ require- 
ments of time and convenience. 

As Robbie Corine, service man- 
ager of Flatbush Pontiac in Brook- 
lyn, points out in the fall issue of 
the Business Builder: “A philoso- 
phy or attitude has to start at the 
top. We’re fortunate here, and so 
are our customers, that Bock, the 
owner of Flatbush Pontiac, is serv- 
ice-conscious and customer-consci- 


ous.” 
+ * + 


Attitudes Important 

L  igened asked, “How do you get 
your servicemen to support 

this philosophy?” Robbie says, “I 


pay particular attention to the 
character of the men and their at- 


with the OFM-95 Oil Filter Merchandising Package 


irs BIG proritwise 


with built-in sales stimulators 


The OFM-95 package includes two type PF-2 
AC Oil Filters for Ford and Chrysler 
products. ACs are the finest filters made. 
But here’s the big news! Now you choose— 
in your qualifying order—the type of AC Oil 
Filters that move fastest for you—for faster 
profits. Other sales and buying incentives 
make OFM-95 a highly profitable package. 


CONTEST CHART—Rivalry for sales among 
your men will start as soon as this colorful 
chart is posted. Sales are easily recorded 
for all to see as salesmen work harder for 


prizes and prestige. 


TRAFFIC-BUILDERS—In a special brochure 
you'll find a top selection of inexpensive 
giveaway items—to stimulate more buying, 
and to increase customer loyalty. 


IT’S B G BARGAINWISE includes many no-cost extras 


You get 340 valuable prize points, the new 
giant-size Parade of Prizes Catalog, Contest 
Chart, Brochure of Traffic-Builders and two 
fast-moving AC PF-2 Oil Filters with the 
OFM-95 package. All you pay for this package 


AC SPARK PLUG RP THE ELECTRONICS DIVISION OF GENERAL MOTORS 


titudes when I hire them. Their at- 
titudes are just as important as 
their technical skills. 


“With the assistant manager and 
the three service advisers I now 
have, our customers tend to ‘adopt’ 
one of them, asking for that partic- 
ular man when they come in for 
service. This helps improve custom- 
er relations and creates an atmos- 
phere of more personalized service.” 

about your i 
Robbie says, “We’ve got our men 
working as a team and all work- 
ing toward the same goal—cus- 
tomer satisfaction. We see that 
our men have good working con- 
ditions, fringe benefits and top 
morale. They come into contact 
with customers also, so their at- 
titudes are important.” 

The answer to whether it pays to 
take the pains to pick men with the 
proper attitude toward their work 
is always found in the profit and 
loss record. As Robbie says, “The 


OF SALES ACTION 
Parade of Prizes 








is the regu/ar 24-lot price of $3.80 for the two 
AC Oil Filter elements—after a qualifying 
order of 24 Oil Filters of your choice. All the 
other items in the OFM-95 package are 
included at no extra cost. 


ORDER FROM YOUR SUPPLIER NOW 


best proof that this philosophy is 
working is that our profit and vol- 
ume picture has improved and is 
steadily improving. Our customer 
labor sales are up 35 percent over 
two years ago.” 
* e * 
HEFE. perhaps, is one of the best 
answers to the controversy that 
is currently being batted about as 
to whether we need more mechanics 
to take care of the cars now in 
service when there &@re so many 
men who call themselves mechanics 
out of work. 

Robbie’s experience points out 
that the industry is short of the 
men with skills plus proper attitude 
who are needed so Dadly by most 
every franchised dealer if the deal- 
er is to build a customer following 
among his owners. 

And in the Flatbush Pontiac 
operation there is an end result 
that should be of great interest 
to those franchised dealers who 
still feel that their service de- 
partment is a “necessary but un- 
profitable burden” that they must 
accept if they take on @ fran- 
chise to sell cars or trucks. This 
is Robbie’s answer to the ques- 
tion “Does your new-car sales de- 
partment use your service 
ment as a selling i. 

He says, “It certainly does. Bock, 
as I said before, is extremely serv- 
ice-conscious. And his salesmen 
clinch many sales by mentioning 
the quality Guardian Maintenance 
service the owner would get if he 
purchased a new car from Flatbush 
Pontiac.” . 

om ae 


Another Feature 
“— Business Builder also points 
up another service that should 
be featured during the early fall 
months and that is lamp inspection 
and aiming. The average motorist 
and many truck operators forget 
that their lights do not always give 
them good vision. A promotion on 
this service should bring in many 
owners who will be reminded of 
their need when they see the pro- 
motion or get an announcement of 
a@ special on this service. 

The publication points out that 
there are millions of two-headlamp 
cars and trucks in need of head- 
lamp replacement and aiming. 
There are also millions of four- 
headlamp cars needing headlamp 
service. Easy aiming methods in 
use today make aiming a quick 
and profitable operation that can 
be done by less-expensive help. 
Safety is a service every dealer 
should sell to his owners. 


Headlamp and bulb replace- 
ments and aim adjustments are a 
quick-profit, customer - satisfying 
service. And best of all, featuring 
such service should bring in eus- 
tomers who otherwise might not 
come in. 

An experimental followup pro- 
gram that is being used by a Cad- 
illac-Oldsmobile dealership in 
Mount Vernon, N. Y., and its abil- 
ity to get service reminders to own- 
ers with a minimum of dealership 
effort is explained in detail in the 
Business Builder. 


The issue also contains a story 
on how DeNooyer Chevrolet, Battle 
Creek, Mich., one of the nation’s 
most service-minded dealerships 
with a program that has been suc- 
cessful for more than 20 years, con- 
tinues to bring in an exceptionally 
high percentage of all owners in 
the area as regular service cus- 
tomers. 


New Format Being Planned 
For Pacific Automotive Show 


PORTLAND, Ore.—A new format 
is being planned for the 1962 Pacific 
Automotive Show here March 21-25, 
according to a spokesman for the 
show committee. 

Three-hour convention sessions 
will be held from 9 a.m. to noon 
March 21-23 in the Portland Memo- 
rial Coliseum; he said. 
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Buy them black 
and make them white 


with the new 
Port-A-Wall Topper. 


Bearfoot Airway Corporation 


Automotive Division © Wadsworth, Ohio 
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PLUG MERCHANDISER—AC Spark Plug 
Division, Generai Motors Corp., Flint 2, 
Mich., is offering this twin-pole self mer- 
chandiser as a special feature in its fall 
spark plug sales campaign. It provides 
floor-to-ceiling display and storage space 
without the need of using wall area for 
installation. The two chrome-plated poles 
are spring-loaded to hold securely in 
place and are adjustable -for ceiling 
heights of six to 15 feet, Four display 
shelves, measuring 8 by 24 inches, are 
included for placement between the poles. 

* * 











GEAR PUMP—Hydreco Division, New 
York Air Brake Co., 9000 E. Michigan 
Ave., Kalamazoo, Mich., announced a se- 
ries of heavy-duty, gear-type, hydraulic 
pumps designed to meet the demand for 
higher operating pressures on large mo- 
bile and off-the-highway construction 
equipment. Designated the 3000 A Series, 
these gear pumps are rated at from 40 to 
95 gallons per minute at 1,800 revolutions 
per minute for fluid power systems to 
2,000 and 2,500 pounds per square inch, 
and operating speeds to 2,800 RPM. The 
series is adapted to all types of applica- 
tions on heavy-duty mobile equipment; 
such as dump trucks, bulldozers, cranes, 
front-end loaders and scrapers. 





AIR DEFLECTORS — Using an aerody- 
namic principle, Superior Industries, 
North Hollywood, Calif., has developed 
Jet Stream air deflectors which set up an 
air-block at the rear window of station 
wagons. Road dirt, snow and rain also 
are kept from the window to permit bet- 
ter vision, it is said. 

oe 


Starting Fluid Injector 


The Pyroil. Starting Fluid Injec- 
tor, a device to inject starting-fluid 
spray into the air intake of the 
engine manifold, provides the nec- 
essary boost for getting engines 
going in cold weather or conditions 
of high humidity, according to 
. Pyroilt Co., Inc., La Crosse, Wis. 
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When the engine reaches proper 

operating temperature, the injector 

shuts off automatically, Pyroil said. 
* * * 





BRAKE DRUM SILENCERS—Ammco Tools, 
Inc., 2100 Commonwealth Ave., North Chi- 
cago, Ill., has announced that its brake 
drum silencer bands are now made of a 
special Buna N copolymer material spe- 
cially compounded to provide greater vi- 
bration deadening effect and resistance to 
brake fluids, oils, and heat. The split- 
center design is said to allow maximum 
silencer band to drum contact. The slide- 
on clip does not require a spring con- 
nector. They come in two widths for car 
and truck drums. 

oe oe 
Aerosol De-Icer 


An aerosol de-icer that is said 
to melt ice on car windshields and 
windows in 18 seconds has been 
introduced by Walton-March, High- 
land Park, Ill. Called Ice-Foe Wind- 
shield De-Icer, it is a companion 
product to Ice-Foe, an ice-melter in 


chemical pellet form. 
* * * 





DERRICK—Utility Body Co., 1530 Wood 
St., Oakland 7, Calif., has announced the 
Model DO derrick designed to mount on 
top of enclosed line bodies, structurally 
supported open bed bodies, or flat plat- 
forms. The company offers three lengths 
of continuous rotating hydraulic derricks. 
For greatest load capacity, stability and 
“down the road balance" the Model DO 
derrick is mounted near the center line 
of the rear axle. The unit operates to the 
rear as well as both sides of the truck. 
Both 37-foot and 40-foot models have an 
effective 10-foot line boom extension. The 
upper boom is extended by a double act- 
ing hydraulic cylinder. Both booms are 
guided by phenolic slides and four way 
ball bearing supported rollers for free 


movement. 
* * * 


Starting Ether 


Cold-weather starts for internal 
combustion engines are faster as a 
result of numerous improvements 
in nuAero Starting Ether, accord- 
ing to Pressure Products Co., West 
Chester, Pa. 





MOTOR MOUNTS—An improved meth- 
od of handling motor mounts has been 
introduced by Doan Mfg.,. 1725 London 
Rd., Cleveland, O. Doan offers a matched 
set of fittings for each motor mount. These 
fittings or installation kits will save the 
garageman time if.purchased in combina- 
tion with motor mounts, it is said. Every- 
thing that's needed to install motor mounts 
is packed in one box. 










HORN — Sparton Automotive Division, 
Sparton Corp., Jackson, Mich., has intro- 
duced two “S" model replacement horns, 
designated the Sparton S-1 and S-2. 
Among the major features is an aluminum 
foil coil replacing the old magnet wire 
coil. The coil, or aluminum strip con- 
ductor, gives higher dielectric strength, 
improves heat dissipation and eliminates 
hot spots, it is claimed. Another feature 
is a@ universal mounting bracket for horn 
installation on all. vehicles, and in large 
or limited spaces. Both horns are available 
in six, 12, 24 and 36 volts. 

ee, 












EXTRACTING TOOL—A hand hydraulic 
extracting tool that is said to remove pins 
and studs with a 10-ton pull has been an- 
nounced by Wright Tool Co., 4314-4316 
N. Woodward Ave., Royal Oak, Mich. 
Essentially, the unit is a collet with hard- 
ened steel jaws. Pulling on the collet 
tightens the jaws on the work piece. Hy- 
draulic operation is said to be by hose- 
connected hand pump or by portable 


motor-driven pump. Pump rating is to 10 
tons. 





SUPERCHARGER —A supercharger de- 
signed to pep up Volkswagens has been 
introduced by Crofton Co., Eighth and 
Harbor Drive, San Diego, Calif. The Crof- 
ton Supercharger utilizes the positive- 
pressure Rootes design. The blower pro- 
vides 30 to 50 percent more horsepower 
and 40 percent more acceleration—all 
without any sacrifice in fuel economy, it is 


claimed. 
* * * 





HITCHES—tTrailer hitches for all ‘62 
model cars have been announced by 
Draw-Tite Mfg. Co., Belleville, Mich. Draw- 
Tite trailer hitches are custom-built for 
each car make by year and model, de- 
signed for exact fit without alteration, 
adjustment or welding, it is said. The 
hitches attach directly to the car frame. 

a oe 


Brake Protection Valve 


Hydro-Aire Co., 300 Winona Ave., 
Burbank, Calif., a division of Crane 
Co., has developed an automatic 


NEW PRODUCTS 


automotive pressure protection 
dual valve that is said to protect 
a vehicle’s braking system from 
loss of air pressure due to broken 
air lines or ruptured brake cham- 
ber diaphragms. 


TISSUE DISPENSER — MoPar Division, 
Chrysler Motors Corp., P. O. Box 1718, 
Detroit 31, Mich., has announced the 
MoPar Tissue Master, a dispenser for all 
types of standard size tissues. A flick of 
the finger lifts up the lid to reveal a 
compartment for waste paper and other 
litter. This space can also be used to store 
other items. Made of white plastic. The 
unit is held to the center floor of the car 
by a fastening device. 







POWER SPRAYER—Hayes Spray Gun 
Co., 98 W. San Gabriel Blvd., Pasadena, 
Calif., has announced a portable and com- 
pact heavy-duty power sprayer—the Hayes 
Jet 500. It is designed to give high effi- 
ciency, reduce labor costs, and to provide 
a broad range of spray applications, 
using any type of chemical, detergents, 
cleaning compounds or sanitizing chem- 
icals—liquid or soluble, it is said. No 
hot water, steam or high-pressure air is 
needed. However, hot water can be used 
with this sprayer if desired. The sprayer 
has no water tank—it draws water as 
needed from a faucet, tank or other ex- 
ternal water source. The sprayer applies 
10 gallons of mixed spray material per 
minute at gauge pressure of 500 pounds 
per square inch, or six gallons at 200 
pounds per square inch, 

ei oe 















FENDER COVER—A tool-holding fender 
cover has been marketed by Allen-Rick 
Co., 7925 Chase Ave., Los Angeles 45, 
Calif. Two half-inch-high ridges are sewn 
into the one-piece, all-rubber, regulation 
Grip-Tex fender cover. The ridges are 
spaced 41% inches apart and extend the 
full length of the cover. The trough formed 
between the ridges holds small parts and 


tools. 
* * * 


Goodyear Curing Tube 


A curing tube that is said to in- 
crease efficiency and reduce tire 
retreading costs has been announc- 
ed by Goodyear Tire & Rubber Co. 
Goodyear said the tube requires 
only six pounds of pressure to col- 
lapse it, compared with 25 pounds 
for present regular curing tubes. 
It is self-lubricating and resists 
oxidation without the use of gly- 
cerine, the company ‘said. 





































DRIP PAN—Oil and grease drippings on 
garage floors or driveways may be pre. 
vented with an aluminum-backed blotter 
drip pan introduced by Mardigan Corp,, 
Wooster, O. Called ‘‘Auto-Blot-O,” the 
unit holds a disposable absorbent pad 
which disperses grease and oil drippage 
with blotter wick action. Measuring 30 by 
36 inches, the aluminum pan provides 
leak proof protection and will not stick, 
mar, or discolor concrete and asphalt 


floor surfaces, it is claimed. 
* * * 


Inks for Color Coding 


Formulabs Industrial Inks, San 
Diego, has developed quick-drying 
inks for insulated wire color cod- 
ing. According to the company, the 
inks will allow manufacturers to 
stock only natural-colored PVC 
wire and color code it with solid 
color or stripes as production 


schedules require. 
+ * ok 





SERVICE JACK—Branick Mfg. Co., Inc., 
2600 Third Ave., Fargo, N. D., has an- 
nounced its Regular air-operated automo- 
tive service jack. The unit is said to lift 
3,000 pounds on 125 pounds of air-line 
pressure. A safety device for lifting and 
lowering provides protection fo car and 
operator, according to the manufacturer. 
Rubber pads are designed to protect soft 


bumpers and car. 
i iar 


Solenoid for Redeye 


A solenoid developed by Delco- 
Remy Division of General Motors 
is a wing control device and is 
used as part of the guidance sys- 
tem in the Redeye missile, The sol- 
enoid was developed for Convair 
Division of General Dynamics 
Corp., prime contractor for the 
Redeye. 





DRAIN PLUGS—Houser Engineering & 
Mfg., Inc., Bluffton, Ind., is offering a 
merchandise dispenser for self-threading 
oversize drain plugs. The No. G478 mer- 
chandiser can be used for either counter 
or wall display, It contains six drain plugs 
complete with gaskets—24 pieces—sizes 
for all cars. The correct size for each car 
make and model is shown on an applica- 
tion chart attached to the heavy laminated 
cardboard dispenser. The plugs do not re- 
quire drills or taps. 
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Dealer Finds Answer in Prefabs... 





Service Space Problem Solved 


(Continued from Page 32) 


ards, the work is finished on 
schedule to the complete satisfac- 
tion of customers. Five courtesy 
cars are available to body shop 
customers. 

Following the modern trend in 
service department operations, all 
equipment is portable, giving the 
Robinson shop a versatility all its 
own. While no frame straightening 
work is performed here, plans are 
being made to purchase a portable 
frame machine for smaller jobs. 

Cleanliness also plays an import- 
ant role in every department of 
Robinson Buick and the body shop 
is no exception. Because body-shop | 
competition is keen, cleanliness and 
appearance sometimes are the de- 
ciding sales factors. It also helps 
keep up the morale of the work- 
men and the quality of the work. 

Also important to a good body 
shop is a good paint shop. And very 
important to a good paint shop is 
modern equipment, pride of ac- 
om * * 














Insurance Office— 


Since 90 percent of body and paint 
work at Robinson Buick, Wichita, is in- 
surance business, the dealership has set 
up an office for the convenience of the 
visiting insurance adjusters right next to 
Shop Foreman J. D. Knight's office. Knight 
says this courtesy is appreciated by the 
insurance men and is a paying investment 
for the dealership. 


L-M Shops Use 
Wall Charts That 


Resist Grease 


(Continued from Page 32) 
printed on a heavy paper and had 
a short life. Grease and grime ren- 
dered many of the charts useless, 
and others had to be discarded be- 
cause of tears, 

This year, the L-M service 
training and publications depart- 
ment, in designing and producing 
the diagrams, kept garage condi- 
tions in mind and set out to find 
a printing material that would 
solve the problem, 

After testing several other pa- 
pers, L-M found the answer in a 
plastic coated printing paper called 
Texoprint, developed by Kimberly- 
Clark Corp. More than 10,000 of the 
electrical circuit charts have been 
printed on the plastic coated paper. 

Because of the paper’s durability, 
the diagrams can be used over a 
longer period of time with no need 
for replacement until they are re- 
vised for the succeeding year’s 
model cars, according to L-M. The 
diagrams have lost none of their 
sharpness, colors haven’t dulled 
and the paper has remained untorn 
despite repeated use. 

One application for the plastic 
paper led to another. As part of its 
Service to dealers, L-M provides the 
dealers with banners, informing 
customers that their cars are being 
Serviced by mechanics who have 
completed the Registered Mechan- 
ics Training Program. 





Fire Destroys Dealership 


COLESBURG, Ia.—A fire de- 
stroyed Groth Chevrolet here, with 
damage estimated at $50,000. In 
addition to the building, fixtures, 
equipment and tools, six cars and 
trucks were lost. 





complishment and quality work- 
manship. 

The Robinson paint booth is com- 
pletely isolated, has filtered ventila- 
tion and special lighting. Care also 
is taken to make each job just as 
good as possible. 

Oe o* ad 


Free Pickup, Delivery 


AN UNUSUAL source of profit for 
Robinson is found in selling a 
“nosing in” paint job for cars which 
have. had the finish on the front of 
the fenders and hood chipped and 
marred by the many gravel roads 
in the dealership’s area. 

Washes and vacuuming are 
performed on all polish, body and 
large repair jobs, and those cars 
left in the Robinson service de- 
partment for a full day. The firm 
has tow trucks for emergency 
service and two motor bikes for 
free pickup and delivery. Trans- 
portation to downtown Wichita 
is furnished customers during 
morning and evening hours. 

An incentive program keeps me- 





chanics alert to spot additional 
service needs while work is being 
performed on a car. 

Service Manager Bob Kiser main- 
tains a followup program of 4,000 
cards every month and a direct mail 
program of over 2,500 letters. 

Buildings such as Robinson Buick 
uses to house his paint and body 
department also can be used for 
new-car preparation and used-car 
reconditioning if these operations 
are taking up space in the service 
department. This space can be used 
to install the type of services that 
so many dealers have found not 
only profitable but also essential to 
holding new-car owners as regular 
service customers. 

These buildings also are being 
found efficient as truck service cen- 
ters by dealers who are in the 
throes of expanding their truck op- 
erations, especially in the direction 
of the heavier units. 


lines wanted? 
Automotive News’ Want Ads. 


Good tune-ups 
depend on good equipment 


Be right with DST ar 


Make new contacts 








‘Prefab’ Building— 


Dealers who want to add a body and 
paint shop, a truck service center or need 
additional facilities in order to set up a 
“quick service” department can avail them- 
selves of modern prefabricated buildings 
at nominal cost. Ben Robinson Buick, Wich- 
ita, has its body and paint departments 
in these “prefab” buildings on a side 
| street near the dealership. 





Tune-up work beats all other servicing in volume and profit potential. Capture 
your share of the business — and HOLD IT — with these SNAP-on testers and 
gauges. They’re simple to use — give you quick, precise 
readings with a minimum of effort. 


Check these outstanding features: 


e Jeweled bearings that allow needle to move freely and pick 
up even minor fluctuations for greater accuracy. 


e Extra-long leads. 


@ Silver-plated switch terminals for instant, 
resistance-free response. 


e Anti-static coating prevents needle float if 


dial is rubbed. 


@ Self-powered — use them any place. 


slip. 


e For extra convenience and flexibility, put 
your SNAP-ON meters on this SNAP-ON roll 
stand. Your choice of four meters, two- 
meter racks and heavy-duty roll stand — 
a complete test center on wheels. 


Tough-gripping alligator clips that won’t 


Rubber feet that won’t scratch cars. 
Easy-to-read numerals. 
Convenient carrying or hang-up handles. 


Minimum weight for easy portability in the 
shop or for service call use. 


8082-I 








equipment. 
ment Booklet. 





39 


Garagemen Want 
Buffalo to Curb 


Tow-Truck Strife 


BUFFALO, — A spokesman for 
the Buffalo Garage Assn. has warn- 
ed “there will be some real blood- 
shed” unless the city acts to curb 
the cut-throat competition among 
Buffalo tow-truck operators. 

The association official said the 
beating of a downtown garageman 
recently is an outgrowth of a long- 
term struggle among certain firms 
to carve out larger “territories” for 
their operations. 

About two years ago, he said, 
four or five allnight towing con- 
cerns partitioned Buffalo into dis- 
tricts reserved for their operations. 

Recently, he added, new firms, 
or those under new management, 
have attempted to infringe on the 
agreement among the big opera- 
tors. Some friction also has de- 
veloped as the larger firms expand- 
ed their territories, he said. 

Meanwhile, a group of independ- 
ent garage owners met to set up a 
new association aimed at exposing 
“chiselling tow-truck men.” 






MT-630 6- and 12-Volt 


Battery Charger 


Get in on big-profit bat- 
tery charging with this 
top-quality charger. Sim- 
ple to use, 4 charging 
rates with automaticshut- 
off — plus many more 
most-wanted features. 


YES — Snap-on tune-up equipment can be 


purchased on time — EARN NOW — PAY LATER. 


Ask your SNAP-ON man to tell you more 
about the complete SNAP-ON line of testing 
Or write for Tune-Up Equip- 


CHOICE OF BETTER MECHANICS 


28th AVENUE ° 


SNAP-ON TOOLS 
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KENOSHA, WISCONSIN 
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Makes Tradeins More Salable.. . 





Need Rises for U. C. Cleaners 


T EVERY new-car announce- 
ment the press has been told 
that this country is in the early 
stages of a tremendous upsurge in 
our economy, and each maker has 
forecast new-car sales booms for 
this fall and 1962. 
This, of course, will mean that 
there must be an equally good 
market for the used units. Ac- 
cording to the soothsayers, a 
profitable used-car market is in 
the making. They prophesy that 
prices of clean units will continue 
to make the business profitable. 
Current values are not expected 
to drop appreciably until the in- 
dustry moves well into the 1962- 
model selling period late this fall. 
But as Sam Lee says in his Fleet 
News, “there probably is no more 
skeptical customer than the retail 
used-car buyer. Thoroughly school- 
ed in the ‘buyer-beware’ philosophy, 
he examines each used car with an 
eagle eye, seeking out tell-tale items 


which will give him some idea of 
the car’s previous usage. 

“While there is almost always a 
healthy demand for good clean au- 
tomobiles, there is always an over- 
supply of rough cars. Nothing de- 
preciates a car faster than a shabby 
interior,” Lee says. 

“Exteriors can be straightened 
and refinished. Mechanical defects 
can be repaired. Tires can be re- 
placed. Little can be done though 
about worn upholstery, torn or 
dirty headlining, saggy seat springs 
or just plain all around shabbi- 
ness,” 

* * * 
. os are products on the mar- 
ket today that enable a dealer 
to do a great deal to clean up a 
car that has some of the conditions 
that Lee points out. 

Most dirty and worn upholstery 
can be cleaned and sprayed with 
a dye that will hide most of the 
impression of hard usage. Head- 
linings can be cleaned without 
shrinking and can be dyed if the 


color has faded badly. Water 
stains around windows can be 
hidden by a darker shade of dye 
than the original color of the 
fabric. 


Upholstery can be replaced with, 


matching patterns in many cases 
where the sag has to be taken out 
of seats or backs or the upholstery 
has been torn or burned. Carpets 
can be cleaned and renewed, and 
rugs replaced to give interiors a 
fresh look. 

A new product reportedly takes 
the “smog” and dulled look out of 
the rear plastic windows of con- 
vertibles. Top cleaners are available 
to renew the appearance of the 
tops. 

Even synthetic leather upholstery 
that has dried and cracked can be 
given a new look easily with re- 
cently developed materials. The 
synthetic leather is first filled with 
a leather filler and then sprayed 
with renewing material which gives 


even rough seats and backs a like- 
new appearance. 
ad 7 + 


New Nylon Dye Available 


A NEW dye for nylon and other 
hard-finished upholstery mate- 
rial, as well as nylon convertible 
tops, hides all evidence of wear, 
stain or ground-in dirt and grime. 

Even rattles and squeaks 
caused by worn nuts can be 
permanently removed by a new 
liquid material that will keep the 
nut tight on its threads by one 
simple application when these 
nuts are drawn up tight. It is 
claimed that vibration will not 
loosen the nuts although they 

can be removed easily with a 

wrench, 

With modern upholstery material 
in the car, putting on seat covers 
before placing the car on the lot 
is poor merchandising, according to 
Lee, because new covers on an old 
car indicates that something is 
being covered up and the suspicious 
buyer always imagines it is much 
worse than it is. 

Hammer marks and wavy sheet 
metal indicate that a car has been 
in an accident. The buyer, there- 
fore, will shy away from any car 
with even the slightest indication 
of sheet-metal damage because he 
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PROVED IN 135,000,000 INSTALLATIONS 





BENDIX STARTER DRIVES 


For nearly half a century, Bendix® Starter Drives have been the standard of dependability throughout 
the automotive industry. They have been first choice for millions of installations. Bendix drives are also 


preferred by the manufacturers of aircraft, earth movers, inboard and outboard 
marine engines. To provide sure starts for all types of internal combustion engines, 


equip them with dependable Bendix Starter Drives. 


DEALERS—FOR MAXIMUM PROFIT AND SERVICE 
SATISFACTION, USE ALL-NEW BENDIX STARTER DRIVES. 





Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, N. Y. 


does not know the extent of the 
damage and fears it might have 
been serious enough to have dam- 
aged the frame or made the car 
unsafe. 

Therefore, it behooves dealers not 
to slight such repairs but to have 
them done in a way that there wilj 
be no evidence of the metal repair, 
Trying to save money here ig 
thought to be “pennywise and 
pound foolish,” as an otherwise 
clean car will not move readily, 

a of * 

— same is true of paint. Poor- 

ly matched or overshot paint in- 
dicates that accident repairs have 
been made, and again the buyer 
does not know how severe the dam- 
age was. As in the case of the 
sheet-metal work, the _ highest- 
priced paint job is often the cheap- 
est in the long run. 

Off-brand tires should not be 
used to replace worn or missing 
tires on a clean car because they 
are an indication of high mileage, 
it is claimed. If possible, the tires 
should be matched if only one or 
two replacements are necessary, 

Used-car experts have proven 
time and again that proper interior 
reconditioning of even the cleanest 
used cars not only moves them 
faster but at increased profits that 
more than justify the extra recon- 
ditioning cost. 

And for cars with rusty rocker 
panels, there is a new “slip on” 
panel that does not require any 
filling of the adjoining metal. 

Dealers know that the wise used- 
car buyers always look for worn 
mats and brake and clutch pedal 
pads as an indication of many miles 
put on the car by the former owner, 
Good reconditioning practice calls 
for replacing these rubber parts or 
at least dressing them up with ma- 
terial that will hide evidence of 
wear. 

—Jack WEED 


ol Tuneup Charts, 
Wiring Diagrams 


Offered by AEA 


DETROIT. — The Automotive 
Electric Assn. has announced re- 
lease of its 1961 tuneup. charts with 
the latest engineering changes and 
specifications covering all 1961 mod- 
els of passenger cars. 

J. Howard Reed, executive sec- 
retary, said the AEA tuneup sys- 
tem was developed in conjunction 
with manufacturers of original 
equipment, and with the coopera- 
tion of the auto manufacturers. 

The system includes individual 
charts for all makes and models of 
passenger cars. The charts contain 
the exact factory specifications and 
the latest engineering changes as 
well as the standards of adjust- 
ment, which are essential for prop- 
er engine tuneup work, 

The new series, which includes 
38 charts, contains many new illus- 
trations, such as testing of ‘alterna- 
tors, which should be very helpful 
to the mechanic and service man, 
said Reed. 

Included with the charts is a wir- 
ing-diagram booklet on all United 
States and Canadian passenger 
cars, plus some of the special elec- 
trical accessories. 

af 





AEA Tuneup Charts— 


Individual charts for all makes and 
models of cars comprise the 1961 Auto- 
motive Electric Assn. tuneup system. The 
charts contain exact factory specifications 
and the latest engineering changes. 
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Be ready! 32,000 Car Dealers 


are about to Floodlight America! 


Excitement at its peak! That’s the mood today in 
automobile-land as American car dealers wrap up 
preparations for the big debut of the 1962 new car 
models. Soon the lights will flash across the country 
and the show will begin! 


And for professional insight and depth coverage in 
every detail of the new automotive look, the men 
of the auto industry will again turn to the pages of 
Automotive News. 


To see who’s got what and why, to find out what 
the experts think, every major influence in the auto- 
motive field—factory executives, car and truck deal- 
ers, styling and engineering personnel, purchasing 
and sales managers, automotive suppliers and job- 
bers — will be anxiously awaiting each issue of 
Automotive News for the first complete reporting 
on all the new models: 


@ Photos and data on every new car. 
e Additional illustrations showing principal mod- 
els of each make and top selling features, 


e Participation of industry suppliers and their 
part in producing the new models. 

e Engineering and styling developments. 

e Prices and specifications of all new cars. 


These are the features that will attract over 43,000 
regular subscribers to the Automotive News coverage 
of the ’62s and to your selling story. Take 
advantage of this intense interest to place your prod- 
uct before the men who can specify it. 


Start your ’62 campaign with the ’62 new car intro- 
ductions! Contact your local Automotive News Rep- 
resentative today. 


The Most Influential Publication 
In the Automotive Industry 


REPRESENTATIVES: 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 


The Newspaper of the Industry 


* * 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


For Make Servicemen ice course. Every course is taught 


DETROIT.—Here is the schedule | »Y the “tell-show-do” method. Cor- 
of field service schools for the next | "ct diagnosing, maintenance, and 
month—a regular feature of AuTo- service procedures are emphasized 
motive News. in each service operation. For fur- 


AMERICAN MOTORS — Mobile ther information, contact the serv- 
training units, with their respective | i¢¢ Manager at the nearest Inter- 


instructors, will be stationed in national truck district office. 
Milwaukee where the 1962 Product| STUDEBAKER-PACKARD — 


School—training all zone service | Courses covering all phases of Mer- 
personnel] from throughout the cedes-Benz and Auto Union vehicles 
United States—will be conducted| are being given at the following 
from Sept. 25-Oct. 13. toe ee ae by med 
CHRYSLER CORP.—During the respective instruc ors: ew Yor 
period Sept. 25-Oct. 13, the five] jasi\ Korase ere We I 
Chrysler Corp. training centers will E nd kvm ; - 


offer service covering the corpora- 
tion’s 1962 models. The schedule 
covers the following subjects: Au- 
tomatic and manual-shift transmis- 
sions, Manual and power steering, 
engines and engine tuneup, electri- 
cal and fuel system components (in- 
cluding alternators and regulators), 
air conditioning, rear axles, body, 
brakes, front and rear suspension, 
instrument panels, accessories (in- 
cluding auto pilot), new-car prep- 
aration, Simca service, etc. Training 
covers latest factory-approved serv- 
ice procedures, theory, diagnosis 
methods, corrective measures, and 
the correct use of the latest special 
tools and equipment. These service 
training courses are offered tuition- 
free to service personnel sponsored 
by Chrysler Motors Corp. dealers 
and MoPar outlets, Chrysler train- 
ing centers are located at: 26001 
Lawrence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, Ill.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. Direct all inquiries 
to service training coordinator at 
training center serving your area. 
Details concerning service mer- 
chandising and management con- 
ferences for dealer sponsored serv- 
ice managers will be announced 
through the regional offices. 

FORD DIVISION — During the 
period of Sept. 25-Oct, 13, the 36 
Ford district schoo] instructors will 
conclude their introductory courses 
on 1962 cars for dealer service man- 
agers and parts managers. When 
this is completed, the same instruc- 
tors will conduct two-day orienta- 
tion courses on 1962 models for 
dealer service technicians. Among 
the courses to be conducted are car 
body, Falcon body, automatic trans- 
missions, engines, power steering, 
brakes, Falcon rear axle and chas- 
sis features. 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers lo- 
cated in Atlanta, Dallas, and Har- 
risburg, Pa., are conducting train- 
ing for dealer and fleet servicemen. 
Six different courses are offered. 
They are: Servicing the “Scout” for 
dealers, dealer servicemen’s general 
service course, dealer diesel service 
course, dealer service management 
course, fleet servicemen’s general 
_ service course, and fleet diesel serv- 
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Angeles, L, J. Young; South Bend, 
A. S, Kidder, Training of dealer's 
service personnel will closely follow 
the announcement of the 1962 model 
Studebakers. The 1962 training re- 
quirements for dealer personnel will 
also be available through the tech- 
nical training centers. 

WHITE MOTOR CO.—Three mo- 
bile service training units (White 
and Cummins) will be instructed by 
J. H. Smith at White Motor Coa. 
branch offices in the following 
cities: Sept. 25-29, 1136 Western 
Ave., Pittsburgh; Oct. 2-6, 460 N. 
Pearl St., Albany; Oct. 9-12, 86 
Coolidge Ave., Watertown aes 
Mass. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 


Air Express: 
Why is it 
anchor man in 
America’s missile race ? 


18, 1961 


performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 





brake servicing course is available, 
Oct. 16, 

JOHN BEAN DIVISION, Lan- 
sing—(A) Wheel alignment, whee] 
balance, steering systems, Big Rap- 
ids, Mich., Oct. 9; Los Angeles, Out 
2, 16; (B) Advanced wheel align- 
ment, steering gear service, colli- 
sion service, suspension systems, 
and minor body-frame alignment, 
Big Rapids, Mich. Sept. 25; (Q) 
Collision service of ‘suspension body 
alignment, Big Rapids, Mich. Oo. 
2; (D) Brake servicing, Big Rapids, 
Mich., Oct. 16; Los Angeles, Sept. 
25, Oct. 9. Combined courses are 
also offered. (AB), Big Rapids, 
Mich., Sept. 18; (BC), Big Rapids, 
Mich., Sept. 25-Oct, 6; (AD), Big 
Rapids, Mich., Oct. 9-20; (DA), Big 
Rapids, Mich., Oct. 16-27; Logs An- 
geles, Sept. 25-Oct. 6, Oct. 9-20 . 

BEAR MFG. CO., Rock Island, 

(Continued on Page 43, Col. 1) 





Anchor man on a relay team is the fellow who} 








clinches victory with a final burst of speed. by 
That literally describes the role of AIR EXPRESS) 4s 
on America’s missile team. yea 
Our future as a nation may rest on the success} i 
of this all-star team, and AIR EXPRESS is proud y ex 
to be a member. But not really surprised. i 
In the air, shipments bearing the familiar red | mi 





white and blue AIR EXPRESS label are first ON, 
first off, first there —via all 35 scheduled airlines.) 
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W1.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 
er steering adjustmen t, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 


CEAIPBLIS 


On the ground, they're whisked door-to-door 
by a special fleet of 13,000 trucks, many radio- 
dispatched. And throughout the U. S. and Canada, 
each AIR EXPRESS shipment gets kid-glove han- 
dling. Armed guard protection—an AIR EXPRESS 


exclusive—js available, too. 


These unique advantages aren’t restricted to 
missile programmers, either. Any business—/arge 


® 


additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX AUTOMOTIVE SERV- 
ICE, South Bend—Training is made 








available through schools sponsored 
by authorized Bendix distributors 
on power brakes, hydraulic brakes, 
wheel brakes, power steering, 
Stromberg Carburetors, Zenith 
Carburetors and Zenith LP Fuel 
Systems. The schools provide both 
service and sales training for auto- 
motive service and sales personnel. 
School subjects for each product 
line include theory, operation, over- 
haul, specifications, service analy- 
sis, use of service literature, and 
basic sales training. The length of 
an individual course is one to two 
full days depending on the product 
and the type of training, Classes 
are scheduled by each distributor 
to meet local needs. No tuition fee 
is charged. In addition, factory 
schools are conducted for instruc- 
tor personnel who are responsible 
for scheduling and handling train- 
ing programs for servicemen. Ad- 
ditional information may be obtain- 


% 


ed by contacting a Bendix 
distributor or writing to the Bendix 
training director, Bendix Automo- 
tive Service, South Bend, Ind. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Contact J. R. Adams, instructor. 

DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors are conducting two 
classes, A five-day auto refinishing 
class is being held at the Toledo 
factory school. Following this ses- 
sion, regional field schools are hold- 
ing classes for jobbers in Los An- 
geles and Seattle in October. At- 
tendance at the factory school is 
without charge for instruction or 
equipment. However, a nominal 
charge is made for attendance at 
field schools. 

INLAND MFG. CO., Omaha — 





or sma//—can enjoy them in full and at amazingly 
low cost. Just one phone call to your local AIR 
EXPRESS office arranges everything, door-to-door. 

Why not make that call today and discover why 
modern business men find that it pays in so many 
ways to think fast... think AIR EXPRESS first ? 





GETS THERE FIRST VIA U. s. SCHEDULED AIRLINES 
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School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St, 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH, 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1961 brakes. In- 
dividuals who successfully complete 
the course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes, The course will be 
conducted by A. D’Andrea, director 
of service training. For further in-- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chica- 
go—Four-hour evening sessions on 
test equipment operation and tune- 
up procedure are being offered Oct. 
2 and 3. Each class is completed in 
three days. A $40 tuition fee is re- 
quired. For further information on. 
various branch schools, contact any 
regional sales manager at the fol- 
lowing Sun branch offices. Chicago; 
Passaic (New York), N. J.; Arling- 
ton (Boston), Mass.; Buffalo; Pitts- 
burgh; Philadelphia; University 
City (St. Louis), Mo.; Memphis; 
New Orleans; Atlanta; Minneapolis; 
Kansas City; Oklahoma City; Hous- 
ton; Portland, Ore.; Dallas; Los 
Angeles, and Spokane. 

SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped. For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-M atic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MEG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s labora- 
tory garage. A one-week advance 
notice is required. Address al] in- 
quiries to 2171 S. Ninth St., Spring- 
field, Ill. 
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Success Tied to Service... 





Surveying Shops in Southwest 


By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo. — A 
2,500-mile trip through Kansas, 
Colorado, New Mexico, Texas and 
Oklahoma, proves more than ever 
that the auto dealer’s success in 
today’s market is wrapped up in a 
strong, competent and enthusiastic 
service department. 

One hundred dealers were in- 
terviewed, Of that number, at 
least 10 were going out of busi- 
ness, five had sold to competing 
dealers and were walking the 
floor waiting for the transfer 
date, 40 were pushing good serv- 
ice departments and the remain- 
ing 25 were going along no bet- 
ter and no worse than last year— 
but pessimistic about the future. 

Of the 40 with good service de- 
partments, 10 were reporting in- 
creased sales in all departments 
with profits and volume substan- 
tially ahead of last year. 

General economic and industrial 
conditions were unreasonably spot- 
ty. A few medium-sized towns had 


all the aspects of becoming ghost 
towns, Other towns in the same 
area with about the same condi- 
tions but a different set of business- 
men seemed to be booming. 

Crops and cash income from 
farming and cattle was reported ex- 
cellent. 

One dealer reported good condi- 
tions in this department but said 
that last year trucker’s over-ex- 
tended themselves and _ reposses- 
sions had “ruined the business this 
year.” 

Another dealer, in business with 
three top General Motors lines for 
more than 30 years was waiting for 
a Sept. 1 transfer date to a new 
owner. He was an experienced 
dealer. His place was doing a little 
repair business, but everything else 
resembled a “wake.” 

His three franchises are seldom 
found except under reasonably 
prosperous conditions and usually 
under exceptionally good profit 
conditions, so what happened? 

The dealer told Automotive 
News that he could not sell his 


service department on the idea of 
rendering top service, enthusi- 
astic treatment of customers, ef- 
ficient handling of complaints 
and he decided to quit the busi- 
ness. : 

“Some of my best men had been 
with me for 25 years or more,” he 
said. “I would have had to clean 
house, they had been too long on 
the job and hadn’t progressed with 
the business, They were set in their 
ways and couldn’t see the custom- 
er’s viewpoint. 

“There was a continual wrangle 
on warranty, and do-overs on re- 
pair jobs. These men lived here, 
had their families here and, al- 
though they didn’t realize it, prob- 
ably could not readily find work 
elsewhere. 

“I couldn’t bring myself to the 
point of doing major surgery on the 
service department. So I decided, 
not being without sin myself, that 
I’d just quit the business and go 
into something else. I delivered my 
ultimatum to them a year ago and 
it made no difference in the opera- 


tion. When men go stale on the 
job, business goes out the window.” 

In comparison, a family-owned 
company in another town with the 
same cars to sell and with 48 years 
of successful operation, has out- 
lived all its competitors and has a 
record of increased sales of new 
and used cars, service volume and 
parts. 

The president of this company 
told Automotive News: 

“People have a tendency to buy 
where they like to do business. We 
pride ourselves on a high quality, 
friendly service department, We do 
favors when we can but our main 
aim is to see that our entire per- 
sonnel of some 40 people under- 
stand that we want their actions 
to help the customer want to do 
business with us because he likes 
our methods. 

“When you cut prices to get the 
customer in you’re trying to make 
him buy from you for economic 
reasons. We want our customers 
to do business with us because 
they like us and our style.” 

This company had the same prob- 
lems of other less successful deal- 
ers. It is in the handling of com- 
plaints or adjusting to the demands 
of customers that the main differ- 
ence lies—plus the courage to run a 





Combined in the world’s Safest Seat Belts! 


A chain is no stronger than its weakest link. . . and neither is a seat belt. That’s 
why the webbing of Auto-crat seat belts are manufactured from super-strong 
genuine DuPont fibers, to provide maximum strength for your customers’ protection. 








Auto-crat webbing equals or exceeds the strength requirements of every 
specifying safety agency. 


The buckle and attaching hardware are engineered and manufactured by Auto-crat 
to match the safety and protection provided by the webbing. The Auto-crat buckle 
is “human-engineered” for fast, easy use. It is easily operated with one hand; 

a flick of the fingers permits almost instant fastening, loosening or adjustment. 


Auto-crat attaching hardware is designed to swivel with the direction of pull, 
virtually eliminating the possibility of webbing tear, with forged eye-bolts 
constructed to withstand nearly five tons body load stress. The webbing is fully 


adjustable at both ends to fit all cars. Auto-crat pioneered and leads the industry 


Not this! > 
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Charter 
Member 
American 
Seat Belt 
Council 


iuto-ceaf. 


@-M CORPORATION 


MANUFACTURING COMPANY 
2425 San Fernando Road, Los Angeles 65, California *+ 2850 Tyler Road, Ypsilanti, Michigan 


in the engineering and development of modern, effective attaching hardware 
for maximum safety. The Auto-crat swivel type attachment has become the 
standard for all 1962 cars. 


Despite their unequalled quality, Auto-crat seat belts are competitively priced. 
Available in either metal-to-webbing (Model 100) or metal-to-metal (Model 200) 
buckle construction. Nine attractive colors—grey, tan, dark brown, green, 

red, dark blue (Air Force), light blue, black, and white—harmonize with the 
interior of any vehicle. 






Mr. Dealer:seat belts save lives! It is your responsibility to provide 
your customers with the safest and easiest-to-use seat belts . . . AUTO-CRAT! 


business right, courage to fire the 


men 

While the dealers accenting sery. 
ice were far ahead of the dealerg 
who regarded service as an added 
evil, the problem of maintaining 
personnel in good service depart. 
ments is increasing rapidly. Goog 
mechanics are hard to get and hard 
to keep. 

“When you rule out the drunks 
and prima donnas, and hold out for 
a substantial family man who wil] 
bring his family and his furniture 
to town, you are almost out of 
luck,” one dealer said. 





dead wood and courage to hire top 


Equally difficult is to get young ~ 


men to train, although the high 
school manual] training classes are 
furnishing a considerable number 
of dedicated young men who want 
to be first class mechanics, par- 
ticularly in the more difficult fields 
of automatic transmissions, air con- 
ditioning and electrical equipment, 

The most repeated topic con- 
cerns shoppers. Probably all the 
100 dealers had something to say 


about the shoppers and the nearby | 


dealer who was undercutting, 


The successful dealers admitted 
a predominance of shoppers but 
different viewpoints. 

“Our advertising and our repu- 
tation brings in a lot of shop- 
pers,” one dealer reported. “I’m 
sure we wouldn’t think our ad- 
vertising dollars were working if 
they didn’t come in. But we don’t 
expect to sell all of them or de- 
vote a lot of time to their enter- 
tainment. 

“We make sure we have treated 
them courteously, make sure we 
have asked them to buy our prod- 
uct, make sure they are offered a 
demonstration. We try not to give 
them a price to work with on an- 
other dealer but we often appraise 
their trade, 

“We also make sure that they are 
invited to our service department 
with their present car or their next 
car. We make sure they are told 
we have the best equipment and 
the best mechanics, This approach, 
we are quite sure, brings us many 
service customers from shoppers 
who have gone to another dealer 
and got the best ‘deal.’ 

“If we can get him in our service 
department, even on the rebound, 
we’re almost certain to make a 
steady customer out of him, be- 
cause we're serving the third gen- 
eration in lots of cases now.” 

Another dealer said: “We do not 
recognize that the shopper exists. 
We never mention shopper on the 
sales floor. Everyone who comes in 
is a prospect and we try to sell him 
just as hard as we can—on the 
qualities of the car, on the amount 
he. gets for the tradein, on the 
amount of money difference, on the 
financing, on the insurancee. 

“We go into a regular detailed 
hard-sell routine with as much sin- 
cereity as possible. And, we sell a 
lot of them we wouldn’t otherwise 
sell, and these prospects make good 
customers. 

“Personally I don’t see any- 
thing wrong with the prospective 
buyer of several thousand dollars 
worth of iron going to several 
dealers to 'see where they can do 
the best. We criticize the auto 
prospect for doing what we do 
ourselves, what the big corpora- 
tion does when it buys. 

“The shopper and his shopping is 
not the problem at all—the problem 
is to sell as many of the prospects 
who walk through the door as we 
can. The number that we sell is 
the measure of our selling ability.” 


State Suspends License 


Of Michigan Dealer 


LANSING: — The vehicle dealers 
license of Antonio Grimaldi, Pon- 
tiac, has been suspended for 9 
days by the state, effective Oct. 1. 

Secretary of State James M. Hare 
said Grimaldi, doing business as 
Economy Used Car Market, has 30 
days to appeal. 

Hare said Grimaldi’s license was 
ordered suspended because it was 
believed he lied in his application 
about his criminal record and as 
to whether he ever had a judgment 
rendered against him. 


Soulen GMC Moves 
NEW BRITAIN, Conn.—Soulen 
GMC Trucks, Inc., has moved to 
1010 Main St., doubling its floor 

space and parking facilities. 
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Highways & Safety... 


Traffic-Law Group 
Gets New Director 


enforcement personnel, and served 
as consultant on legal and adminis- 
trative matters for all divisions of 
the North Carolina Department of 
Motor Vehicles. 


The National Committee on Uni- 
form Traffic Laws and Ordinances 
has embarked upon an accelerated 
program to promote model uniform 
motor-vehicle legislation among the 
50 states. 

Sparking the drive is the group’s 
new executive director, Robert 
Montgomery jr.. who succeeds 
Maitland H. Bustard. Bustard will . 
continue to serve as legislative 
draftsman. 

Launching of the expanded pro- 
gram followed months of study by 












































Georgia Expands 
License Check 


Georgia has entered .into recipro- 
cal agreements wi'th. six more 
Southern states for exchanging 
drivers’ license information. 


a special NCOUTLO committee, 
Montgomery said. Georgia’s State Patrol director 
Montgomery, who had: been on William P. Trotter listed these as 


Tennessee, North Carolina, South 
Carolina, Louisiana, Oklahoma and 
Mississippi. Agreements have al- 
ready been made with Florida and 
Alabama. 

Under the agreements the states 
wil. supply driving records when 


the faculty of the University of 
North Carolina since 1957, was as- 
sociate professor of public law and 
government and assistant director 
of the Institute of Government. His 
work dealt mainly with motor ve- 
hicle laws, administration and high- 
way safety. He also served as co- 
ordinator of the Institute’s motor 
vehicle activities. 

He practiced law from 1953 to 
1955 in Raleigh, with particular em- 
phasis on transportation law, His 
practice from 1955 to 1957 was al- 
most exclusively in the fields of 
motor vehicle law, motor vehicle 
liability insurance law, and motor 
vehicle accident litigation. 

As assistant director of the Insti- 
tute of Government at UNC, Mont- 
gomery analyzed and _ presented 
suggestions for changes in motor 
vehicle laws, involving the examina- 
tion and comparison of laws of 
other states and the Uniform Ve- 
hicle Code; prepared publications 
explaining changes made in state 
motor vehicle laws; compared 
North Carolina motor vehicle stat- 
utes with provisions of the Uniform 
Code, planned and conducted 
schools for motor-vehicle and law 








Study in Illinois 
Ranks Small Cars 
Average on Safety 


Small cars, both imports and 
American compacts, were involved 
in 85 of the 1,483 fatal accidents in 
Illinois last year. The State High- 
way Department in an analysis 
just issued concluded that: “the 
small cars were neither More nor 
less hazardous to drive than other 
cars.” 

The miniatures make up 5.8 per- 
cent of all registrations in Illinois. 
They were involved in 5.7 percent 
of the deadly mishaps. 

The department report said that 
its study of the statistics reveals 
“interesting characteristics as to 
operating small cars, as to the 
drivers, and as to the accident loca- 
tion.” 

The small cars had a worse rec- 
ord than standard-size automobiles 
in two widely publicized causes of 
traffic accidents, both relatively un- 
important in the fatality toll. 
Among the small-car deaths, 2.4 
percent were reported as-caused by 


“following too closely” and 7.3 per- ae 
cent were charged to “improper Ry 
overtaking.” Among Jarge cars, 0.8 ee 


percent were listed as “following 
too closely” and 4.7 vercent as “im- 
proper overtaking.” 

Most prevalent accident circum- 
stances involved in two-thirds of 
all deaths were “speeding too fast,” 
“failed to yield right of way,” and 
“drove to left of center line.” In 
these categories, the small-car 
driver has a bad record in colliding 
on the wrong side of the highway. 
Among the little vehicles, 20.8 per- 
cent of lethal mishaps happened to 
the left of center as compared with 
the bigger cars’ score of 14.9 per- 
cent. 

The report surmised that in over- 
taking and passing, the little car 
may have delivered less power than 
the driver had anticipated. It was 
noted that wet roads were involved 
in 21.2 percent of the small-car toll 
and 14 percent of the big-car toll. 

Almost 70 percent of the small- 
car fatalities were in cities of more 
than 250,000 population. About 60 
percent of the hig-car accidents 
Were in cities of this size. 





a driver moves from one state to 
another and applies for a license. 
The idea is to keep a driver, whose 
license had been lifted in one state, 
from procuring another license by 
moving to another state. Trotter 
anticipates no trouble in conclud- 
ing similar agreements with the 
other 41 states. 
” * * 


8 St. Petersburg Dealers 


Cosponsor Safety Check 


Eight St. Petersburg (Fla.) new- 
car dealers, in cooperation with the 
St. Petersburg Junior Chamber of 
Commerce, conducted an all-day 
auto safety check. 

Firms providing trained mechan- 
ics for seven safety lanes set up in 
shopping areas throughout the city 
included: Grant Motors (Ford), 
Nichols Bros. (Rambler), Waldron 
Motors (Pontiac), Bert Smith Olds- 
mobile, Ross Chevrolet, Adcock 
Buick, Scarritt Motors (Lincoln- 
Mercury) and R. J. O’Brien (Volks- 
wagen). 

= * ” 


Small Cars Called Cause 


Of Rise in Accident Injuries 


An increasing number of injury 
accidents involving imported cars 
and compacts were reported at a 


“S. 





luncheon meeting of the Ann Arbor 
(Mich.) Safety Council. 

“Tf there’s three persons in one 
of these smaller cars, you can just 
about count on three injuries,” said 
Lt. H. D. Schlupe of the Ann Ar- 
bor Police Traffic Division. “In the 
standard automobiles this injury 
picture is not normally true.” 

* 


40 Colleges Get 


Grants to Train 


Driving Teachers 


Judson B. Branch, president, All- 
state Foundation, has announced 
that 40 colleges and universities 
throughout the country have re- 
ceived 1961 Allstate grants to train 
high-school teachers. for student 
driver programs. 

With youngsters reaching driving 
age at a startling pace, the need for 
more and better high-school driver 
education is greater than ever, 
Branch said. 

“A qualified school teacher can 
best impart the necessary skills and 
attitudes to new drivers, especially 
to young ones,” he said. “But since 
the instruction is only as good as 
the instructor, every effort should 


be made to provide significant 
training for as many teachers as 
possible.” 

Now in its ninth year of the 
driver-education grant program, 
the Allstate Foundation has invest- 
ed $500,000 in training more than 
9,000 teachers who have reached up- 
wards of a million teenage drivers, 
according to Branch, who also is 
president of the Allstate Insurance 
Companies, 

ee oe 
Pike Shows a Profit 

The Kentucky Turnpike, opened 
in 1955, showed its first profit in the 
fiscal year ended June 30, Revenues 
of $2,021,456 topped expenses by 
$209,000. The profit will be applied 
to past deficits, 

* 


* * 





Use of Seat Belts 
Cancelled Toll Charges 


Drivers rode free on Florida 
toll roads in the state over the 
Fourth of July weekend when 
they used properly the seat belts 
in their car. 

This was a promotion to save 
lives and to call attention to the 
importance of belts in saving 
lives, John Hammer, turnpike 
authority, said, 








TO OFFER A PEAK PERFORMANCE. CARBURETOR TUNE-UP OR REPLACEMENT 


y Delco 


You can make customers’ carburetors work like new with a Delco-Rochester Carburetor 
OK Kit. The Kits contain the necessary parts for fast, profitable carburetor tune-ups. 
Parts ... gaskets, needle and seat, pump plunger... are conveniently packed in a handy 
tray. Your customers will see the satisfying results on the gas gauge and on the highway. 
= If, however, a carburetor needs replacing, simply say Delco. The Delco-Rochester 
replacement carburetor matches our original equipment carburetor for reliability because 
both come off the same assembly line. All Delco-Rochester carburetors incorporate 
the latest engineering improvements to deliver peak performance, improved economy 
and rugged reliability. The complete line of Delco-Rochester carburetor 
service and replacement parts is distributed nationally through Umited Delco. 


ROCHESTER PRODUCTS, Division of General Motors 
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IN CHICAGO 


invites you 


TO THE PICK 
CONGRESS 


Michigan Blvd. and Congress St. 


Completely air-conditioned 


COC Heeeee seers eseeee . 


No charge for children under 12 


Poe ee eee eee eee ee eee eee eeey eeeeee 


Television and Radio 


HArrison 7-3800 


FREE TELETYPE 
RESERVATIONS 


AT ANY ALBERT PICK 
HOTEL OR MOTEL 








% TO KEEP — 
>SHOWROOM =SHINE 


On Your Customers’ Cars 





Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too, Fine for household use, In hand- 
some metal container. 

Sold with success by car dealers 
everywhere, 

Also in the complete Las-stik line of 
car care products: leather cleaner @ 
wash mitts © tar remover e windshield 
washer solvent © white tire cleaner 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 








PORT-A-WALL .+~ 
TOPPER 


Buy them black 

ond make them white 
with the new 
Port-A-Wall Topper 


Bearfoot Airway Corporation 


Automotive Division ® Wadsworth, Ohio 





For Quality & Service 
Use WESTERN 
SNOWPLOWS 


Ready to Install 
en Your Vehicle 
from $325.00 
Complete 

F.O.B. 


With Power Hydraulic Lift for All 
Vehicles—WILLYS, I-H, FORD, 
DODGE, CHEVROLET, GMC 


Western Snowplow Div., Dept. AN9-18 
DOUGLAS MOTORS CORP. = 
1234 N. 62nd St. Milwaukee, Wis. 








AUTOMOTIVE NEWS, SEPTEMBER 18, 1961 


Dual Distribution Defended .. . 





Marketing Legislation 
Criticized by NAM 


NEW YORK.—-Proposed Federal 
marketing legislation would seri- 
ously hamper the sales and distri- 
bution efforts of manufacturers and 
result in higher distribution costs 
and lowered efficiency of the econ- 
omy, the National Assn. of Manu- 
facturers charged last week. 

In a research study, “Dual Distri- 
bution and Allied Problemsg of 
Manufacturer-Dealer Relations,” 
the NAM said: 

“It is essential that manufac- 
turers obtain adequate represen- 
tation in important markets, 
strive to maintain or increase 
their market shares and conduct 
a continuing effort to reduce dis- 
tribution costs. 

“In the long run, the ways that 
these objectives will be achieved 
will be determined by consumer 
desires, and the preferences of 
manufacturers, wholesalers or leg- 
islators will have little effect. 

“In the short run, however, it is 
of the essence that manufacturers 
be allowed freedom to innovate and 
experiment with new distribution 
methods and approaches in order 
to satisfy the growing demands of 
the economy and to reduce distribu- 
tion costs.” 

The pending legislative bills cited 
NAM as being inimical both to 
Management prerogatives and to 
economic well-being included those 
that would: 

1. Prevent dual distribution—that 
is, prohibit producers from operat- 
ing at retail when they also sell at 
wholesale, 

2. Prohibit manufacturers from 
selling goods in one part of the 
country at prices lower than in 
another, or from selling goods at 
“unreasonably low prices.” 

3. Require manufacturers to 
grant more favorable discounts to 
wholesalers than to retailers, chain 
stores, institutional buyers and 
other large volume purchasers. 

4. Prohibit manufacturers from 
selling through their own outlets 
at prices lower than those estab- 
lished by an independent retailer 
for that product. 

One of the principal reasons for 
introduction of dua] distribution, 
the study says, was the urgency 
of acquiring adequate distribution 
in key markets. 

“When experienced dealers were 
not available, the manufacturers 
were forced to open their own re- 
tai] outlets which, of course, com- 
peted with the independent dealers 
of other manufacturers,” the study 
explains. 

The study says that there was 
little proof to support the charge 
of some dealers that dual distribu- 
tion led to the “capturing” of their 
markets by manufacturers and in- 
jured competition. 

The opinion expressed by Earl 
Kintner, former chairman of the 
Federal Trade Commission, that 
dual distribution was not illegal 
and that there was no need to 
change existing laws in this respect 
is quoted in the study as refuting 
claims to the contrary. 

Enactment of the proposed leg- 
islation affecting manufacturer- 
dealer relationships would “in- 





Model Designs 
Win Scholarships 
For 20 Youths 


WARREN, Mich.—Twenty young 
designers and craftsmen received 
$44,000 in university scholarships 
for the best model car entries in 
the 1961 Fisher Body Craftsman’s 
Guild national model car competi- 
tion. 

The awards were announced be- 
fore 900 leaders of education and 
industry at the Guild Award Ban- 
quet at the General Motors Techni- 
cal Center here. 

Ten scholarship awards ranging 
in value from $5,000 to $2,000 each 
went to the national winners. Ten 
other teenage designers won $1,000 
styling scholarships for the origi- 
nality and artistic merit they had 
demonstrated with their miniature 
versions of futuristic cars. 

















fluence the structure of the 
market in favor of certain 
groups,” the study contends, 

“To the extent that legislation 
and regulation hampers innovation 
and limits productivity gains, it 
serves the country badly. At best 
it will be of limited effectiveness 
because it attempts to obtain se- 
curity for a limited group in the 
face of broad economic forces, 

“At worst, it will increase distri- 
bution costs, multiply the problems 
of obtaining effective distribution, 
and result in the entrenchment of 
relatively ineffective methods.’ 











Pontiac Star Chief Sedan— 


A V-shaped grille, new taillights and a new roof design are Pontiac's styling high- 
lights for ‘62. There are 14 models in four series, including a new Grand Prix sport 
coupe with bucket seats. Horsepower ranges from 215 to 348. The cars go on display 


in dealer showrooms Thursday (Sept. 21). 
. S's 


Grand Prix Sport Coupe Added... 


Pontiac Offers 14 Models for ’62 


What's New: 


New V-shaped grille ... new 
taillights and roof design... 
Grand Prix sport coupe .. . 1.6 
inches longer . . . Catalina wheel- 
base increased ... Heater stand- 
ard equipment . . . 35,000-mile lu- 
brication interval . . . smoother 
automatic. transmission ... turn- 
ing diameter reduced. 

* * « 

N 1961, Pontiac leads the medium- 

priced class in sales, ranks sec- 

ond among General Motors makes 
and is waging a determined battle 
for third place in the industry. 

Justifiably proud of these 
achievements, General Manager 
S. E. Knudsen has set an ambi- 
tious goal for 1962. He hopes to 
sell 500,000 Pontiacs and Tem- 
pests. Such an accomplishment, 
he feels, would preserve Pontiac’s 
1-2-3 position. 

In pursuit of those half-million 
sales, Pontiac dealers will place 
their ’62 cars on display Thursday 
(Sept. 21). The standard-sized line 
consists of 14 models. The Ventura 
hardtops have been dropped, and a 
Grand Prix sport coupe has been 
added. 

The Grand Prix features bucket 
seats and a 303-horsepower engine. 
Like Oldsmobile’s Starfire, it’s 
aimed at the “personalized-car” 
market that Thunderbird has had 
pretty much to itself in recent 
years. 

* oe * 

HE other full-sized models are 

1.6 inches longer than last year 
—211.6 for Catalinas and 218.6 for 
Star Chiefs and Bonnevilles. Cata- 
lina wheelbase has been increased 
an inch to 120, while Star Chiefs 
and Bonnevilles remain at 123. 

Station wagon wheelbase is 119 
inches, and overall length is 212.3 
inches. 

The ’62 Pontiac has a new two- 


section V-type grille, boomerang- 
shaped taillights and a new roof 
design. Otherwise, styling follows 
the pattern of the popular ’61 
models. 

Interior designs are new; instru- 
ment panels are padded throughout 
the line, and all models have door- 
to-door carpeting. New narrow- 
band whitewall tires are optional. 

A heater is standard equipment, 
and the suggested lubrication inter- 
val has been increased to 35,000 
miles. A special grease, which is 
installed during assembly, permits 
extension of the lube period. 

o* + 7” 
era says its Hydra-Matic 
transmission is smoother and 
quieter this year, and suspension 
improvements reportedly provide a 
softer ride. 

New intake manifolds have re- 
duced the engine’s warmup pe- 
riod, and maneuverability has 
been enhanced by redesigning the 
steering arms and tie rods. This 


* * * 


has reduced the turning diameter 
between three feet and 3% feet, 

Powering the Pontiac is a 389- 
cubic-inch V-8 with a myriad of 
horsepower ratings, compression 
ratios and carburetion choices, 
Horsepower ranges from 215 to 348, 
Compression ratios start at 86 to 
1 and wind up at 10.75 to 1. 

An engine that operates on regu- 
lar-grade fuel is a no-extra-cost 
option on cars equipped with auto- 
matic transmission. 

* * * 
ERE is Pontiac’s model lineup 
for ’62: 

Catalina—Four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop, convertible, four-door 
two-seat station wagon and four- 
door three-seat station wagon. 

Star Chief— Four-door sedan 
and four-door hardtop. 

Bonneville — Four-door hardtop; 
two-door hardtop, convertible and 
four-door two-seat station wagon. 

Grand Prix—Sport coupe. 


Road-Death Rate Reached 
Record Low in First Half 


CHICAGO.—Traffic fatalities for 
the first half of 1961 dropped one 
percent to set a record-low death 
rate for the period, despite a 3.5- 
billion-mile increase in travel, the 
National Safety Council] reports. 

Motor vehicle deaths for the first 
six months of the year totalled 
16,980, compared with 17,170 dur- 
ing the same period last year. 

The Council reported 3,110 
deaths for June, a 3 percent de- 
crease from the 3,210 deaths in 
June, 1960. 

“Fatalities per 100 million vehicle 





Plymouth Dealers Form Ad Association— 
First meeting of the Detroit Region Plymouth Advertising Assn. was held in Detroit. 


Attending were association officers and directors, Chrysler-Plymouth regional repre- 
sentatives and representatives of the association's advertising agency, N. W. Ayer & 
Son, Inc. Seated, from left, are Henry Horner, Horner-Coppin, Inc., Battle Creek, Mich.; 
Wayne Mertl, Mertl Motors, Michigan City, Ind., association secretary; John Jalovec, 
Jalovec Motors, Cleveland; Sid Pelunis, Sid Pelunis, Inc., Cleveland, first vice-president; 
R. T. O'Reilly of N. W. Ayer; Ken Brown, Ken Brown, Inc., Detroit, president; Russ Ham- 
ilton of N. W. Ayer; C. S. Ozburn, Chrysler-Plymouth Detroit regional manager; Dave 
Roney, Roney Motors, Roseville, Mich.; Harry Halstead, Chrysler-Plymouth Detroit reg- 
ional sales promotion manager; Bud Ratigan, B. J. Ratigan Motor Sales, Detroit; Don 
Barrett, Rollie Barrett, Inc., Detroit, treasurer; Don Naylor, Naylor Motor Sales, Ann 
Arbor, Mich., and .Herb Sarow, Sarow Plymouth Sales, Saginaw, Mich., second vice- 
president. Not present at the meeting were Jim Mason, Mason Sales & Service, Fern- 
dale, Mich.; Don Wearley, Wearley Motors, Toledo, and Jim Greenwald, Greenwald 
Plymouth, Akron. 


miles in the first six months reach- 
ed an unprecedented low of 48 
compared with 5.0 a year ago,” said 
George C. Stewart, executive vice- 
president of the NSC. “This is most 
encouraging,” he continued, “be- 
cause total vehicle travel rose to 
351 billion miles, a one percent in- 
crease from the first six months of 
1960.” 

Approximately 600,000 persons 
have suffered injuries disabling be- 
yond the day of the accident thus 
far this year. 

Among 49 states reporting June 
experience, 28 had fewer deaths 
than last June, one reported no 
change and 27 had increases. 

For the first six months, 27 
states showed decreases and 22 
had increases. 

Cities experienced a 7 percent de- 
crease in June, according to re- 
ports from 744 cities over 10,000 
population. For six months, these 
cities showed a 6 percent decrease. 

Cities with fewer deaths in June 
totalled 134, compared with 138 
having more deaths; 472 showed no 
change, most having perfect rec- 
ords. 

For six months, 255 cities had de- 
creases, 266 had increases and 223 
showed no change. 


Metal Brake Lining 


Available for Compacts 


BEDFORD, O.—S. K. Wellman 
Co. announces its Velvetouch Me- 
talik all-metal passenger-car brake 
lining is now available for compact 
cars. 

Introduced in April, the material 
was previously offered only for 
standard vehicles. It is now bonded 
to new brake shoes for Rambler, 
Corvair, Falcon, Comet, Valiant, 


Wondering how new-car and truck pro 
duction and sales are making out? AUTO 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


Lancer and Tempest, Wellman said. 
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What's New... 


AUTOMOTIVE NEWS, SEPTEMBER 


In Parts and Accessory Distribution 





Pure Automotive Products 


Moves to Como, Miss. 
MEMPHIS.—Pure Automotive 
Products, Inc., has moved its oper- 
ations from Memphis to Como, 
Miss., for economical reasons, ac- 
cording to William Pure jr., presi- 
dent. He said the firm does most 
of its business in Mississippi and 
Alabama, 
firm rebuilds automotive 


The 
parts, including starters, gener- 
ators, carburetors, brake shoes, 


water pumps and clutches, for the 
Southeastern market. 
* * * 


382 Member-Firms Added 


In 12 Months, ASIA Reports 

CHICAGO. — The Automotive 
Service Industry Assn. has reported 
an increase of 382 member-firms 
in the past year. The new members 
were listed in a supplement to the 
first edition of the ASIA Member- 
ship Directory published in mid- 
1960. 

The supplement reveals 305 new 
wholesaler members, 45 manufac- 
turers, 22 warehouse distributors, 
10 rebuilders and one trade press 
associate. These totals exclude 
members’ branches and affiliated 
firms in the United States, as well 


Used-Car Notes 


Bishops Open Bigger Lot 

ATLANTA.—Bishop Brothers has 
sold its used-car lot of Spring St. 
with the opening of a larger lot at 
2967 Stewart Ave., S. W. The firm 
also operates Roy Bishop’s Auto 
Auction, Inc., and Bishop Bros. 
used-car and truck outlet at 718 
Angier Ave., S. W. 

* 


* * 





Branch Joins Hiltzman 


SALEM, IIll.—Lester Branch has 
purchased a half interest in Pete 
Hiltzman’s used-car lot, 1100 W. 
Main St. 

* * 


Allied Motors Opens 


WINSTON-SALEM, N. C.— 
Grand opening of Allied Motors 
has been held at 1190 W. First St. 

OK x * 


Dallas Lot Opened 


By Carsey Auto 


DALLAS.—Carsey Auto Co. a 
used-car firm, has opened at 2322 
Ross, Elben Carsey, Carsey Auto 
Co., Greenville, is the owner. Leon- 
ard Ramph and George Jenkins are 
the local managers. 

Carsey has had the Pontiac deal- 
ership in Greenville for 21 years 
and the Rambler dealership for 
three years. He also had the Ford 
dealership for six years and has 
been at the same Greenville loca- 
tion for 27 years. 

* * * 


Murrell, Bailey Open Lot 

COVINGTON, Ky.—Virgil Mur- 
rell and Bill Bailey have opened a 
used-car business at 311 Madison 


Ave., Covington. 
* * * 


Garner Building U. C. Home 


AMARILLO, Tex. — Construction 
has started on a used-car building 
for Garner Motors at 712 W. Sixth 
St., across the street from the firm’s 
hew-car sales and service building. 
The project will cost approximately 
$40,000. 


* & * 
Tetzlaff Opens Business 
MILWAUKEE.—Warren Tetzlaff 
has opened a used-car business at 
N. 56th and W. Center Sts., Mil- 
waukee. Forest Dunham will serve 
as sales manager. 
o* ES * 
Reconditioning Guide 
NEW YORK.—To help dealers 
sharpen up the appearance of their 
used cars, Oakite Products, Inc., 
has published an illustrated folder 
Which outlines a “four-step beauty 
treatment to make any car look 


guide are available from the com- 





as the 285 Canadian associate mem- 
bers acquired on July 1. 
* ok ok 


Convention Set for Oct. 6-8 
By Wisconsin Wholesalers 


MADISON, Wis. — The annual 
convention of the Wisconsin Auto- 
motive Wholesalers Assn. will be 
held Oct. 6-8 at the Dell View Hotel, 
Lake Delton. 

Robert H. Biegert, chairman, said 
that this year the customary booth 
conferences have been eliminated, 
and manufacturers who previously 


paid $50 or $100 for booth space 
are being asked to sponsor two 
cocktail parties at a cost of $12.50 
per manufacturer. 

* * * 


Warehouse Qutlet Named 

CHICAGO. — Brooklyn Automo- 
tive Warehouse, 119-20 Atlantic 
Ave., Richmond Hill, Long Island, 
N. Y., has been appointed a ware- 
house area distributor for Gatke 
Corp. Chicago, manufacturer of 
automotive brake lining products. 
The new distribution company is 





18, 1961 


managed by Irving, 
Norman Zakarin. 
x * + 


Morton and 


AP Parts Appoints Savino 
Detroit Territory Chief 


DETROIT. — Albert Savino has 
been appointed a territory man- 
ager for AP Parts Corp. and will 
serve the com- 
pany’s exhaust- 
system customers 
in the Detroit 
area, 

He succeeds 
William Kerr, 
who has been 
transferred 
to AP’s Los An- 
geles territory. A 
23-year veteran of 
the automotive 
parts industry, 





Albert Savino 
Savino has been a zone manager 
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for Sealed Power Corp. for the last 
10 years. 
* ok 


Export Agent Named 


AKRON.—General Tire & Rubber 
Export Co. has been appointed ex- 
clusive export agent for the prod- 
ucts of Ace Rubber Products, Inc., 
Akron. The firm makes rubber mats 
and matting for automotive, house- 
hold and industrial applications. 


Bennett Property Sold 


BARRE, Vt.—The 45,000 square 
fee of property owned by H. G. 
Bennett Co. (Buick-Oldsmobile) 
has been sold to A. Charles Fer- 
nandez, Montpelier (Vt.), real es- 
tate man, for construction of a 
supermarket. The Bennett firm will 
remain in business, occupying a 
building on the Barre-Montpelier 
road formerly used by Ortex Motor 
Sales. 








Year after year, Monro-Matics bring in the winners 
at headline-making races across the nation and 
around the world. Where speeds reach 180 mph 
on the straightaways and 100 mph on turns, drivers 
rely on Monro-Matics for the ultimate in car control 













in racing...and in sales, 


SCORE GRAND 


No other brand of shock absorbers has ever created the enormous demand 
that continues to build for Monro-Matics®. As motorists become more aware 
of the importance of shocks to driving safety, the preference for Monro-Matics 


grows month by month. 


Helping to spur this demand is one of the most ambitious, hardest-hitting 


safety as well as winning performance. 


SLAM 





Dealers report that the 
Barrel 
strator is boosting Monro- 
Matic shock absorber and 
Monroe Super Load- 


Monroe 








AT INDIANAPOLIS A. J. Foyt 
took top honors in the classic 
Indianapolis ‘*500" with an 
average of 139.131 mph, 
riding on Monro-Matics. 





AT MILWAUKEE Rodger Ward 
set 101 new track records in 
the big-car ‘‘100"’ with Mon- 
roe Super Load-Leveler stabil- 
izing units on all four wheels. 





AT DAYTONA BEACH Marvin 
Panch led the field in the Day- 
tona ‘'500" for late-model 
stock cars in his Monro-Matic 
equipped Pontiac, averaging 
149.601 mph. 





AT CHARLOTTE, N.C. In the 
World ‘‘600"’ stock car race, 
David Pearson rode to victory 
on Monro-Matics with an 
average of 111.633 mph. 


MONROE SHOCK ABSORBERS 7 
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Demon- 





Leveler® stabilizing unit sales by as much as 400%. 


advertising campaigns in the automotive service industry. Month-after-month 
ads in Lire, Look, Post, HOLIDAY; POPULAR MECHANICS, POPULAR SCIENCE, 
MECHANIX ILLUSTRATED; FIELD & STREAM, OUTDOOR LIFE, SporTS ILLUs- 
TRATED and Sports AFIELD. An all-out radio campaign, spearheaded by 
BILL STERN, on more than 350 stations of the Mutual network. A landslide 
of promotional aids for dealers. 


The fast-moving Monroe line is like money in the bank. Your 
Monroe jobber can help you start the profits rolling in today. Call him now! 


MONROE AUTO EQUIPMENT CO. 


MONROE, MICHIGAN 
World’s largest maker of ride control 
products, including SUPER LOAD- 
LEVELER® stabilizing units « In Canada, 
Monroe-Acme_, Ltd., Toronto. In Mex- 
ico, MEx-Par, Box 28154, Mexico City. 
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It’s no secret: Again in 1962 all 


The rubber that does things no other rubber can do... Every year, 
more and more parts of Enjay Butyl rubber are being built into new 
cars... because Butyl is one of the best ways to improve automobile 
performance. Butyl] resists weathering; deadens noise and vibration; 





















D ler KAISER 


ea WILLYS 
MOTORS STUDEBAKER-PACKARD CORP. 








U.S. cars use ENJAY Butyl rubber! 


absorbs shock; withstands heat, chemicals, tearing, flex and abra- 
sion. For top performance in parts, specify Enjay Butyl. For more 
information, write or call Enjay, Detroit Office, 17360 West Eight 
Mile Rd., Southfield, Michigan. KEnwood 2-7113. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 
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uire Wagon, Van Models Added... 








Falcon Grille, Hood Restyled 


What's New: 


New grille ... air scoop on 
hood , . . Squire and van-type 
wagons added ,.. new interior 
fabrics ... redesigned carburetor 
+ « « two-year coolant .. . 6,000- 
mile oil-change interval , . . 30,- 
000-mile fuel filter. 

* * ok 
ALCON, the nation’s best-selling 
compact, has changed its grille 
and expanded its model lineup for 
’62. The car will appear in dealer 
showrooms Sept. 29. 

The new grille gives the ’62 Fal- 
con a more massive appearance. 
The single headlights have been 
retained, but the parking lamps 
have been moved to the bumper. 

The new hood is crowned by a 
simulated air scoop (ala Thunder- 
bird), and the circular taillights 
are larger. Despite these changes, 
anyone familiar with the ’60 or 

’61 Falcon will have no trouble 
recognizing the ’62. 

Interior and exterior dimensions 
are unchanged. Wheelbase is 109.5 
inches, and overall length is 181.1 

Falcon lists 13 models for ’62, 
compared with five last year, but 
the only newcomers are the Squire 
four-door station wagon and a trio 
of van-type wagons. 

ot ok * 
7 Squire has simulated wood 
exterior trim, just like the Coun- 
try Squire in the full-sized Ford 
line. Deluxe interior trim and a 
power-operated tailgate window are 
standard. Bucket seats are optional. 

The other newcomers, called 
the Station Bus, Club Wagon and 

Deluxe Club Wagon, are pas- 
senger versions of the Econoline 
vans. They provide Falcon with a 
counterpart to the Corvair Green- 
brier. Wheelbase is 90 inches, and 
the units are 168.3 inches long 
and 75.4 inches high. They have 





double doors at the right side and 
at the rear. 

Elsewhere, Falcon offers the Fu- 
tura sport sedan plus standard and 
deluxe two-door and four-door. se- 
dans and standard and deluxe two- 
door and four-door station wagons. 

The deluxe series will be fitted 
with a trim package that retailed 


Lube Sales Rise 
3.4% in 2 Years, 
U. S. Study Shows 


NEW YORK.—Sales of lubricat- 
ing oils and greases totalled 56,597,- 
197 barrels in 1960, according to a 
survey prepared by the United 
States Bureau of Census under 
sponsorship of the Lubrication 
Committee of the American Petro- 
leum Institute’s Marketing Divi- 
sion. 

The figure represents an increase 
of almost three million barrels—or 
5.4 percent—over comparable fig- 
ures obtained in a similar bureau 
survey conducted on 1958 sales. 

Most of the increase over 1958 is 
comprised of sales of industrial lu- 
bricating oil, which rose more than 
two million barrels. Automotive lu- 
bricating oil sales rose by 173,811 
barrels—or less than one percent. 

Approximately 22 percent of the 
1960 total was sold for direct ship- 
ment to destinations outside the 
U. S.; 2.3 percent was sold to the 
Federal government, and the re- 
mainder of about 75 percent was 
sold to customers in the 50 states 
and the District of Columbia. 

Of the 56,597,197 total, 52,665,993 
barrels (42 gallons to the barrel) 
were of oil sales, and 3,931,204 bar- 
rels (315 pounds to the barrel) of 
grease sales. 








SMALL 
PARTS ? 
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... and lots of them? No problem! With 
Republic Automotive Bins and Tapered 
Boltless Sub-Dividers, you can cut shelf 
heights down to 3”, and widths between 
dividers down to as little as 1”. To 
change shelf height, just lift, pull, and 
slip it back where you want it.To change 
bin widths, just tip the tapered dividers 
and lift. No tools, nothing to take apart, 


Strong 
Modern 
Dependable 


and no disturbance to other shelves. 


Whatever the size of your storage 
problem, call your Republic distributor. 
He'll find the answer for you in the 
famous, flexible Republic line. 


REPUBLIC STEEL 
BERGER DIVISION — 
1078 BELDEN AVENUE — CANTON 5, OHIO 











for $78.30 in ’61. It includes bright 
metal side trim and window frames, 
fancier interior trim, white steering 
wheel, cigaret lighter, courtesy 
lights and rear seat armrests and 


ash trays. ' 
*K * * 


HE ’62 Falcon has.a restyled 

instrument cluster, and there 
are new fabrics and colors for all 
models. 


Under the hood is a redesigned ~ 


carburetor that.is said to provide 
quicker cold starts, more efficient 
warmup and smoother idling. The 
body contains 50 percent more in- 
sulation for quieter operation. 

The recommended oil-change in- 
terval has been increased to 6,000 
miles, and all models have a 30,000- 
mile fuel filter. A factory-installed 
coolant is said to protect the car 
to 35 degrees below zero. Ford says 
the coolant is effective for 30,000 
miles or two years. 

The standard Falcon engine is a 
144-cubic-inch, 85-horsepower unit. 
Standard on the Deluxe Club Wag- 
on and optional on all other Fal- 
cons is a 170-cubic-inch engine that 
develops 101 horsepower. 





Finance Parley 
To Hear Kefauver 
And Rockefeller 


CHICAGO. — Gov. Nelson A. 
Rockefeller of New York and Sen- 
ator Estes Kefauver, Tennessee 
Democrat, will be featured speak- 
ers at the 28th annual convention 
of the American Finance Confer- 
ence Oct. 25-27 in New York. 

They will address the convention 
at luncheon on successive days, 
Rockefeller on Oct. 26, and Kefau- 
ver on Oct. 27. Their subjects will 
be announced later. 

Kefauver, chairman of the Senate 
Antitrust and Monopoly subcom- 
mittee, is sponsor of a bill to pro- 
hibit automobile manufacturers 
from owning sales finance and in- 
surance subsidiaries. The bill is 
similar to H.R. 71, which the House 
Antitrust subcommittee recently ap- 
proved. 

The AFC is the national associa- 
tion of independent sales finance 
companies, which provide install- 
ment credit through dealers for 
automobiles, furniture, appliances, 
mobile homes, boats and other 
goods. Panel discussions will be 
held at the convention on various 
management and operations sub- 
jects. All sessions will be held at 
the Waldorf-Astoria Hotel. 

John E. Murdock, president, Mur- 
dock Acceptance Corp., Memphis, 
Tenn., will preside at a discussion 
on specific operating problems of 
wide concern. 


Bulletin Board 





Load-Support Spring 
Data on Trainor Load-Support 
Spring for passenger cars—free. 
Trainor National Spring Co., New 
Castle, Ind. 

* * * 
Spray-Painting Catalog - 
Illustrated Catalog No, SB-1 de- 
scribing full line of spray-painting 
booths and related equipment. — 
36 pages, free. Binks Mfg. Co., 3140 
Carroll Ave., Chicago 12, IIl. 

* * * 


Socket Wrenches 


Socket Wrench Catalog No. 102, 
illustrating and describing socket- 
wrench sets, loose tools and addi- 
tions to the line—20 pages, free. 
Wright Tool & Forge Co., 42 E. 
State St., Barberton, O. 

* * * 
Tuneup Manual 

Serviceman’s manual, The How 
and Why of Automotive Tune-Up 
Service—Chek-Chart Corp., 222 W. 
Adams St., Chicago 6, Il. 


Z. Frank Promotes Two 


CHICAGO.—Mel Schlesinger has 
been named sales vice-president 
and Robert Swanson has been ap- 
pointed parts and service vice- 
president of Z. Frank Chevrolet, 
Inc., here. 
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Something New for '62— 








Joining the Falcon lineup for '62 is the Squire station wagon, a junior edition of 
the Ford Country Squire. Like the larger model, the Falcon Squire has simulated wood 
exterior trim, deluxe interior appointments and a power-operated tailgate window, 
With the second seat turned down, the new Falcon has.76.2 cubic feet of cargo space, 
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Van-Type Vehicles in Falcon Family— 


Falcon has added three van-type passenger units for '62—the Station Bus, the Club 
Wagon and the Deluxe Club Wagon. They are built on a 90-inch wheelbase and 


are 168.3 inches long and 75.4 inches high. 


side and at the rear. 


There are double doors on the right 





Functional Discount Seen 
Posing Knotty Problems 


WASHINGTON.—Mandatory 
functional] discount legislation 
would require the seller-manufac- 
turer to give a different price to a 
wholesaler or jobber than to a di- 
rect-buying retailer. 

The bill, sponsored by Rep. Byron 
D. Rogers, Colorado Democrat, 
would require, for example, that a 
battery sold by an auto maker to a 
wholesaler carry a lower price than 
one sold to a dealer: A one-day 
hearing on the measure has been 
held by the House Antitrust sub- 
committee. 

All witnesses spoke in behalf 
of the principle of protecting the 
wholesaler from the tactics of 
the large direct-buying retailer, 
but both the Justice Department 
and the Federal Trade Commis- 
sion pointed to the difficulties of 
administering and enforcing such 
a law. 

FTC Chairman Paul Rand Dixon 
felt that mandatory functional dis- 
counts would place “an indefinite 
and unrealistic burden upon the 
seller,’ and FTC would be in the 
difficult position of deciding wheth- 
er the discount was “reasonably 
calculated” to enable the whole- 
saler’s customers to compete with a 
direct-buying retailer. 

This requirement, said Dixon, 
would mean industry-by-industry 
decisions. Moreover, he pointed out 
that any manufacturer who chose 
could bypass wholesalers and small 
retailers and use only the large 
retail outlets. 

Under former Chairman Earl 
Kintner, FTC had said that manda- 
tory functional discounts would re- 
sult in higher prices. Dixon “doubt- 
ed seriously” that higher prices 
would result, but would not say 
that it might not happen. Although 
Dixon favored this type of legisla- 
tion, he would not support the 
present bill because the seller, if 
he chose, could still eliminate the 
middleman and “play the market 
like a pipe organ.” 

The only way that the objective 
could be accomplished, Dixon told 
the committee, was to change its 
language to make it unlawful “to 
sell in commerce at a price that 
would tend to substantially lessen 
competition and tend to create a 
monopoly.” No Congress is ever 
likely to give an agency such 
broad powers to fix discounts. 

Justice maintained that a “na- 
tural consequence” of requiring 
functional discounts would be “a 
supplier’s desire:to police his dis- 
tribution lines and control the costs 








and prices of his wholesalers and 
their retail customers.” This, how- 
ever, might be an antitrust viola- 
tion on grounds of a vertical price- 
fixing conspiracy. 

The National Assn, of Manufac- 
turers also opposed the measure as 
disruptive of distribution systems 
and “incapable of operation.” 

Supporters of the bill—as in the 
1958 and 1959 hearings—are tobac- 
co, candy, oil and drug wholesalers 
and jobbers, 

Because of the difficulties of leg- 
islating in this field without either 
violating the antitrust laws or giv- 
ing Federal agencies tremendous 
powers over prices, the bill is un- 
likely to get anywhere. Although 
many congressmen are sympathetic 
to protect independent small busi- 
ness, no one yet has been able to 
devise a bill that would do the job 
without creating worse problems. 


2 Cooke Aides 


In Line for Parole 


LOUISVILLE.—Eventual paroles 
have been approved for two associ- 
ates of Thurston Cooke who were 
sentenced along with Cooke on 
fraud charges after the Cooke auto 
empire collapsed last year. 

William T. Hyland will be eligible 
for parole-when he can secure em- 
ployment and John M. Thorn will 
be eligible in November. 

The move in the Hyland and 
Thorn cases was considered to have 
increased Cooke’s chances of parole. 
His parole can be considered next 
spring. 





U. C. Dealer Fined 
SALEM, Ore.—Clarence Marion 
Greenlee. has been fined $250 on 4 
charge of engaging in the business 
of used-car dealer without a license. 
He was operating Lee’s Used Cars. 


PORT-A-WALL 


TOPPER 


Buy them black 

ond make them white 
with the new 
Port-A-Wall Topper. 


Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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What’s ahead for 
Chrysler? 


The people in charge talk briefly about 
what they are doing 


Suppose somebody put you in charge of America’s seventh 
largest industrial company in sales with assets of one bil- 
lion, 369 million dollars and said: 


‘You have more than 82,000 people working for 
the company. 


*“You have 86,000 stockholders. 


‘*“You have more than 6,000 dealers who sold more 
than three billion dollars’ worth of cars and trucks 
in 1960. 


*“You do business with more than 12,000 other 
companies. 


‘**And remember what you owe to the people who 
own the more than 11 million Chrysler-built cars 
and trucks now on the road in the U. S. alone. 


**You’re in charge. Fix what’s wrong, keep what’s 
right, and move ahead.” 


That’s the job they gave us and that’s what we intend todo... 


“Fix what’s wrong, 
keep what’s right, 
and move ahead” 


With the cars we have for ’62, and by keeping our eye on these 
objectives, we are confident we will move ahead rapidly. 


1. We plan to make it necessary for every automobile buyer 
once again to “look at all three.’”’ This can be accomplished 
only by offering cars with something extra in every price 
class. This we are doing! 


2. In addition to offering cars with something extra in every 
price class, we will continue to offer the best built cars in 
every price class. To accomplish this, we have tightened up 
our already rigorous quality control program. You’ll see the 
results in our 1962 cars on display September 28. 


3. We are dedicated to turning out cars that will give you 
peak performance, that will handle gas as though it were 
rationed, and will require a minimum of attention and ex- 
pense. We’re doing it now, and we’re going to do even better. 


4. Chrysler Corporation has the best engineers in the busi- 
ness. It is our job to see that their best ideas go into our cars. 


In accomplishing these four basic objectives, we will 
offer you cars in every price class that give you the most 
for your dollar when you buy them and the most for your 
dollar at trade-in time. 


The people at 
Chrysler Corporation 


Where engineering puts something extra into every car 


PLYMOUTH * VALIANT * DODGE ¢ DART ¢ LANCER ¢ CHRYSLER ¢ IMPERIAL * DODGE TRUCKS 
SIMCA CARS e MOPAR e REDSTONE e JUPITER e AIRTEMP e AMPLEX e CYCLEWELD e MARINE AND INDUSTRIAL ENGINES 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


RANKFURT. — When the new 

Ford—so far called the Cardinal 
—appears on the market, it will 
probably have certain features 
which other European small cars 
do not possess. 

One, of course, will be its V-4, 
water-cooled engine, which has 
been designed in a fashion typi- 
cal of a V-8. 

With the engine in front, the 
Cardinal will have 50-50 weight 
distribution, something one cannot 
achieve with rear-engine jobs, 

At least 25 percent more engine 
displacement and power will be 
available in the American version 
than in other cars of equal weight 
imported from Europe. 

With a favorable power-weight 
ratio, the Cardinal will offer good 
acceleration and less need for fre- 
quent shifting of its three-speed 
transmission. 

Wheelbase is expected to fall be- 
tween the Renault Dauphine (89 
inches) and the Volkswagen (94.5 
inches). 

It has not yet been decided 
whether the Cardinal will appear 
in a station-wagon version. 

ca * * 


Watch Wolfsburg 

~ SPITE of all denials, Volks- 
wagen is said to be prepared to 

give the upcoming 1500 a larger 

share in the export markets than 

the regular VW. 

The standard VW is now leaving 
the factory with new and larger 
taillights. 

* * 
Move by Mercedes 
eee BEN, has completely 
taken over Auto-Union facili- 
ties at Duesseldorf. 
Entire Auto-Union and DKW 








production will be centralized in 


Ingolstadt, Bavaria, where the 
DKW 750 has been produced. 

The D-B takeover in Duesseldorf 
may have a bearing on the product 
program of both firms, Rumors 
have started up again of a smaller 
Mercedes-Benz car in the making. 

Auto-Union hag a new patent 
covering positive lubrication for the 
main crankshaft bearings of the 
two-cycle engine. 

The ball bearings are connected 
with a little tube to a place in the 
intake manifold, On this spot, Auto- 
Union found that the gas stream is 
most saturated with oil and this 
mixture is sucked through the tube 
into the sealed ball bearings. 

* * * 
Story of Fiat’s Valletta 


4 per life story of Vittorio Val- 
letta, chairman and managing 
director of Fiat Co., reads like a 
Horatio Alger novel. 

Valletta, who. succeeded Senator 
Giovanni Agnelli, the founder of 
Fiat, had to earn a living at an 
early age while 
pursuing his 
higher education. 
In 1900 he became 
manager of a 
paper mill, at the 
same time con- 
tinuing studying 
in two directions 
—actuarial math- 
ematics and sci- 
entific organiza- 

, " tion of work. 
Vittorio Valletta After some 
time he began teaching, first in 
evening schools, then in profes- 
sional training schools and finally 
at the University of Turin. But he 
always remained an expert in or- 
ganizing enterprises. 

In 1920 he was hired by Fiat to 
handle the reorganization after 











... like automotive mouldings? No 
need to stack them in a corner and hope 
they won’t be damaged. Rack ’em up in 
Republic Automotive Moulding Racks! 
Makes it easy to see what you have, and 


where it is. 


Keeps bright-finished trim 


in perfect shape. Rack sizes are practi- 
cal, too, for storage of all moulding 
stock in minimum space. Ask your 
Republic distributor to show you how 


Strong 
Modern 
Dependable 


easily you can equip yourself with this 
time-saving, parts-saving convenience. 







REPUBLIC STEEL | 


BERGER DIVISION 


1078 BELDEN AVENUE 







— CANTON 5, Cree 


World War I. By 1939 he was man- 
aging director, and in 1945, when 
Agnelli died, he took on the added 
duties of chairman. 

Valletta has two goals—first, the 
advancement of the workers and 
second, adoption of new production 
techniques. 

He has a plane pilot’s license and 
is a Cavaliere del lavoro, or Knight 
of Labor. .He also belongs to the 
Pontifical Academy of Science. 

* + oa 





Borgward: Dealers Organize 
GEVERAL hundred Borgward 
dealers have founded a protec- 
tive association in the wake of the 
closing of the Bremen firm. Rea- 
sons behind the.sudden closing now 
are under investigation. 
Newspaper reports tell of war- 
ranty claims not being accepted by 
the former Borgward group due to 


lack of funds. 
* * * 


Higher Prices? 
After having turned out rather 
large profits lately, Opel and 
Ford of Cologne have announced 
that prices in Germany may have 
to go up in spite of rising produc- 
tion and plant expansion. Volks- 
wagen previously mentioned such 

a possibility. 
* 


* * 


More Mercedeses 

ee will step up 
passenger-car production by 10 

to 15 percent in order to shorten 

the waiting period for retail de- 

livery. 

The waiting time for Volkswag- 
en is growing and it is feared that 
the new VW 1500, for which sub- 
stantial orders have poured in, will 
suffer from the same old VW diffi- 
culty. 


* 
Perkins Deal 


AST SA OF ARGENTINA” has 
signed an agreement with 


* * 


Perkins, the British maker of die-| ' 


sels, to produce their engines under 
license in Argentina, 
cd * * 


Volkswagen Lineup 


‘eaw new Volkswagen 1500 will 
come as a two-door sedan with 
a sliding steel roof optional and as 
a station wagon called the Variant. 

Karmann, the body builder 
which turns out the current Kar- 
mann-Ghia, will offer a four-seat- 
er convertible, a two-seater sport 
coupe and a two-seater convert- 
ible. 

The 1500 engine, while being kept 
very low in profile, nevertheless 
carries the carburetor, distributor, 
air cleaner, generator, coil and in- 
take manifold on top. The engine 
cover, which also serves as. the 
floor of the rear luggage compart- 
ment, can be lifted up. 











Herald Wagon Makes Bow— 








A two-door station wagon has been added to the Triumph Herald line in England, 
Among Herald features are white rubber bumpers installed on steel backing Plates, 
independent rear suspension, greaseless fittings and a collapsible steering column, 


Sales Continue in Slump... 


Auto News from Australia 





By H. Bowden Fletcher 
Staff Correspondent 
YDNEY, Australia.— The Aus- 
tralian auto industry still is suf- 
fering severely from the 10 percent 
sales tax imposed in November 
and removed in February. Sales 
have refused to recover to any- 
thing like they were before the 
increase. 
For instance, July sales totalled 
only 17,372, compared with 18,- 
373 for June and 25,986 last July. 
Car sales skidded from 16,158 to 
10,646, while station-wagon de- 
liveries fell from 4,141 to 2,974. 
Holden boosted its market share 
from 33 to 42 percent, and Ford, 
from 13.2 to 16 percent, compared 
with July last year. Volkswagen 
dropped from 13.6 to 10 percent. In 





Long-Life Gaskets— 


McCord Corp. 
wearing, corrosion-resistant gaskets from 
Allegheny Ludlum Steel Corp. Type 430 


is producing these long- 


stainless steel. The gaskets, which have 
been used on truck engine heads and 
manifolds, will last the life of the truck, 
a to the steel firm. 


Steel Gaskets ‘&e into Cars 


After Scoring 


PITTSBURGH, — Cylinder-head 
gaskets made of stainless steel are 
performing so commendably on big 
truck engines that auto manufac- 
turers have begun to put them to 
work in a similar capacity on the 
family car, according to Allegheny 
Ludlum Steel Corp. 

The gaskets, produced from 
Allegheny Ludlum Type 430 

stainless steel, are made by Mc- 
Cord Corp., which supplies sev- 
eral large truck manufacturers. 

Some of the late model autos also 
are being equipped with cylinder 





Market Analysis Department 


Organized by Trailmobile 


CINCINNATI.—A new market 
analysis department, headed by 
Vincent B. Harris, has been estab- 
lished by Trailmobile, Inc. 

Harris will head a program to 
obtain accurate and reliable in- 
formation which Trailmobile will 
utilize for short range and long- 
range market plans. The program 
will apply to product design and 





development as well as to methods 
of distribution. 


on Trucks 


and manifold gaskets produced 
from the long-wearing Type 430 
stainless steel, said McCord engi- 
neers. 

The stainless-steel] gaskets, Mc- 
Cord reported, will last the life of 
the engines on both the trucks and 
autos. 

Demand for the gaskets took firm 
root when truck and auto manufac- 
turers increased performance guar- 
antees, McCord added. 

The high corrosion-resistant 
qualities and superior strength of 
stainless steel make it a strong 
favorite for cylinder-head gasket 
use and for manifold heat-shield 
gaskets, the company said. 

The strength of the stainless 
steel also enables it to provide a 
good seal, it said. The gasket is 
embossed or imprinted with 
beads or rings, and when the 
head and block are tightened 
against the gasket, the beads ef- 
fect a seal, the company added. 

McCord produces the gaskets in 

a variety of designs for the various 
models and uses several different 
gauges of Allegheny Ludlum stain- 
less sheet to fabricate the parts. 





wagon sales, Holden fell from 721 
percent to 67.4, and Ford rose from 
14.5 to 21.7 percent. 


In an effort to stimulate sales, 
Standard reduced prices up to $500 
until the existing stocks were 
cleared, and the Queensland agents 
announced that they had cleared 
their quota in five days. 

Other manufacturers have been 
allowing dealers a special new-car © 
allowance of up to $200 in an effort | 
to boost sales. Dealers have been 
using the allowance to boost sales, | 

* * * 

HE sales trend has been defi- 

nitely away from British cars, 7 
The following figures give the fall © 
in the first five months of this year 
as against the same period of last ; 
year: 

Registrations, New Cars and 

Station Wagons 








First 5 First 5 
Months Months 
1960 1961 

MUL, Shi, dccicstadiotiasicnn 4,953 1,931 
Morris .............. . 5,641 3,542 
Nee ees cacc die 241 116 
BPM Sechbsiciccieinne 12,281 13,315 
occ aincainicccecsdenct 36,792 37,777 
PROMI on... sicccssccses-ee 1,412 838 
RMMUIIIIIER, © Sescvesccvciecesssoses 2,391 1,476 
Volkswagen. ................ 10,383 5,904 
NOUN Ses sssceqscscicvseonts 3,826 1,765 








All registrations 
* * * 

Change P. C. Five Months 

1960 to Same Period 1961 

Austin 


Standard 
Triumph 
Volkswagen 
Hillman 
Total all registrations 

From 1949 to 1960, the three lead- 
ing British groups—BMC, Standard 
and Hillman—increased their sales 
of cars and station wagons from 
38,400 to 46,200. As this covered 
the booming period of car sales, 
they failed to expand their market 
share, and their percentage of the 
total market dropped from 46 per- 
cent to 18 percent. 

The big gain, of course, was by 
Holden, which rose from 8 percent 
in 1949 to 41 percent in 1960, and 
Volkswagen from nil to 12 per- 
cent. 





*x * * 


FroRD just about held its own 
over that period, and hag im 
creased its percentage of the mar- 
ket only since the advent of the 7 
Falcon, which has proved a real 7 
seller. 

The British groups, therefore, 
have a major job ahead to build 
up sales and justify the big invest- § 
ment made in manufacturing ca § 
pacity in Australia. 
























PORT-A-WALL ~~ 


TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 














































Bearfoot Airway Corporation 


Automotive Division @ Wadsworth, Ohio 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


Prices marked with an asterisk 
indicate a unit equipyed with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* oa 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 5. 
BUICK—’60 LeSabre 4-dr, hardtop, $2,200* 


(ps). 
59 Electra 225 4-dr. hardtop, $1,675* 


(ps). 
57 Special 2-dr., $625* (ps). 
CADILLAC—’61 de Ville 4-dr. 
$4,765* (ps); 2-dr. hardtop, 


(ps). 

'59 de Ville 4-dr. hardtop, $2,610* (ps), 
$2,580* (ps). 

"5S (62) 4-dr., $1,925* (ps). 

’57 (62) 4-dr., $1,205* (ps); 2-dr. hard- 
top, $1,175* (ps). 

'56 (62) 4-dr., $775* (ps). 

"BS (62) 4-dr., $820* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,100*. 

60 Impala (8) sport coupe, $1,980* (ps); 
conv., $1,915* (ps); Parkwood (6) 4- 
dr., $1,600. 

'56 Bel Air (8) sport coupe, $650*. 

54 Bel Air 2-dr., $310*. 

53 Bel Air 4-dr., $210. 

CHRYSLER—’55 Town & Country 4-dr., 
$500* (ps). 
DeSOTO—’58 Fireflite 4-dr., $1,070* (ps). 

’56 Firedome 4-dr., $510* (ps). 

DODGE—’61 Dart (8) Phoenix 2-dr. hard- 
top, $2,260* (ps). 

’60 Matador (8) station wagon 4-dr., 
$1,810* (ps). 

’59 Custom Royal (8) 4-dr., $1,255* (ps). 

’56 Coronet (8) Suburban 2-dr., $365*. 

FORD—’61 Country Squire (8) 4-dr., $2,- 
740* (ps); Galaxie (8) Starliner, $2,- 
250* (ps). 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
955* (ps); Falcon (6) 2-dr., $1,340*, 
$1,335, $1,315*, $1,200. 

’59 Fairlane 500 (8) 4-dr., $1,275* (ps); 
Country Sedan (6) 4-dr., $1,150*. 

‘58 Fairlane 500 (8) conv., $805* (ps). 

'57 Fairlane 500 (8) conv., $715* (ps); 
2-dr. Victoria, $715* (ps). 

’54 Custom (8) 2-dr., $380*. 


hardtop, 
$4,225* 


IMPERIAL — ’57 Crown 4-dr. hardtop, 
$965* (ps). 
LINCOLN—’61 Continental 4-dr., $4,450* 


(ps). 
MERCURY —’61 Monterey 4-dr., $2,250* 
(ps). 
OLDSMOBILE—’61 (88) Super 4-dr. Holi- 
day, $2,500* (ps). 
’60 (98) conv., $2,450* (ps). 
"59 (88) 4-dr., $1,710* (ps). 
"58 (88) Super 4-dr. Holiday, $1,100* 


(ps). 
BS (88) 4-dr., $290* (ps), $225* (ps). 
"52 (88) 4-dr., $125*. 
"50 (88) 2-dr., $290*.. 
PLYMOUTH—’59 Savoy (8) 2-dr., $850*. 


‘58 Suburban (8) Custom 4-dr., $785* 
(ps); Plaza (6) 2-dr., $300*. 
PONTIAC—’61 Bonneville conv., $2,810* 


(ps). 
"60 Bonneville conv., $2,450* (ps); Cata- 
lina sport coupe, $2,150* (ps). 
’58 Star Chief 4-dr., $890* (ps). 
RAMBLER—’60 American (6) Super 4-dr., 
$1,370; Rebel (8) station wagon 4-dr., 
$1,325*. 
*59 Super (8) 4-dr., $1,200* (ps). 
’58 Super (6) Cross Country 4-dr., $1,000. 
STUDEBAKER—’59 Lark (6) Deluxe sta- 
tion wagon 2-dr., $850. 
’56 Parkview (8) 2-dr., $400. 
Pe ee Willys Jeep 2-dr., 
a. 
’*59 Chevrolet 2-dr. panel, $715. 
56 Ford %-ton pickup, $320. 


DOTHAN, ALA. 


Clarence Manley’s Dothan Auto Auction. 
Sale every Wednesday. Prices are for sale 
of Sept. 6. 
BUICK—’56 Special 

$610* (ps). 

’55 Century 4-dr., $200* (ps). 


Estate Wagon 4-dr., 


CADILLAO —’56 Sedan de Ville, $735* 
(ps). 

—— ee Corvair (6) 500 2-dr., 
,200. 


"59 Biscayne (6) 4-dr., $870. 

"58 Nomad (8) 4-dr., $930*; Delray (6) 

4-dr., $610, $480; 2-dr., $523. 

*57 Delray (8) 2-dr., $745*. 

56 Bel Air (8) 2-dr., $570*; 4-dr., $470* 

(ps), $370*; Two-ten (8) 2-dr., $430*. 

’55 Bel Air (8) 4-dr., $260*. 
DODGE—’59 Sierra (8) 4-dr., $510. 

"55 Coronet (8) 2-dr., $255*. 
EDSEL—’58 Pacer 4-dr., $520*. 
FORD—’61 Fairlane 500 (8) 4-dr., $1,950*. 

*59 Custom 300 (6) 4-dr., $790. 

58 Custom 300 (8) 4-dr., 

"57 Fairlane (8) 2-dr., $450*. 

56 _Fairlane (8) 4-dr., $290*; 

we Wagon (8) 2-dr., $270*. 

55 Custom (6) 4-dr., $355; Custom (8) 


Ranch 


.-dr., $235*; Main (6) 4-dr., $125. 
ae. Monterey 4-dr., $1,110* 
ps). 
’56 Montclair 2-dr. hardtop, $395*; Mon- 
terey 2-dr., $380* (ps). 
’55 Monterey 2-dr., $285. 
PLYMOUTH—’58 Plaza (6) 4-dr., $415. 
’56 Belvedere (8) 4-dr., $310*. 
‘55 Belvedere (6) Suburban 2-dr., $135. 
PONTIAC—’61 Star Chief 4-dr., $2,550* 


(ps). 
"56 Star Chief 4-dr., $365*. 
we arene President (8) 2-dr., 
0°, 


ALBANY 


Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Sept, 5. Ac- 
count of the long weekend car volume was 
whacked back to the smallest auction since 
the big snow storm last February. Car de- 
mand also slowed during last week on ac- 
count of vacations and real sizzling hot 


weather. Sold 61 cars from 72 consign- 
ments. 
BUICK—’57 Super 4-dr. Riviera, $720* 


(ps); Century 4-dr. Riviera, $580* (ps). 
56 Special 4-dr. Riviera, $510*; 2-dr., 
$340*; Super 4-dr. Riviera, $410* (ps). 


CADILLAC—’58 (75) limousine, $1,550* 
(ps). 

CHEVROLET—’61 Bel Air (8) sport coupe, 
2 


$2,290*. 
’58 Brookwood (6) 4-dr., $850. 
’57 Corvette (8) conv., $1,270; Two-ten 


(6) 4-dr., $710*; 2-dr., $560°; Two-ten 
(8) 4-dr., $650*, 
’56 Two-ten (6) 2-dr., $440; Two-ten (8) 
sport coupe, $400. 
CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$560* (ps). 
COMET—’60 Comet (6) station wagon 4- 
dr., $1,440. 


DeSOTO—’56 Firedome 4-dr., $450*. 


DODGE—’ 57 Coronet (8) 4-dr., $530* (ps), 
$400*. 

FORD—’60 Falcon (6) station wagon 2- 
dr., $1,075*. 

59 Fairlane (8) 4-dr., $1,000* (ps); 
Custom (8) 4-dr., $960*; Custom (6) 2- 
dr., $860, $745; 4-dr., $745. 

’58 Fairlane 500 (8) conv., $800* (ps); 
Fairlane (8) 2-dr. Victoria, $720* (ps); 
4-dr., $650*; Country Sedan (8) 4-dr., 
$550°*. 

'57 Country Sedan (8) 4-dr., $590*; Fair- 
lane 500 (8) 2-dr. Victoria, $480*; 
conv., $470*; Custom (8) 4-dr., $445* 
(ps); Custom 300 (8) 2-dr., $425*. 

’56 Thunderbird (8) conv., $1,300* (ps); 
Custom (8) 2-dr,. Victoria, $530*; 4- 
dr., $420; 2-dr., $335*, $250*, $170. 

’55 Fairlane (6) 4-dr., $270*, 
IMPERIAL—’ 57 Imperial 4-dr., $660* (ps). 
MERCURY—’57 Montclair 4-dr. hardtop, 

$560* (ps). 

56 Montclair conv., $470*. 
OLDSMOBILE—’57 (98) conv., $820*. 
PLYMOUTH—’59 Savoy (6) 4-dr., $780*. 

’58 Suburban (8) Custom 4-dr., $800* 
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yaad $725*; Belvedere (8) conv., $710* 


Pps). 

’57 Suburban (8) Sport 4-dr., $450*; Sa- 
voy (6) 4-dr., $435; Plaza (8) 4-dr., 
$325*. 

‘55 Belvedere (6) 4-dr., $175*. 

PONTIAC—’61 Catalina conv., $2,575* 
(ps); 2-dr. Vista, $1,950. 
’56 Chieftain (870) 2-dr, Catalina, $470*. 
RAMBLER—’58 Custom (6) station wag- 
on 4-dr., $770*; Super (6) 4-dr., $725*. 
MISCELLANEOUS—’54 Chevrolet 150 se- 
dan delivery, $175. 
‘48 Dodge %-ton pickup, $120, 


MINNEAPOLIS 


Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 6. 
Supply very short, Prices a little weak. 
Sold 35 cars from 69 consignments, 


BUICK—’56 Century 2-dr. Riviera, $495*. 
‘55 Super 4-dr., $280* (ps), $170. 
’54 Special 2-dr., $150. 

"52 Special 2-dr. Riviera, $150°*. 

CADILLAC—’54 (62) 4-dr., $425* (ps), 

$335* (ps). 

CHEVROLET — ’'59 Parkwood (8) 4-dr., 

$1,175; Biscayne (6) 2-dr., $800. 


*58 Yeoman (8) 4-dr., $985* (ps). 
’57 Two-ten (8) 4-dr., $725*; 2-dr., 
$695°. 


’55 Bel Air (6) 4-dr., $375*. 
FORD—’59 Custom 300 (8) 2-dr., $850*. 
’58 Fairlane (8) 2-dr. Victoria, $535* 
(ps). 


53 


’57 Custom 300 (6) 2-dr., $305*, 
’56 Fairlane (6) 2-dr. Victoria, $300*. 
’55 Custom (8) 4-dr., $230*, $200*. 
’54 Custom (8) 2-dr., $145. 
MERCURY —'56 Custom 2-dr. hardtop, 
$305*. 
’53 Custom 4-dr., $115. 
OLDSMOBILE—’57 (88) Super 2-dr, Holi- 
day, $600* (ps). 
PLYMOUTH—’59 Savoy (8) 4-dr., $900*; 
Belvedere (8) 4-dr., $825. 
’56 Suburban (8) Custom 4-dr., $490*; 
Savoy (8) 4-dr., $305*. 
PONTIAC—’55 Chieftain 4-dr., $250°*. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 6. Sold 
139 cars from 228 consignments, 


BUICK—’61 LeSabre conv., $2,700* (ps). 

’60 Invicta 4-dr. hardtop, $2,320* (ps); 
LeSabre 4-dr. hardtop, $2,300* (ps); 
2-dr. hardtop, $2,055* (ps), $1,750*. 

’59 LeSabre 2-dr. hardtop, $1,600* (ps); 
conv., $1,590* (ps); Invicta 4-dr., $1,- 
575* (ps); 4-dr. hardtop, $1,490* (ps); 
2-dr. hardtop, $1,560* (ps). 

’57 Special 2-dr. Riviera, $475*. 

’55 Special 2-dr. Riviera, $200*. 


CADILLAC—’60 de Ville 2-dr. hardtop, 
$3,550* (ps); (62) conv., $3,450* (ps). 

"59 de Ville 2-dr. hardtop, $2,715* (ps). 

*57 (75) 4-dr., $1,265* (ps). 

CHEVROLET—’61 Bel Air (6) 4-dr., $2,- 
126*; Corvair (6) Monza 2-dr., $2,075*, 
$2,005; Impala (8) 4-dr., $1,980*; 
Biscayne (6) 2-dr., $1,680. 

’60 Impala (8) sport coupe, $1,850*, $1,- 
825; sport sedan, $1,795; Impala (6) 
sport coupe, $1,800; Brookwood (6) 4- 
dr., $1,720; Biscayne (6) 4-dr., $1,- 
580; Biscayne (8) 4-dr., $1,500*; 2-dr., 


$1,280*; Corvair (6) 500 4-dr., $1,- 
250*, $1,180*. 
59 Impala (8) sport coupe, $1,500*; 


sport sedan, $1,435*; Bel Air (8) 4-dr., 
$1,220; Bel Air (6) 2-dr., $1,125; Bis- 
cayne (6) 2-dr., $1,125*, $1,075*, $995, 
$980". 

58 Impala (8) conv., $950*; Bel Air (8) 
4-dr., $890*; Biscayne (6) 2-dr., $785. 


’57 Two-ten (8) station wagon 4-dr., 
$780*; 4-dr., $630*; Two-ten (6) 4-dr., 
$625, $620. 

’56 Two-ten (6) 4-dr., $525*; Bel Air (8) 
2-dr., $360. 

55 Two-ten (8) 4-dr., $260*; One-fifty - 
(6) 2-dr., $230. 


DeSOTO—’60 Fireflite 4-dr., $1,655* (ps). 
’59 Firedome 4-dr.. $1,255* (ps). 


DODGE—’61 Lancer (6) 4-dr., $1,550*. 

"60 Dart (8) Pioneer 4-dr., $1,500*, 

EDSEL—’59 Villager 4-dr., $900*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,290*; Falcon (6) 4-dr., $1,600, $1,- 
400; 2-dr., $1,420; Fairlane (8) 4-dr., 
$1,400. 

*60 Thunderbird (8) conv., $2,435* (ps), 
$2,400* (ps); Galaxie (8) conv., $1,- 
605* (ps); Falcon (6) 4-dr., $1,350*;- 
2-dr., $1,070; Custom 300 (6) 2-dr., 
$1,290*; Fairlane (6) 4-dr., $1,285. 

’59 Thunderbird (8) conv., $2,130* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
425* (ps); 4-dr., $1,205* (ps); Country 
Sedan (8) 4-dr., $1,375* (ps); Galaxie 
(8) conv., $1,130*; Custom 300 (8) 2- 
dr., $1,100*, $525; 4-dr., $805, $520; 


(Continued on Page 54, Col, 2) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So, Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our (5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction, City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds, 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 


MICHIGAN 


Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


it 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 


Exclusively for Dealers 


@ “DUAL RING" 2 lines running simultane- 
ously, 


© Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 
Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


e@eee 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


N-A-D-E 
Every WEDNESDAY 11 A.M. 
eas 


TK Ce 


EVERY WEEK | LANES 


7 





NEW YORK 


Insured Checks and Titles 
EVERY WEDNESDAY at NOON 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


All 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 











GRAND OPENING 
METROPOLITAN AUTO DEALERS 
EXCHANGE 
Monday, Sept. 25 at Noon 
$1,000 Grand Prize to One Dealer 
(Not necessary to buy or sell.) 
Allentown, Pa. (In Kuhnsville) 








For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 











Custom 300 (6) 2-dr., $1,030, $950; 
4-dr., $1,010, $855. 

‘58 Fairlane (8) 2-dr., $780*, $675*; 
Fairlane 500 (8) 2-dr. Victoria, $730*; 
Custom 300 (8) 2-dr., $680*; Custom 
(6) 4-dr., $650;, 2-dr., $600; Ranch 
Wagon (6) 2-dr., $640. 

’57 Fairlane 500 (8) conv., $750*; 2-dr., 
$665*; 4-dr., $660*; Ranch Wagon (6) 
2-dr., $550*; Fairlane (8) 2-dr., $380. 

56 Thunderbird (8) conv., $1,100*. 


MERCURY—’60 Park Lane 4-dr., $1,840* 













(ps). 
"57 Montclair 4-dr., $500*; Monterey 
4-dr., $460*. 
’56 Custom 2-dr., $325*. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 


@ 





Prize-Winning Car— day, $1,710* (ps), $1,660" (ps); (88) 
; 4-dr, Holiday, $1,590* (ps); 4-dr., $1,- 
Mayor Louis C. Miriani of Detroit, left, 535* (ps), $1,510* (ps), $1,410*. 


’56 (98) 2-dr. Holiday, $305* (ps). 


had a pair of expert guides when he| prymouTH—’60 Fury (8) 4-dr, hardtop, 


; Ndi $1,475". 
visited the General Motors Building to 59 Suburban (8) Custom 4-dr,, $1,225* 
open formally the exhibit of Chevrolet's (ps). 


’58 Plaza (8) 2-dr., $610; Suburban (8) 
Custom 4-dr., $565*. 
PONTIAC—’61 Tempest (4) 4-dr., $1,670. 
°60 Catalina Safari 4-dr., $2,270* (ps); 
sport coupe, $2,075* (ps); Bonneville 
conv., $2,250* (ps); Ventura 4-dr. 
Vista, $1,950* (ps). 
’59 Catalina Safari 4-dr., $1,650* (ps); 
4-dr., $1,550* (ps); 2-dr., $1,100. 
°57 Star Chief 4-dr. Catalina, $760* (ps); 


prize-winning Soap Box Derby cars. K. E. 
Staley, center, general sales manager, and 
E. N. Cole, general manager of Chev- 
rolet, showed him the racer in which Rich- 
ard Dawson, Wichita, won a $5,000 uni- 
versity scholarship. 





McD 


Executone 
intercom? 


It’s like having 
an extra man 
in every department . 


SHOW 
ROOM 















Hundreds of dealers, service firms, and garages 

are building profits—without adding to their payrolls 
—by putting Executone to work. See for yourself 
how Executone helps increase auto and service 
sales ... keeps mechanics on the job 
... ends bottle-necks... gives you 
more time to manage... 

speeds up deliveries. 

Learn about Executone’s no-cost 
communications survey of your 
operation, and all the other famous 
Executone Extras. Mail this 
coupon today! 







Ce ee | ieee sas 
COMMUNICATION and SOUND SYSTEMS 


Litti, OM Dept. F-10 415 Lexington Ave., New York 17, N. Y. 


Please send me your free booklet on HOW TO INCREASE AUTO SERVICE 
SALES, GOOD-WILL, AND PROFITS. 


Name 





Firm. 
Address 
City 








Zone State 
(in Canada: 331 Bartlett Avenue, Toronto) 











Used-Car Auction Prices 

































(Continued from Page 53) 


Chieftain 2-dr, 
$500*. 

’56 Star Chief 4-dr., $455* (ps); Chief- 
tain 4-dr., $265* (ps). 

RAMBLER—’60 Ambassador (6) Custom 
4-dr., $1,350* (ps); Super 4-dr., $1)- 
065*; Classic (6) Deluxe 4-dr., $1,125*; 
American (6) Deluxe 4-dr., $975. 

’58 Super (6) 4-dr., $755; Cross Country 
4-dr., $560; Rebel (8) Deluxe 4-dr., 
$675*. 

MISCELLANEOUS—’59 Ford %-ton pick- 
up, $865; Chevrolet (6) %-ton pickup, 
$855. 

’54 Chevrolet %-ton pickup, $220. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Sept. 7. 

BUICK—’61 Electra 4-dr., $2,940* 
’59 Invicta conv., $1,840* (ps), 
(ps); LeSabre 4-dr., $1,260. 
’58 Special 2-dr. Riviera, $925* 


Catalina, $650* (ps), 


(ps). 
$1,730* 


(ps). 


’57 Century Estate Wagon, $835* (ps); 
RM 2-dr. Riviera, $735* (ps), $695* 
(ps). 


’55 Super 2-dr. Riviera, $480* (ps), $285* 


(ps); Century 2-dr. Riviera, $350* 
(ps), $310* (ps); Special 2-dr. Riviera, 
$315*, $295*. 

’54 Super 2-dr. Riviera, $275; Special 
2-dr. Riviera, $265* (ps); RM 4-dr., 
$205* (ps). 


CADILLAC—’60 de Ville 2-dr. hardtop, 
$4,300* (ps), $3,895* (ps); 4-dr. hard- 


top, $3,900* (ps), $3,885* (ps); (62) 
conv., $3,885* (ps); 2-dr, hardtop, 
$3,740* (ps); 4-dr, hardtop, $3,650* 
(ps). 
’59 Eldorado conv., $3,640* (ps); (60) 
Special 4-dr, hardtop, $3,505* (ps); 


(62) 2-dr. hardtop, $3,470* (ps); 4-dr. 


hardtop, $3,100* (ps), $2,970* (ps), 
$2,840* (ps); de Ville 4-dr. hardtop, 
$3,465* (ps), $3,400* (ps), $3,350* 


(ps), $3,150* (ps); 2-dr, hardtop, $3,- 
400* (ps), $3,275* (ps), $3,250* (ps). 
’58 Eldorado 4-dr. hardtop, $3,810* (ps); 
(60) Special 4-dr, hardtop, $2,500* 
(ps); (62) 2-dr. hardtop, $2,350* (ps); 
Coupe de Ville, $2,350* (ps), $2,035* 
(ps); 4-dr. hardtop, $2,230* (ps), $1,- 

900* (ps), $1,875* (ps). 

’57 (62) Coupe deVille, $2,035* (ps), 
$1,850* (ps); 4-dr. hardtop, $1,675* 
(ps), $1,405* (ps); (60) Special 4-dr. 
hardtop, $1,900* (ps), $1,850* (ps), 
$1, 785* (ps). 

56 (62) Sedan de Ville, $1,275* (ps), 
$1,250* (ps); Coupe de Ville, $1,260; 
2-dr. hardtop, $750; 4-dr., $735* (ps); 
Eldorado 2-dr. hardtop, $1,085* (ps); 
(60) Special 4-dr., $790* (ps). 

"55 (62) Coupe de Ville, $1,080* (ps); 
2-dr. hardtop, $695* (ps), $665* (ps). 

'54 (62) 2-dr. hardtop, $585* (ps); 4-dr., 
$550* (ps). 

’53 (62) 4-dr., 2 at $285; Coupe de Ville, 
150 


"52 (62) 4-dr., $315. 

CHEVROLET—’'61 Impala (8) sport coupe, 
$2,700* (ps), $2,670* (ps), $2,625* 
(ps); Parkwood (6) 4-dr., $2,435*; 
Corvair Monza (6) 2-dr., $2,200, $2,- 
195, $2,150, $2,035*; Biscayne (6) 4- 
dr., $1,930. 

760 Kingswood (8) 4-dr. (9 pass.), $2,- 
350* (ps); Impala (8) sport coupe, 
$2,150* (ps); Brookwood (6) 2-dr., 
$1,570; Corvair 700 (6) 4-dr., §$1,- 
455*, $1,365; Corvair 500 (6) 2-dr., 

$1,195; Biscayne (8) 4-dr., 

2 at $1,350*. 

’59 Corvette (8) conv., $2,445*; Impala 
(8) sport coupe, $1,765* (ps), $1,585, 
$1,570; sport sedan, $1,690* (ps), $1,- 
650* (ps), $1,585* (ps); conv., $1,635* 
(ps); 4-dr., $1,485* (ps); Biscayne (8) 
4-dr., $1,360*; 2-dr., $1,340; Biscayne 


Volvo Cites Rise 


Of 53 Percent 
In August Sales 


LOS ANGELES.—Volvo’s August 
sales figures soared 53 percent 
higher than July and were the 
highest since December, 1959, it is 
announced by Frank J, Mullen, 
general sales manager for Volvo 
Western Distributing, Inc. 

“The figures are particularly sig- 
nificant in view of the fact that 
July was 47 percent higher than 
June and had been the best month 
since September, 1960,” Mullen ex- 
plained. 

The auto sales executive re- 
affirmed Volvo’s policy of never 
distressing its prices to unload in- 
ventory, as do some other import 
manufacturers. 

“Our values, like the quality of 
our product, are fixed,” Mullen said. 

Sales percentages continue to 
run as before, with approximately 
75 percent of volume on the Volvo 
PV-544 sport model and 25 percent 
on the four-door 122S, said Mullen. 

Ake Hogman, president of Volvo 
Import, Inc., acclaimed the Swed- 
ish make’s fifth-place showing 
among new import registrations in 
July. 

“While the total import car mar- 
ket this year has decreased slight- 
ly,” said Hogman, “this tremendous 
increase in Volvo’s market pene- 
tration reflects further the reputa- 
tion Volvo has built in the United 
States for a quality economy car.” 

First deliveries to dealers of Vol- 


| vo’s new P1800 sports coupe are 
| scheduled this month. 
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(6) 4-dr., $1,110; 2-dr., Bel 
Air (6) 2-dr., $1,255* (ps). 

’58 Impala (8) sport coupe, $1,260* (ps), 
$1,085*, $995* (ps); conv., $1,165*; 
Brookwood (8) 4-dr., $1,235* (ps); Bis- 
cayne (8) 4-dr., $875*; Delray (8) 2- 
dr., $585*. 

’57 Nomad (8) 2-dr., $1,130* (ps); Bel 
Air (8) station wagon 4-dr., $1,130* 
(ps); conv., $885* (ps); Two-ten (8) 
station wagon 4-dr. (9 pass.), $985*; 
(6 pass.), $785*, $700*; 4-dr., $800, 
$795*; One-fifty (8) station wagon, 
$635*. 

’56 One-fifty (8) 2-dr., $780*; One-fifty 
(6) utility sedan, $435; 4-dr., $350*; 
Bel Air (8) 4-dr., $585*; 2-dr., $650; 
Two-ten (8) 4-dr., $620*; sport sedan, 
$500*. 

’55 Bel Air (8) sport coupe, $645* (ps), 
$635*, $585* $235*; 4-dr., $485*; 
Two-ten (6) 2-dr., $590*; Two-ten (8) 
2-dr., $495*, $490; One-fifty (6) 4-dr., 
$330. 

’54 Bel Air 2-dr., $360*. 

’53 Bel Air 4-dr., $275*; Two-ten 4-dr., 


$255. 
CHRYSLER—’60 Windsor 4-dr., $2,150* 


$960; 


(ps). 
59 NY 4-dr., $2,330* (ps); 2-dr, hard- 
top, $1,980* (ps). 
’57 NY Town & Country, $1,510* 
Windsor 4-dr., $800* (ps). 
’56 Windsor 4-dr., $790* (ps). 
’54 NY 4-dr., $210* (ps). 
COMET—’61 Comet 2-dr., $1,735; 
$1,700". 
DeSOTO—’56 Firedome 4-dr., $450; 2-dr. 
hardtop, $390*. 
DODGE—’57 Coronet (8) 4-dr., $480*. 
’56 Royal (8) Sierra 4-dr., $600*; 2-dr. 
hardtop, $455*, $355*. 
EDSEL—’60 Villager 4-dr.,. $1,440*, 
’59 Ranger 2-dr., $685. 
’58 Corsair 2-dr. hardtop, $820* (ps); 
Pacer 4-dr. hardtop, $685* (ps), $600* 


(ps); 


4-dr., 


(ps). 
FORD—’61 Galaxie (8) Starliner, $2,270* 

(ps). 
’60 Thunderbird (8) 2-dr, hardtop, $3,- 
235* (ps), $2,925* (ps), $2,900* (ps), 


$2,470* (ps); conv., $2,795* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,985* (ps); Galaxie (8) 4-dr. Vic- 


toria, $1,960* (ps); Starliner, $1,870* 
(ps); 4-dr., $1,800* (ps); Fairlane 500 
(8) 4-dr., $1,600* (ps), $1,585* (ps), 
$1,540* (ps); Falcon (6) 2-dr., $1,300; 
Falcon (6) 4-dr., $1,245, $1,200. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
285* (ps); Country Sedan (8) 4-dr. (9 
pass.), $1,670* (ps); (6 pass.), $1,- 
560* (ps), $1,550* (ps); Galaxie (8) 
2-dr. Victoria, $1,655* (ps), $1,525* 
(ps); 4-dr. Victoria, $1,485* (ps); 4- 
dr., 2 at $1,460* (ps); Fairlane 500 
(8) 4-dr. Victoria, $1,300* (ps); 2-dr. 
Victoria, $1,250; Custom 300 (6) 4-dr., 
$1,110*; Fairlane (6) 2-dr., $970.. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 





Phila. Increases 


Take on Sales 
Of Used Patrols 


PHILADELPHIA.—Two innova- 
tions in selling techniques have 
netted the city government here, 
an additional $1,210 from the sale 
of 366 used detectives’ cars. 

The first, suggested by Public 
Property Commissioner Philip 
Klein, was to have a group of boys 
receive 60 cents an hour incentive 
pay to spruce up the cars, inside 
and out. 

From the second recommenda- 
tion, offered by Automotive Chief 
Robert Stewart, to sell the cars in 
groups of five or six to encourage 
small dealer participation, six firms 
entered bids compared to only two 
earlier in the year, and brought 
the city $9,526. The sum is nearly 
15 percent more than was offered 
when 40 cars went on the block 
in mid-summer. 

Of the 40 ’58 two-door Fords 
originally offered, 20 later were 
deemed still serviceable and with- 
drawn from the sale while an 
extra 16 cars were added to the 
remaining 20. 

Successful high bidder on six lots 
was Best Taxicab Buys, Inc., Ho- 
boken, N. J., paying $1,265, $1,310, 
$1,270, $1,385 and $1,371 on a five- 
car group and $1,625 each for a 
six-car group. M & M Motors, Inc., 
of Warner-Robins, Ga., paid $1,300 
apiece for a five-car group. 


Saugstad Delicensing 


Reaffirmed by Calif. 


SACRAMENTO, Calif—Tom M. 
Bright, California’s recently-named 
new director of motor vehicles, has 
ordered revocation of the license, 
certificates and special] dealer’s 
license plates of the O. E. Saugstad 
Co. of Roseville, effective Sept. 29. 

The action, in effect, reaffirms an 
order of revocation handed down 
last July 5 by Bright’s predecessor, 
Robert I. McCarthy. At that time, 
an extension was granted to a stay 
of the order of revocation to per- 
mit review of Saugstad’s petition 
for reconsideration. 

The Department of Motor Ve- 
hicles’ accusation against Saugstad 
was made some two years ago, 
when McCarthy said acts or omis- 
sions in sales records constituted 
ground for the revocation. Legally, 
Saugstad has the right to go to 
court to ask review of the decision. 
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200* (ps), $1,985* (ps); Fairlane §99 
(8) 4-dr. Victoria, $1,165* (ps); 2-qp 
Victoria, $1,080* (ps), $900* (pg): 
4-dr., $715* (ps); Fairlane (8) 4-qr 
$815"; Ranch Wagon (8) 2-dr., $799: 
Custom (8) 2-dr., $790; business coupe, 
$750*. ° 
’57 Country Sedan (8) 4-dr., $850*; De 
Rio (8) 2-dr., $740* (ps); Fairlane 
500 (8) 2-dr., $595*; 2-dr. Victo 
$425*; Custom (8) 2-dr., $535; Cug. 
tom (6) 4-dr., $530*. 
’56 Fairlane (8) 2-dr, Victoria, $535 
(ps), $365* (ps); 2-dr., $465; Custom 
(8) 2-dr., $530; Country Sedan (8) 
4-dr, (9 pass.), $460* (ps); Ranch 
Wagon (8) 2-dr., $450*; Main (8) 4. 
dr., $290; Main (6) business coupe, 
$250. s 
’55 Fairlane (8) 4-dr., $430*; 2-ar, 
$190*; Ranch Wagon (8) 2-dr., $400* 
(ps); Country Sedan (8) 4-dr., $375 
54 Crest (8) 2-dr. Victoria, $275; 4-dr. 
$235*. 2 
’53 Custom (6) 2-dr., $210*; Ranch Wag. 
on (8) 2-dr., $185. 
IMPERIAL—’57 Crown 4-dr. hardtop, $1,- 
220* (ps); Imperial 2-dr. hardtop, $1). 


185* (ps). 

LINCOLN—’58 Continental Mark III 2-qr 
hardtop, $2,265* (ps); conv., $2,000* 
(ps). 


57 Premiere 2-dr. hardtop, $1,225* (pg), 
*56 Premiere 2-dr. hardtop, $535* (ps), 


‘55 Capri 2-dr. hardtop, $460* (ps) 
$360* (ps). ; 
’54 Capri 4-dr., $435* (ps). 
’53 Capri 2-dr, hardtop, $190*. 
—— Commuter 4-dr., $2,110 
ps). 
’59 Park Lane conv., $1,815* (ps), 


’57 Monterey 2-dr., $765* (ps). 

’56 Montclair 4-dr. hardtop, $340*. 

’55 Monterey 2-dr. hardtop; $435*, $3g5+* 
$365*; Montclair 2-dr, hardtop, $285+: 
conv., $140* (ps). : 

’54 Monterey station wagon, $170*. 

OLDSMOBILE—’60 (98) 4-dr. Holiday, $2,. 
685* (ps); conv., $2,600* (ps); (88) 
Super 4-dr. Holiday, $2,560* (ps); (88) 
4-dr. Holiday, $2,235* (ps). 

’59 (88) Super Fiesta 4-dr., $2,435¢ 
(ps); (98) 2-dr. Holiday, $1,985* (ps); 
4-dr. Holiday, $1,640* (ps); (88) 2- 
dr. Holiday, $1,680* (ps), $1,400* (ps), 

*58 (98) conv., $1,260* (ps). 

‘57 (88) Super Fiesta 4-dr., $1,235*; 2- 
dr, Holiday, $835* (ps); (88) 4-dr, 
Holiday, $515* (ps). 

’56 (88) 2-dr. Holiday, $660* (ps), $630* 


(ps), $585*; (98) conv., $585 (ps), 
$440* (ps); (88) Super 4-dr. Holiday, 
$510* (ps). 


’55 (88) 2-dr. Holiday, $360 (ps). 

’54 (88) conv., $160*. 

PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 
$2,390* (ps); Valiant 100 (6) 2-dr,, 
$1,750. 

’60 Belvedere (8) 2-dr. hardtop, $1,535* 
(ps); Belvedere (6) 2-dr., $1,285*, 
*59 Fury (8) 2-dr. hardtop, $1,610* (ps); 
Belvedere (8) 2-dr. hardtop, $1,160*; 
4-dr., $1,115* (ps); Savoy (8) 4-dr., 

$855*. 

’58 Suburban (8) Sport 4-dr, (9 pass.), 
$1,/900* (ps); Custom 4-dr., $775; Bel- 
vedere (8) conv., $800*. 

’57 Belvedere (8) conv., $685* (ps); Su- 
burban (8) Custom 4-dr., $660*; Sa- 
voy (8) 2-dr., $450*; Plaza (8) 4-dr,, 


$425 
™ Suburban (8) Custom 4-dr., $565* 
ps). 
’55 Belvedere (8) 4-dr., $305*; Belve- 
dere (6) 4-dr., $300. 
’52 Suburban 2-dr., $105. 
PONTIAC — ’61 Catalina conv., $2,520* 


(ps). 

60 Bonneville sport coupe, $2,685* (ps); 
4-dr. Vista, $2,565; Catalina 4-dr, 
Vista, $2,375* (ps); 4-dr., $2,100* 


(ps). 

’59 Catalina 2-dr., $1,810* (ps), $1,505*; 
sport coupe, $1,800*; Star Chief sport 
coupe, $1,585*. 

"58 Chieftain Safari 4-dr., $1,050* (ps). 

"57 Super Chief Safari 4-dr., $1,050* 
(ps); Star Chief 2-dr. Catalina, $710*; 
4-dr, Catalina, $650*. 

’56 Chieftain Safari 4-dr., $455*; 4-dr. 
Catalina, $390*; 2-dr. Catalina, $380* 
(ps); Star Chief 2-dr. Catalina, $385*, 

(Continued on Page 57, Col. 1) 


Sioux Falls Show 
Drops Turkey Day 
For Late Spring 


SIOUX FALLS, S. D.—(UTPS)— 
The Sioux Falls Auto Show, long a 
fixture at the Sioux Falls Coliseum 
during the Thanksgiving holiday, 
has been switched to a spring date. 


Duke Tufty, president of the 
Sioux Falls New Car Dealers Assn., 
which sponsors the show, said the 
exhibition will be in late spring— 
perhaps as late as mid-May. 

Tufty, president of Hutton-Tufty 
Co. (Dodge-Chrysler), said several 
factors prompted the Sioux Falls 
dealers to change the time of the 
show. 

He said that by spring Sioux 
Falls will have in use a new civic 
arena which can seat 10,000 per- 
sons, compared to the Coliseum 
which seated less than half that. 


The capriciousness of South Da- 
kota weather made the Thanksgiv- 
ing date a target for snow, sleet 
and other foul weather. 

By Thanksgiving, Tufty said, 
most of the new models are out 
and the “edge” is off, He feels that 
a spring show will spark a re 
awakening in cars and the dealers 
could benefit. 

The show in the spring—to be 
called a “spring spectacular’—will 
be some sort of entertainment. 
Tufty said nothing has been book- 
ed. The Thanksgiving show had 
used name bands and Ed Sullivan- 
type vaudeville acts. 
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Just one visit will 
convince YOU that 
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You can’t say NAY to NAAA! 





You can’t find a negative bone in one of the thousands of profitable car dealers using the buying and 
selling services of NAAA auto auction centers. While many dealers have said that it is the smooth 
handling and processing many others stated that the confidence keep them coming back. 


NAAA Members maintain the highest standard code of ethics. Through the NAAA, members are 
constantly improving their methods and practices to render even better services to car dealers. 
It’s no wonder that once you visit an NAAA Auction Center that you also will see a new profit 
potential, and feel a new confidence about auto auctions, NAAA—that is. 


For your convenience, you will find your nearby NAAA Member listed below. 





ALABAMA 


Dixie Auto Auction 
217 Gadsden Highway 


Birmingham (Mon. and Thurs.) 


The Auto Auction 


Traffic Circle at Hodgesville Rd. 


Dothan (Wednesday) 


ARIZONA 

Phoenix Auto Auction 
2201 Westward Blvd. 
Phoenix (Wednesday) 


CALIFORNIA 

Los Angeles Auto Auction 
8001 E. Garvey 

So. San Gabriel (Tuesday) 
Sacramento Auto Auction 
4304 W. Capitol Ave. 

West Sacramento (Thursday) 


COLORADO 

Colorado Auto Auction 
4285 S. Santa Fe Dr. 
Littleton (Tuesday) 


CONNECTICUT 


Southern Auto Sales 
Rt. 5 


Warehouse Point (Wednesday) 


FLORIDA 
St. Pete Auto Auction 
inelas County Airport 
St. Petersburg (Tuesday) 
West Palm Beach Auto Auction 


Palm Beach Fairgrounds 
West Palm Beach (Thursday) 


GEORGIA 


Dixie Auto Auction 
1040 Brady Ave., N.W. 
Atlanta (Tuesday) 


ILLINOIS 


Arena Auto Auction 
8486 S. Chicago Ave. 
Chicago (Tuesday) 


NAAA MEMBERS SERVE DEALERS FROM COAST TO COAST 


Greater Chicago Auto Auction MASSACHUSETTS 


7750 S. Cicero Ave. 
Chicago (Thursday) 


INDIANA 

Dyer Auto Auction 

641 Joliet St. (Rt. 30) 
Dyer (Friday) 
Evansville Auto Auction 


2229 S. Kentucky Ave. 
Evansville (Thursday) 


Fort Wayne Speedway Auction 


220 W. California Rd. 
Fort Wayne (Tuesday) 


Indianapolis Auto Auction 
4300 West 10th St. 
Indianapolis (W ednesday) 


Muncie Auto Auction 
3344 S. Madison St. 
Muncie (Friday) 


South Bend Auto Auction 


1208 E. McKinley Ave. 
Mishawaka (Wednesday) 


IOWA 

Central States Auto Auction 
211 S. Delaware 

Mason City (Wednesday) 


KENTUCKY 

Fred Brown’s Auto Auction 
2240 Bridge St. 

Paducah (Tuesday) 


LOUISIANA 

Capitol Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 

Bel Air Auto Auction 
U. S. Highway 1 

Bel Air (Thursday) 


Concord Auto Auction 
Hosmer Street 
Acton (Tuesday and Friday) 


MICHIGAN 


Aptco Auto Auction 
19241 Dix-Toledo Highway 
Melvindale (Wednesday) 


Flint Auto Auction 
3711 Western Rd. 
Flint (Wednesday) 


Grand Rapids Auctions, Inc. 
168 Chicago Drive 
Jenison, Mich. (Tuesday) 


Motor City Auto Auction 
18310 Telegraph Rd. 


Detroit (Monday and Thursday) 


MISSISSIPPI 

Big 4 Auto Auction 

706 Wilmington 

Jackson, Miss. (Wednesday) 


W. E. Tinnin Auto Auction 
Tom Bailey Drive 
Meridian (Tuesday) 


MISSOURI 

Floyd Hauhe Auto Auction 
1200 St. Charles Rack Rd. 
Bridgeton (Friday) 


Johnny Wood’s Auto Auction 
6200 Independence Ave. 
Kansas City (Tuesday) 


166 Auto Auction 
U. S. Highway 166 
Springfield (Mon. & Thurs.) 


NEBRASKA 

Midwest Dealers Auto Auction 
919 S. 72nd St. 

Omaha (Thursday) 


NEW JERSEY 


National Auto Dealers 
Exchange, Rt. 206 South 
Bordentown (Wednesday) 


Skyline Auto Auction 
Route 46 
Caldwell Township (Txes.) 


NEW YORK 

Tim Anspach, Inc. 

1906 Central Ave. 
Albany (Monday) 
Syracuse Auto Auction 
La Fayette (Wednesday) 
Thruway Auto Auction 
2224 Union Rd. 

Buffalo (Tuesday) 


NORTH CAROLINA 

High Point Auto Auction, Inc. 
High Point, N. C. (Tuesday) 
Mann’s Auto Auction Sales 
Route 7 

Raleigh, N. C. (Monday) 

E. M. Stafford, Inc. 

2615 Wilkinson Blvd. 
Charlotte (Wednesday) 


NORTH DAKOTA 

Tri State Auto Auction Co, 
3041 Front St. 

Fargo (Thursday) 


OHIO 


A-1 Auto Auction 
707 Waterloo Rd. 
Akron (Tuesday) 


Capital Auto Auction 
1360 Cleveland Ave. 
Columbus (Thursday) , 


Columbus Fair 

Auto Auction, Inc. 
Ohio State Fairgrounds 
Columbus (Wednesday) 


Dayton Dixie Auto Auction 
5345 North Dixie 
Dayton (Monday) 


VIRGINIA 

Fredericksburg Auto Auction 
U.S. mr aba 1, Alt. 
Fredericksburg (Wednesday) 


Windsor Auto Auction 
U. S. Highway 460 
Windsor (Thursday) 


OREGON 


Portland Auto Auction 
5035 Northeast 82nd Ave. 
Portland (Tuesday) 


PENNSYLVANIA 


Butler Auto Auction 
Pillow Street 
Butler (Wednesday) 


Manheim Auto Auction 
Route 22 
Manheim (Friday) 


WASHINGTON 

South Seattle Auto Auction 
10844 E. Marginal Way 
Seattle (Wednesday) 


Tri-City Auto Auction 
Pasco Airport 
Pasco (Thursday) 


Pennsylvania Auto Dealers 
Exchange 

U. S. Route 111 

York (Wednesday) 

WISCONSIN 

Tri State Auto Auction 


SOUTH CAROLINA Cuba City (Thursday) 


Bruce’s Auto Auction 
New Buncombe Rd. 
Greenville (Thursday) 


Wausau Auto Auction 
Highway 29 
Wausau (Monday) 


Clanton’s Auto Auction 
Sales, Inc. 
Darlington, S. C. (Thursday) 


TENNESSEE 

Nashville Auto Auction 
1406 Lebanon Rd. 
Nashville (Wednesday) 






Powers Auto Auction Sales 
Bristol (Friday) 


Slaton Auto Auction 
Lenoir City (Mon. & Thurs.) 


Tri State Auto Auction 
Whitehaven (Thursday) 


UTAH 

Salt Lake Auto Auction 
2089 W. No. Temple 
Salt Lake City (Thursday) 


SEE THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 





NATIONAL AUTO AUCTION ASSOCIATION 


Executive Office: 
803 SO. COLUMBIA ST., 
FRANKFORT, INDIANA 









































Little Car with Big Personality— 


The Italian-built Fiat 600-D is a compact compact that holds lots of surprises for the 
smali-car prospect, according to Ed Brown, Automotive News staff correspondent. The 
32-horsepower car performs far better than the casual observer would guess, he says. 


The Man 


* * * 


Behind the Wheel... 





AUTOMOTIVE NEWS, SEPTEMBER 18, 1961 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. ' 

(Copyright, 1961, by Automotive News) 


BUIOCK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
coupe, $2,330; standard 4-dr, 2-seat stat. 
wag., $2,681; deluxe 4-dr, 2-seat stat. 
wag., $2,816; standard 4-dr. 3-seat stat. 
wag., $2,762; Skylark sport coupe, $2,62Tf. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 2 -dr. 


Sales Testing the Fiat 600-D 


Eprror’s Norse: This is another 
in a series of articles exploring 
the selling features of imported 
cars. 

By Ed Brown 
Staff Correspondent 
_—— Fiat 600-D out of Italy is a 
compact with a big personality. 
Like a friend, it reveals itself best 
through good acquaintance and use. 

The salesman should have a 
thorough knowledge of its poten- 
tial, because he will perform a 
service for himself, in that his 
own commission potential will 
rise, and for the prospect, who 
might approach this little vehicle 
with some misapprehension. 

One of the big things about the 
600-D is its 32 horsepower. When 
you consider that there are only 
1,331 pounds to push around (the 
engine is in the rear), you can get 
some idea of the performance this 
little car will deliver. Using its four 
forward speeds to the fullest, this 
vehicle gives amazing performance 
on the road, which should be a real 
customer convincer. 4 

Designwise this Fiat is pleasant. 
The impression is that it was de- 
signed to transport its load as ef- 
ficiently as possible and at the same 
time give a pleasant exterior ap- 
pearance. Every inch of interior 
space is utilized, with needless 
overhang in both directions elimi- 
nated. 

Here is a compact compact which 
delivers far more than the casual 
observer would guess. 

+ * ak 

== doers open from the front, 

providing extra wide entrance 
and exit. Many people might object 
to this unorthodox feature, but one 
demonstration of the ease of exit 
should be enough to quiet these 
objections permanently. E 

Easily cleaned rubber matting 
is a feature of the step-down in- 
terior. Although the seats are de- 
signed as functionally as the re- 
mainder of the car, we found 
them extremely comfortable, 
while the rake of the back of the 
bucket seats seemed to fit our 
requirements particularly well, 
contributing to a drive free of 
backache over long distances and 
through much heavy city traffic. 

Leg room up front is more than 

adequate, with a varying degree of 
seat-position locations available for 
people of all sizes. Back-seat leg 
room is ample for fairly short 
drives. 

One or two possible objections 
might be mentioned. For us, the 
pedals are too close together. There 
is a good possibility of hitting both 
clutch and brake at the same time, 
as well as the accelerator and 
brake, If a male customer with 
generous foot proportions is going 
to test-drive the vehicle, give him 
some tactful warning. 

The rear roof line hugs down- 
ward, cutting extended view of the 
road to the rear. Although not a 
safety hazard in any way, it does 
not give a completely clear view of 
what might be coming from behind. 

* a * 


A Bit Noisy at High Speed 
At HIGH speeds the vehicle tends 
to be a bit noisy. Insulation of 
the passenger compartment is not 
as thorough as might be desired. 
The dash is very simple, yet 
complete. The heater and defrost- 


er work like a charm, throwing 
enough heat into the car and 
against the windshield to work as 
well as anyone could request. 

The rear-view mirror is mounted 
atop the windshield and is equipped 
with a small interior light, which 
automatically switches on when the 
driver’s door is opened. It also can 
be operated manually with a switch 
mounted on the lower edge of the 
mirror. 

Trunk space in the front of the 
Fiat has the spare in the nose for 
added accident protection, as well 


as the battery and gas tank. For 
those prejudiced against front- 
mounted gas tanks, the usual argu- 
ments will have to be used. 

There is very little cargo space 
in the trunk, which may be an ob- 
jection from a family of more than 
three people. To compensate in 
some measure, there is a fairly deep 
well behind the rear seat which will 
accommodate reasonably sized 
packages. 

No glove compartment is offered, 
but both doors have gigantic elas- 

(Continued on Page 59, Col. 1) 


Current Prices on U.S. 


hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Series 62—4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. haratop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 


CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 


CHEVROLET—Corvair—Series 500—4-dr, 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr, sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr, sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr, 2-seat 
Brookwood, $2,655; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr, 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport — 4-dr. sed., $2,- 
966; 4-dr. hardtop, $3,106; 2-dr. hardtop, 
$3,027; .conv., $3,444; 4-dr. 2-seat stat. 
wag., $3,543; 4-dr, 3-seat siat, wag., $3,- 
624. Windsor — 4-dr. sed., $3,220; 4-dr. 
hardtop, $3,369; 2-dr. hardtop, $3,305. New 
Yorker—4-dr. sed., $4,125; 4-dr. hardtop, 
$4,263; 2-dr. hardtop, $4,177; conv., $4,- 
594; 4-dr. 2-seat stat, wag., $4,766; 4-dr. 
3-seat stat. wag., $4,873. 300-G — 2-dr. 
hardtop, $5,413; conv., $5,843. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 


COMET—4-dr. sed., $2,055; 2-dr. sed., 
$2,000; S-22 2-dr. sed,, $2,284; 2-dr, 2-seat 


Port-of-Entry Prices on Imported ’61 Cars 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
U, 8S. transportation fees, state and local 
taxes or optional equipment. 

(Copyright, 1961, by Automotive News) 


ALFA ROMEO—Giulletta—Spider conv., 
$3,150; Super Spider conv., $3,450; Sprint 
coupe, $3,495; Veloce coupe, $3,795; Sprint 
—- coupe, $5,550. 2000—Roadster, $3,- 
995. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995; Coupe, $5,995. 

ASTON-MARTIN—DB4 — cpe., $10,400. 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295, A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr, stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 


Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 


AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775; Bronco pickup truck, $2,875. 
(Heater standard on all models.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 

BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 


BMW-—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed, (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed.; $1,398; 5- 
passenger sed, (automatic clutch), $1,493; 
sunroof sed., $1,487. (Heater standard on 
all models.) 


BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; sport coupe (2 car- 
buretors), $1,998; 2-dr. sed., $1,648; 2- 
dr. sed, (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

BORGWARD-HANSA (formerly Goliath) 
—2-dr. sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr, sed, (46 horsepower), 
$1,950; Empress 2-dr, sed, (63 horsepow- 
er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr. stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 
4-dr. sed., $3,795. (Power brakes standard 
on ID-19 stat. wag. Citromatic Drive, pow- 
er steering, power brakes standard on 
DS-19 models.) 

COMMER—8S-passenger stat. wag., $2,- 
826; Caravan mobile-home type vehicle, 
$3,655. 

DAF—600—Standard 2-dr. sed., $1,395; 
Deluxe 2-dr. sed., $1,545. (Variomatic au- 
tomatic transmission standard on both 
models. ) 

DAIMLER—SP-250 V-8—Conv. with full 
equipment, $3,995; hardtop with full equip- 
ment, $4,245, (Heater :ncluded in equip- 
ment group.) 

DATSUN—4-dr. sed., $1,616; 4-dr. stat. 
wag., $1,916; sport conv., $1,996; half-ton 
pickup truck, $1,545. 

DKW—‘‘750’’—2-dr. sed., $1,665. (Heater 
standard.) 

FACEL VEGA—H.K.-500 coupe, $9,420; 
Excellence 4-dr. hardtop, $12,981; Facellia 





sed., 
$1,579. 
Deluxe 4-dr. 
4-dr. stat. wag., $2,199. 
mission for Minx model is $199.) 


295; 4-dr. stat. wag., $4,860. 
transmission, power steering, power brakes, 


$5,045; 4-dr. sed. 


Marx IX Sedan — 4-dr. 
transmission, power steering), $6,070. XK- 


conv. 
coupe (Zagato), $4,055; Flavia—4-dr. sed., 
$3,685. Flaminia—4-dr. sed., £5,998; coupe 


els except Series 180, 


$2,767. 


2-dr, hardtop, $5,195; Facellia conv., 
$4,860. (Automatic transmission, power 
steering, power brakes standard on H.K.- 
500 and Excellence. Power steering, power 
brakes standard on Facellia.) 

FERRARI — 250 Granturismo — Coupe 
(Farina), $12,600; California conv, (Scag- 
lietti), $12,600; conv, (Farina), $13,600. 
(Heater standard on all models.) 


FIAT—600 Series—2-dr. sed., $1,249. 
1100 Series—Export 4-dr. sed., $1,498; 
Special 4-dr. sed., $1,698. 1200 Series— 


Spyder roadster, $2,595. (Heater standard 


on all models.) 


FIAT-ABARTH—750—Coupe (43 horse- 


power), $3,195; coupe Sestriere (33 horse- 


power), $2,895; Spyder Allemano (43 horse- 


power), $3,195. 850—Coupe, $3,195. (Other 
engine options available.) 


FORD (England)—Anglia — 105E 2-dr. 
$1,608. 

HILLMAN — Husky — 2-dr, stat. wag., 
Minx—Special 4-dr. sed., $1,599; 
sed., $1,699; conv., $2,099; 
(Automatic trans- 


HUMBER—Super Snipe—4-dr. sed., $4,- 
(Automatic 


and white wall tires are standard.) 
JAGUAR—3.8 Litre Sedan — 4-dr. sed. 
(overdrive, power steering, power brakes), 
(automatic transmission, 
Power brakes), $5,195. 
sed. (automatic 


power § steering, 


150—Hardtop coupe, $4,642; hardtop coupe 
(overdrive), $4,807.50; hardtop coupe 
(automatic transmission), $4,892.50; conv., 


$4,762.50; conv. (overdrive), $4,927.50; 
conv. (automatic transmission), $5,012.50. 
XK-E — Roadster, $5,620; coupe, $5,920. 


(Heater standard on all models.) 
LANCIA — Appia — 4-dr. sed., 
(Vignale), $3,998; coupe, 


$2,398; 
$3,952; 


(Pinin Farina), $6,355; sport (Zagato), 


$6,485; G. T. Touring, $6,485. 


LLOYD ARABELLA—2-dr. sed., $1,698. 
MASERATI—Coupe, $11,400; conv., $12,- 


300. 


MERCEDES-BENZ—180—4-dr. sed., $3,- 


394. 180-D—4-dr. sed. (diesel engine), $3,- 
577. 190—4-dr. sed., 
sed. 
roadster, 
roadster (with removable hardtop and con- 
vertible top), 
370. 220-S — 4-dr. 
—4-dr. sed., 
4-dr, hardtop, $10,476; 4-dr. hardtop (au- 
tomatic transmission), $10,864; 4-dr. conv. 


$3,585. 190-D—4-dr. 
(diesel engine), $3,807. 190-SL — 
$5,215; coupe, $5,443; coupe- 


$5,644. 220—4-dr. sed., $4,- 
sed., $4,780. 220-SE 
$5,164; coupe, $8,746. 300— 


(automatic transmission), $14,231. 300-SL 


—roadster, $11,099; coupe, $11,283; coupe- 
roadster (with removable hardtop and con- 
vertible top), 
180 — 4-dr. stat. wag., $5,050; Kom bi, 
$4,953. 
wag., 
stat. 


$11,573. Station Wagons — 


180-D (diesel engine)—4-dr, stat. 
$5,278; Kombi, $5,181. 190—4-dr. 
wag., $5,246; Kombi, $5,150. 190-D 
(diesel engine)—4-dr, stat, wag., $5,473; 
Kombi, $5,378. (Heater standard on all 
models. Power brakes standard on all mod- 
180-D, 190 and 
190-D.) (All prices include $50 dealer prep- 


$1,- 
1600—roadster (disk wheels), 


aration charge.) 


METROPOLITAN — 2-dr. hardtop, 


672.60; conv., $1,696.60. 


MG-MGA 


$2,444; roadster (wire wheels), $2,544; cpe. 


(disk wheels), $2,667; cpe. (wire wheels), 
Magnette IiI—4-dr. _sed., 


$2,695. (Heater standard on Magnette.) 

MORGAN—Plus Four—2-seat roadster, 
$2,810; 4-seat roadster, $2,850; 2-seat 
coupe, $2,970. 

MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr, sed., 
$1,495; conv., $1,574; 2-dr, stat, wag., 
$1,798. 1000 Deluxe—4-dr, sed., $1,718; 
2-dr. sed., $1,599; conv., $1,636; 2-dr. 
stat. wag.. $1,825. Oxford—4-dr, _ sed., 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498, (All are 





5-passenger models.) NSU Sport Prinz— 
coupe, $1,998. NSU Prinz—$1,598. (Heater 
standard on all models.) 

OPEL—Rekord — 2-dr. sed., $1,987.50; 
Caravan — 2-dr. stat. wag., $2,292.60. 
(Heater standard on both models.) (Prices 
include $30 dealer-preparation charge.) 

PANHARD—Nice — 4-dr. sed., $1,795; 
Tiger 4-dr. sed., $1,895. Monte Carlo—4- 
dr. sed., $1,998; Tiger 4-dr, sed., $2,095; 


Tiger conv., $2,695. (Heater standard on 
all models.) 
PEUGEOT—403 — 4-dr. sunroof sed., 


$2,250; 4-dr. stat. wag., $2,490. 404—4-dr. 
sunroof sed., $2,575. (Heater standard on 
all models.) 


PORSCHE Roadster, $3,794; Super 
Roadster, $4,009; Super 90 Roadster, $4,- 
334; Coupe, $4,088; Super Coupe, $4,318; 
Super 90 Coupe, $4,663; Hardtop, $4,088; 
Super Hardtop, $4,318; Super 90 Hardtop, 
$4,663; Cabriolet, $4,433; Super Cabriolet, 
$4,663; Super 90 Cabriolet, $5,006. (Fore- 
going Porsche prices are for New York 
Port of Entry.) 


PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 
RENAULT — 4CV — 4-dr. sed., $1,095; 


4-dr. sunroof sed., $1,155. Dauphine—4-dr. 
sed., $1,385; 4-dr. sunroof sed., $1,445. 
Gordini — 4-dr. sed., $1,596. Caravelle — 
Hardtop coupe, $2,295; conv., $2,395. 
(Heater standard on all models.) 

ROVER—100—4-dr. sed., $3,695. 3-Litre 
— 4-dr. sed., $4,620. Land-Rover—2-dr. 
stat. wag., $3,220. 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 

SAAB—96-850—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,020. 95-850—2-dr. stat. wag. 
(3-speed transmission), $2,265; 2-dr. stat. 
wag. (4-speed transmission), $2,395. Gran- 
turismo 750—2-dr. sed. (4-speed transmis- 


sion), $2,790. (Heater standard on all 
models.) 

SABRA — 2-dr. stat, wag., $1,754; 
Sportster roadster, $2,995; 2-dr, delivery 
van, $1,651; pickup truck, $1,651, 

SIMCA—Etoile 4-dr. sed., $1,658. 

SINGER—Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wagon, $2,425. 
(Automatic transmission is $199). 

SKODA — Octavia 2-dr. sed., $1,575; 


Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649; Alpine—Roadster, $2,- 
595. 


TOYOPET — Tiara — 4-dr. sed., $1,613. 
Crown Custom—4-dr. sed,, $1,795; 4-dr. 
stat. wag., $2,045. Toyota Land Cruiser— 
Soft top, $2,665; hardtop, $2,995; stripped 
model, $2,425. 

TRIOUMPH—4-dr. stat. wag., $1,899. Her- 
ald — 2-dr. sed., $1,649; coupe, $1,949; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835, (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax Stage II roadster, $3,570. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
987.50; 4-dr, 2-seat stat. wag., $2,292.60. 
(Heater standard on both models.) (Prices 
include $30 dealer-preparation charge.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN—2-dr. sed., $1,595; 2-dr. 


sunroof sed., $1,685; conv., $2,095; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 


695. (Heater standard on all models.) 
VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1,995; PV-544 2-dr. sed, (85 
horsepower), $2,195; 122-8 4-dr. sed., $2,- 
495. P-1800 sport coupe, $3,795. (Heater 
standard on all models.) - 
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stat. wag., $2,312; 4-dr. 2-seat stat, wag, 
$2,355. . 

DODGE—Lancer—Series 170—4-dr, seq 
$2,043; 2-dr. sed., $1,981; 4-dr, 2-seat stat’ 
wag., $2,356. Series 770—4-dr. sed., $2. 
139; 2-dr, sed., $2,077; 2-dr. hardtop, 
$2,166; 4-dr, 2-seat stat. wag., $2,451, 


Dart—(Prices: are for «ix-cylinder mogq. 
els. For V-8s, add $119.) Seneca—4-qr, 
sed., $2,332; 2-dr. sed., $2,280; 4-dr. 2-seat 
stat. wag., $2,697. Pioneer—4-dr. seq, 
$2,461; 2-dr. sed., $2,412; 2-dr. hardtop’ 
$2,490; 4-dr. 2-seat stat. wag., $2,789: 
4-dr. 3-seat stat. wag., $2,894. Phoenix— 
4-dr, sed., $2,597; 4-dr, hardtop, $2,679. 
2-dr, hardtop, $2,620; conv, (V-8 std.); 
$2,990. 


Polara V-8—4-dr. sed., $2,968; 
hardtop, $3,112; 2-dr. hardtop, $3,034; 
conv., $3,254; 4-dr, 2-seat stat. wag, 
$3,296; 4-dr. 3-seat stat. wag., $3,411, 


FORD—Falcon—4-dr. sed., $1,976; 2-dr, 
sed., $1,914; Futura 2-dr, sed., $2,162; 
2-dr, 2-seat stat. wag., $2,227; 4-dr. 2-seat 
stat, wag., $2,270. 


(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,317; 2-dr. sed., $2,263. Fajr. 
lane 500—4-dr. sed., $2,432; 2-dr. sed,, 
$2,378. Galaxie—4-dr. sed., $2,592; 2-ar, 
sed., $2,538; 4-dr, hardtop, $2,664; 2-dr, 
hardtop, $2,599; Starliner 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Ranch Wagon, $2,588; 4-dr, 
2-seat Ranch Wagon, $2,658; 4-dr. 2-seat 
Country Sedan, $2,754; 4-dr. 3-seat Coun. 
try Sedan, $2,858; 4-dr. 2-seat Country 
Squire, $2,943; 4-dr. 3-seat Country Squire, 
$3,013. 


Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,172; conv., $4,639. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,- 
111; 2-dr,. hardtop, $4,924.50. Crown—4-dr, 
hardtop, $5,649; 2-dr. ‘iardtop, $5,405; 
conv., $5,775.50. LeBaron—4-dr. hardtop, 
$6,428. (TorqueFlite, power steering, power 
brakes standard on all models.) 


LINCOLN CONTINENTAL—4-dr. sed, 
$6,069; 4-dr. conv., $6,715. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


MERCURY—(Meteor 600 and Meteor 
800 prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,473; 2-dr. sed., $2,419. Meteor 800—4-dr. 
sed., $2,651; 2-dr. sed., $2,597; 4-dr. hard- 
top, $2,723; 2-dr. hardtop, $2,658. Monte- 
rey V-8—4-dr. sed., $2,871; 4-dr. hardtop, 
$2,943; 2-dr, hardtop, $2,878; conv., $3,- 
128. Station Wagons—Commuter Six 4-dr. 
2-seat, $2,808; Commuter V-8 4-dr. 2-seat, 
$2,924; Colony Park V-8 4-dr. 2-seat, 
$3,120. 


OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard coupe, $2,330; standard 4-dr, 2- 
seat stat. wag., $2,681; deluxe 4-dr. 2-seat 
stat. wag., $2,816; standard 4-dr, 3-seat 
stat. wag., $2,762; deluxe 4-dr. 3-seat stat. 
wag., $2,897; Cutlass sport coupe, $2,621. 


Dynamic 88—4-dr. sed., $2,900; 2-dr, 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr, 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed. 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matie, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 


PLYMOUTH — Valiant — V-100 -— 4-dr. 
sed., $2,016; 2-dr. sed., $1,955; 4-dr. 2-seat 
stat. wag., $2,329. V-200—4-dr. sed., $2,- 
112; 2-dr, hardtop, $2,139; 4-dr, 2-seat 
stat, wag., $2,425. 


(The following prices are for six-cylinder 
models. For V-8s, add $119.) Savoy—4-dr. 
sed., $2,312; 2-dr. sed., $2,262. Belvedere 
—4-dr, sed., $2,441; 2-dr, sed., $2,391; 
2-dr. hardtop, $2,463. Fury—4-dr. sed., 
$2,577; 4-dr. hardtop, $2,658; 2-dr. hard- 
top, $2,601. Station Wagons—2-dr. 2-seat 
Deluxe, $2,604; 4-dr. 2-seat Deluxe, $2,670; 
4-dr. 2-seat Custom, $2,763. Plymouth V-8 
—(On the following models, a V-8 engine 
is standard, and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,969. 


Station Wagon V-8—4-dr. 3-seat oo 








4-dr, 


$2,992; 4-dr, 2-seat Sport, $3,026; 
3-seat Sport, $3,136. 
PONTIAC—Tempest—4-dr. sed., $2,167; 


coupe, $2,113; custom coupe, $2,297; 4-dr. 
2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed. 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag. 
$3,207. Ventura—4-dr. hardtop, $3,047; 2 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag. 
$3,530. 

RAMBLER—American — Deluxe — 4-d!. 
sed., $1,896; 2-dr. sed., $1,847; 2-dr. 2 
seat stat. wag., $2,082; 4-dr. 2-seat stat. 
wag., $2,131. Super —4-dr. sed., $1,981; 
2-dr. sed., $1,932; 2-dr. 2-seat stat. wag. 
$2,167; 4-dr. 2-seat stat. wag., $2,216. 
Custom—4-dr. sed., $2,111; 2-dr. sed., $2, 
062; conv., $2,371; 2-dr. 2-seat stat wag. 
$2,297; 4-dr. 2-seat stat. wag., $2,346. 
Custom 400—4-dr. sed., $2,201; conv., $2, 
461. 

Classic—Deluxe Six—4-dr. sed., $2,100; 
4-dr. 2-seat stat. wag., $2,439. Super Sit 


—4-dr. sed., $2,270; 2-seat stat. was. 
$2,574; 5-dr. 3-seat stat. wag., $2,699. 
Custom Six—4-dr. sed., $2,415; 4-dr. 2 


seat stat. wag., $2,719; 5-dr. 3-seat stat. 
wag., $2,844. Custom 400 Six—4-dr. sed., 
$2,565. Super V-8—4-dr. sed., $2,399; 4 § 
dr. 2-seat stat. wag., $2,703; 5-dr. 3-seat Ff 
stat. wag., $2,828. Custom V-8—4-dr. sed., 
$2,514; 4-dr. 2-seat stat. wag., $2,818; 
5-dr. 3-seat stat. wag., $2,943. Custom 400 
V-8—4-dr. sed:, $2,664. 
Ambassador—Super V-8—4-dr. sed., $2,° 
539; 4-dr. 2-seat stat. wag., $2,843; 5-dr 
3-seat stat. wag.,. $2,968. Custom V-8— 
4-dr. sed., $2,684; 4-dr. 2-seat stat. was. 
(See U. S. PRICES, Page 59, Col. 1) 
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55 Chieftain 2-dr. Catalina, $305* (ps). 
RAMBLER—’'59 American (6) Super 2-dr., 
835. 
iad Custom (6) 4-dr., $750. 
57 Super (6) 4-dr., $670. 
56 Custom Cross Country, $690, $650* 
Ss). 
155 Custom Cross Country, $400*, $310. 
53 Custom 2-dr. hardtop, $170. 
STUDEBAKER—’61 Lark (6) 2-dr., §$1,- 


0. 
MISCELLANEOUS—'61 Ford (6) Econoline 
ickup, $1,575. 

eo Chevrolet (8) El Camino, $1,910* 
(ps), $1,880; Ford (6) %-ton pickup, 
$1,250; (8) %-ton pickup, $1,180, $1,- 
25°. 

= Ford (8) Ranchero, $1,430*, $1,255*; 
Chevrolet (6) El Camino, $1,010; Wil- 
lys FC150 pickup, $1,000. 

57 Dodge (8) %-ton Fleetside pickup, 
$870*; Ford (8) Ranchero, $755; Chev- 
rolet (6) %-ton pickup, $735, $675; 
(8) %-ton pickup, $725; GMC (8) %- 
ton pickup, $730. 

56 GMC (6) %-ton pickup, $455. 

55 Ford (8) %-ton pickup, $680; Chev- 
rolet (6) %-ton pickup, $585; (6) Sub, 
440. 

st GMC (6) %-ton LWB pickup, $345, 
$315". 

150 Willys station wagon, $285. 

49 Willys Jeepster, $290. 

48 Willys Jeep, $535; Ford (8) 
pickup, $285. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 7. 
Volume and prices still holding. Sold 356 
cars from 628 consignments. 

BUICK—’'61 LeSabre 4-dr. $2,- 
495* (ps). 

’60 Invicta Estate Wagon, $2,350* (ps); 
2-dr. hardtop, $2,300* (ps); LeSabre 
2-dr. hardtop, $2,150* (ps); 4-dr. hard- 
top, $1,965* (ps). 

’59 LeSabre 4-dr. hardtop, $1,700* (ps); 
conv., $1,605* (ps); Invicta 4-dr., $1,- 
400* (ps), $1,335* (ps). 

’58 Century 4-dr., $1,125* (ps); Super 2- 
dr. Riviera, $1,100* (ps); 4-dr. Riviera, 
$1,005* (ps); Special Estate Wagon, 
$950* (ps); 2-dr. Riviera, $900* (ps). 

‘57 Super 2-dr. Riviera, $560* (ps); RM 
4-dr. Riviera, $550* (ps). 

’56 RM 4-dr. Riviera, $330* (ps). 
CADILLAC—’61 (62) 4-dr. hardtop, $4,- 

035* (ps). 

’60 de Ville 4-dr. hardtop, $3,800* (ps), 
$3,730* (ps); 2-dr. hardtop, $3,700* 
(ps); (62) 2-dr. hardtop, $3,660* (ps), 
$3,425* (ps); 4-dr. hardtop, $3,535* 
(ps), $3,400* (ps), $3,335* (ps); conv., 
$3,500* (ps). 

59 (62) conv., $2,950* (ps); 4-dr. hard- 
top, $2,800* (ps), $2,000* (ps). 

"58 (62) 2-dr. hardtop, $2,205* (ps); 
Coupe de Ville, $2,125* (ps); (60) Spe- 
cial 4-dr. hardtop, $1,640* (ps). 

’57 (62) Coupe de Ville, $1,390* (ps); 
Sedan de Ville, $1,310* (ps), $1,275* 
(ps); (62) 4-dr. hardtop, $1,050* (ps), 
$970* (ps). 

'55 (60) Special 4-dr., $725* (ps). 

OHEVROLET—’61 Corvette (8) conv., $3,- 
000* (ps); Impala (8) sport coupe, §2,- 
400* (ps), $2,375* (ps), $2,330* (ps), 
$2,305* (ps); 4-dr., $1,850* (ps). 

60 Corvette (8) conv., $2,650; Impala 
(8) sport sedan, $2,075* (ps), $2,005* 
(ps); sport coupe, $1,900* (ps); Impala 
(6) conv., $1,800* (ps); Bel Air (8) 
4-dr., $1,800* (ps); Biscayne (6) 4- 
dr., $1,505* (ps); 2-dr., $1,380; Cor- 
vair 700 (6) 4-dr., $1,240, $1,030; 2- 
dr., $1,210. 

‘59 Corvette (8) conv., $2,150; Impala 
(8) sport sedan, $1,550* (ps); sport 
coupe, $1,510* (ps); conv., $1,430* 
(ps); Nomad (8) 4-dr., $1,510* (ps); 
Bel Air (6) 4-dr., $1,345* (ps). 

'58 Impala (8) sport coupe, $1,075*; Bel 
Air (8) sport sedan, $865* (ps); 4-dr., 
$775*; Biscayne (8) 4-dr., $850*. 

"57 Corvette (8) conv., $1,180; Bel Air 
(8) sport coupe, $890*; sport sedan, 
$645*; Bel Air (6) sport coupe, $870*; 


4%-ton 


hardtop, 


$700*, $670*; 2-dr., $700*; sport coupe, 
$685*. 

56 Bel Air (8) sport coupe, $630*; 4-dr., 
$390*; Two-ten (6) 4-dr., $580, $455*; 
station wagon, $525. 

CHRYSLER—’61 (300) 2-dr. hardtop, $4,- 
200* (ps). 

’60 NY 2-dr. hardtop, $2,300* (ps). 

*59 NY 2-dr. hardtop, $1,680* (ps). 

"57 Windsor 4-dr., $480* (ps). 

COMET—’61 Comet 4-dr., $1,740*. 
DeSOTO—’'57 Fireflite 2-dr. hardtop, $545* 


(ps). 
DODGE—’61 Lancer (6) station wagon, 
$1,800*. 

*60 Seneca (6) 2-dr., $1,905. 

59 Coronet (8) 4-dr. hardtop, $1,100* 
(ps); Coronet (6) 2-dr. hardtop, $850*. 

*58 Coronet (8) 4-dr., $730*; Custom 

: Royal (8) 4-dr. hardtop, ‘$695*. 

57 Coronet (8) 2-dr. hardtop, $560* (ps). 
EDSEL—'58 Corsair 4-dr. hardtop, $570*. 
FORD—'61 Galaxie (8) starliner, $2,475* 

(ps), $2,185*; Country Sedan (8) 4-dr., 
$2,110* (ps); Ranch Wagon (8) 4-dr., 

: $1,600; Falcon (6) 2-dr., $1,340. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
725* (ps), $2,550* (ps), $2,400* (ps) ; 
Country Sedan (8) 4-dr., $1,595* (ps); 
Ranch Wagon (6) 4-dr., $1,320; Fair- 
lane (6) 4-dr., $1,185*; Falcon (6) 2- 

: dr., $1,100, $1,075. 

59 Thunderbird (8) conv., $1,945* (ps); 
Galaxie (8) 2-dr. Victoria, $1,500* 
(ps); 4-dr. Victoria, $1,370; conv., $1,- 
325* (ps); 4-dr., $1,240*, $1,095*; Cus- 
tom 300 (8) 4-dr., $730; Fairlane (6) 

¢ 2-dr., $635. 

58 Ranch Wagon (8) 4-dr., $900*; Fair- 
lane 500 (8) 4-dr., $750*; 2-dr. Vic- 
toria, $675*; 4-dr. Victoria, 2 at $650*; 


2-dr., $600*; conv., $575*; Fairlane 
Re Victoria, $715* (ps); 4-dr., 


*57 Country Sedan (8) 4-dr., $740* (ps); 
Ranch Wagon (8) 2-dr., $700*; Fair- 
lane 500 (8) 2-dr. Victoria, $600*, 
$585*; conv., 2 at $595*; 4-dr., $360*; 
Custom 300 (6) 2-dr., $400*, $335, 

, $250*. 
56 Fairlane (6) 2-dr. Victoria, $375*; 
Main (8) 4-dr., $300". 


5S Fairlane (8) 2-dr. Victoria, $305. 


IMPERIAL—’60 Crown 2-dr. hardtop, $3,- 


285* (ps), $3,020* (ps); 4-dr. hardto 
$2,800* (ps). re si 


'59 Crown 2-dr. hardtop, $2,075* (ps). 


MERCURY—’60 Monterey 4-dr., 


OLDSMOBILE—’ 61 





$1,875* 
(ps); Park Lane 4-dr. hardtop, $1,835* 
(ps). 

’59 Monterey conv., $1,470* (ps); 4-dr., 
$1,145* (ps); Park Lane 4-dr., $1,255* 
(ps). 

’58 Montclair conv., $855*. 

’57 Monterey 4-dr. hardtop, $495* (ps). 


(98) Starfire conv., 
$3,600* (ps); F-85 2-dr. hardtop, $2,- 
200* (ps); 4-dr., $1,870*. 

’60 (98) 4-dr, Holiday, $2,450* (ps), $1,- 
750* (ps), $1,735* (ps); (88) 2-dr. Hol- 
iday, $2,340* (ps), $2,250* (ps); conv., 
$2,120* (ps); 4-dr., $1,795*. 

’59 (98) 2-dr. Holiday, $1,875* (ps); (88) 
4-dr. Holiday, $1,835* (ps), $1,750* 
(ps); conv., $1,565* (ps). 

’58 (88) 2-dr. Holiday, $1,120* (ps); 4- 
dr., $1,105* (ps). 

"57 (98) 4-dr., $550* (ps). 

’56 (98) 4-dr. Holiday, $500* (ps), $395* 
(ps); (88) 4-dr., $325* (ps). 


PLYMOUTH—’60 Savoy (8) 4-dr., $1,195; 


Savoy (6) 2-dr., $1,020. 
’59 Fury (8) 2-dr. hardtop, $1,305* -(ps); 
Savoy (6) 4-dr., $535. 

’58 Suburban (8) Sport 4-dr., $850* (ps); 
Savoy (6) 4-dr. hardtop, $360* (ps). 
’57 Savoy (8) 2-dr. hardtop, $445*; 4-dr., 

$400*; Suburban (6) Custom 4-dr., 
$425*. 
’56 Belvedere (6) 4-dr., $330*. 


PONTIAC—’61 Catalina 4-dr., $2,500*, $2,- 


100* (ps). 


’60 Catalina conv., $2,300* (ps); 4-dr., 


$1,800* (ps), $1,735* (ps); Ventura 
sport coupe, $2,230* (ps); Star Chief 
4-dr., $2,175* (ps). 

’59 Bonneville Safari 4-dr., $1,850* (ps); 
4-dr. Vista, $1,850* (ps); sport coupe, 
$1,815* (ps); Star Chief 4-dr., $1,640* 
(ps); Catalina 4-dr., $1,590* (ps); 
conv., $1,465* (ps); sport coupe, $1,- 
460* (ps); 2-dr., $1,070. 

’58 Star Chief 2-dr. Catalina, $930* (ps). 

’56 Chieftain 2-dr. Catalina, $405* (ps), 
$280* (ps). 

RAMBLER—’61 Super (6) 4-dr., $1,450*; 
American (6) Custom 4-dr., $1,285. 

’60 Ambassador (8) Custom station wag- 
on, $1,870* (ps). 

’59 Super (6) 4-dr., $510. 

STUDEBAKER—’60 Lark (8) 4-dr., $1,125; 
2-dr., $985*. 

MISCELLANEOUS—’60 Willys Jeep, $1,- 
550. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 5. Con- 
signment off. Demand still very strong. 
Clean cars being very actively bid off. Sold 
142 cars from 184 consignments. 


BUICK—’59 LeSabre 4-dr. hardtop, $1,610* 


(ps); Electra 4-dr. hardtop, $1,325* 
(ps). 
’5S Special 4-dr. Riviera, $1,065* (ps); 


Super 2-dr. Riviera, $1,020* (ps). 
’57 RM 4-dr. Riviera, $800* (ps), $500* 


(ps). 
’55 Special 4-dr., $275*; 2-dr. Riviera, 
$195*. 
’53 Super 4-dr., $100*. 
CADILLAC—’60 (62) conv., $3,635* (ps); 
de Ville 4-dr. hardtop, $3,200* (ps). 
’59 (62) 4-dr., $2,855* (ps). 
’58 (62) 4-dr. hardtop, $1,915* (ps); (60) 
Special 4-dr., $1,750* (ps). 
’57 (62) 4-dr., $1,450* (ps), $660* (ps). 
’56 (62) 4-dr., $550* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 





Model Breakdown 
Of Auction Averages 











Sept., 1961 Aug., July, 

Model To Date 1961 1961 
1961... $2,336 $2,378 $2,366 
1960... 1,797 1,846 
1,423 1,457 

984 958 

641 650 

421 422 

320 300 

205 212 

Average $1,011 $1,021 $1,026 





$1,955* (ps); Parkwood (8) 4-dr., $1,- 
625; Bel Air (8) 4-dr., $1,600*, $1,550*, 


$1,535*, $1,520*, $1,500*, $1,500, $1,- 
460*; Bel Air (6) 4-dr., $1,430* (ps), 
2 at $1,400, $1,390*; 2-dr., $1,425; 


Biscayne (6) 4-dr., $1,420*; Brookwood 
(6) 4-dr., $1,400, $1,380. 
*59 Impala (8) conv., $1,600* (ps), $1,- 


520* (ps); sport sedan, $1,500* (ps); 
Parkwood (6) 4-dr., $1,255, $1,125* 
(ps), $1,075*, $1,030, $1,015; 2-dr., 


$1,000, $995, $975, $975*; Bel Air (8) 
4-dr., $1,160*; Parkwood (6) 4-dr., $1,- 
255, $1,150, $1,055*; Parkwood (8) 4- 
dr., $1,160*. 

’58 Bel Air (8) sport coupe, $790*, $785*; 
DelRay (6) 4-dr., $175. 

°57 Bel Air (6) 4-dr., $995*, $565*; One- 
fifty (8) 4-dr., $335. 

’56 Two-ten (6) 4-dr., $205; 2-dr., $100; 
One-fifty (8) 4-dr., $150. 

CHRYSLER—’58 Saratoga 2-dr. 


$1,010* (ps); 4-dr., $960* (ps). 
’57 NY 2-dr. hardtop, $910* (ps). 


hardtop, 
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’56 NY 2-dr. hardtop, $655* (ps), $400*° 
(ps). 
DODGE—’58 Custom Royal (8) 4-dr., $810* 


(ps). 
’57 Coronet (8) 2-dr., $560* (ps), $300°*. 
*56 Coronet (8) 2-dr. hardtop, $290* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,275* (ps). 

"60 Falcon (6) 2-dr., $1,380*; Fairlane 
500 (8) 4-dr., 5 at $1,350*; 2-dr., $1,- 
350*; Fairlane (8) 2-dr., $1,300*. 

’59 Thunderbird (8) conv., $2,110* (ps); 
Galaxie (8) conv., $1,500* (ps); Fair- 
lane 500 (8) conv., $1,350* (ps); Fair- 
lane (8) 4-dr., $1,050*. 

’57 Fairlane 500 (8) skyliner, $710* (ps); 
Country Sedan (8) 4-dr., $495* (ps); 
Custom 300 (8) 4-dr., $375*. 

’56 Fairlane (8) 4-dr., $580*. 

’55 Ranch Wagon (8) 2-dr., $115. 

54 Ranch Wagon (6) 2-dr., $100*. 

LINCOLN —'58 Premiere 2-dr. hardtop, 
$1,290* (ps), $800* (ps), 

’57 Premiere 4-dr., $985* (ps). 

’56 Capri 2-dr. hardtop, $520* (ps). 

MEROCURY—’61 Comet (6) 2-dr., $1,950*. 

’58 Montclair 4-dr., $815* (ps). 

’57 Monterey 4-dr. hardtop, $565*. 

’56 Custom 4-dr., $290. 

’55 Monterey 4-dr., $300*; Montclair 4- 
dr., $200*. 

OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 
720* (ps); (88) 4-dr, Holiday, $1,575* 


(ps). 

’5S (88) 4-dr., $1,070* (ps); (98) conv., 
$950* (ps). 

"57 (88) 2-dr., $730* (ps), $690*. 

"56 (88) 2-dr. Holiday, $465* (ps); 4-dr., 
$430*, $275*; 4-dr. Holiday, $555* (ps); 
conv., $295* (ps). 

PACKARD—’53 Clipper 4-dr.. $120*. 
PLYMOUTH—’60 Valiant (6) V-200 4-dr., 
$1,210. 

'59 Belvedere (8) 4-dr., $1,050*, $1,025*, 
$970*; 2-dr., $900*; Savoy (8) 4-dr., 
$650. 

(Continued on Page 58, Col. 1) 


Smart, modern Stran-Steel buildings grow as you grow! 


You can build a new showroom in time for new-model announcements! It’s a surprisingly short time from 
ground-breaking to grand-opening when you build a pre-engineered Stran-Steel building. 


Easy to expand, too. As space gets crowded, you can move the walls out without loss or destruction of materials. 
Just reinstall them intact in their new location. No need to close down your business or interrupt work schedules. 


Of the 1,400 sizes of buildings Stran-Steel has to show you, there’s sure to be one to fit your exact needs. Your 
building’s design can be as elaborate or as functional as you desire. Easy to heat and air condition, too. 


Efficient insulation is quickly installed. Choose from 10 bright, factory-applied 
protective color coatings for extra wall and roof beauty and durability. Easy to 
build, easy to maintain, Stran-Steel buildings are equally easy to finance. For 
details, mail the coupon. Or, call the Stran-Steel dealer near. you—and be sure 
to ask about his Building Proposal Service. He's in the Yellow Pages under 


Steel Buildings or Buildings, Steel. 
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CLIP COUPON AND MAIL TO STRAN-STEEL CORPORATION, DEPT. AN-27, DETROIT 29, MICHIGAN 





STRAN-STEEL 





Please send complete literature on Name 
Stran-Steel Buildings in Stran- 

Satin Color. I'm interested in a Company 
building approximately_________._._ Address 
ft. by. ft. to be used 

for City. 


Title 


Phone 


County 


Zone. 


State 


iS A DIVISION OF NATIONAL STEEL CORPORATION 
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(Continued from Page 57) 


’58 Savoy (8) 2-dr. hardtop, $725, $710. 
’57 Suburban (8) Custom 4-dr., $320* 
(ps); Belvedere (8) 4-dr., $155* (ps). 


’56 Belvedere (8) 4-dr. hardtop, $495* 
(ps), $275*. 
55 Savoy (8) 2-dr., $125*. 
PONTIAO — '57 Star Chief 4-dr., $720* 
(ps); conv., $335* (ps). 
’56 Chieftain 4-dr., $480* (ps); Star 


Chief conv., $350* (ps). 
RAMBLER—’59 Custom (8) 4-dr. hardtop, 
$1,195* (ps). 
’5S Deluxe (6) 4-dr., $720* (ps), 
’57 Custom (8) 4-dr., $745*. 
MISCELLANEOUS—’59 Ford (8) 
pickup, $640*, 
’55 Dodge (8) panel, $135, 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 6. 
Holiday slowed consignments but sales hit 
record high. Market still strong. Sold 89 
percent of 153 consignments. 


BUICK—’58 Super 2-dr. Riviera, $1,085* 


(ps). 
’57 Special Estate Wagon, $795* (ps). 
’56 Century 4-dr. Riviera, $525*; Special 
4-dr. Riviera, $450*. 
°55 Super 4-dr., $300*. 
’54 Special 2-dr, Riviera, $275. 
OCADILLAC—’61 de Ville 4-dr. 
$5,000* (ps). 
’59 de Ville 4-dr, hardtop, $3,420* (ps). 
’57 (62) 4-dr. hardtop, $1,150* (ps). 
’56 (62) 2-dr. hardtop, $925* (ps). 


¥% -ton 


hardtop, 


back to you! 


’54 (62) Coupe de Ville, $605* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 
$2,260". 

60 Impala (8) sport coupe, $1,950*; sport 
sedan, $1,880* (ps); Brookwood (6) 4- 
dr., $1,700*, $1,590*; Bel Air (6) 4-dr., 
$1,550*, $1,530; Biscayne (6) 4-dr., $1,- 
485; Corvair 700 (6) 4-dr., $1,300*, 
$1,240*; Corvair 500 (6) 4-dr., $1,115*. 

’59 Impala (8) sport sedan, $1,465* (ps); 
4-dr., $1,350* (ps); Bel Air (6) sport 
sedan, $1,320*; 4-dr., $1,170; 2-dr., 
$1,000; Brookwood (6) 4-dr., $1,200; 
Biscayne (8) 2-dr., $1,055*. 

’58 Bel Air (8) 4-dr., $1,230*, $895*; 
Impala (8) sport coupe, $1,175*; Brook- 
wood (8) 4-dr., $925*; Biscayne (8) 4- 
dr., $900*; Biscayne (6) 4-dr., $825; 
Delray (8) 4-dr., $825*. 

’57 Bel Air (6) sport sedan, $920*; Bel 
Air (8) sport sedan, $845*; 4-dr., 
$815*; Two-ten (8) 4-dr., $755, $710*; 
Two-ten (6) 2-dr., $650; One-fifty (6) 
4-dr., $555. 

56 Two-ten (6) station wagon, $625*; 
Two-ten (8) 4-dr., $575*. 

55 Two-ten (6) 2-dr., $470, $400; Bel 
Air (8) 4-dr., $390*. 


CHRYSLER—’59 Windsor 4-dr., 


(ps). 

’5S NY 4-dr., $800* (ps). 

’57 Windsor 4-dr. hardtop, $670* (ps). 

’55 NY 2-dr. hardtop, $500* (ps). 
COMET—’61 Comet 4-dr., $1,775*. 
DODGE—’60 Pioneer (8) 4-dr., $1,550*. 

’59 Coronet (8) 4-dr., $1,150*. 

’55 Coronet (6) 4-dr., $340*. 


$1,500* 


EDSEL—’59 Villager 4-dr., $1,245* (ps). 

’58 Pacer 2-dr., $570*. 

FORD—’'61 Galaxie (8) 4-dr. Victoria, $2,- 
100; Fairlane (6) 4-dr., $1,645; Falcon 
(6) 4-dr., $1,500. 

60 Galaxie (8) 4-dr. Victoria, $1,665*; 
starliner, $1,510* (ps); Fairlane 500 
(8) 4-dr., $1,440*, $1,290*; Falcon (6) 
station wagon, $1,395; 4-dr., $1,300, 
$1,200; 2-dr., $1,105; Fairlane (8) 2- 
dr., $1,250. 

’59 Galaxie (8) 4-dr. Victoria, $1,370*; 2- 
dr., $1,330; Country Sedan (8) 4-dr., 
$1,300* (ps); Ranch Wagon (8) 4-dr., 
$1,190; Fairlane (6) 4-dr., $1,185; 
Fairlane (8) 2-dr., $1,050*; Fairlane 
500 (8) 4-dr., $1,140; Custom 300 (8) 
4-dr., $1,035*; Custom 300 (6) 2-dr., 
$1,005. 

’58 Custom 300 (8) 4-dr., $795*; Fair- 
lane 500 (8) 4-dr., $690; Fairlane (8) 
4-dr., $600*. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$750*; (6 pass.), $760* (ps); Fairlane 
500 (8) 4-dr, Victoria, $600; Custom 
300 (8) 4-dr., $600; Ranch Wagon (8) 
2-dr., $515; Fairlane (8) 4-dr., $545* 


(ps). 
56 Parklane (8) 2-dr., $610*; Custom 


(8) 4-dr., $550; Fairlane (8) conv., 
$445* (ps). 
’55 Main (6) 2-dr., $265. 
OLDSMOBILE — ’59 (88) 2-dr., $1,500* 
(ps). 


'58 (88) 2-dr., $1,090* (ps). 

’57 (88) 2-dr. Holiday, $925* (ps); 4-dr., 
$885* (ps); (98) 4-dr. Holiday, $800* 
(ps); 4-dr., $750* (ps). 


PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
200°. 


$950*; 
$850*; 


’59 Suburban (8) Custom 4-dr., 
Suburban (6) Custom 4-dr., 


Savoy (8) 4-dr., $900*. 
’58 Suburban (8) Custom 2-dr., $635*. 
’57 Belvedere (8) 4-dr. hardtop, $650*; 
Savoy (6) 4-dr., $395. 
’5S Belvedere (8) 2-dr. hardtop, $300*. 
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PONTIAC—’61 Tempest (4) 4-dr., $1,650*. 


60 Ventura 4-dr. Vista, $2,210* (ps); 
Catalina 4-dr., $1,845* (ps). 

’59 Catalina 2-dr., $1,635* (ps); 4-dr., 
$1,440*, $1,300* (ps). 

’58 Chieftain 4-dr., $990*. 

’57 Star Chief conv., $820* (ps); 4-dr. 


Catalina, $800* (ps); Chieftain 4-dr. 
Catalina, $615*; Super Chief 2-dr, Ca- 
talina, $605* (ps). 
’55 Chieftain 2-dr., $385. 
RAMBLER—’59 Super (6) Cross Country, 
$1,250; American (6) 2-dr., $745. 


STUDEBAKER—’ 60 Lark (6) station wag- 
on, $1,225. 
759 Lark (6) station wagon, $950. 
MISCELLANEOUS—’ 61 Chevrolet (6) Cor- 
vair 95 pickup, $1,395. 
’58 Chevrolet (6) %-ton pickup, $905. 
’55 Chevrolet (6) %-ton pickup, $450. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of Sept, 7, Good 
percentage sold. Prices a little softer on 
late models. Sold 169 cars from 278 con- 
signments. 


BUICK—’59 Electra 4-dr. hardtop, $1,600* 
(ps); LeSabre conv., $1,590* (ps). 
’57 Special 2-dr, Riviera, $695* 
$600* (ps); 2-dr., $575* (ps). 
’56 Century 4-dr. Riviera, $410*, 
’55 Super 2-dr. Riviera, $230* (ps). 
CADILLAC—’60 de Ville 2-dr. hardtop, 
$3,820* (ps). 
’56 (62) 2-dr. hardtop, $775* (ps). 
’5S (62) 4-dr., $675* (ps). 
’48 limousine 4-dr., $500*. 
CHEVROLET—’ 60 Impala (8) sport coupe, 
$2,050* (ps); 4-dr., $1,935* (ps); Bel 
Air (8) 4-dr., $1,390* (ps); Biscayne 
(6) 2-dr., $1,295. 
’59 Impala (8) sport sedan, $1,430* (ps); 
conv., $1,400* (ps). 
’58 Impala (8) conv., $1,040*; Biscayne 
(6) 2-dr., $925*, $680; Biscayne (8) 4- 


(ps), 
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VALVOLINE Guaranty 
NOW! 3 YEARS 
or 50000 MILES! 





direct, today. 


It’s the World’s Greatest Guaranty Program! Here’s how it will 
make money for you: 


e It will help you sell more new cars. 


e You'll get without cost an outstanding 
handled entirely by Valvoline. 


e You'll get powerful sales aids that won't cost you one penny! 


e It will help your service department profits keep pace with 
your booming new car sales. 


There’s nothing like this Valvoline Guaranty! It will pay off 
for you. Call your Valvoline distributor, or contact Valvoline 


follow-up system 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery —Freedom, Pennsylvania e Home Office—Ashland, Kentucky 
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dr., $910; Delray (6) 4-dr., $829; 9 
dr., $620. : 


’57 Bel Air (8) conv., $1,095* (ps; 4-dr_ | 
” 


$710*; Two-ten (6) station wagon g 
dr., $920; 4-dr., $775; 2-dr., $635*, 
’56 Bel Air (8) sport coupe, $720°; 4-q, 
$705*, $480*; Two-ten (6) 4-dr., g5sq’ 
’55 Bel Air (8) 2-dr., $420*; Two-ten (g) 
Delray, $390*; One-fifty (6) 4-dr., $210 
DODGE—'60 Dart (8) Pioneer 2-:ir,, gj ° 
445*. : 
*59 Coronet (8) Sierra 4-dr., $1,549 

(ps); 4-dr., $1,100*, 

’58 Coronet (8) 2-dr., $650*. 

’55 Coronet (6) 4-dr., $250. 

FORD—’61 Thunderbird (8) 2-dr. hardtop 
$3,510* (ps); conv., $3,490* (ps), 

’°60 Thunderbird (8) conv., $2,405* (ps): 
Country Sedan (8) 4-dr., $1,499+: 
Ranch Wagon (6) 4-dr., $1,200*, ; 

*59 Galaxie (8) 4-dr. Victoria, $1,389 
(ps); 4-dr., $1,255*; 2-dr. Victoria, $1. 
350* (ps); 2-dr., $1,335* (ps); cony. 
$1,225* (ps); Galaxie (6) 2-dr., $975: 
Fairlane 500 (8) 4-dr., $1,215; Fairlane 
(8) 4-dr., $1,180*. 

’58 Fairlane 500 (8) skyliner, g$ggqs. 
conv., $845* (ps); Ranch Wagon (g} 
2-dr., $735*; Fairlane (6) 4-dr., $6go¢- 
Fairlane (8) 4-dr., $620*; 2-dr., $4go+' 

’57 Country Sedan (8) 4-dr., $700*; Fajr. 
lane (8) 4-dr. Victoria, $600*; 4-qr 
$495*, $470*; 2-dr. Victoria, $519s: 
Custom (8) 2-dr., $395*. ( 

’56 Fairlane (8) 2-dr., $355*; Custom (6) 
2-dr., $355*; Custom (8) 2-dr., $260* 

’55 Crest (8) 2-dr., $320. . 

*36 4-dr., $340. 

MERCURY—’59 Montclair 2-dr. hardtop 
$1,280* (ps). . 

58 Monterey 2-dr. hardtop, $460*, 

’57 Montclair 4-dr, hardtop, $610* (ps) 
$345*; Monterey 4-dr. hardtop, $309* 

OLDSMOBILE—’'60 (88) Super 4-dr., $2: 
300* (ps). : 

’59 (98) conv., $1,870* (ps), $1,750* (ps) 

’58 (88) Super 2-dr. Holiday, $910* (ps): 
(88) 2-dr., $890* (ps). ; 

’57 (88) 4-dr. Holiday, $810* 
dr., $725* (ps). 

wanders 2-dr., $415*. 
MOUTH—’60 Savoy (8) 4-dr., $1 
$060°. $1,040, 

’57 Plaza (6) 4-dr., $470*; 2-dr., $265; 


(ps); 4 


— (8) 2-dr. hardtop, $450* 
ps). 
’56 Savoy (8) 4-dr., $275; Belvedere (6) 
2-dr., $250*, 
ae Bonneville conv., $1,615* 
ps) 


’58 Chieftain 4-dr., $940* (ps). 

= _— Safari 4-dr., $580*, $580* 
Ps). 

’55 Chieftain 4-dr., $245*. 

RAMBLER—’61 American 
dr., $1,300. 

’60 American (6) Custom station wagon 
2-dr., $900. 

’59 American (6) Custom station wagon 
2-dr., $1,095; Super (6) 4-dr., $1,060; 
Ambassador (8) Custom 4-dr., $810*, 

STUDEBAKER—’60 Lark (6) Deluxe 2-dr,, 


(6) Deluxe 4. 


$1,045. 
MISCELLANEOUS—’59 Ford (6) %-ton 
pickup, $860. 
’57 Ford (8) %-ton pickup, $700. 
’55 Ford (8) %-ton pickup, $410; %-ton, 


$400. 
DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept, 6. 
—— Super 4-dr. Riviera, $1,090* 

ps). 

’56 Special 2-dr. Riviera, $380*. 


CADILLAC—’59 de Ville 4-dr. hardtop, 
—" (ps), $2,650* (ps), $2,475* 
Ps). 


’58 (60) Special 4-dr., $1,810* (ps), 
’57 (62) 4-dr. hardtop, $1,150* (ps). 
CHEVROLET—’61 Corvair (6) Monza 2- 
dr., $1,950*. 

’60 Impala (8) conv., $1,700; Biscayne 
(6) 4-dr., $1,515*, $1,415*, $1,415, $1,- 
375, $1,245. 

’59 Impala (8) sport sedan, $1,450; sport 
coupe, $1,440* (ps); Bel Air (8) 2-dr, 
$1,245*, $1,240*; Bel Air (6) 2-dr, 
$1,090; Brookwood (6) 2-dr., $1,175. 


’58 Nomad (8) 4-dr., $1,095* (ps); Im © 


pala (8) sport coupe, $1,060*; conv., 
$1,020* (ps); Brookwood (6) 4-dr., 
$850; 2-dr., $690; Yeoman 
$780; Biscayne (8) 2-dr., $740. 


’57 Bel Air (8) sport sedan, $880*; 4-dr., 


$750*. 
56 Bel Air (8) 2-dr. hardtop, $590° 
(ps); station wagon 4-dr., $405*. 


CHRYSLER—’58 Windsor 4-dr., $830*. 

DODGE—’57 Coronet (8) 4-dr. hardtop, 
$460*; 4-dr., $325*. 

sag: tag Fairlane 500 (8) 4-dr., $1,900* 
ps). 

'60 Galaxie (8) conv., $1,800*; 2-dr. Vic- 
toria, $1,625*, $1,600; 4-dr. Victoria, 
$1,610*; Ranch Wagon (8) 4-dr., $1,- 
520*; Ranch Wagon (6) 4-dr., $1,300, 
$1,250; Fairlane 500 (8) 4-dr., $1,480° 
(ps), $1,450* (ps), $1,180*; Falcon (6) 
4-dr., $1,275, $1,230, $1,225, $1,190, 
$1,145; 2-dr., $1,150; Custom 300 (6) 
2-dr., $1,125. 

59 Galaxie (8) 2-dr. Victoria, $1,400° 
(ps); 4-dr., $1,260* (ps); Country Se- 
dan (8) 4-dr., $1,275*, $1,270*; Custom 
300 (8) 2-dr., $1,060*; 4-dr., $870*. 

’58 Custom 300 (8) 2-dr., $725*. v 

’57 Country Sedan (8) 4-dr., $750*, 
$705*; Fairlane 500 (8) 2-dr. Victoria, 
$715*, $600*; Custom (6) 2-dr., $375. 

’56 Thunderbird (8) conv., $1,250*; Cus 
tom (8) 2-dr., $360*. 

MERCURY—’57 Montclair 2-dr. 
$675* (ps). 


hardtop, 


OLDSMOBILE—’60 (98) 2-dr. Holiday, $2° | 


385* (ps). 


*B9 (98) conv., $1,750* (ps); (88) 4-dr. J 


Holiday, $1,675* (ps). 
"56 (88) 2-dr. Holiday, $410*, 


PLYMOUTH—’60 Suburban (6) Deluxe 4 
dr., $1,285. 
’59 Suburban (6) Deluxe 2-dr., $900*. 


PONTIAC—’61 Catalina sport coupe, $2 § 


450* (ps). 
’60 Bonneville 4-dr. Vista, $2,015* (ps); 
Catalina 4-dr. Vista, $1,930* (ps); + 
dr.., $1,610*. 
’59 Catalina 4-dr., $1,900; Safari 4-dr., 
$1,590* (ps); conv., $1,450* (ps). 
’57 Chieftain conv., $800* (ps); 2-dl 
Catalina, $765*; 4-dr., $375. 
RAMBLER—’59 American (6) Super sta 
tion wagon 4-dr., $1,110; 4-dr., $940. 


’56 Super (8) Cross Country 4-dr., $190°. § 
STUDEBAKER—’60 Lark (8) 2-dr., $15 


100°. 
’59 Lark (6) Deluxe 2-dr., $755*. 
ea * + 


— Auctions in Brief — 
BORDENTOWN, N. J. 


Nationa! Auto Dealers Exchange. Salt 
every Wednesday (Sept. 6). Holiday held 
back registration. Clean merchandise is 
short supply and continues to bring to 
dollar. Sold 71 percent of 407 consiznments. 
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The Man Behind the Wheel... 





Sales Testing the Fiat 600-D 


(Continued from Page 56) 


ticized pockets which come in very 
handy for items usually carried in 
a glove compartment. 

+ 


OTH doors, incidentally, are pro- 

vided with a safety lock. Rear 
windows are stationary, and this 
makes rear-seat travelling some- 
thing of a burden on hot days. : 

But the real test of this vehicle 

comes in the driving, The sales- 

man should get a charge out of 
this, since the sensation will be 
entirely the opposite of the pros- 

ct’s conception of the vehicle, 
making the demonstration a thing 
of real value. 

The demonstration should be fol- 
lowed up immediately by a test 
drive by the customer, so that he 
will be ready to acknowledge that 
no tricks or trick driving have been 
used on him. 

Acceleration is something to won- 


Car Tested: 
FIAT 600-D 


Overall length, 130 inches; 
wheelbase, 78.75 inches; overall 
height, 55.32 inches, overall 
width, 54.25 inches; weight, 1,331 


pounds. 

Four-cylinder in line engine, 
overhead valves; bore, 2.44 
inches; stroke, 2.50 inches; dis- 
placement, 767 c.c.; compression 
ratio, 7.5:1; horsepower, 32. 

Weber downdraft 28 ICP car- 
buretor. 





der at. Taking off from a standing 
start, and accelerating through the 
gears properly, will be breathtak- 
ing, literally. 

The speedometer has been 
thoughtfully marked, showing at 
what points it is most efficient to 
change gears. If these markings are 
followed scrupulously, the vehicle 
will perform at its optimum. 

The throw of the shift is extreme- 
ly short, making the shifting proc- 
ess exceedingly quick. 

* ~ * 


Ride Is Excellent 


HE ride also is something to 

marvel at. Many of its fellow 
compacts from overseas, larger and 
more expensive, can’t boast the ride 
this little car offers. 

Bumpy roads are nothing to 
fear. You can take them at good 
rates of speed without jouncing 
evvuryone out of their seats. 


On good superhighways there is 
no problem, except the noise prob- 
lem as you reach high speeds. For 
a rear-engine job, this car holds the 
road exceedingly well in front, even 
at speeds in excess of 70 miles an 
hour, when many others start get- 
ting light and lose the feel of the 
road. 

In traffic, this car begins to in- 
dicate its true value. It manages to 
stay with traffic at all times, and in 
many cases leads it because of its 
ability to get into little holes that 
conventional vehicles just can’t cut. 
It should become a favorite of the 
city dweller. 


Another reason for this last state- 


Used Import Car Prices 





Albany 
Metropolitan—’61 conv., $1,100. 


Bordentown, N. J. 


Fiat—’59 4-dr., $400. 

57 4-dr., $355. 
Ford (English)—’59 Anglia 2-dr., $450. 
MG—’58 MGA conv., $1,000. 


Chevrolet Makes 
4 Items Standard 
On New Models 


DETROIT.—Improvements in air 
conditioners and a new line styled 
for the debutante Chevy II high- 
light Chevrolet’s dealer-installed ac- 
cessories for 1962. 

Deluxe heaters, cigaret lighters, 
front seat armrests and right-hand 
sun visors have been made stand- 
ard equipment on the latest Cor- 
vairs, standard Chevrolets, Cor- 
vettes and the Chevy II. 

Technical advances in both recir- 
culating and combination types of 
air conditioners promise quieter 
operation and greater efficiency, 
Chevrolet said. A new six-cylinder 
air conditioning compressor with 
simplified design has been intro-| 
duced. 

The Chevy II parallels other mod- 
els in the availability of accessories. 
Simulated wire wheel covers are 
offered on the Chevy II and Corvair. 

Fully transistorized radios are a 
62 Chevrolet accessory feature. A 
removable extension on coat hang- 
ers provides space for eight suits. 

New Chevrolets will go on display 
at dealerships Sept. 29. 


U.S. Prices 


(Continued from Page 56) 


$2,988; 5-dr. 3-seat stat. wag., 
Custom 400 V-8—4-dr. sed., $2,814. 








$3,113. 





STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
Stat. wag., $2,290; 4-dr, 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
am Sed., $2,140; 2-dr. sed., $2,070; 
dr, 2-seat stat. wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 

Cruiser V-8—4-adr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650, 


WILLYS—Jeep—2-dr. 2-seat stat. 
(4 cyl.), $2,095; 2-ar. 
(6-cyl.), $2,343.57. 
drive models. ) 


wag. 
2-seat stat. wag. 
(Both are two-wheel- 


Renault—’61 4-dr., $850. 
Triumph—’58 station wagon 4-dr., $490. 
Volkswagen—’60 2-dr., $1,220. 


Caldwell, N. J. 
Hillman—’59 conv., $600. 


Renault—’60 4-dr., $450. 
"58 4-dr., $400. 


Volvo—’58 444 2-dr., $540. 


Chicago 
Alfa-Romeo—’58 roadster, $1,085. 


MG—’58 conv., $670. 
’53 roadster, $600. 


Danville, Va. 


Fiat—’60 2-dr., $450. 
Volkswagen—’60 2-dr., $1,210. 


Daytona Beach, Fla. 
Opel—’60 2-dr., $670. 
Renault—’60 Dauphine 4-dr., $650. 
Volkswagen—’61 Microbus, $1,655. 


Dothan, Ala. 
Metropolitan—’58 2-dr., $340. 


Dyer, Ind. 


Austin—’54 2-dr., $740. 
Renault—’59 4-dr., $345. 


Flint 
Opel—’60 station wagon, $690. 
Simca—’60 Aronde 4-dr., $520. 


Volkswagen—’61 Karmann-Ghia 2-dr., $1,- 
400. ‘ 


Fontana, Wis. 


Renault—’60 2-dr., $1,330. 
"57 4-dr., $275. 
Volkswagen—’60 Karmann-Ghia conv., $1,- 
600. 


Los Angeles 


Citroen—’57 4-dr., $285. 
Metropolitan—’58 2-dr., $590. 
’56 2-dr., $395. 
Opel—’58 Rekord 2-dr., $515. 
Renault—’61 Dauphine 4-dr., $950. 
’60 Dauphine 4-dr., $780. 
’59 Dauphine sunroof 4-dr., $350. 
’58 Dauphine 4-dr., $540. 
Triumph—’58 4-dr., $285. 
Volkswagen—’59 Microbus, $1,350. 
’57 2-dr., $815. 
’54 2-dr., $540. 
Volvo—’58 station wagon 2-dr., $635. 


Mason City, Ia. 


Opel—’60 2-dr., $920. 
Vauxhall—’59 station wagon, $450. 
Volkswagen—’60 2-dr., $1,150, $1,100. 
"59 2-dr., $1,140. 
"58 2-dr., $770. 


Salt Lake City 


Hillman—’59 4-dr., $470. 
Opel—’58 station wagon 2-dr., $675. 
Triumph—’59 roadster, $1,000. 
Vauxhall—’59 Super station wagon 4-dr., 
$600. 
Volkswagen—’61 conv., 3 at $1,600; 2-dr., 
-3 at $1,585, 3 at $1,420. 
’59 2-dr., $1,010; Microbus, $875, 
"58 2-dr., $990; Kombi, $570. 
’57 2-dr., $555. 


Volvo—’58 2-dr., $495. 





ment is its ease of parking. To 
begin with, the vehicle is only 130 
inches overall. This means that 
spaces ordinarily big enough only 
for a scooter will accommodate the 
600-D easily. 

Secondly, because of the rear en- 
gine, the car handles as though 
equipped with power steering. 
Parking in such tight spots be- 
comes a matter of minor exertion. 

* * * 

T= engine compartment in the 

rear is compact and efficient 
looking. All vital equipment is eas- 
ily at hand for quick, efficient, in- 
expensive repair, a fact your pros- 
pect should be pleased to hear. 
Brakes are good and fast, with no 
fade or heating evident during our 
tests. 

While the vehicle is designed as 
a functional unit, more than a thing 
of beauty, it is possible to point to 
the workmanship with a degree of 
pride. All parts fit together nicely, 
and everything is well finished off. 











DODGE ”“50,000 CAR CLUB’ DEALER 
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$10240°0 PLUS 


Gross Profit Monthly 


In each two stall area of your service department, 
large or smail, with no added fixed expense. Give your 
customers what they now are demanding. 


SERVICE WHILE YOU WAIT 


Recover 85%, of your service business now in the hands 
of independents and gas stations. 

We have been in the business of improving service 
operations since 1938. Our brochure covers in detail 
the practical application of service while you wait, and 
procedure time study, how to work mechanics as a 
team, advantage of salary with profit sharing as 
against flat rate, unit repair department, a complete 
concise explanation your service manager can apply. 

BROCHURE $15.00 
Send Check and Order to 


I. C. S. A. DIVISION 


2170 S. Canalport Ave. 

























Chicago 8, Ill. 








Nine modern lifts installed in Chuck Hutton’s new Memphis shop 


Chuck Hutton, Dodge dealer 
for 41 years, has built two 
complete new facilities for 
his Memphis dealerships in 
the past eight years and 
equipped both of them with 
Rotary Lifts . . . a total of 
21 lifts. 

Just completed is a Mem- 
phis suburban location where 
nine Rotary Two-Plunger 
Model FP-28 Frame Pick-Up 
Lifts were installed. Thus, 
his shops, like his big organ- 
ization of nine dealerships 
and four parts warehouses, 
volume operation, 





AUTO LIFTS 


| ED) 





C. E. (Chuck) Hutton 


are geared to efficient, 


DOVER CORPORATION 
ROTARY LIFT DIVISION 


Memphis, Tenn. « Madison, Ind.* Chatham, Ontario 


First name in oil-hydraulic auto lifts—passenger 
and freight elevators—industrial lifting devices 


The Rotary two-post mechanics’ frame lifts selected 
for this up-to-date shop will play a key role in maintain- 
ing required efficiency. “Swinging arm” construction 
and unique pick-up pad design assure quick, safe lifting 
of all model cars. 

Flexibility of the Rotary Model FP-28 Mark II may 
be seen in the illustration at 
left. Vehicle is picked up by 
frame so that suspension is left 
clear. Center of car is com- 
pletely accessible for transmis- 
sion work, all service and repairs. 

A Lift Selection Guide is 
available to assist you in plan- 
ning maximum service shop 
efficiency. Helpful suggestions on shop layout are in- 
cluded, too, Use the coupon below to order your free 
copy today. 





Dover Corporation, Rotary Lift Division 
1121 Kansas, Memphis 2, Tenn. 


Please send information on Rotary Two-Plunger Model FP-28 
Mark II Frame Lifts and Auto Lift Selection Guide to: 
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Transport Forum 


To Hear Dykstra 


DENVER.—John Dykstra, presi- 
dent, Ford Motor Co., will be one of 
the speakers at the 16th annual 
transportation and logistics forum, 
which began here yesterday (Sept. 
17) under the sponsorship of the 
National Defense Transportation 
Assn. 

The keynote address will be given 
today (Sept. 18) by Howard C. 
Adams, NDTA chairman, followed 
by the opening talk by James M. 
Landis, special assistant to Presi- 
dent Kennedy. 

Welby M. Frantz, chairman of 
the American Trucking Assns., also 
will address the forum, which will 
be held through Wednesday (Sept. 
20). More than 2,000 are expected 
to attend. 








Get Top Dollar for Your Tr 
Wagons! Recondition them with 


VW Distributor Builds . 





Import-Car 


Volkswagen 

ROUND has been broken for a 

$2 million administration and 
parts center for Competition Mo- 
tors Distributors, Inc., Volkswagen 
distributor for Southern California, 
Arizona and Southern Nevada. 

Completion of the building in 
Los Angeles County adjacent to 
Culver City, is scheduled for Feb- 
ruary, according to John Von 
Neumann, president of Competi- 
tion Motors. The parts warehouse 
will have a constant inventory 
of some 15,000 parts worth $2.5 


ade-in 





Ctation Wagon CARGO DECK MATS 


Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 


TAILORED-TO-FIT Each set contains all components for 


complete replacement 


COLOR-KEYED Available in colors and 


to compliment interior 


— 










of mat panels 





patterns 
trim. = 












Made from 
(Armstrong 


conn company 


Vinyl Automat 
ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


—_ INDIVIDUALLY BOXED 
« —— Complete with Clearly labeled for easy 
Adhesive & Applicator _ identification. 







THE COMPLETE LINE 


for CAR RECONDITIONING 
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News Notes 


million, the equivalent of a five- 

month supply, he said. 

The building will be a one-story 
structure with 87,279 square feet of 
office and warehouse space. The 
warehouse will comprise 59,279 
square feet and the office area ap- 
proximately 28,000 square feet. 
Within the office area will be the 
administrative headquarters, zone 
sales office, sales training center, 
tourist delivery office, a training 
school for servicemen and mechan- 
ics, service offices for the ware- 
house operation, and other parts 
and service offices, The warehouse 
will be built with tilt-up concrete 
walls supported by reinforced con- 
crete columns. 

A parking area suitable for 200 
cars will be adjacent to the build- 
ings. 

A keynote of the warehouse 
facility will be speed—in receiving, 
processing, and delivering orders 
for parts from the more than 50 
dealers it serves in the three-state 
area, said Von Neumann. Admin- 
istrative paperwork and parts or- 
ders will be handled by an elec- 
tronic data processing system. 
Within the warehouse itself, proc- 
essing of orders will be speeded 
by a continuous-belt conveyor that 
will carry parts from any storage 
area to a central shipping point. 

* * + 


Mercedes-Benz 


a recent appointments have 
been announced by J. Bruce 
McWilliams, sales vice-president, 
Mercedes-Benz Sales, Inc., South 
Bend. 

J. Gordon Miller has been named 
South Bend zone sales manager, 





ia 
J. Gordon Miller 


replacing L. W. Wheeler, who has 
been appointed sales manager for 
the Jacksonville (Fla.) zone. Wal- 
ter T. Swink, formerly Jacksonville 
zone Manager, has been named 
manager of the company’s new re- 
tail outlet in that city. 
Miller joined Mercedes-Benz 
Sales in 1959, as administrative 
assistant to the 
general sales 
Manager. A 
year later, he 
Was appointed 
Auto Union- 
DKW sales 
manager. 
Wheeler, who 
has been with 
Mercedes - Benz 
Sales since its in- 
ception in 1958, 
has had extensive 


L. W. Wheeler 


ily 
W. T. Swink 


experience in both wholesale and 


retail phases of the automobile 
business, including a dealership in 
St. Louis. 

Swink was with the Studebaker- 
Packard Corp. for four years prior 
to joining Mercedes-Benz Sales in 
1958. He has served as special rep- 
resentative, field sales manager and 
Jacksonville zone manager. 

* Oo ok 


Rootes Motors 


FUNGLAND'S Rootes Motors 
launching a full-scale program 


is 


to sell more of its Humber models | & 


to British companies for use as 
executive cars now that new tax 
deduction allowances have had the 
effect of increasing the price of the 
country’s traditional executive car 
—the Rolls-Royce. 

The new regulation places a 
$5,600 limit on the tax deduction 
allowed companies for the purchase 
of cars. The Rolls costs consider- 
ably more. 

A completely equipped Humber, 
with such executive-type refine- 
ments as folding desks, sells for 
less than the limit, Rootes noted. 

x * 


* 
Volvo 


Gm0RcE E. MANUEL has joined 
Volvo Western Distributing, Inc., 
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as dealer development manager for 
Southern California. 

Manuel is an automotive field 
veteran of more than 20 years. His 
experience spans both domestic and 
imported car firms and includes six 
years with Chevrolet and seven 
years with Chrysler and Simca. 
Immediately prior to joining Volvo 
Western, Manuel was district man- 
ager for Nissan Motor Corp., USA. 

* * * 


Saab 


AAB OVERSEAS, INC., importer 
of the Swedish automobile, is 
moving its headquarters to a 100,- 
000-s quare-foot dockside site at 
New Haven, Conn. 

There it will consolidate import 
and distribution operations now 
divided between Boston and New- 
ark, N. J., said Ralph Millet, pres- 
ident, He said the firm would im- 
port about 5,000 cars a year 
through New Haven and another 
1,000 through Jacksonville, Fla. 
New Haven will also become the 
Saab parts center for the United 
States. 

The Saab sales corporation, Saab 
Motors, Inc., will retain its head- 





iy 


quarters in New York “at least for 
the time being,” said Millet, who | 


is also president of the latter firm, 
The Saab lease in New Haven 


runs for 10 years. Millet said Sagh © 
would spend about $100,000 remode]. © 


ling the four-story building. 
ed + + 
Simca 
A. PIPKIN, who has been in 
* automotive sales positions for 
the last 13 years, has been appoint- 
ed Western sales manager for 


Simca. He gue. | 


ceeds E. F. Frank, 


cisco area ag 
Simca sales rep- 
resentative. Pjp- 
kin’s headquar- 
ters will be in 
Anaheim, Calif, 
Peter Nunez, 
Simca sales man- 
ager, said Pip- 
kin’s appointment 





Jd. A. Pipkin 
is part of the reorganization of the 
Simca field staff in preparation for 
introduction of the new Simca “5” 
model in dealer showrooms Sept. 27, 





How Legislatures Acted 
On Tax Authority 


NEW YORK.—Developments af- 
fecting taxes and revenues of local 
governments include the following: 

Inuinois: More than 1,100 munici- 
palities in Illinois will continue to 
have % percent local sales taxes as 
a result of the legislature’s failure 
to raise local sales taxing authority 
from % to one percent. 

However, cities as well as the 
state will get additional revenue 
through the Legislature’s enact- 
ment of other bills extending 
sales and use taxes to service oc- 
cupations, materials used in con- 
struction, custom-made goods, 
merchandise sold by churches 
and fraternal occupations if it 
competes with commercial trade, 
and meals and drinks sold in pri- 
vate clubs. 

The Legislature also enacted sev- 
eral other revenue bills, including 
one which raised the state sales 
tax rate from 3 to 3% percent. 


Louisiana: Glenn P..Clasen, chief 
administrative officer in New Or- 
leans, urged that Louisiana re- 
linquish one cent of its 2-cent sales 
tax in order to permit the city to 
increase its sales tax from one to 2 
cents, restoring a situation that 
existed until 1948. 

Clasen declared that if the state 
executes a settlement of a tidelands 
dispute with the Federal govern- 
ment, bringing additional revenues 
to the state, it should be asked to 
return the one-cent sales tax which 
it “took” from the city. 

Ou10: A proposed increase from 
one to 1% percent in the city in- 
come tax, to yield $4 million in 
additional annual revenue for capi- 
tal improvements, was approved by 
the Toledo Common Council for 
submission to the voters in Novem- 


ber. To pass, the measure must be 


Helps Keep Shop Clean— 


Snow, road salt, mud and dust are not 


carried into the service department of 
Hansen-MacPhee Sales Corp. (Volkswag- 
en), Brookline, Mass. Cars entering through 
the service department entrance doors are 
rinsed with thermostatically controlled 
water warm enough to prevent shock to 
summer sun-warmed surfaces but not hot 
enough to dull the finish. Water drains 
through grillework across the floor in- 
side the doors. 








approved by 55 percent of the vot- 
ers. 

An ordinance to place the is- 
sue on the November ballot sets 
forth that the tax increase is for 
a five-year period and that the 
estimated annual receipts will be 
earmarked as recommended by a 
citizen’s advisory capital im- 
provements finance committee. 

OKLAHOMA: Possibility of initiat- 
ing an earnings tax to provide an 


estimated $7.5 million a year to | 


help finance municipal government 
in Oklahoma City is being consid- 
ered by the City Council. 

Edward H. Moler, the municipal 
counsellor, said that under an Ok. 
lahoma law permitting cities to im- 
pose special taxes on themselves, it 
would be necessary to submit the 
proposal to the electorate. 

* * 


Ohio Leis Bill 


Passed over Veto 


A bill to increase the ceiling for 
Small loans from $1,000 to $2,000 
and revise interest rates was re 
passed by the Ohio Legislature over 
Gov. Michael] V. DiSalle’s veto. 

The measure will permit small- 
loan companies to lend up to $2,000 
for 37 months and 15 days and per- 
mit repayment schedules of 2 
months and 15 days for loans up to 
$1,000. 

The law lowers interest charges 
on loans of $450 or less and raises 
the permissible rate on loans ex- 
ceeding that amount. It also elimi- 
nates a requirement that interest 
on loans be expressed in terms of 
percentages and permits small loan 
firms to offer term life insurance 
on borrowers. 

ok * * 


Interest Hike Approved 
The Wisconsin Senate passed and 
sent to the Assembly a bill which 
would raise from 10 percent to 122 
percent the interest ceiling on loans 
under $5,000. The bill was backed 
by the Wisconsin Bankers Assn. 
ok * * 


Insurance Protection Bill 


Moves Ahead in Wisconsin 


Auto dealers and finance compa- 
nies would be required to protect 
the equity of auto buyers in writing 
collision insurance under a Dill 
passed by the Wisconsin Assembly. 

The measure would require the 
same protection for the interests 


of the purchaser as are given the § 


Seller or the finance companies. 
ca * * 


Credit Insurance Controls 
Sought in Pennsylvania 


A bill to give the state insurance § 
department authority to write rules § 


and regulations governing the sale 
of credit insurance was passed by 
the Pennsylvania House of Repre 
sentatives and sent to the Senate. 

Penalties for violation of the pro- 
posed law would be fines ranging 
from $250 to $1,000. 
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628 Are Longer, More Powerful. . . 
none ed eer 


98s and Starfires, and the gearshift 


price leader, the Dynamic 88 two- 


| Oldsmobile Adds Starfire Coupe 


What's New: 


Starfire coupe ... higher horse- 

wer and compression ratio... 
new grille and rear end... new 
roof design ... two inches longer 
.., heater standard on all models 
... “lifetime” lubrication . . . self- 
adjusting power brakes see im- 
proved automatic transmission. 

ok oo of 


HE ’62 Oldsmobile, featuring 17 
standard-sized models in four 
series, goes on display Friday (Sept. 
22) in dealer showrooms across the 


country. 


The cars have been restyled; the 
model lineup has been altered, and 
there are several mechanical 
changes. For the first time, a heat- 
er will be standard equipment on 


all models. 

Joining the team this year is a 
Starfire coupe, a companion to 
the Starfire convertible which ap- 
peared last winter. The coupe has 
bucket seats and a 345-horsepow- 
er engine. It’s aimed at the Thun- 
derbird market. 

The grille has been redesigned 
and the rear quarter panels have a 
poxy look instead of ‘61's tapered 
styling. A major styling change is 
the squared-off roofline used on 
several sedans and hardtops. 

* * * 


—— cars are 1.9 inches longer 

than in ’61, but the wheelbase is 
unchanged. Series 98 models have a 
126-inch wheelbase and are 220 
inches overall. Figures for other se- 
ries are: Wheelbase, 123 inches; 
overall length, 213.9. 

Horsepower and compression ra- 
tios have been increased through- 
out the line, with the biggest 
change applied to the high-volume 
Dynamic 88 series. 

The new 88 has a premium- 
fuel, 280-horsepower engine with 
a compression ratio of 10.25 to 1. 
Last year’s 88 operated on regu- 
lar-grade gasoline. Horsepower 
was 250 and compression ratio 
was 8.75 to 1. The lower-compres- 
sion unit is available this year as 
a no-cost option. 

Oldsmobile claims that a new 
combustion-chamber shape and 
lower rear-axle ratio make this 
year’s 88 as economical as last 
year’s, despite the switch to pre- 
mium gas. 

The Super 88 and 98 are rated 
at 330 horsepower, compared with 
825 last year, and compression ratio 

| has been boosted from 10 to 1 to 
10.25 to 1, 
* a CJ 


ering horsepower is 345 (up 
from 330) and the compression 
ratio has risen to 10.5 to 1. It was 
10.25 to 1 last year. 

The Hydra-Matic transmission 
has been improved, and Oldsmobile 
says it provides smoother transition 
between the four speed ranges. Hy- 
dra-Matic is standard equipment on 





Leaseway Enters 


Fleet-Car Field 


CLEVELAND.—Leaseway Trans- 
portation Corp., truck lessor and 
contract carrier serving industry 
coast-to-coast, is entering the auto 
fleet leasing field, according to Wil- 
liam J. O’Neill, president. 

Leaseway System Corp. has been 
organized as a wholly owned sub- 
Sidiary of Leaseway Transportation 
to handle the auto fleet leasing on 
& nationwide scale. In addition to 
finance leasing, it will offer budget- 
ed maintenance plans and market- 
ing services, including purchase and 
— of customer-owned cars, O’Neill 
said, 

He said George B. Sweeney jr., 
Leaseway Transportation’s control- 
ler, has been named vice-president 
and general manager of Leaseway 
System, with William C, Barry, for- 
merly of Lee Fleet Co., as assistant 
rice-president. 





Fiat Signs Three 


NEW YORK.—Fiat Motor Co., 
Inc, has announced the appoint- 
Ment of the following new dealers: 
Leggio Service Station, Inc., 357 N. 
Broadway, North Tarrytown, N. Y.; 
Finlay Motors Syracuse, Inc., 961 

nesee St., Syracuse, N. Y., and 
Parente Motor Sales, 2231 Central 
Ave., Schenectady, N. a 


lever is mounted on the floor in the 
Starfire. 

Power brakes are self-adjusting 
this year and “lifetime” lubrica- 
tion is another new feature. Olds- 
mobile says that, under normal 
operating conditions, the chassis 
will not need lubrication. 

Three models have been dropped 
for ’62. Among them is Oldsmobile’s 


New Charlotte Facilities 


Planned by Chevrolet 


CHARLOTTE, N. C.—Construc- 
tion of a new $1 million Chevrolet 
parts warehouse and zone sales of- 
fice here will get underway shortly. 

The building will be erected on 
a 13%-acre site and will contain 
about 90,000 square feet of floor 
space, The warehouse will stock 
more than 6,000 different automo- 
tive parts and accessories for dis- 
tribution to nearly 300 Chevrolet, 
Pontiac and Oldsmobile dealers in 
the Carolinas, Completion is set for 
the late summer of 1962. 





door sedan. Also discontinued were 
the Super 88 convertible and the 
Super 88 three-seat station wagon. 
With the addition of the Starfire 
coupe, there are 17 models compar- 
ed with 19 last year. 
* o* ok 
HERE is Oldsmobile’s mode] line- 
up for ’62: 

Dynamic 88—Four-door sedan, 
four-door hardtop, two-door hard- 
top, convertible, four-door two-seat 
station wagon and four-door three- 
seat station wagon. 

Super 88 — Four-door sedan, 
four-door hardtop, two-door hard- 
top and four-door two-seat sta- 
tion wagon. 

Series 98—Four-door sedan, four- 
door hardtop, four-door hardtop, 
two-door hardtop and convertible. 

Starfire—Two-door hardtop and 
convertible. 

Heater is standard equipment on 
all models. Automatic transmission, 
power steering and power brakes 
are standard on 98s and Starfires. 


MEINERY SEALED FoR YOUR PROTECTION 


; 
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Oldsmobile Starfire Coupe— 


Joining the Oldsmobile lineup for "62 is the 345-horsepower Starfire coupe, a com- 
Ppanion model to the Starfire convertible that was introduced last winter. Starfire 
standard equipment includes bucket seats, heater, automatic transmission, power 
steering and power brakes. The interior features extensive use of leather trim. 





gross weights of up to 28,000 pounds 
are required, even when mileage 
averages less than 200 miles per 
week.” 

H. J. Nave, executive vice-pres- 
ident in charge of the White Divi- 
sion, said the vehicles operate 
economically in congested traffic 
areas where high maneuverability 
is essential, speed is restricted and 
a substantial amount of idling is 
required. The engine is no larger 
or heavier than gasoline engine of 
equal power, he added. 


Diesel Compacts 


Offered by White 


CLEVELAND.—A new line of 
compact trucks with White-Perkins 
diesel engines, designed for city 
and suburban hauling operations, 
has been introduced by White 
Motor Co. 

J. N. Bauman, president, said it 
was the first time a diesel unit had 
been “functionally engineered for 
city and suburban hauling where 
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IN CUSTOMER 
SATISFACTION 


Kendall SuperB is refined from the 
richest 100% Pennsylvania Crude 
to exceed car manufacturers’ most 
exacting requirements, ending 
excessive wear, rumble, costly 
repair and poor gas mileage. 


It keeps cars running like new 
and keeps customers coming back 
with repeat business for all your 
products and services. 


It's Kendall SuperB 10W-30 
Motor Oil. Ask your Kendall 
distributor about it! 


KENDALL REFINING 
COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists since 1881 
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Follows ’61 Pattern... 





F-85 Has Convertible 
9 Models in 62 Lineup 


What's New: 


Two convertibles . .. new hood 
and grille ... new side trim 
twin taillights . .. more legroom 
in sedans ... heater standard 
equipment . .. improved auto- 
matic transmission . . . softer, 
quieter ride. 

* * * 

LDSMOBILE’S compact F-85 

begins its sophomore season 
Friday (Sept. 22) with a pair of 
new convertibles and seven hold- 
overs from last year’s squad. 

The convertible in the regular 
F-85 series has a manually operated 
top, while its plushier brother, the 
Cutlass, has a power top, bucket 


Outlook Bleak 
For Tax Relief 


On Pension Funds 


WASHINGTON.—The bill to pro- 
vide tax deferment on funds set 
aside by self-employed people for 
pension purposes has been ordered 
favorably reported by the Senate 
Finance Committee. But the com- 
mittee, under pressure from the 
Administration (which wants to 
delay action on any such measure) 
and from its own chairman, Sena- 
tor Harry F. Byrd, Virginia Demo- 
crat (who disapproves it as a rev- 
enue-loser), took steps to make it 
well-nigh impossible for the bill to 
become law this year. 

The committee will not formally 
turn the bill into the Senate until 
Sept. 5 at the earliest. Since Con- 
gress hopes to adjourn between 
Sept. 15 and Oct. 1, this leaves little 
time for action. 

Furthermore, the committee 
made changes from the version of 
the bill that was passed by the 
House. In the rather unlikely event 
that the Senate should pass the bill 
reported by the Finance Commit- 
tee, a conference of members of 
both houses would be needed to re- 
concile differences between the two 
bills. Since Senator Byrd is opposed 
to the measure, he could block it 
easily by simply refusing to meet 
or by adopting other dilatory tac- 
tics. 

The self-employed pension plan 
has had difficulties in the Senate 
before. It has been passed by the 
House three times in the past. But 
the Senate has failed to act on it 
both times it has been presented 
before. 


Ideas Pay Off 


Ford Worker Collects 
Record $15,313 


DEARBORN. —A Buffalo hourly 
worker was awarded a record 
$15,313 by Ford Motor Co. for four 
separate suggestions to save steel, 
raising his total awards for 1961 to 
$24,888. 

Charles W. Minkel, 44, a quality 
control layout inspector at Ford’s 
Buffalo stamping plant, was honor- 
ed by top company officials at a 
luncheon here. 

Since 1953, Minkel has received 
awards totalling $32,652, the largest 
amount ever awarded to one indi- 
vidual by Ford. The $24,888 Minkel 
has collected so far in 1961 is the 
biggest amount ever awarded in 
any one year to an individual. 

The awards covered payments for 
four individual ideas worth $6,000, 
$4,360, $2,999 and $1,954, respective- 
ly. The $6,000 award was the sixth 
such award made by the company 
since $6,000 was established as the 
maximum award in Muy, 1960. 

Ironically, Minkel’s $6,000 award 
was given for an idea that came to 
him while he was assigned inspec- 
tion duties on a press line normally 
covered by another inspector, After 
watching production of roof panels, 
he decided that they might be made 
from 72-inch blanks rather than 
73-inch blanks, saving a full inch 
strip of steel on each stamping. 








seats and a high-performance en- 
gine. 

The Cutlass convertible joins 
the Cutlass sport coupe, which 
was introduced last spring and 
was accounting for 34 percent of 
F-85 production at the end of the 
61 model run. 

The F-85 model selection also in- 
cludes a pair of four-door sedans, a 
pair of four-door two-seat wagons, 
a two-door sedan and a three-seat 
wagon. 

* * * 

Baste styling is unchanged, but 

the car has a new grille, hood 
and headlight housings. Twin tail 
lamps are mounted on each side of 
the car; side molding on deluxe 
models has been repositioned, and 
there is a new stainless steel rocker 
panel molding. 

Oldsmobile says interior trim and 
appointments are more attractive 
this year. “Our customers will find 
them much richer looking,” accord- 
ing to General Manager Jack F. 
Wolfram. 

The F-85 automatic transmis- 

sion has been improved and, as 
in the case of the larger models, 
Oldsmobile claims that it pro- 
vides a smoother transition 
among the four speed ranges. 

Rear-seat legroom has been in- 
creased two inches in four-door se- 
dans, and all models are said to 
have a softer, quieter ride because 


of new shock absorber valvings and 
revisions in the front suspension 
isolation mountings. 
A heater will be standard equip- 
ment on all F-85 models this year. 
* os * 


_ Oldsmobile compact retains 
its aluminum V-8 engine. It is 
a 215-cubic-inch unit that develops 
155 horsepower and has a compres- 
sion ratio of 8.75 to 1. ’ 

The Cutlass coupe and the Cut- 
lass convertible use a souped-up 
version of this engine—185 horse- 
power and 10.25 to 1 compression 
ratio. The Cutlass power pack is 
available on other F’-85s. b 

A new option on all models is 
a nonslip differential, which mini- 
mizes the spinning of a single 
rear wheel on snow or ice or in 
loose sand or gravel. 

Cutlass buyers may select a front 
console with floor-mounted gear- 
shift lever. 

All F-85 models are built on a 
112-inch wheelbase. They are 188.2 
inches long, 71.6 inches wide and 
52.7 inches high. Standard tire size 
is 6.50-13; gas tank capacity is 16 
gallons, and cooling-system capaci- 
ty is 12% quarts with heater. 


Cutlass Console— 


Heading the F-85 lineup for ‘62 are the 
Cutlass sport coupe and the new Cutlass 
convertible. Bucket are standard 
equipment, and a console with floor- 
mounted gearshift lever is optional at 
extra cost. Cutlass models have a 185- 
horsepower aluminum V-8 engine. 


seats 








23 Denver Dealers ° 
Sign for Revised | 
‘Truth’ Program 


DENVER. Twenty-three auto 
dealers have subscribed to a code 
of ethics to be supervised by the 
Denver Better Business Bureau, 
according to Francis Van Derbur, 
BBB chairman. The code covers 
advertising and selling practices, 

The dealers are the first group 
to participate formally in the re. 
vised “truth program.” The Denver 
program, which began last Febry. 
ary, was criticized by the national 
BBB on the grounds that it con. 
stituted an im plied endorsement 
by the BBB of individual business 
firms. 

Florian Barth, Kumpf Motor Co, 
is chairman of an advisory com- 
mittee named by Van Derbur to | 
develop the auto dealers’ code of 
ethics. Other trade groups are de 
veloping similar codes, Van Derbur 
said. 

He said the BBB will provide a 
“shopper” who will visit auto deal- 
erships and turn in a daily report 
for study by the bureau and mem 
bers of the code group. 





Automotive Inventions Listed 


WASHINGTON.—A device which 
immobilizes a car and protects it 
against theft, even though the key 
is left in the ignition, is one of the 
products listed in a catalog of 
foreign-owned inventions published 
by the Small Business Administra- 
tion. 

Details on the products listed 
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(Continued from Page 12) 


they admitted any brake can have 
noises that are hard to “cure.” 

A final advantage is that the disk 
brake would require lining replace- 
ment less often. When replacement 
is necessary, the job would be 
cheaper and simpler. 

Of course, the disk brake has 
several disadvantages, too. It’s 
much cheaper and easier to build a 
component such as a drum brake 
that has been in production over 
the years, than it is to begin manu- 
facturing and repairing a new 
brake. 

* + - 

Restor the lethargy caused by 

the millions of dollars of drum- 
brake tooling that is completely 
paid for in this country, there are 
those who say that disk brakes are 
basically more expensive. 

Another factor involves the re- 
pairability of the two brakes. 
There are thousands of dealer- 
ships and shops capable of re- 
pairing drum brakes, but few are 
able to maintain disk brakes, Na- 
turally, this problem could be 
overcome, but only after an in- 
vestment in training and equip- 
ment. 

Both Hykes and Vansteenkiste 
mentioned the packaging problem 
presented by the disks. This in- 
volves the problem of finding space 
near the wheels for the brakes. This 
is also somewhat of a problem for 
the drum brakes, but current Amer- 
ican cars have adapted to them 
over the years, while the disks 
would encounter more interference. 

The size of disks required is di- 
rectly related to the weight of the 
car, so that a car such as the Cad- 
illac, Lincoln or Imperial would re- 
quire rather large disks. 

A prime reason why disk brakes 
have been used on many small for- 
eign cars is that their light weight 
makes for smaller disks and less 
packaging trouble. However, some 
heavier European makes such as 
Mercedes are adopting them. 

® +. * 


Compacts Slow Disks. 
Goes people feel that the disk 
brake’s arrival on the U. S..mar- 
ket has been slowed by the arrival 
of the compacts, but Vansteenkiste 
is one who says that the disk brake 
would even improve a~-compact’s 
braking ability. 
Disk brakes alse’ would require 
power-assist: units on any. car 
larger than a U. S. compact, al- 




















though there is a minority which 
feels that they could be installed 
on American standards without 
power. 

One of the biggest disadvantages 
of the disk brake is that a parking 
or emergency brake cannot easily 
be installed, as it can on a drum 
brake. It’s possible to install a park- 
ing brake on a disk, but it’s both 
difficult and expensive. 

Some engineers favor a prop- 
shaft parking brake for a car with 
disk brakes. This is somewhat cost- 
ly. Furthermore, it’s difficult to find 
the space for a prop-shaft brake on 
a unitized-body car. About six-to- 
eight inches around the shaft is re- 
quired. 

* * * 

HE elusiveness of the solution 

to this parking-brake problem 

has caused many European auto 
makers to use disk brakes on the 
front and drums on the rear. 

This arrangement, which well 
might be chosen by the next 
U. S. manufacturer to bring out 
disk brakes, is a happy one also 
because about two thirds of the 
braking is done by the front 
brakes and because the stability 
problem that afflicts drum brakes 
is strictly a front-brake problem. 
When asked if corrosion wasn’t a 

particular problem for disk brakes, 
both Hykes and Vansteenkiste said 
that rust is rubbed off by the shoes, 
just as it is on drum brakes. 


Roach Named to Head 


CARS Midwest Region 


FORT LAUDERDALE, Fla.—Di- 
rectors of Cars Rental Systems, 
Inc., international rental and. leas- 
ing association of new-car dealers, 
has announced 
establishment of a 
Midwest region 
and the appoint- 
ment of T. F. 
Roach as man- 
ager. 

The region in- 
cludes the Michi- 
; gan, Indiana, 

% Wisconsin, Min- 
a nesota, Kentucky, 

; Illinois and Ohio. 
T. F. Roach TT. J. Cornell, 
CARS executive director, said the 
Midwest region would serve mem- 
bers in that area and expand opera- 
tions among the some 8,000 new-car 
dealers in those states, 


and arrangements for making use 

of the patents on them are avail- 

able from the SBA here and the 
agency’s field offices in principal 
cities. 

Material on the locking device 
indicates that it could replace the 
ignition key. It can be mounted on 
the dashboard or steering column. 
The device also controls an electric 
hood lock. 

Other automotive inventions 
mentioned in the catalog and the 
claims made for these devices in- 
clude: 

A retractable awning for auto 
windshields which protects wind- 
shields from rain and snow at 
places such as drivein theaters. 
Moves back onto roof of car when 
not in use. 

A traction device which runs 
between the wheels of a dual- 
wheeled vehicle. It is said to in- 
crease traction and be easier to 
mount than chains. 

A set of tire chains which are 
said to offer continuous traction. 
The chains cross the tire tread 
diagonally, rather than parallel to 
one another. 

A detachable brake-lining assem- 
bly that is said to slide over the 
brake shoe and be held in position 
by four bolts and the anchor 
guides. It is claimed that this de- 
vice makes it possible to have the 
brake shoe ready for replacement 
in one, simple hand operation. 

For the driver who tends to in- 
crease his speed above the safe 
limit, there is a device which gives 


some resistance to attempts to|} 


boost speed. The device is said to 
leave the driver in position to de- 
liberately increase or decrease 
speed if he chooses. 

Another safety device sets the 
emergency brake when the car 
door is opened, if the driver ne- 
glects to set it before starting 
to leave the car. 

A new automatic transmission 
for making many gear changes in 

a compact space. 

A device for pushing under tires 
which are slipping in ice or mud. 
The upper surface has grippers to 
give the vehicle traction and the 
bottom of the device has spikes. 

Another device is an entry in two 
fields—it is said to reduce under 
smog gases and increase fuel econ- 
omy. The unit is said to increase 
the efficiency of fuel mixing, filter 
exhaust gases and send some of the 
unburned exhaust gases back to the 
engine. 

A fuel-injection system which 
offers volumetric control of fuel 


New Dodge Dealership 


Opens at Cincinnati 


CINCINNATI. — Plans for the 
formal opening of Frontier Dodge, 
a factory-supported dealership at 
7780 Reading Rd., are announced 
by James McGraw, president. 

While the firm is open now, the 
formal opening has been set for 
late in September. 





in distribution chiefly by pressure 

changes. 

A set of saddle bags which hang 
over the front seat of the car. One 
bag hangs in each seat, both can 
be reached from either seat and 
each has pockets which hold odd 
sized items. 

As a safety feature when one 
headlight goes out or the car ig 
parked with both lights out, there 
is a U-shaped reflector which is 
mounted on the headlight rim and 
outlines the rim when reflecting 
the lights of an oncoming car. 

A mirror with a hemispherical 
lens that is said to give an almost 
perfect panoramic view of the sides 
of the vehicle as well as a rear 
view. 

A device mounted on the speed- 
ometer by a suction cup which 
can be adjusted to show the 
speed limit in force in the area 
where the vehicle is being driven, 
The adjustable pointer is moved 
to the speed limit and the driver 
can then view the vehicle’s speed 
indicator in relation to the limit 
indicator. 

A sparkplug which is said to be 
waterproof with the contact for the § 
wire lead protected from dirt and 
water and metal fins used for cool- © 
ing. i 
And finally a device for preheat- 
ing fuel before delivering it to the 
carburetor by passing it through a 
heated housing. 








Seat Belts for Safety— 


New torsion spring suspension seals 
with seat belts attached to the floor and 
seat for greater safety have been. installed 
on 13 long-distance trucks of Timken Rolle 
Bearing Co., Canton, O. Timken's long: § 
distance trucks have been equipped with 
safety belts for a number of years but the 
belts were not attached to the seats, only 
to the floor. With the new installation driv- 
ers who secure the belts to their bodies | 
will find less vibration and there will be 
less possibility of irritation from the bel! 
to the driver, according “to Timken. The 
backs of the seats have a semi-buckel 
appearance. Belt buckles have been im 
proved so that they can be released more 
quickly if necessary than the older typé 
buckle. 
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When the going is rough, car buyers count 
on bodies of steel. strong. rigid steel gives car bodies 


what engineers call ‘‘dimensional stability.’’ It means that steel 
bodies won’t sag or bow under rough use and lose their shape. 
Modern car bodies can be made strong as well as light because of 
steel’s superior strength. Steel’s strength soaks up hard knocks 
and shock. Rugged steel bodies and frames make up the strong 
‘safety envelope’”’ that protects passengers. People feel more secure 
in steel because of the way modern steel bodies aré put together. 
Steel permits a tight, metal-to-metal seal and close-fit tolerances. 





Deep-drawn body parts of cold-rolled steel make the sculptured 
look possible. Cold-rolled steel’s clean and uniform surface means 
paint and lacquer finishes that are smooth, will adhere tightly, 
stay handsome longer. 


All inall, steel makes automobile bodies look as good as they really are. 


Strong steel for bodies is only one of the reasons why the public 
prefers steel in automobiles. There are over 160 types and grades of 
steel used in the new cars, each selected to do the most dependable, 
most economical job. Tell your customers about the special steels 
used for durability in bodies and other parts that must take punish- 
ment and stay good-looking. Remember, the public prefers steel in 
automobiles. Make their preference work for you. 


f | . 
Sell | Stee! yy, ...{it sells for you 
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The steering wheel has been raised 


Styling Unchanged for ’62... to provide more legroom. oa ce a oe (a = mme oe 
a ae ee Gee Be a = a 
ADIATOR coolant need not be mm eo 5 . 


Lincoln Plays a Pat Hand eg iie eaten 
7 sion says, A 6,000-mile oil-change 
interval is suggested, and the front- 
os . ou 4 — lubrication period is 30,000 
' ° e refinements of the new model/ miles. The car again carries a 

N a s New: band are of the mechanical variety. 24,000-mile or 24-month warranty. 

sialon Grane >.< 2 Rear see “Instead of a different looking A red light flashes on the instru- 
whitewalls . . . new wheel covers | car each year,” said Ben D. Mills,| ment panel when a rear door is not 
ose higher steering wheel + « © |L-M general manager, “our goal is| fully closed. Convertible roof sup- 
improved brakes , .. quieter ride | to make changes which will help us| ports have been redesigned for a 
. « » new interior fabrics ... two- | build as perfect a luxury automo-| smoother top appearance, and the 
year radiator coolant. bile as possible.” back window has been squared off 

* * & With this in mind, Lincoln Con- |to resemble that of a sedan when 

OR the ’62 model year, the men| tinental again will offer only two | the convertible top is raised. : 

who guide the destinies of the| models—a four-door sedan and The standard equipment list is 
Lincoln Continental have decided} the only four-door convertible | long. It includes such major items 
not to tamper with a successful| puyilt by a domestic manufacturer, | 98 2utomatic transmission, power 
cee Bee model goes On| 4 new water-heated automatic| Steering, power brakes, power 

Ahk choke is said to eliminate excessive | Windows, radio and heater. ’ 

A year ago, Lincoln offered @ | idling speeds and improve fuel| Powering the Lincoln Continental America’s Only 4-Door Convertible— 
completely new car. The public economy. Lincoln says that brakes | is a 430-cubic-inch engine which de- A four-door sedan and the only four-door convertible built by a domestic many. 
approved. And that segment of (are smoother and that newly de-|velops 300 horsepower and has a facturer make up the Lincoln Continental line for ‘62. Basic styling is unchanged from 
the public that can afford a $6,000 | signed pistons mean quieter engine | compression ratio of 10 to 1. Torque ‘61, but the new models offer mechanical refinements. Smoother operation and greater 
automobile backed up its approv- | operation. is 465 pounds-feet at 2,000 revolu- reliability are claimed. 
al by visiting dealers’ showrooms. ti : ” 

: Some 250 pounds of galvanized | tions per minute. ee hi 

Sales are running 30 percent| stee] are used in areas of the uni-| Exterior dimensions are un- Williams, Major Team Up 
above year-ago levels, so Lincoln-| tized body exposed to salt and mois- | changed from 1961, The car has a KANSAS CITY, Kans.—Dewey D.| liams-Major Motor Co., Inc., 1401 
Mercury Division stylists are stand-|ture, and the sound-deadening ma- | 123-inch wheelbase and is 213 inches Williams, former president of Kel-| State Ave. His partner is Bob 
ing pat for ’62. terial in the floor area and in the] long, 53.7 inches high and 78.6 ley-Williams Motor Co., Inc., has | Major, former used-car manager at 
The grille has been restyled and | front has been increased 33 percent. | inches wide. announced the opening of Wil-| Kelley-Williams, 
there’s a slight change in the head- 
light and taillight treatment, but 
only parking lot attendants and 
sharp-eyed teenagers will be able 
to tell a ’62 from a ’61 at a glance. 

* * * 

T= ’62 has narrow-band white- 
wall tires, new wheel covers and 
new interior fabrics, but most of 
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PG" TESTING! One reason why Pecqgdeatoa 


Connecticut State Police check seal z ccc Route included extremes of weather 
on brake drums at start of and road conditions—from the 
Raybestos Cross-Country severe cold in the snow- 
Brake Lining Test in Feb- covered mountains of the 
ruary. Drums were sealed Northeast to the blistering 
so no changes could be made hot highways of the South- 
during 3000-mile run from west. Neither snow, slush 
Bridgeport, Conn., to Los nor intense heat had any 
Angeles. A ’59 Chevrolet noticeable effect on braking 
and a °59 Ford were used. efficiency. City stop-and-go 
Stock sets of Raybestos PG traffic produced much 
Brake Linings—bonded on greater temperature buildup 
the Chevrolet, riveted on in linings and drums than 
the Ford—were installed. mountain or desert driving. 








aie 


Accent on Elegance— 


The ‘62 Lincoln Continental features 
new fabrics, and a higher steering wheel 
provides more legroom. An optional air- 
conditioning unit now is an integrated 
part of the instrument panel, replacing 
the drop-down unit which was available 
last year. 













Image-Building 
Guidelines Suggested 


For Small Firms 


WASHINGTON, — Guidelines 
small firms can follow in building 
a sound reputation and developing 
the right public image of their 
products and services are contained 
in a new leaflet announced by the 
Small Business Administration. 


The leaflet, “Building the Right 
Reputation,” is number 69 in the 
Small Business Administration’s 
Marketers Aid series, and can be 
obtained upon request from all 
SBA offices. It was prepared in the 
Agency’s Management Methods Di- 
vision. 

The reputation a firm enjoys in 
the eyes of the buying public is 
built not only by its products and 
services, but to a large extent by 
developing a consistent and indi- 
vidual plan which presents the firm 
in its best light, the leaflet says. 

The new Aid outlines four basic 
steps firms can take to create the 
desired public image. They include: 
Determining the desired reputation 
for the firm; plans to strengthen 
this reputation; telling the firm’s 
story consistently and in a variety 
of ways, and researching the firm’s 
markets and customers. 








Oth straight year... ¢ Indianapolis! 





























A. J. Foyt, winner, 1961 Indianapolis “500.” 
Speed, 139.130 mph —new track record. 
































TOP! ae a 1st, 2nd, 3rd finishers rely on Raybestos! A. J. Foyt shot home ahead That’s why we use this race to test and develop our linings. 

of the pack in the 1961 Indianapolis ‘‘500.’’ Eddie Sachs and We learn a lot from the “500” and, as a result, when you 
Buy them black Rodger Ward were right behind him. The three had one thing reline your customers’ cars with Raybestos you know you are 
ond moke them white in common: Raybestos Brake Lining. They knew they could assuring them of smooth, safe stops every time. 









with the new 


Port-A-Wall Topper. count on it to give them that vital extra margin of safety as 


they braked down from over 170 mph into those vicious turns. 











For your own set of three 8 x 10 photos of A. J. Foyt, Eddie 
Sachs and Rodger Ward, just send $1.00 (to cover handling anc 
postage) with your name and address to Raybestos. 









Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 





“500” a proving ground for Raybestos! The long, hot miles of the 
Indianapolis classic add up to real punishment for brakes. 
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For Business Management re 


What Draper’s NADA Primer Does 


(Continued from Page 6) 


courts are full of careless pro- 
crastinators.” 

2, Daily-operating control 
sheets. The small dealership has 
one sheet with a form on each 
side for each month, one line is 
used on each side for each day 
of the month, The larger dealer- 
ship has five sheets for each 
month—one for each department 
and one for the full dealership. 
Goals are also posted on these 
sheets. They can be used daily to 
see how well each facet of the deal- 
ership is measuring up to its goals. 

* * * 

HIREE. New-car inventory re- 

ports. The Draper system has 
spaces for noting the length of 
time each car has been in inven- 
tory and he advises that dealers 
“put on pressure to sell” the over- 
age cars. 

4. Used-car inventory reports. 
Similar to the new-car reports with 
spaces for “aging” the inventory. 


Lining means safety 


Test vehicles were thoroughly in- 
strumented in order to provide 
a complete record of brake 
applications. A U-tube de- 
celerometer and a line pres- 
sure gage on the hydraulic 
system recorded brake per- 
formance for each stop. 
Counters recorded the total 
number of stops (over 2420 
brake applications were 
made), and four pyrometers 
measured the brake lining 
temperatures at each wheel. 





New sare-J-cace helps you 
Clinch every possible sale! 


This revolutionary caliper-type instrument enables you to 
show motorists how much or how little stop is left in their 
linings. To make wheels off really pay off, use it with the 


famous... 


Feaylestes 


Pull front wheels, SAFE-T-GAGE 
Check brake drums 

Inspect front wheel bearings 

Clean brake assembly 

Check hydraulic system 

Adjust brakes or recommend reline 
Road test brakes 


AMERICA’S BIGGEST 


RELINE WITH 


Draper also advises noting when 
each unit is sent in for recondition- 
ing and when it is returned for 
sale because, “This will speed up 
the process.” 

5. An activity report for sales- 
men. This report goes to new-car 
and used-car sales.managers and 
shows just what the salesman 


Holt Chrysler Firms 


Consolidated in. Calif. 


VAN NUYS, Calif. — Chrysler- 
Plymouth dealer Barbara M. Holt 
has consolidated her Van Nuys op- 
eration with her wholly owned deal- 
ership, San Fernando Valley Mo- 
tors (Dodge). 

Key members of the Holt Van 
Nuys operation will be transferred 
to the San Fernando dealership 
during the consolidation. 

It is not anticipated the Holt 
Van Nuys point will be replaced, 
as a nearby Plymouth dealer is 
being surveyed as a possible Chrys- 
ler car outlet. 


POINT 
BRAKE 
CHECK 


oe includes adjustment 
linings 












has been doing. This need not 
be a daily report. 

6. Sales performance reports 
which salesmen complete for their 
managers. On these, information 
on such items ag financing, insur- 
ance and tradein on each deal are 
reported so they can be controlled. 

7. Washout sheets. These are 
filled in on each chain of deals to 
the washout and are used to check 
On grosses, expenses and profits to 
the final sale. 

= 


$ 6 
i. Sheets for noting infor- 
mation on following up each 
car customer and to show that the 
work is being done. Draper sug- 
gests that customers be contacted 
every two weeks for two months 
after the sale and every 30 days 
thereafter. 

9. Forms for following up service 
customers. These customers are not 
contacted ag frequently ag those 
who have recently purchased cars. 

10. Sheets for checking on the 
inventory of receivables held by 
the dealership and showing these 


projected 





SELLING FRICTION MATERIAL 


You can get this Safe-T-Gage free 
with a Raybestos 8-set assortment. 
See your Raybestos jobber. 





HQ Building Planned 
By Colorado Assn. 


DENVER. — The Colorado 
Automobile Dealers Assn., is 
planning on building a headquar- 
ters building in this city. The 
idea has long been under consid- 
eration by the board of directors 
of the association and the CADA 
Insurance Trust. 

Proposed location of the build- 
ing would be handy to the Valley 
highway and other main arteries 
of travel. Present plans call for 
a two-story building and base- 
ment. It is estimated that the 
revenue derived from rental 
space would be in the neighbor- 
hood of $15,000 a year, 





which are past due and for how 
long. Draper’s comment: “Dealer 
can oversee slow accounts and 
demand action.” 

11. Forms which show which 
service customers have not been 
into the dealer’s shop for 90 days, 
another followup aid. 

oa * aK 
oo An inventory of cus- 
tomers whose accounts are past 
due and who have been denied 





for your customers! 


Lining wear measurement with 
Raybestos SAFE-T-GAGE* at 
end of trip revealed that the 


average life of 


stock Raybestos PG Brake 
Lining in this type of test is 
equivalent to 14 cross- 
country trips. Though lining 
wear was the most impor- 
tant finding of the test, it’s 
also worth noting that, as 
expected, the Raybestos lin- 
ings used on this cross- 

_ country run never pulled, 
squealed or faded. 

*Pat. pending 








RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 


further credit. This prevents credit 
Sales to those who have not paid 
their bills. 

13. Expense control sheets. 
These sheets show every expense 
item and can be used to isolate 
those which the dealer can cut. 

14, Analysis forms. At the end 
of each month, the sales, expense 
and profit totals are posted and 
compared to goals suggested by 
Draper. There is a form for each 
department and one for the full 
dealership. 

Draper’s comments also cover 
the importance of sound used-car 

appraisals and give some hints. on 
appraising. It adds up to this: 
Sound appraisals are a must for 
the dealer who wants to show a 
profit, 
* * * 

H® CLOSES his comments by 

urging dealers to get the 
proper information on the forms 
and to use it. He says, “Inevitably, 
your organization will do better 
with adequate information at hand 
every day, if you use it.” 

The manuals contain sound 
advice, much of it is the basic 
formula used by many success- 
ful dealers in making their oper- 
ations successful. All dealers 
would do well to have this in- 
formation, or at least most of it, 
at their finger tips and the 
Draper books set up a methodical 
system for preparing it. 

There might be some question 
as to whether all dealers need to 
compile all this information on a 
daily or monthly basis but that is 
something that the individual 
dealer can decide best for himself. 
For those dealers who want to cut 
down on the paper work, use of the 
one-manual system with no break- 
downs by department might be use- 
ful but there are some depart- 
mental figures that can hardly be 
ignored. 


Carla F orces S-P 
To Drop Preview 


In New Orleans 


SOUTH BEND.—Hurricane Carla 
forced Studebaker-Packard Corp. 
to cancel its dealer preview of 1962 
models in New Orleans last week, 
and commitments in other cities 
will make it impossible to re- 
schedule the showing before public 
announcement Sept. 22, the com- 
pany said. 

However, some dealers in the 
New Orleans area were worked 
into the Atlanta presentation and 
a few attended the Chicago pre- 
view. Dealer meetings wind up to- 
morrow (Sept. 19) in Los Angeles. 

Meanwhile, the company said it 
soon will open a _ wholesale-retail 
outlet at N. Fifth Ave. and 22nd 
St., Birmingham, Ala. The outlet, 
to be known as Studebaker-Bir- 
mingham, will be headed by Wilson 
Kirksey, who formerly operated 
Kirksey Motors at that location. 





Illinois Enacts Ban 


On Piggyback Fees 


SPRINGFIELD, Il.—A bill out- 
lawing Teamster union fees levied 
on truck trailers shipped piggy- 
back on railroads, has been sign- 
ed by Gov. Otto Kerner. 

Any agreement requiring a 
motor carrier or a shipper to pay 
a levied charge not part of the 
direct cost of transportation is 
voided. Teamster contracts re- 
quire truckers to pay $5 for each 
piggyback shipment of a truck- 
trailer. 











ADVERTISEMENT 





Every Week 


You can make the 
PUBLIC THINK FAY- 
ORABLY of your good 
public image EVERY 
WEEK OF the year, 
with bits of philos- 
ophy in the NEWS 
SECTION of your 
paper. Best way ever 
found for getting 
tremendous BELIEY- 
ING readership. 
Make people think 
favorably of you every week! Write Edward 
Fiske Co., 2 Depot Plaza, White Plains, N. Y. 
SSS 





Ed Fiske 
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Jordan Marks 42 Years as Auto Dealer in Ohio 


CLEVELAND.—Don Jordan sr.,| He started selling cars in 1914 and 
owner of Don Jordan, Inc., Cleve-| opened his first dealership in 1919. 
land, is observing his 42nd anni-| He estimates that his company has 
versary as an auto dealer. sold 20,000 new cars since that time. 


Official 
Wholesale 
Values 


Every 
15 Days! 











oo United States stockpile of 
new imported cars has declined 
to a 31-day supply as the result 
of reduced shipments from abroad. 

Only 40,000 imports were on hand 
at U.S. dealerships and distributor- 
ships Sept. 1, according to an AuTo- 
MOTIVE News canvass. More than 
double this number, or 87,000 cars, 
gave import dealers the equivalent 
of a staggering 87-day supply last 

Jan, 1. 

Attainment of a month’s supply 
culminates an inventory re- 
trenchment which importers be- 
gan in May, 1960, after it was 
certain that the then-new domes- 
tic compacts would be a major 
market force. 

Shipments of new cars have sub- 
stantially fallen below U. S. retail 
sales in every month since Opera- 


Lender Denied 


Claim Priority 
Referee Rebuffs 


Associates in N. Y. 










Red Book 


orts. inc. 






NATIONAL market rer 










All 
Domestic Cars 
Past 7 Years 


Now dealers, salesmen can carry in their shirt pockets 
CURRENT, local used-car market wholesale values of all 


passenger cars up to 7 years old. 













Since 1911, Red Book has supplied the automotive indus- 
try with vital facts . . . Now this New MARKET VALUES 
. 24 times yearly puts wanted wholesale values 


*15.00 


YEARLY 


Used Trucks 


) All production 
make trucks (past 






By George E. Toles 
Staff Correspondent 

BUFFALO.—Unsecured creditors 
receive more protection in Federal 
than state courts in insolvency 
cases, Federal Bankruptcy Referee 
James R. Privitera said. 

He made his comments in a 12- 
page decision striking down an 
effort of a creditor to gain prior- 
ity for its $47,514.03 claim against 
the assets of the bankrupt Begole 





service .. 










at your finger tips. 


One year subscription (sold on 30-day trial 





offer) 


Used Car Valuation 


Retail, wholesale, 
Finance Valuations 













Red Book 
































all passenger cars, \| 7 years). Factory 
| leading imports, || prices, capacities, Chevrolet Corp., North Tonawan- 
| light trucks st 6 G.V.W., W.B., H.P. de. 
years with front ratings, valuations 
en d | illustrations, of optional equip- Privitera ruled that a chattel 
ment, etc. One 


etc. Subscription (8 


fives annvally mortgage given by Begole to As- 


sociates Discount, which financed 
cars sold by Begole, was null and 
void, since it was filed within four 
months before Begole went bank- 
rupt. 

Furthermore, he denied a claim 
that Associates Discount was en- 
titled to priority becauSe it ad- 
vanced the money on a trust-re- 
ceipts financing plan which is 
entitled to priority under state law. 

The direct effect of Privitera’s 
ruling is that Associates Dis- 
count’s claim now will be merged 
with those of other unsecured 
creditors who will be paid prorat- 





| year subscription 
(Issued Semi-An- 
Prone $10.00 





nually) 


National Moankel Kepout. In 


900 South Wabash Avenue °« Chicago 5 
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BF, Ye hers a — . ed shares of the assets and all of 
a g Your Way- r Lt: whom will receive less than full 
A Lae CTS claims. If the claim had been 

eR. i j given priority, it presumably 

et TO TELL YOU ABOUT would have been paid in full. 
ar 1. The PROFITABLE Auto Rental and Leasing Associates Discount contended 

‘4 ‘tee. ; be and — that it had priority under the state’s 

1 eh eae Personal Property Law because of 

ie" ce 5 the trust receipts and because it de- 

BS: HERE’S HOW !! ! manded an accounting needed to 





perfect that priority. 


Spend just 2 days Noting that for a three-month pe- 










ata riod Associates Discount had a rep- 
CARS RENTAL SYSTEM SEMINAR resentative at Begole who handled 
ON the sales of cars and credited the 






sale against his company’s claims, 
Privitera said it had thereby waived 
its right to an accounting. 

In. effect, he ruled that Associates 
<* | Discount did not have priority 
under the state law, but said that 
made no difference in bankruptcy 
proceedings because the Federal 
law does not recognize such prior- 
ity. 

He said that in 1938, when Con- 
gress revamped the bankruptcy 
law, “all state-created priorities 

were excluded because the ever- 
increasing state priorities were 
consuming the bankrupt estate to 
the exclusion of the almost-for- 


Rental & Leasing 


TAKE YOUR CHOICE 
CLEVELAND, OHIO on Monday & Tuesday 
September 25th & 26th — Sahara Motel 
ie 
DETROIT, MICHIGAN on Thursday & Friday 


September 28th & 29th — Harlan House Motel 


















SEMINAR FEE OF $75.00 INCLUDES LUNCHEON AND 
ALL SEMINAR MATERIALS FOR EACH DAY. THIS IS THE 
SAME UNIVERSITY OF MIAMI SEMINAR THAT IS 
CONDUCTED TWICE MONTHLY IN FORT LAUDERDALE, 
FLORIDA BY CARS RENTAL SYSTEM, INC. 


WE WILL MAKE HOTEL 
RESERVATIONS FOR YOU. 























Wedte ot Phone gotten general creditors. 
Sos Your Recansatlos “This case once again vividly 
TODAY! I! brings into sharp focus one of the 
- typical differences between the fil- 
pea Fis ing of an insolvency proceeding 





under an ‘assignment for the bene- 
fit of creditors’ in the state courts, 
as against a ‘bankruptcy proceed- 
ing’ such as this in the Federal 
courts, where general creditors re- 
ceive more protection,” Privitera 
observed. 









CARS RENTAL SYSTEM 
938 SUNRISE LANE —- PF. 0. BOX 7126 
FORT LAUDERDALE, FLORIDA 


An International Rental & Leasing Association of New Car Dealers 
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Cut in Half Since Jan. 1.. 


Import Stocks Pared 
To 31-Day Supply 


tion Cleanout began. Some import- 
ers have added to the relief pro- 
gram by shipping cars back to 
parent countries. 

For example, a total of 22,058 new 
cars entered the States in June, 
bringing first-half shipments to 
135,058. May shipments of 24,901 
new imports marked a 1961 high. 
Approximately 34,000 new imported 
cars were sold at retail in July, 
37,200 in June and 36,500 in May. 


* * * 
1X THE record import year of 

1959, first-half shipments total- 
led 334,180. The January-June in- 
flux last year was 311,117, reflecting 
a first-quarter boom level followed 
by a sharp dropoff in the spring 
months. 

Data from the Automobile Manu- 
facturers Assn, show that imports 
of new trucks and used cars also 
slumped in the first half. The truck 
total was 6,221, compared to 12,723 
for the same period a year ago, 
while the curb on military ship- 
ments of foreign-built cars cut the 
used-car movement from 12,912 last 
year to 4,992 this year. 

All major producing countries 
except West Germany shipped 
far fewer new cars to the U. S. 
in the first half. The West Ger- 
man total, reflecting Volks- 
wagen’s success, rose slightly 
from 100,144 last year to 101,958. 
However, the West German truck 
total fell from 10,630 to 5,700. 

The United Kingdom suffered the 


S-P to Pioneer 
Use of Hi-Fi Ads 
In Lark Debut 


SOUTH BEND. — Studebaker- 
Packard tomorrow (Sept. 19) be- 
comes the first American auto 
manufacturer to use four-color Hi- 
Fi newspaper advertising. 

The company will use 400 news- 
papers—major dailies and 23 week- 
lies—as a part of a million-dollar- 
plus campaign to introduce its ’62 
series of Lark and Hawk cars and 
line of commercial vehicles. 


All except 43 of the 400 news- 
papers will receive preprinted rolls 
of special color stock with the Hi- 
Fi ad on one side of the page. Reg- 
ular black and white editorial mat- 
ter will be overprinted on the re- 
verse side of the ad. The 43 papers 
not using rolled preprints will re- 
ceive theirs in sheet form, officials 
said, 

Only the Lark series will be fea- 
tured in the Hi-Fi ads, which will 
show four models—a family sedan, 
station wagon, convertible and 
hardtop in the new sports-styled 
Daytona models. 

The Hi-Fi ads will run through 
the remainder of this week. Official 
debut day for Lark is Friday (Sept. 
22). The Hawk series will bow Mon- 
day, Oct. 23. 


White to Appeal 
Antitrust Ruling 


CLEVELAND.—White Motor Co. 
said last week it would appeal a 
Federal District Court’s summary 
judgment outlawing territory sales 
restrictions and price-setting in 
agreements with distributors and 
dealers. 

The summary judgment was is- 
sued by Judge G. E. Kalbfleisch 
here four months after he issued 
a memorandum substantially agree- 
ing with Justice Department con- 
tentions that such practices violated 
the antitrust laws. The case is re- 
garded a test of the applicability of 
the antitrust laws to restrictions 
imposed on dealers and distributors 
in motor vehicle selling agreements. 


Mills Deal Hit by Fire 


BURR OAK, Mich.—Damage was 
estimated at $35,000 after fire hit 
J. W. Mills Chevrolet Corp. here. 
The parts department was most 
heavily hit. Three new cars were 
damaged. 








































ie, 


biggest loss of a shipping souree, 
British builders outstripped the 
West Germans in the 1960 half 
accounting for 107,604 units in the 
U. S. import total. Only 8,947 cars 
of British origin arrived in the 196) 
first half. 


For the same periods, French. 





built cars declined from 66,768 to | 
15,490; Swedish from 13,870 to 5,847, | 
Italian from 18,223 to 1,541, and | 


Japanese from 1,494 to 961, 
First-half imports of used cars 
included 4,355 from West Germany 
and 501 from the United Kingdom, 
* * * 


Exports Hit 1961 Low 


But Top 1960 Month 


DETROIT.—Exports of new cars 
descended to a 1961 low in July, al. 
though exceeding the same month 
of last year, the Automobile Many. 
facturers Assn. reports. 

A total of 7,317 new cars was 
sent to overseas markets in July, 
compared to 10,508 in June. The 
July total last year was 6,568. 

For the first seven months, new- 
car exports amounted to 177,944 
this year and 83,627 last year. In- 
cluded were shipments to Canada 
of 8,358 units this year and 14,074 
a year before. 

New-truck exports through July 
fell to 126,122 this year from 1960's 
151,575. Canada received 2,544 new 


trucks last year and 3,791 this year, f 











Inflates to 20-30 feet. Use vacuum cleaner 
or gas—fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas_ stations, 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2, plus 
50 cents post. and handling. 5 for $10, 
postpaid. Send check or M.O. to: 


PRESTON’S, 106-A Main St., Greenport, N. Y. 


STOP TRYING TO 
BALANCE WHEELS! 


OT ae gt Ope Corn) 


WRITE FOR DETAILS 


ae a TT aD 













M. H. BURY’"s 


Rolling Wheels 


syndicated by 
A. M. Beitler + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 











NEW - REVISED 





This new cama 
edition of 
Martin H. 
Bury's popular 
book, "The 
Automobile 
Dealer" con- 
tains the solu- 
tion to most 
dealers' prob- 
lems. 


New sec- 
tions include detailed Formulas 
for Profit (applicable to each 
department) recommended labor 
union procedures, tested collec 
tion methods, and many new op: 
erating ideas. 

320 pages, $6.30 postpaid. 

If after 10 days you are nof con 
vinced that this book is a valuable 


permanent reference, return it and your 
money will be refunded. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send____copy (copies) of the new book, 
"The Automobile Dealer" 


\ 
J 


1) Check enclosed at $6.30 each 

(1 Send books C.O.D., plus postage 
Name ———— 
Street. — 
Cte ee eae ee 
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U : Presses for Labor Settlement. . . 
OS 


Early Resumption Seen for GM 


(Continued from Page 2) 


a great deal of this overtime could 
be eliminated by better scheduling. 
* * * 


HREE, Union representation: 

The union wants more com- 
pany-paid union representatives. It 
claims there are not enough repre- 
sentatives to process grievances. 

4. Working foremen: The UAW 
claims that company supervisors 
have been performing jobs which 
its members should be doing. It 
wants the practice discontinued. 
5. Anti- discrimination cla use: 

The union wants a strong anti-dis- 
crimination clause written into the 
contract. GM denies it practices 
discrimination in its plants. 

The UAW and GM settled a criti- 
cal relief-time issue, under which 
the corporation keeps its basic rule 
of 24 minutes a day for rest room 
visits—two 12-minute breaks on 
each shift. This is exclusive of the 
company-paid lunch time period. 

The union won its insistence that 
relief time, except for emergencies, 
be given in the last three hours of 
each four-hour morning and after- 
noon session. 

* * * 

HE relief-time accord was reach- 
T ed shortly after Secretary of 
Labor Arthur J. Goldberg talked 
py telephone from his Washington 
office with Reuther and Louis G. 
Seaton. 

For a while, it was predicted 
that settlement of the relief-time 
issue would spur negotiations on 
other unsettled problems at the 
national level and also speed up 
talks at GM plants where local 
agreements have not been reach- 
ed. 

However, this did not materialize. 

As of press time, there Were more 
than 10,000 issues at the local level. 

They deal with everything from 
tules governing shift preference, 
job classification, health and safety, 
and wage inequalities to how much 
cleaning compound should be used 
on oily floors to prevent them from 
being slippery. 

The UAW last week postponed 
a meeting of its national GM coun- 
cil. Originally scheduled for last 
Wednesday (Sept. 13) and then de- 
layed a day, the meeting has been 
postponed “until such time as more 
substantial progress has been made 
in resolving local problems and con- 
cluding local agreements,” accord- 


ing to the UAW. 
oe 7 * 


BEADE up of officers of the 130 


UAW locals, the council has the 
power to approve or disapprove the 
entire national agreement, if one 
has been reached, as well as any 
local plant agreements that have 
been signed. 

It also has the power to wash 
out all plant-level demands of the 
locals that have not been settled 
when a contract is placed before 
it for approval. 

The UAW said the postponement 
will give union shop committees 
More time to work on local prob- 
lems. 

The UAW and GM have agreed 
on economic issues of a three-year 
contract, calling for an annual wage 
increase, payment by the company 
of hospital-medical insurance, an 
increase in jobless pay benefits, 
higher pensions and rises in other 
fringe benefits. 

Both sides blamed the other for 
the strike. 

Reuther said he “regretted the 
strike.” The union and the corpora- 
tion had “worked out an attractive 
and liberal economic package,” he 
said. But, he commented, “we 
haven’t made GM understand that 
when they pay a worker, they don’t 
own him.” 

* * & 

EUTHER said the strikes were 
" “99 percent about working con- 
ditions, the everyday working prob- 
lems in plants.” 

Seaton said the strike “is an 
unnecessary hardship for our 
More than 300,000 hourly rated 
employes.” 

“It is a needless strike because 
the basic economic issues that most 
Importantly affect the income and 
Security of our employes were re- 
Solved satisfactorily to the union,” 


Seaton said. 


Seaton said that a peaceful set- 


tlement without a stoppage of work 
was made virtually impossible 
when the UAW sent a telegram to 
local unions “authorizing each of 
them to strike on their own initi - 
tive if local issues were not fully 
resolved” by Monday morning. 

Chrysler was hit by a two-day 
wildcat strike last week at its press 
plant in Warren, Mich. A shortage 
of body stamping parts threatened 
to shut down Plymouth Valiant, 
Dodge and Lancer assembly opera- 
tions. 

The unauthorized strike broke out 
in a dispute over the transfer of 15 
maintenance workers from a 
stamping plant in Detroit, forcing 
the layoff of nine workers at the 
Warren plant. 


Romney Calls AMC Pact 


Best Since World War II 

ATLANTA. — American Motors 
Corp.’s contract settlement with 
the United Automobile Workers is 
the n.ost favorable achieved in the 
auto industry since World War II, 
George Romney, AMC president, 
said here. 

He told a meeting of Atlanta 
businessmen he sees no difference 
in principle between bonuses for 
executives and profit sharing for 
workers, a feature of the settle- 
ment which is still subject to rati- 
fication by union members. 





earned,” he said, and predicted that 
the settlement would “permit 
American Motors to offer the best 
value on the market.” 

Romney addressed the company’s 
annual Rambler employe preview 
of new models last Saturday (Sept. 
16) at Milwaukee County Stadium 
in Milwaukee. Approximately 40,- 
000 employes and their families 
were on hand. 

Ke + ok 


Akron Mechanics Reject 


Dealers’ Contract Offer 


AKRON.—Members of the strik- 
ing Auto Mechanics Local 762 have 
turned down a new contract offer 
from area auto dealers, 176 to 3. 

Russell Offhaus, union business 
agent, who urged the mechanics to 
reject the offer, said the vote rep- 
resents 18 of the 26 dealerships 
on strike. 


E. John Lehman, secretary-man- 
ager, Akron Automobile Dealers 
Assn., said, “That’s a terrific con- 
tract, the best we’ve ever offered. 
I don’t think the mechanics are 
giving consideration to the indus- 
try.” 

The dealers offered a pay in- 
crease of seven cents an hour ef- 
fective 30 days after the contract 
is settled and eight cents an hour 
effective July 1, 1963. This would 
have brought the flat rate wage to 


“No wage is too high if it is| $2.65 an hour. 


Sights 150,000 Sales in 62... 


Cadillac Stocks at Low 


(Continued from Page 2) 


than two carryovers for each of 
Cadillac’s 1,780 dealers. 


Warner said Cadillac has about 
the same number of dealers as it 
had a year ago, and added that the 
total has been stable for several 
years. He called the Cadillac fran- 
chise “the most-sought-after in the 
auto industry.” 

Warner shed more light on the 
’62 pricing setup than have the 
chiefs of other GM divisions. He 
said the figures had not been final- 
ized at the time of the Sept. 14 
preview, but “we don’t anticipate 
any substantial change.” 

* * * 
HE new models usher in Cadil- 
lac’s 60th anniversary year, and 


Renault Sales 
Rise 20 Percent, 
Top 1960 Month 


MONROE, Mich. — Renault’s 
United States sales for August rose 
20 percent above the preceding 
month and, for the first time this 
year, exceeded 
the corresponding 
month in 1960, 

Vincent Grob, 
executive vic e- 
president and 
general manager 
for Renault, Inc., 
said sales have 
risen steadily 
since the first of 
’ the year, August 
sales of 4,677 ve- 
a hicles exceeded 
the August, 1960, figure of 4,273 
units, he stated. 

Total sales for the first eight 
months of 1961 were 28,677 units, 
said Grob. 

“Our August sales represent one 
percent of the total U. S. market, a 
percentage which has been our real- 
istic target average for the year,” 
Grob said. 

August sales “represent a signifi- 
cant gain” over the 3,895 units re- 
ported for July, 1961, Grob said. 


Grob’s announcement was made 
at a press conference held in con- 
junction with the first European 
shipment of 1,045 Renault automo- 
biles through the St. Lawrence Sea- 
way to the Port of Monroe, Mich. 
Delivery of vehicles through this 
port will enable Renault to serve 
Midwest dealers better, Grob said. 











Warner said he is “very confident” 
that 150,000 Cadillacs will be sold 
in 1962. Warner, incidentally, is the 
ninth man to lead Cadillac since 
the company was formed. 

The ’62 models have a new grille, 
lower tail fins, a front “cornering” 
light, four-way taillights and a dual 
braking system. 


The “cornering” lights are on 
the front fenders just above the 
wraparound section of the bump- 
er. They work in conjunction with 
the turn signals and throw a 
steady beam at a 45-degree angle 
to light the driver’s way into a 
turn at night. 


The new four-way taillights com- 
bine the stop light, backup light, 
tail light and turn-signal light in 
a single housing. 


The heart of the dual braking 
system is a dual-type power brake 
master cylinder with a separate 
piston and brake-fluid reservoir for 
both the front wheels and rear 
wheels. If one of the hydraulic lines 
is severed, only one set of wheel 
brakes would be out of commission. 

* ok * 


ARNER said that new insula- 

tion techniques make the ’62 
Cadillac quieter than its predeces- 
sors and that other mechanical re- 
finements have improved ride and 
handling qualities. 

There are 12 models for ’62, in- 
eluding a pair of short-deck four- 
door hardtops. These units are 215 
inches long, compared with 222 for 
other Cadillacs. The seven inches 
is taken from the trunk. Cadillac 
had only one short-deck model last 
year. 

Five models have a new roof 
treatment. It’s a squared-off de- 
sign that is not unlike the famil- 
iar Thunderbird-Galaxie roofline. 


In addition to the high-volume 
Sixty-Two Series, the Cadillac line- 
up includes a pair of Seventy-Five 
Series limousines and the Sixty Spe- 
cial, a four-door hardtop with a 
Fleetwood body. The Sixty Special 
climbed to 10 percent of Cadillac 
sales in the ’61-model year, com- 
pared with 7 percent in ’60. 


Warner said dealer reaction to the 
’62 cars at 10 meetings around the 
country was the “best ever.” He 
added, “With our new line, our 
dealers feel that they can attract 
a lot of people who are not now 
driving Cadillacs.” 





eee 


Baby Brute from BMW— 





New touring sport-racer is this BMW 700-RS. The little two-seater has a sleek alu- 
minum body over a tubular space frame. The front suspension is modified from 
that used in the standard BMW, but the rear suspension is all new, with tubular 
A-frame upper and lower support arms. The two-cylinder engine, based on the pro- 
duction unit but using special heads, is mounted ahead of the rear axle. The engine 
delivers more than 70 horsepower at 8,000 revolutions per minute. The car is only 


135 inches long. 








Industry Leaders Honor 
PAA’s Klugh on Retirement 


(Continued from Page 3) 


vania’s huge and complicated Bu- 
reau of Motor Vehicles after World 
War I, and his accomplishment in 
building PAA from the handful of 
dealers who were its members when 
he became general manager in 1925 
to the 3,000-member association 
currently recognized as the largest 
state automotive trade group in the 
country. : 

Fellows pointed to the PAA 

group-insurance program, with 
annual premiums of over $1 mil- 
lion, and to the PAA’s new three- 
story building as monuments to 
Klugh’s abilities. 

Other speakers included Otto 
Henneberger, business manager of 
the New Jersey Automotive Trade 
Assn., and president of the Nation- 
al Automotive Trade Assn. Man- 
agers; E. A. Sahli, Beaver Falls, 
and Russell Frantz, Wilkes-Barre, 
both past presidents and honorary 
directors of PAA, and John Mooney, 
McKeesport, PAA past president, 
who pronounced the invocation. 

Henneberger presented Klugh a 


Public Demands 
Custom-Tailored 


Cars, Says Nichols 


CHICAGO.—The average Ameri- 
can has rejected “the mail-order 
suit” and is now insisting upon cars 
which are custom-tailored to his 

own personal 

driving patterns, 
an auto executive 
said here. 

Dodge General 
Manager Byron 
J. Nichols also 
said today’s mo- 
torist “is placing 
primary empha- 
sis on the prac- 
tical characteris- 

. - tics of the car.” 

B. J. Nichols “Styling is im- 
portant,” he said, “but the prefer- 
ence is for functional design. Lux- 
urious interiors are valued, but 
only if they are easy to maintain. 
Gasoline economy ig important, but 
not at the cost of good performance 
and cruiseability.” 

Nichols told newsmen at a pre- 
view of 1962 Dodge products that 
“people are beginning to find that 
one car in the family is entirely 
inadequate.” 

“They are beginning to think of 
the automobile more and more as 
@ persona] and individual means of 
transportation—not as an all-pur- 
pose vehicle for use by the whole 
family,” he said. “For this reason, 
more and more people are demand- 
ing cars that are custom-tailored 
to their own personal needs and 
tastes.” 

More than 700 New York, New 
Jersey and Connecticut dealers and 
salesmen saw the ’62 models at the 
New York Coliseum, and were told 
of promotion plans for them by 
Nichols and other company officials 
from Detroit and New York, 








framed resolution on behalf of his 
fellow managers, noting that Klugh 
had been a manager longer than 
anyone else in the country. Sahli 
presented Klugh’s daughter, Mrs. 
Robert Bennett, Pittsburgh, a por- 
trait of her father, and Frantz 
presented the retiring manager a 
high-fidelity phonograph and a set 
of records. 

Parkinson, the newly appointed 
general manager, is a native of 
State College, Pa. and a graduate 
of Pennsylvania State University. 
After World War II he became 
export manager of Piper Aircraft 
Corp. He joined the PAA in 1947. 





Fuzzy Imagery 
Hurt ’61 Sales, 
Briggs Contends 


SYRACUSE. — Clare E. Briggs 
hammered away last week at his 
theme that junior-edition versions 
of larger models resulted in minus 
business rather 
than the plus 
business envision- 
ed by their cre- 
ators. 

Addressing the 
first dealer pre- 
view for Chrysler- 
Plymouth, the di- 
vision general 
manager noted 
that total indus- 
try car sales de- 
clined this year 
despite the increased number of 
offerings. 

“Only one entry in the market 
moved forward,” Briggs declared. 
“That was Chrysler. What account- 
ed for this? 

“We believe it was because only 
Chrysler maintained a clearly de- 
fined identity in the public mind, 
with no dilution of brand name or 
product.” 

With all four Chrysler-Plymouth 
entries “clearly defined in each 
class” for 1962, Briggs forecast a 
renewal of “confidence and stability 
in the industry” and increased sales. 


Clare E. Briggs 


Detroit Dealers 


Work on Thefts 


DETROIT.—At a meeting at- 
tended by Detroit Police Commis- 
sioner Herbert W. Hart, represent- 
atives of principal insurance com- 
panies, the Detroit Auto Dealers 
Assn., and the National Auto Theft 
Bureau, plans were laid for co- 
operative effort to combat thefts 
of automobiles, tires and other ac- 
cessories from dealers’ storage lots. 

Roland Rinke, DADA secretary, 
was named chairman of the newly 
formed group. Herbert J. Kessler, 
DADA president, commended Hart 
for the excellent record and re- 
sults which have been achieved; 
but observed that the police depart- 
ment alone cannot completely elim- 
inate the problem. 
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Willys Introduces 
Fleetvan Model 
At 41 Showings 


TOLEDO.— The Jeep Fleetvan, 
half-ton, walk-in-type delivery ve- 
hicle, will be introduced by Willys 
Motors, Inc., at a series of salon 
showings, it is announced by James 
Beattie jr., general sales manager. 


Willys dealers, automotive fi- 
nance representatives, fleet owners 
and operators of businesses which 
require light delivery units are be- 
ing invited to attend the series of 
two-day salon introductions in 41 
cities in major U. S. markets. 


The new vehicle is an enlarged, 
commercial version of the Jeep 
Fleetvan produced by Willys for 
the U. S. Post Office Department 
and now in service at 500 post of- 
fices throughout the country. 
Willys currently is producing 6,025 
units for post office service. 


The commercial Fleetvan has a 
spacious van-type body. The driver 
can enter from either side of the 
vehicle, which features “vista- 
vision” type of front-end construc- 
tion, making it possible for the 
driver to see the road close-up for 
safety. 

Providing a payload capacity of 
1,000 pounds, the cargo length is 
87% inches, width is 50% inches 
and interior height at the center 
is 63 inches. The wheelbase is 81 
inches and overall length is 154 
inches, 

With a gross vehicle weight rat- 
ing of 4,000 pounds, the Fleetvan 
is powered by the Jeep four-cyl- 
inder F-head Hurricane engine. 


Newberg and Sol A, Dann litigation 
were “behind us now.” 

Most observers concluded that 
Townsend and his management 
team were striving to keep the pub- 
lic’s sights trained on the new 
products, without post mortems of 
the old battles. 

ok og * 
N JOINING Dann and J. Baca- 
loff as outspoken critics of 
Chrysler management, Renzas de- 
manded that the company cease 
special national account prices for 
fleet buyers and “eliminate the 
practice of helping to finance deal- 
ers.” 

He called for dealer ownership of 
Chrysler stock and dealer profit- 
sharing. He asked that field repre- 
sentatives be judged on dealer prof- 
its, rather than dealer volume. 

“Having already lost my well- 
respected Chrysler - Plymouth 
franchise after 27 years, I have no 
axe to grind,” Renzas asserted. 

Dann had been expected to at- 
tend the Chicago meeting, but 
pleaded a sudden illness. Reports 
arose last week that the Detroit at- 
torney and Newberg were “plan- 
ning” a similar rally of dealers in 
Los Angeles. 

Bacaloff, Portland (Ore.) contrac- 
tor, revived his anti-management 
fight after a lapse prompted by 
Townsend’s appointment as presi- 
dent. Bacaloff warned of a “full- 
scale proxy fight” if Chrysler share- 


Foreman Held in Grille Theft 


JACKSON, Mich.—John McClus- 
key, general foreman, Hilfinger 
Plating Co., was charged with 
grand larceny on complaint of the 
firm, which said he stole more than 
$6,000 worth of Ford Falcon re- 
placement grilles and sold them for 
his own profit. 


Fire Sweeps Chevy Deal 


KIRKLAND COUNTY, O. — Fire 
caused by a spark from a cutting 
torch destroyed McClintock’s Chev- 
rolet on US-6. Ernest M. McClin- 
tock, owner, estimated damage at 
$50,000. A truck and four cars inside 
the building also were destroyed. 


NEW FOR ’62! 
FORD FAIRLANE 500 


JUST RIGHT FOR JUST 
ABOUT EVERYBODY... 
RIGHT SIZE... RIGHT 
PRICE...RIGHT BETWEEN 
GALAXIE AND FALCON... 
COMINGQSOON! 





A PRODUCT OF MOTOR COMPANY 








Newberg at Dealer Rally... 


Chrysler Polishing Up 
Public, Trade Image 


(Continued from Page 6) 



























(accounting). 
“These two firms,” Bacaloff wired 


Chrysler ‘as needed.’” 
* * 7 
OLBERT served with Kelley, 
Drye as an attorney prior to 
joining Chrysler. Townsend worked 
with Touche, Ross as an accountant 
in his pre-Chrysler days. 

Newberg was hired as a con- 
sultant earlier this year by Detroit 
Broach and Machine Co., Rochester, 
Mich. His autobiographical memoir, 
“My 60 Days as President of Chrys- 
ler,” is due for publication next 


June. 
*~ * 


Dodge Dealer Hails ’62s, 


Recalls Dart Intro 


DETROIT.—“Dealers’ reaction to 
the ’62 Dodge line is as enthusiastic 
as it was when they first saw the 
very popular ’60 models,” a leading 
Detroit area Dodge dealer said. 

James Mason, general manager of 
Hodges Auto Sales, Inc., Ferndale, 
and chairman of the Detroit Area 
Dodge Dealers Retail Selling Assn., 
made this comment at a dealer pre- 
view of the ’62 Dodge vehicles at 
the Masonic Temple here. More 
than 600 dealers and their sales 
managers from Michigan, Ohio and 
Indiana attended. 

“In the fall of 1959, when Dodge 
brought out the Dart, we dealers 
realized immediately that we had 
a hot car,” Mason said. “We return- 
ed to our showrooms and, in the 
1960 model year, sold more than 
300,000 Darts, smashing all Dodge 
sales records. 

“Now the factory has given us 
full market coverage without bury- 
ing us under an impossible inven- 
tory of models. With these great 
new products and new management 
at the factory, this should be the 
best year in history for Dodge deal- 
ers.” 


Mobil Develops 
Rating Method 


For Gasolines 


NEW YORK. — The Megatane 
system, a new method to evaluate 
all the performance qualities de- 
sired in today’s gasoline, has been 
adopted by Mobil Oil Co. 

Departing from what Mobil calls 
“the octane mistake,” the company 
holds that the traditional octane 
method of rating gasoline measures 
only two of 21 qualities desired in 
today’s ideal gasoline. The Mega- 
tane system, developed by Mobil 
research, includes octane among the 
total desirable performance quali- 
ties. 

No gasoline on the market has 


, all of the 21 important performance 


characteristics, according to V. A. 
Bellman, Mobil marketing vice- 
president. As a consequence of de- 
veloping the Megatane system, he 
said, Mobil shortly will introduce 
two new gasolines which will have 
more of these qualities than ever 
before. 

The octane rating system was de- 
veloped 37 years ago when knock- 
ing was the most serious gasoline 
performance problem. With the de- 
velopment of more complicated and 
highly stressed engines the quality 
demands upon gasoline have multi- 
plied, Bellman said. 

Megatane ratings are determined 
by a series of tests, each with a 
numerical control limit that defines 
the minimum effective performance. 
level for the quality being tested. 
Where. possible, they conform to 
ASTM (American Society for Test- 
ing Materials) or industry accepted 
techniques, Bellman said. 


holders are not given the seat on 
the board vacated by Colbert. He 
also asked that Chrysler fire its law 
and accounting firms—Kelley, Drye, 
Newhall and Maginnes (law) and 
Touche, Ross, Bailey and Smart 


the directors, “have been continual- 
ly retained by default, and are 
closely identified with the com- 
placent past management. They 
conveniently supply presidents for 
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At the Factories... 





Late Personnel News 


Ford Division 


Appointment of three new assist- 
ant general sales managers in Ford 
Division is announced by Matthew 
S. McLaughlin, division general 
sales manager. 

Named to the newly created top- 
level positions were: 

E, F. (Gar) Laux, assistant gen- 
eral sales manager—vehicle mar- 
keting. 

Paul F. Lorenz, assistant gen- 
eral sales manager — parts and 
service, 

O. F. (Fred) Yando, assistant 
general sales manager—field oper- 
ations. 

Laux, formerly vehicle market- 
ing manager, has 

been associated 
with sales activi- 
ties since joining 
the division’s St. 
Louis sales office 
as manager of the 
car sales depart- 
ment in June, 
1953. Since that 
time, he has held 
various manage- 
ment positions in 

E. F. Laux district and re- 
gional sales offices and in the divi- 
sion’s general sales office. Laux will 
direct divisional activities in car 
and truck marketing, fleet sales, 








0. F. Yando Paul F. Lorenz 


leasing, advertising and sales pro- 
motion and training. 

Lorenz has been with Ford since 
1949. After serving three years on 





Rating Gasolines— 


Make believe highways at a Mobil Oil 
Co. research laboratory duplicate impor- 
tant traffic and terrain conditions in the 
course of developing the new Megatane 
rating system. The Hy-way Simulator has 
recorded a million miles of test data. 


Custom Building for Rhodes Ford— 


Bill Rhodes Ford, Inc., has opened this 21,000 square foot showroom-service center 
in Jackson, Mich. The entire layout was custom designed by Bill Rhodes and the locg| 
dealer for Stran-Steel Corp., Detroit. According to Rhodes, the ultimate cost was ap. 
proximately 10 percent lower than conventional construction, He expects to have re. | 
duced maintenance costs because steel wall and roof panels are color coated with q 
durable vinyl material (walls are yellow and the roof is white). Heating costs wil] 
be lower because the entire structure is fully insulated, according to Rhodes. 




























the company’s finance staff he 
transferred to Lincoln-Mercury, 
where he subsequently was named 
divisional controller. 


In 1956 Lorenz was appointed | 
executive assistant to the divi- 
sion general manager and then in 
1957 was named executive assist- 
ant to Defense Secretary Robert 
S. McNamara, then vice-president ~ 
—car and truck group. Lorenz 
came to Ford Division in June, 
1960, as parts and service man- 
ager, the position he held until 
his present assignment. 

A 25-year veteran of Ford, Yando 
had been manager of the division's 
Southeastern region since March, 
1960 with headquarters at Philadel- 
phia. During his long career at 
Ford, Yando has served as sales 
manager for the New York, Indi- 
anapolis, Chicago and Buffalo dis- 
trict sales offices. 

In his new capacity, Yando will 
have direct responsibility for all re- 
gional and district sales offices. 

* * * 


Chevrolet 


Appointment of Robert F.. Palmer 
as the new manager of the Seattle 
zone of Chevrolet Division has been 
announced by K. E. Staley, general 
sales manager. 

Palmer, most recently zone man- § 
ager at Green Bay, Wis., will re- | 
place the late V. P. Whetstone, 
who had held the post since June, 
1960. 
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* * ed a 
Willys De 
Frank M. Lukacs has been named Ft 
assistant general sales manager for a 
Willys Motors, M. 
Inc., Toledo. 
Lukacs was S 
promoted to his 
new post from e 
that of North- 
eastern region 
al manager, head- 
quartering in New 
York. 
With Willys 
since 1954, he ie 
fe manager of the 
Frank M. Lukaes = Wastern sales te 
gion in Pittsburgh for 2% yeals 
prior to his New York assignment, (H 
and previously had been zone sales FO 
manager in Philadelphia. GE 
* eg * AM 
GMC SE 
F. C. Fleck has been promoted 1 
to truck engineer for GMC Truck 
& Coach Division. 
Fleck joined GMC in 1942 as 4 
cooperative s t u- 
dent and later re- 
ceived a mechan- 
ical engineering CH 
degree from Gen- FO) 
eral Motors Insti- GE 
tute. IN] 
Afterserving 
as a draftsman, T 
he became a pro- “ne 
ject engineer in T 
1955. A year later aus 
he was named a G 
senior project en- F. ©. Fleek 
gineer. In 1960, he was appointed es 


(Continued on Page 70, Col. 1) 











(Continued from Page 1) 



















center 
} local 


iS Gp. 
ve re. 
vith q | 
s will 


ff he 


cury, 
amed 


ited 
livi- 
n in 
sist- 
bert 
lent 
renz 
une, 


intil 


ando 
sion’s 
arch, 
adel- 
r at 
sales 
Indi- 
- dis- 


ll re- 





r for 
ors, 


was 
his 
rom 
rth- 
ion- 
1ead- 
New 


llys 
» was 
the 


g re 
years 
nent, 
sales 













ck 
inted} 









cars; 
and Cadillac, 127. 


ther divisions, Buick built 428 
pe Oldsmobile, 469; Pontiac, 380, 


Overtime operations were sched- 
yled last week at eight Ford Motor 
Co. plants—the Ford Galaxie plants 
at Chicago, Dallas, Louisville and 
Twin Cities, and the Falcon-Comet 


Industry Cut to 62,000 Cars in Week... 
a LS 


Strikes Hobble GM Production 


Still down at Ford were the Atlan- 
ta and Dearborn plants for change- 
overs, and the St. Louis unit by a 
strike which has been in effect since 
July 27. 


* * * 


CONTINUATION of labor dis- 
+% putes at GM also could play 
havoc with Canadian operations. A 
GM of Canada spokesman said it 


units at Lorain, Kansas City, Me- 


tuchen, N. J., and San Jose, Calif.| planned to schedule output this 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 




















Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 16, Week, Sept. 9, -» Sept. 17, Sept. 16, 
1961 1960* 1961* to Date 1960* 1961 
AMERICAN MOTORS 
TRICE osscccorscscosceseseoeee 6,200 7,750 3,242 10,084 342,095 231,037 
CHRYSLER CORP.**.. 13,950 20,729 10,183 26,433 772,112 376,613 
Chrysler-Plymouth 
Division . .................. 6,480 16,909 443,866 254,043 
Chrysler ......... 1,270 3,760 61,581 59,533 
Imperial ........ 241 693 10,350 5,069 
Plymouth ...... 2,768 6,801 182,524 111,760 
Valiant ........... 2,201 5,655 189,411 77,681 
Dodge Division .. 3,703 9,524 311,236 122,570 
Dart-Polara .............. 2,476 6,297 293,831 92,083 
SII cscs an Losscdiesesottes 1,227 3,227 17,405 30,487 
FORD MOTOR. ............... 26,472 69,080 1,299,507 1,128,320 
Ford Division ............... 20,173 52,940 1,046,992 907,975 
NN ar itpelindase det ceiios 10,149 25,962 362,399 355,169 
Ford Galaxie 8,575 23,459 615,684 492,098 
Thunderbird 1,449 3,519 68,909 60,708 
L-M Division 6,299 16,140 252,515 220,345 
INI, deskvonedci\isbseosese 632 1,542 13,194 20,199 
Mercury Comet .... 5,090 5,421 3,724 9,563 130,173 129,332 
Mercury Monterey.. 2,650 1,874 1,943 5,035 109,148 70,814 
GENERAL MOTORS .. 2,711 21,073 41,546 54,344 2,219,460 1,719,951 
Buick Division. .......... 428 3,299 4,893 5,816 188,313 170,156 
Buick (Std.) 281 2,468 3,335 3,693 185,777 113,887 
Special ................ 147 831 1,558 2,123 2,536 56,269 
EIN .| Syinensysnhegesbsiactess 127 975 2,705 3,509 110,838 97,538 
Chevrolet Division .... 1,307 1,757 «=22,701 29,845 1,341,995 1,035,593 
DF ss csisextagsdesbesieee 210 2,463 5,123 6,598 172,955 226,667 
Chevrolet (Std.) ...... 1,097 5,294 17,578 23,247 1,169,040 808,926 
Oldsmobile Div. ........ 469 4,830 5,593 7,589. 264,264 193,413 
Ne 111 3,526 1,230 1,690 261,125 41,602 
Oldsmobile (Std.) .. 358 1 4,363 5,899 3,139 151,811 
Pontiac Division ........ 380 4,212 5,654 7,585 314,050 223,251 
Pontiac (Std.) ........ 281 4,212 3,895 5,245 314,050 146,587 
POR ei ccccsessectsccesce en 1,759 ee 716,664 
S-P CORP. 
ET sc hicsosannastusessetnvene 2,030 2,331 1,978 4,569 76,048 39,719 
CHECKER. ............ssccecseeees 100 145 94 222 5,186 4,019 
Total Cars, U.S.**.... 62,169 86,024 83,515 164,732 4,714,408 3,499,659 


Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 














Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 16, Week, Sept. 9, Sept., Sept. 17, Sept. 16, 
1961 1960* 1961* to Date 1960* 1961 
CHEVROLET ................ 509 6,782 5,016 7,184 285,817 228,151 
DIAMOND T ................... 60 30 37 101 2,076 1,277 
719 33 41 2,565 1,584 
1,359 1,242 2,975 52,097 47,079 
FORD 6,085 6,099 15,495 258,647 240,711 
SE so <cincacsncsttrasbsenieeisn 123 1,288 1,084 1,510 19,794 48,502 
INTERNATIONAL ....... 2,860 2,401 2,292 5,623 92,786 100,919 
2. ins sig acsvessi bones 250 336 189 465 11,290 71,332 
STUDEBAKER .............. 240 48 127 399 9,964 4,846 
oo. Zap uncaUi phcasossvs 280 261 274 632 12,290 11,945 
IE sas ch sisauastvinsesessied 2,450 1,592 2,479 5,579 96,968 80,466 
MISCELLANEOUS ....... 90 90 12 156 3,351 3,407 
Total Trucks, U. S..... 16,392 20,351 18,944 40,160 907,645 776,219 
Total Cars, 
Trucks, U. S. .......... 18,561 106,375 102,459 204,892 5,622,053 4,275,878 


CANADIAN PRODU 
Week 








CTION—CARS 








Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 

Sept. 16, Week, Sept. 9, Sept., Sept. 17, Sept. 16, 

1961 1960* 1961* to Date 1960* 1961 
CHRYSLER CORP. ... 300 873 565 1,485 34,938 29,625 
FORD MOTOR. .............. 1,300 882 546 1,938 69,041 64,419 
GENERAL MOTORS .. 2,624 667 1,801 4,677 126,771 112,443 
AMERICAN MOTORS... 180 __........... 72 ee ee, 4,420 
. 3) ee BOR cat 99 255 3,666 3,559 
Total Cars, Canada.... 5,039 2,422 3,083 8,607 234,416 214,466 


CANADIAN PRODUCTION—TRUCKS 














Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 16, Week, Sept.9, Sept., Sept.17, Sept. 16, 
1961 1960* 1961* to Date 1960* 1961 
CHRYSLER CORP. .... 155 99 95 186 4,059 4,609 
FORD MOTOR. ............. 350 420 243 653 15,407 12,467 
GENERAL MOTORS ‘i 563 425 469 1,148 25,985 21,140 
NATIONAL. ...... 185 219 149 381 8,612 8,333 
Total Trucks, Canada 1,253 1,163 956 2,368 54,063 46,549 
Total Cars, 
—_Trucks, Canada ...... 6,292 3,585 4,039 10,975 288,479 261,015 


Grand Total, 
Cars and Trucks, 


U.S. and Canada... 84,853 109,960 106,498 215,867 5,910,532 4,536,893 








week but just how long it could 
operate was in doubt. Many of the 
stampings and other parts used by 
the company are imported from its 
United States counterpart. 

Here in the U. S., GM reportedly 
has scheduled in the neighborhood 
of 855,500 cars in the fourth quar- 
ter of this year. That’s nearly 23,- 
000 fewer cars than it made dur- 
ing the October-December period 
of last year, but Buick, Oldsmo- 
bile and Pontiac apparently are 
going to place more emphasis on 
their compacts this year. 

The B-O-P compacts reportedly 
will account for 28.2 percent of total 
Buick, Oldsmobile and Pontiac out- 
put during the last three months of 
this year on approximately 93,500 
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assemblies, compared with 26.9 per- 
cent on 95,116 units during the same 
period of last year. 


Estimates put standard Buick 
output at 76,000 units for the last 
quarter of this year, compared with 
77,936 units during the same period 
a year ago, while Special is pegged 
at 28,500 units this year, compared 
with 30,712 a year ago; Oldsmobile 
will dip from 89,712 to 82,000 on 
standard models and from 32,405 to 
28,000 on F'-85s, and Pontiac will de- 
cline from 90,515 to 79,000 on stand- 
ards but climb from 31,999 to 37,000 
on Tempest. 

* 
| ge ted Raaghct be output for the 
fourth quarter reportedly will 
total nearly 483,000 units, compared 
with 481,974 assemblies a year ago, 
but a big slice will come out of the 
standard Chevrolet schedules. 

The Chevy II, the front-engine 
compact in the Chevrolet line this 
year, reportedly will account for 
63,000 assemblies in the fourth 
quarter, or just about the num- 


Dealer Service Business 


On Downside 


in August 


(Continued from Page 2) 


ies, there are many big-city deal- 

erships with no night service. 

A Pennsylvania dealer said he 
offers night service in this unusual 
manner: 


“We do a considerable amount of 
truck service work for approximate- 
ly 10 customers to whom we have 
guaranteed 24-hour service. This 
often means two or three men 
working the best part of the night. 
However, we have found this much 
simpler than having a standby night 
operation and it has paid dividends 
for us.” 

* * * 

HE dealers who do not have 

night service were asked if they 

ever tried this type of service and 
about 30 percent said they had. 
Again, those who have tried night 
service tend to be concentrated in 
larger cities. 

Those who do not offer night 
service and those who have tried 
night service and given it up offer 
just about the same reasons for 
shunning this service: There isn’t 
enough volume to make it pay 
and night service presents a lot 
of extra problems, particularly 
personnel problems. 

An Ohio dealer summed up the 
objections to offering night service: 

‘Too much difficulty in obtaining 
good mechanics for night shift, ditto 
for management, ditto for parts su- 
pervision. No office supervision. 
Constant honesty checks are neces- 
sary. 

“Unless large volume would war- 
rant a full shop of mechanics and 
parts and office, our experience is 
that it does not pay. Also, daytime 
mechanics have to complete their 
jobs before the night shift comes 
on or else they have to split the 
pay for the unfinished job.” 

* * * 
WISCONSIN dealer put it this 
way: 

“Not profitable. Good mechanics 
do not need to work at night. Good 
supervisory help and parts men do 
not need to work at night. Many 
owners would have you work all 
day Sunday besides the night work.” 

A dealer in North Dakota had 
a number of objections including: 
“The better mechanics won’t work 
at night and mediocre work 

drives business away” and “There 
aren’t enough big-paying jobs 
available at night, mostly lights 
and generators.” 

A Mississippi dealer commented: 
“Not enough trade and most of the 
night trade will come in the next 
morning.” 

* * * 

WEST VIRGINIA dealer said: 

There is a “shortage of men for 
an eight-hour day, not to mention 
nights. This matter is becoming 
more serious every day.” 

A Missouri dealer whose shop is 


$175,000 Fire at Walker 


EDINBORO, Pa.—An estimated 
$175,000 fire destroyed the Walker 
Bros. Buick-Chevrolet dealership 
at 143 Erie St. Edinboro. The 
blaze started in the basement of 
the concrete building where a me- 
chanic was draining gasoline from 
a@ car on the garage rack, 


open 5% days a week and has no 
night service made this prediction: 
“I believe that the next move com- 
ing is 40 hours a week in the serv- 
ice departments in towns of this 
size.” His city's population is under 
50,000. 

Another Ohio dealer said his 
night service which is heavy on 
truck repairs is “just barely profit- 
able.” However, he brought up a 
problem mentioned by a number of 
other dealers: If the dealership is 
out of a part needed on a job being, 
done at night, it is difficult to lo- 
cate someone who has the part. 





In Cleveland Closing as 


69 


ber sliced from the standard 
Chevrolet total of a year ago. 
Standard Chevrolet production 
for the fourth quarter of this year 
will be in the neighborhood of 
343,000 units, compared with 404,- 
536 assemblies during the like pe- 
riod a year ago. 

Corvair output will be just about 
on par with a year ago, with 77,000 
units reportedly scheduled for pro- 
duction in the October-December 
period of this year, as against 77,438 
assemblies during the like period a 
year ago. 

Cadillac output during the fourth 
quarter of this year reportedly will 
be in the neighborhood of 42,000 
units, as against 43,179 assemblies 
during the final three months of 
1960. 


Total 1962 model output for the 
corporation at year’s end is target- 
ed at 1,207,000 cars, with standard 
Chevrolet contributing 488,000; Cor- 
vair, 102,000; Chevy ITI, 99,000; stand- 
ard Pontiac, 112,000; Tempest, 
50,000; Oldsmobile, 118,000; F-85, 
38,000; standard Buick, 103,000; Spe- 
cial, 38,000, and Cadillac, 59,000. 

* * * 
pee senr age eer sri output last 
week totalled an estimated 
16,392 units, compared with 18,944 
trucks built a week earlier, and 
20,351 units built during the week 
ended Sept. 17 last year. 

Strikes closed down truck op- 
erations last week at Chevrolet, 
GMC and Divco. 

Car production in Canada last 
week totalled an estimated 5,039 
units, as against 3,083 assemblies 
the previous week, and 2,422 cars 
built during the week ended Sept. 
17 last year. 

Truck production in Canada to- 
talled an estimated 1,253 units last 
week, compared with 956 assem- 
blies a week earlier, and 1,163 com- 
mercial vehicles turned out during 
the week ended Sept. 17 a year ear- 
lier. 





Uneasy Peace Invoked 


By Sanford Markey 
Staff Correspondent 

CLEVELAND.—An uneasy peace 
holds over Greater Cleveland’s 6 
p.m. closing Tuesday through 
Thursday and on Saturday, as one 
used-car dealer abided by the reg- 
ulations while two new-car subur- 
ban dealerships continue to remain 
open. 

Sam Hillman, owner of Jeff Scott 
Motor Sales, agreed to the 6 p.m. 
close, but two dealers, L. S. Kerr 
(Studebaker) and Hornsby Ram- 
bler, are continuing to operate, al- 
though Kerr says: 

“Tl probably close, but I certain- 
ly don’t want to; this is not fair, 
and in my location in suburban 
Cleveland Heights most of my deal- 
ings and transactions come after 
the husband and wife are through 
working and then can come out to 
look at cars.” 

Both Kerr and Hornsby have 
resigned from the Cleveland Au- 
tomobile Dealers Assn. since they 
say they can not abide by CADA’s 
early closing hours and do not 
wish to violate the group’s ruling. 
Both CADA and the Cleveland 
Independent Auto Dealers Assn. 
have agreed on closing at 6 p.m. 
Tuesday, Wednesday, Thursday 
and Saturday. Monday and Friday 
are 9 p.m. closing sessions. 

Early this month, CIADA mem- 
bers marched in front of the Kerr 
dealership and Scott Motor Sales. 
Both Hillman and Kerr also met 
with top officials of the dealer as- 
sociations to argue their cases. 

Behind the unrest to maintain 
longer opening hours there has been 
a steady decline in used-car sales 
by dealers, in light of a rise in 
casual sales (between individuals). 
Many dealers say that would-be 
purchasers can’t shop after dark, 
particularly in the suburbs. Others 
blame advertising tactics. 


Increase in casual sales is reflect- 
ed in statistics released from the 
License Bureau showing sales of 
52,929 through August. This is just 
under 20,000 of all casual sales for 
1960, and about 5,000 under the total 
year’s turnover in 1958, In March 
this year, casual sales were 13,492, 
believed to be the highest figure in 
the bureau’s records. The March ’61 


figure is about 1,200 over March 
a@ year ago, 

Noting the increase in casual 
sales, , 
Field Motor Co. (Ford) and a 
past president of CADA, said one 
of the prime reasons for the 
sharp increase in this type of 
sale is due to practices employed 
by dealers who tell purchasers of 
new cars “go out and sell your 
car to another buyer, and then 
come in for your new car pur- 
chase. We can give you a better 
deal. Or,” added Marshall, “when 
the new-car purchaser wants to 
trade his car, the purchase price 
is an absurd price—this, in an ef- 
fort to get him to sell his car 
outright.” 

Sam Messerman, past president 
of CIADA, a Rambler-Volvo dealer 
who is also active in used-car cir- 
cles, indicated he felt the present 
early hour closing is handicapping 
the suburban dealer. 

Earl Burroughs, executive vice- 
president of CADA, doubted wheth- 
er casual sales are hurting since 
these transactions now carry the 
state’s sales tax provision. He said, 
however, CADA will continue to 
watch closely the issue of closing 
hours and will act in accordance 
with the best interests and wishes 
of its membership. 

Joe Chizek, president of CIADA, 
said that an overwhelming majority 
of salesmen in independent dealer- 
ships want the present closing 
hours and prefer being home with 
their families. 

Chizek added that CIADA 
would continue to study the clos- 
ing hour problems in light of cur- 
rent sales and issues, and indicat- 
ed that there might be a change 
next spring, since “there is no 
sense in making any move this 
time of the year. It should come 
in the spring if there is a need 
for it; if members desire it, and 
if changes are necessary.” 

Kerr, however, has taken sharp 
issue with the closing hour and 
said that by staying open after 6 
p.m. he “realized an increase of 
sales by 40 percent. My men don’t 
mind. They come to work later in 
the day; have a work week that is 
comparable, if not better than other 
salesmen.” 
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Obituaries 


Raleigh Leach, 62, 
Ex-Ford Dealer 
Who Sued Maker 


OAKLAND, Calif.—Raleigh Rob- 
ert Leach, 62, of 3450 Calandria 
Ave., one of the first dealers in the 
United States to file suit against 
an auto manufacturer under the 
1956 Automobile Dealers Franchise 
Act, died last week in Modesto. He 
was buried following Oakland serv- 
ices Sept. 12. 

Mr. Leach’s $4.8 million “bad 
faith” suit was dismissed during 
trial by Federal District Judge Wil- 
liam T. Sweigert on Nov. 1, 1960, 
as alleging “mere speculative pos- 
sibilities.” 

Judge Sweigert’s precedent set- 
ting decision came in the 11th day 
of trial, in which Mr. Leach charged 
the Ford Motor Co. was guilty of 
bad faith and coercion in 1958 when 
it cancelled his dealership at 8600 


Late 
Auto Personnel 


(Continued from Page 68) 


truck chassis section engineer, the 
position he held prior to his present 
promotion. 

* * * 


Ford 


Appointment of S. A. Skillman as 
manager of the Southeastern re- 
gional sales office, Ford Division, 

is announced by 
Matthew S. Mc- 
Laughlin, general 
sales manager. 
Skillman has 
been the divi- 
sion’s market 
representa- 
tion manager 
since joining 
Ford in May of 
this year. Before 
ale Fi joining Ford, 

8. A. Skillman Skillman was 
vice-president—dealer relations, for 
Studebaker-Packard. 

oe 1K * 


Chrysler Corp. 


Two staff appointments in the 
market representation office of 
Chrysler Corp.’s Automotive Sales 
Group are announced by W. S. 
Venn, director — market represen- 
tation. 

Roger J. Hel- 
der, 42, has been 
appointed man- 
ager of financial 
services and con- 
trols and Robert 
B. McCurry jr., 
38, has been 
named manager 
of operating serv- 
ices. 

Since 1958, Hel- 
der has been as-_ &- B. McCurry Jr. 
sistant comptroller of Chrysler 
Corp. in charge of accounting, cost 
accounting, systems and procedures 
and the corporate information proc- 
essing center. He joined the com- 
pany in 1957 as comptroller of the 
Car and Truck Assembly Group, 
following three years in public ac- 
counting and six years of experi- 
ence in the automotive industry. 

Prior to his new appointment, 
McCurry was director of field oper- 
ations for Chrysler-Plymouth Divi- 
sion. He has served as sales execu- 
tive with Chrysler Corp. since join- 
ing the company in 1950 as a Dodge 
district manager. Key sales posi- 
tions he has held include assistant 
general sales manager of Dodge, di- 
rector—Dealer Enterprise for the 
corporation and general sales man- 
ager of Plymouth. 


* * * 


Simca 


J. A. Pipkin, 49, with 13 years 
automotive sales experience in Ok- 
lahoma City, Kansas City and New 
Orleans, has been named Simca 
western area sales manager with 
headquarters in Anaheim, near Los 
Angeles, He succeeds E. F. Frank, 
who returns to the San Francisco 
area as Simca sales representative. 





E, 14th St. He had been a Ford 
dealer since the 1930s. 

Mr. Leach contended the auto 
firm was arbitrary and unreason- 
able in its dealings with him. He 
said the firm tried to force him to 
sell 50 autos monthly under a sales 
quota agreement but that this was 
impossible because he was in a “de- 
pressed sales area.” 

The company contended that 
Leach had modified the agreement 
to sell 33 cars monthly and that 
his sales for 1954-56 declined 20 to 
30 percent of the potential which 
was allocated to him. 

Judge Sweigert said “The court 
has concluded there is no evidence 
in this record upon which the jury 
could infer that the Ford Motor Co. 
was guilty of bad faith and coercion 
under the 1956 Franchise Act. 

“Ford had the right to terminate 
the franchise if the dealer hadn’t 
and wouldn’t provide adequate rep- 
resentation for the company,” the 
judge concluded. 


C. C. Hildebrand; 
Sold Cars in 90s 


HOLLYWOOD, Calif. — Charles 
C. Hildebrand, 96, a pioneer in the 
auto business, is dead. 

Mr. Hildebrand sold bicycles in 
the early 1890s, and in 1897 was 
made manager of the Philadelphia 
branch of H. A. Lozier & Co., sell- 
ing bicycles, Toledo Steamers and 
Waverly Electrics. In 1901 he be- 
came manager of the New York 
automotive branch of International 
Motor Car Co., which had been or- 
ganized by bicycle manufacturers. 
There he sold Toledo and Rambler 
cars. 

He joined Stevens-Duryea in 1902 
as sales manager and sold the first 
six-cylinder cars in the United 
States. From 1910 to 1912 he was 
assistant general manager and sales 
manager for Chalmers. He joined 
Ford Motor Co. in 1912 and later 
served as manager of the Ford 
Minneapolis branch before retiring 


in 1922. 
oe. 


John S. Inskip, 76, 


Distributor of British Cars 


NEW YORK.—John S. Inskip, 76, 
president of J. S. Inskip, Inc., died 
of a heart attack’ Sept. 8 while en 
route from his Connecticut summer 
home to a Norwalk (Conn.) hos- 
pital. 

His company is both a wholesaler 
and retailer of Rolls-Royce and 
Bentley cars and eastern distributor 
for the British Motor Corp. lines. 
He began his 45-year career in the 
auto business as a salesman for 
Locomobile Co. and became New 
York manager for Rolls-Royce of 
America in 1920. 

* od * 
John H, Sheckherd 
BROWNSVILLE, O.—John H. Sheckherd, 


57, who with his brother, Thomas, owned 
Sheckherd Ford Motor Sales here, died Sept. 


4 of an apparent heart attack, He was 
mowing his lawn when stricken, 

* * a 

Lake Temple 
LEESBURG, Fla.—Lake Temple, 67, who 

moved here after retiring as a Chicago 
auto dealer three years ago, died Sept. 6. 
His Lake Temple Motors, Inc., was located 
at 6108 Cottage Grove Ave., Chicago, 

* * * 


John Warren Watson 
PHILADELPHIA.—John Warren Watson, 
78, founder of the American Bronze Co, in 
1906, died Sept. 8 in a local hospital, He 
was known as ‘‘the bearing wizard’’ for, his 
work with bearings and bushings and was 
a friend of the early car producer, Fred 


Duesenberg. 
* * 


Charles Hughes 
FORTUNA, Calif.—Charles Hughes, 56, 
who had been with Hughes Chevrolet for 
years, died Aug. 15 in Stanford Hospital 
after brain surgery nearly 60 days earlier. 
He was a member of the Motor Car Dealers 


Assn. of San Francisco, 
* * + 


G. S. Gladney 
ST. PETERSBURG, Fla.—Grover Steven- 


Sunday-Sales Ban 
Upheld; Moran’s 


Suit Dismissed 


CHICAGO.—The constitutionality 
of the new state law banning auto 
sales on Sunday has been upheld 
by Judge Walker Butler in Cook 
County Superior Court. 

He dismissed a suit in which the 
law’s validity was challenged by 
Jim Moran, president, Courtesy 
Motor Sales, Inc. (Ford), Chicago. 
He also rejected a Moran request 
that Sunday sales be allowed pend- 
ing an appeal to the Illinois Su- 
preme Court. 

In his decision, the judge cited 
the case of Humphrey Chevrolet, 
Inc., vs. the City of Evanston, in 
which the Supreme Court ruled 
that an Evanston ordinance was 
not discriminatory since it barred 
all persons from selling autos on 
Sunday. 

Moran had charged the law was 
unconstitutional class legislation 
and was an unreasonable interfer- 
ence with private business since it 
placed no restriction on sellers of 
other products. 

By its decision in the Humphrey 
case, the judge said, the Supreme 
Court “has clearly manifested its 
finding that auto dealers as a 
class, may be considered a separate 
group without invading their con- 
stitutional rights.” 


5 Dealer Meetings 
Planned in Mich. 


LANSING. — Herbert Estes, Ann 
Arbor, Michigan Automobile Deal- 
ers Assn. president, and Harold 
Draper, retired Saginaw Chevrolet 
dealer, will speak at a series of five 
dealer meetings scheduled by the 
MADA. 

The meeting dates are: Oct. 16, 
Kalamazoo; Oct. 17, Grand Rapids; 
Oct. 18, Lansing; Oct. 19, Flint, and 
Oct. 20, Ann Arbor. 

Draper recently was appointed to 
the National Automobile Dealers 
Assn.’s Business Management De- 
partment. 


Business Barometer 


Automotive News Economic Index— 


96.2 Percent of 
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113.6 Percent of Like Week Last Year 
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Truck Production 
Auto Registrations—yYear to Date.. 
Truck Registrations—Year to Date. 
Steel Production—Tons 
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Paperboard Production—Tons ... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels 
Electric Output—Kilowatt hours ... 
Barometer: Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 
U. S. Government Spending 
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son Gladney, 68, died here Aug. 19, He was 
a retired auto dealer from Washington. 


* * * 


Jd. W. Burkitt 

ST. PETERSBURG, Fla.—J, W, Burkitt, 
Dunnellon, Fla. and Park Ridge, Ill., died 
Aug. 18. He was said to have been one of 
the oldest Cadillac dealers in the United 
States. He had been an auto dealer in Park 
Ridge for 52 years. 

ce * * 


Harold Cavanaugh 
MANCHESTER, N. H.— Harold Cava- 
naugh, formerly associated with Cava- 
naugh Bros. Motors and State Motors, Inc., 
died at the Veterans’ Administration Hos- 
pital here Sept. 2. 
* * * 


Carroll W. White 
KALAMAZOO, Mich.—Carroll W. White, 
66, retired partner in White Brothers Auto 
Sales here, died Sept. 2. 
* * * 


Joseph H. Watkin 

VANCOUVER, B. C.—Joseph H. Wat- 
kin, 73, who was one of four mechanics 
producing Canada’s first Oldsmobile for the 
McLaughlin Carriage Works near Oshawa 
in the early days of this century, died 
Aug. 9, at Vernon, B. C., following a heart 
attack, He had held a Ford dealership in 
his adopted town for 50 years. 

x * Xf 


M. D. Campbell 
VANCOUVER, B. C, — M, D, (Jock) 
Campbell, 61, president of the former 
Campbell Motors, Ltd., died Sept, 4 after 
a brief illness. He and his brother William 
opened his first service station in Vancouver 
more than 30 years ago. 


HELP WANTED 


SERVICE MANAGER — VOLKSWAGEN. 
Long established agency in large South- 
ern city wishes to employ a_ top-notch 
‘‘take charge’’ man with previous Volks- 
wagen service managerial experience. 
Fine facilities and a terrific potential for 
the right man, Salary plus incentive— 
many fringe benefits. Full particulars to 
Box 2814, c/o Automotive News, De- 
troit 7. 


CAR LEASING MANAGER 


New organization. Must be experienced, 
high caliber. Top pay and opportunity. 
Box 2807, c/o Automotive News, Detroit 7. 


SALES MANAGER—Well established Mas- 
sachusetts Plymouth dealer, 150 new cars 
annually, wants expetienced man quali- 
fied to take charge. Must be good organ- 
izer and closer. Send résumé including 
compensation expected, Box 2776, c/o 
Automotive News, Detroit 7. 


NEW YORK CITY—Service manager, Ram- 
bler experience preferred. Able to main- 
tain customer and factory relations. 
Previous man employed 12 years. Good 
pay. Reply Box 2797, c/o Automotive 
News, Detroit 7. 


Two U.C. Deals 
Closed in Chicago 


On License Counts 


CHICAGO.—Police from the seq, 
retary of state’s office closed ty, 
used-car dealerships here last Week 
because of alleged license and 
violations. They were Manhatta 
Motors, 2222 N. Cicero Ave., an 
Bagel Towne U. S. A., Inc., 1750 x 
Cicero, 

At Manhattan, police arreste 
Le Roy Sterling, Skokie, one of thy 
owners of Sterling-Harris For, 
from which 359 cars were removes 
mysteriously last spring. 

Sterling was charged with sellip 
cars without a license. He posted 
$200 bond, and will appear in Traf. 
fic Court later this month. Sterling 
said he merely keeps accounts for 
Manhattan. 


At Bagel Towne, police said the 
arrested Irving Spector after he 
fused to surrender sales record; 
He was charged with failure to ¢ 
play a dealer’s license properly and 
withholding records. 


HELP WANTED 


isrngpepanaighennpaimiinmnandndocgneciaapstinantienmenndiginn 

GENERAL SALES MANAGER, Largs 
single point Chrysler dealer, midwestern 
town of 350,000, offers salary $2,000 per 
month plus 10% of net profit of new and 
used-car department. This includes §.- 
nance reserves and factory bonuses, 5-7 
thousand net per month based on 30 new 
and 40 used sales, Total expense pe 
month $15,000. Man hired for job wil 
be expected to build and train sales force; 
double unit sales within one year. On) 
well qualified man with proven cord 
that will stand rigid investigation wi 
be considered. Write in full, Box 277%, 
c/o Automotive News, Detroit 7. 

SERVICE MANAGER—Must be capable oi 
taking charge of a two hundred ¢ 
Chevrolet dealership service departmen 
in the heart of Dutchess County (N, Y.) 
Must have at least fifteen years’ experi 
ence. Will arrange housing, Salary ané 
benefits open for discussion. More tha: 
excellent opportunity for the right ma 
Box 2809, c/o Automotive News, De 
troit 7. 


SERVICE MANAGER 


for general manager of independent 
garage in West Los Angeles. Must be 
top-grade. Approx. $5,000 required for 
part ownership of expanding chain of 
high-grade garages. Write—give details, | 
STERLING AUTOMOTIVE, 2109 Sawtelle, 
Los Angeles 25, Calif. 


HELP WANTED 


AUTOMOBILE 
DEALERSHIP AUDITOR 


Expanding capital assistance program makes several positions 
available with automobile manufacturer. Must have at least five 
years’ of retail dealership accounting experience. Must thor- 
oughly understand forecasting and expense control, be qualified 
to perform audit of accounting records and submit written 
reports. Must be free to travel. Excellent salary. Automobile 
will be furnished and all expenses paid. Fine opportunities for 
advancement. Submit complete employment record and com- 
mercial references to Box 2819, c/o Automotive News, Detroit 


7. Applications will be held 
opportunity employer. 


in strict confidence. An equal 





HELP WANTED 


VOLKSWAGEN 


BUSINESS MANAGEMENT REPRESENTATIVE 


Needed to assist Business Management 
report and summarize them. 


Manager, to analyze sales and financial 


Requirements: Several years' experience as a field sales representative of a major 
automobile manufacturing company and/or as a business management manager in 
such a company's district or regional office. A knowledge of accounting and an 
ability to work with dealers are essential. Age 25 to 35. 


Salary will be commensurate with qualifications. Excellent employee benefits. Send 


complete resume of all previous 


and education. 


employment (companies, 


positions, earnings) 


VOLKSWAGEN OF AMERICA, INC. 


Personnel Department 
ENGLEWOOD CLIFFS, NEW JERSEY 






































SERVICE 
CLAIMS 
MANAGER 


wanted by Midwest distributor of lead- 
ing import sports car line. Experience 
in all phases of service operations and 
warranty procedures necessary. Excel- 
lent salary, company benefits. Location: 
Chicago, Ill. 
Write full particulars to Box 2817, c/o 


Automotive News, Detroit 7. 


— SS 

























SERVICE MANAGER—35 or older, Ford 
experience preferred. Must be real mer- 
chandiser with ability to maintain high 
degree of customer satisfaction. We have 
the finest facilities in Detroit area, Top 
pay plus incentive to high caliber, sober 
individual. Must stand thorough investi- 
gation. Box 2791, c/o Automotive News, 


Detroit 7. 
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ATTENTION DEALERS! You may be 
searching for a hard-hitting, experienced, 
profit-minded general manager or general 
sales manager. General manager experi- 
ence in 1,500 p.p. GM deal, 97 employes, 
seven million sales, Available September 
18. Have excellent reason for change. 
Age 40, mature, married, college gradu- 
ate, active in civic and church affairs, 
conservative dresser. Can furnish positive 
evidence of creating and training sales 
force that gets job done and good opera- 
tional record. Can start from scratch 
building sales, parts, service and office 
if necessary. Have outstanding promo- 
tional background, can do my own adver- 
tising, layout and art work, Believe 
strongly in sales training, prospecting 
profit and volume, Will work unlimited 
hours for success, Do not expect ‘‘blue 
sky’’ salary; will accept opportunity as 
part compensation. Can prove character 
and honesty above reproach, Will relo- 
cate anywhere. Wire, call or write and I 
will send you complete résumé, references 
and photo. Jack Bolin, 3841 Munson, 
Topeka, Kansas. Telephone: CEntral 
2-5691. 


BUSINESS MANAGER - ACCOUNTANT, 


age 45, presently general manager—ac- 
countant Chrysler dealership. Résumé on 
tequest. Box 2800, c/o Automotive News, 
Detroit 7. 


AUTO SERVICE MANAGER — Executive 
caliber with long experience in all phases 
of new car dealer operation. Will consider 
a dealer who takes high pride in a well- 
managed and efficient, high absorption 
volume service operation with good cus- 
tomer relations. Buick is my experience, 
and will consider the West Coast. Box 
2818, c/o Automotive News, Detroit 7. 



































POSITION WANTED 
NOTICE MR. “BIG 2” 


used sales dept., advertising, hiring, 
training, ordering, etc. — Answer this! 
Now employed, 32 years old, married, 
four children. 
years as used-car mgr., new-car mer., 


general mgr., advertising mgr., etc. Ex- 
cellent reason for wanting to change to 
another market, Highly recommended by 


all previous employers. Nationally rec- 
ognized many times. 
$30,000 at 5% on 6,500 units. Interested 
only in metropolitan deals with the 
potential—I’'ll do the rest! Box 2811, 
c/o Automotive News, Detroit 7. 


SALES MANAGER: Sixteen years’ experi- 


ence General Motors lines — Cadillac, 
Buick, Oldsmobile, etc. Prefer Florida or 
California, but will consider all offers and 
guarantee results. Married and have three 
children. Sober and reliable. College and 
A. U. graduate, excellent wardrobe. 
Could double as company pilot if you 
have plane—hold airline rating with over 
14,000 hours. Position must be permanent 
with future. Age 49. Available immedi- 
ately. Contact Box 2808, c/o Automotive 
News, Detroit 7. 


TRUCK LEASING EXECUTIVE—Volume 
and profit producer with excellent record 
of achievement desires connection with 
progressive organization. Exceptional ad- 
ministrator for both office and operations 
as well as sales management. Compensa- 
tion desired—low five figures. Box 2793, 
c/o Automotive News, Detroit 7. 


MANUFACTURERS’ REPRESENTATIVE 
desires additional lines in automotive 
accessories, parts and equipment for 
central and western New York and 
northern Pennsylvania. Have good fol- 
lowing and can furnish best of refer- 
ences. P.O. Box 183, Orchard Park, New 
York, Gaylord P. Mead. 


GENERAL SALES MANAGER of ‘‘Big 2’’ 
dealership prefers relocating to southern 
Connecticut, Westchester or Manhattan 
agency, with a minimum sales potential 
of 750 new units. Experienced in all 
phases of sales, financing, service and 
parts promotion; 33 years of age, a 
graduate of factory dealer training school. 
Nine years’ managerial experience with 
two dealers. Family man, clean appear- 
ance, factory, previous and present em- 
ployer references. Available only after 
reasonable notice to present employer. 
Box 2815, c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER or sales manager 
with buy-out option. Interested in Chev- 
rolet or Chevrolet dual. Complete knowl- 
edge of dealership: selling, office, parts 
and service. Had own dealership for ten 
years and used-car business for five 
years. Married, two children and can 
furnish best of references. Prefer South 
or Southwest, B. R. Carey, 108 E’ville 
Blvd., Laurel, Mississippi, 


GENERAL SALES MANAGER, age 48, 
married, good habits, wants to locate in 
New England. 25 years’ experience as 
new, used car and truck manager. Best 
factory and dealer references, Available 
now. Arthur Bryant, 87 Crescent St., 
Shrewsbury, Mass. Viking 5-3891. 


GENERAL MANAGER (prefer Southeast) 
—wWell qualified to take complete charge. 
Age 41, proven background, 14 years’ GM 
Management experience. Box 2812, c/o 
Automotive News, Detroit 7. 


MATURE, EXPERIENCED service, sales, 
accounting team would like to work for 
well located dealership with possibility of 
extended buy-out, We prove ourselves or 
no deal. Best of character and business 
references, Box 2810, c/o Automotive 
News, Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT, 


thoroughly experienced with large dealer 
operation, interested in Chicago location. 
Can operate eflicient office and assist in 
expense control. Box 2816, c/o Automo- 
tive News, Detroit 7. 





CARS FOR SALE 














Got the customer? 


HERTZ 












DEALER: South- 
ern states preferred. If you are interested 
in a right-hand man to take complete 
charge of all phases of your new and 


Twelve very successful 


Salary last year 








has the used car! 


All are in fast-selling colors and fully equipped with 
power steering, R & H, automatic transmission, 
many with power brakes — the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 
— real bell ringers! 


1959 and ’60 models are now available at Hertz offices 
across the country. 














CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: 






Mr. I. E. Spatig, The Hertz Corporation, 
660 Madison Avenue, N. Y., Tel. PL 2-2000 





DEALERSHIPS AVAILABLE 





AUTOMOTIVE NEWS, SEPTEMBER 18, 1961 


CARS WANTED 





DEALERSHIP HANDLING FORD—| DISTRESSED IMPORTED CARS wanted 


METRO PHILADELPHIA, Planning po- 
tential 330—can actually do more, Profit- 
able operation. Buy real estate, parts at 
inventory—no blue sky, Owner has other 
interests. You can be in business for ’62 
announcement, Contact: Mr. Richards, 
5711 Ridge Ave., Philadelphia 28, IVy- 
ridge 3-5400. 


OLD, SUCCESSFUL, PROFITABLE 
DEALERSHIP in New England college 
town for sale, Present franchise Chevro- 
let. Gross business over million dollars. 
Capital required $90,000, Box 2783, c/o 
Automotive News, Detroit 7. 








DEALERSHIP HANDLING GMC TRUCK 
in northwestern Illinois. Good truck area, 
good service business, good chance for 
expansion on about three-acre tract. Box 
2785, c/o Automotive News, Detroit 7. 


DEALERSHIPS WANTED 








ately, Ready to do business at once. 
VOA approval assured. Box 2780, c/o 
Automotive News, Detroit 7, 


DISTRIBUTORS WANTED 











AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
queiy vehicles are acknowledged leaders in 
their field. Market is permanent and _ profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 2813, c/o 
Automotive News, Detroit 7. 





DEALER SERVICES 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 





SKIPS FOUND ANYWHERE, all contin- 
gent. We have a national average of 
81%. Repossessions. C.C.A., Box 374, 
Taylorville, Illinois. VA 4-6880. 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 


purchasing any import automobiles 
er trucks, > meee be tae oe 


check the seller as to what, if any, 


excise taxes and duties have not 
been paid on the vehicles. 


61 Volkswagens 


Fully Americanized 
e 


Immediate Delivery 
es 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 









CARS WANTED 











1962 ORDERS 
BEING PLACED 


All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 


ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 


Chevrolet- Ford - Plymouth - Dodge - Comet 

Corvair - Falcon - F-85 - Lancer - Lark 

Rambler. - Special - Tempest - Valiant 
Especially Invited 











DISCOURAGED? 


Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 

Send your message across the nation 


through an 
AUTOMOTIVE NEWS WANT AD 


from dealers, distributors, finance insti- 
tutions. Any quantity. Boozer Motor Co., 
1401 Greensboro Ave., Tuscaloosa, Ala- 
bama. PLaza 9-4233. 


PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock. Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 











LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


DODGE DEALERS: For sale—Complete 
MoPar parts inventory, Price Book 81- 
690-0149 net, Class A $3,530.38; Class 
S-X $1,030.23; and others $2,215.36— 
listed and packed numerically, models 
1954 through 1961. Also complete service 
equipment, including special Dodge, Dart 
and Lancer tools together with parts, 
sales and administration equipment. Will 
accept reasonable offer for all or part. 
Frank Moran Motor Sales, Inc., Kings- 
ton, N. Y. FE 1-4940. 


PARTS WANTED 


HARDTOP FOR 1958 Corvette. H. M. Lind- 


sey, Jr., Lindsey Motor Sales, 
Ohio. Telephone: 636-1128. 


BUSES FOR SALE 


Bryan, 





OVER 300 USED BUSES FOR SALE, all 
types, A-1 condition, cheap. Write: Auto- 
trac Equipment Co., 905 Queen & Cres- 
cent Bidg., New Orleans 12, Louisiana. 
Ph: JA 5-3101. 


BUSES WANTED 


NEW 1961 G.M.C.—Ford V8—Chev, V-8 


48-passenger school buses. Write or wire: 
Jim Dunworth Leasing Co., 927 Broad- 
way, San Antonio, Texas. CA 3-1412. 








MISCELLANEOUS 


“ORIGINAL YELLOW BRAKE BAR” 


Automatic BraKinG 


ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL 


“WRIST ACTION" > 51° 
Incldg. BRAKE HOOK-UP 


NEW ROADKING 


Standard Four Point Hookup $3950 


Universal Wrist Action Ber 
$ 5 2°° 
$4500 


COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG 4i.72'c', 


TRAIL KING 
BALL BAR 
Compac-Tow Intra- 


State Tri-Bar 


. $3750 


* SPECIAL, 3 FOR $100.00 


NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—CONVERTS $] 9% 


All’2” Bail Hitches ONLY 


Carrying Bags $2.00 & $2.95 
SAFETY CHAINS, set of 2, only. 


Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S..A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collec on nts 


40 So. Clinton St., Chicago 6, Ill. 


SEE PAGE 53 
for the nation's 
TOP AUTO AUCTIONS 











WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


2 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





J 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


A 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount .......... 17.45 
Senmiard "plus 2 Large $52.35 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ........... s++$5 1.00 
Dealers’ 25% Discount 5 
Dealers’ Net with 2 $38.25 
Fed. Tax. Inc. 


Standard plus 2 Large 
Adapter Clamps 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Where to find Paint Identification Plates 
on 1962 models 


2. Left front fender 3. Sticker on under- 4. Left side of fire 5. Left front 6. Rear face of 
shield under hood side of glove box wall under hood body pillar left front door 


1. Right side of i 7. Rear engine 
radiator yoke comp'rt. on left 
under hood rear fender shield 


CHRYSLER CORP. FORD MOTOR CO. GENERAL MOTORS AMERICAN 


Chrysler re... mee 

iis pe shes ; Rambler.......5 

Imperial. Oldsmobile. . .4 
Mercury: 

Plymouth. ..1 or Comet-Meteor .6 

Polara 500 | Monterey 

Valiant | T-Bird 


STUDEBAKER- 
PACKARD CORP. 


RINSHED-MASON COMPANY 
Write for Alpha-Cry/ 


Paint for automotive production and refinishing | wsttidlatan Wansatab-v0 
DETROIT 10, MICH. xy ANAHEIM, CALIF. yx WINDSOR, ONT., CANADA gt Sa 








